


















































Are you taking advantage of these 


WEBSTER 





NATIONAL ADVERTISING CAMPAIGN paves the way for 
easier selling... helps your customers know, want, and buy 
Webster’s Carbon Papers and Ribbons. 


(TIKOPY 





WINDOW DISPLAYS help you tell customers that you sell 
the famous Webster Line. They are real attention-getters that 
fit any window dressing scheme. 


Merchandising A 


ids? 






ie’ oe / hd Ps 
MERCHANDISING AIDS including folders, mailers, stuffers, 
blotters, catalogs and a newspaper mat service to help you 
take advantage /ocally of Webster's national campaign. 





SALES HELP from Webster’s Sales Representatives will 
help you crack the “tough ones.”” These men have the experi- 
ence... know stationers’ problems and how to meet them. 





F.S. WEBSTER CoO. 


13 Amherst Street, Cambridge 42, Massachusetts 














{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the complete range of 
commercial stationery. Its 
comprehensive news reports 
of the industry and its valu- 
able special articles upon 
subjects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 


plies, commercial furniture, : 


commercial stationery deal- 
ers and many of the largest 
corporations in the United 
States. It also reaches some 
dealers in forty-eight other 
countries who deal in Amer- 
ican office equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 





Office Appliances 


(To the World's Principal Market Places) 


Founded by George H. Patterson and Developed Through Thirty-Four Years 
by Evan Johnson. 








Published on the first of every month by The Office Appliance 
Co., 600 West Jackson Boulevard, Chicago 6, Illinois. Cable 
address: Applico, Chicago. Telephone: DEArborn 3206. 


ESTABLISHED 1904: Succeeding and embodying American 
Stationer, New York, established 1873, the original trade 
journal serving the stationery field; Typewriter Trade 
Journal & Office Systems, New York, 1904; The Office, Frank- 
linville, N. Y., 1904; The Office A ce Journal, Chicago, 
1905; Business Equipment Journal, eRieecs 1908; Office Out- 
fitter, Chicago, 1908; ~*~ ag National Stationer, New 
ork, 1909. 


John A, Gilbert, President; Charles H. Everly, Director; George C> Wheeler, 
Vice-President; Herbert oe Sime, Vice-President; C. F. Malatesta, Secretary 
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Evan Johnson, Contributing Editor; John A. > Business Manager; 
Walter S. Lennartson, Editor; O. R. Sna Assistant Editor; C. O. 
Schlaver, Assistant Editor; Herbert L. Sime, Vestern Advertising Depart- 
ment; Benjamin C. Wallsten, Copy Department Manager; John H. Rear- 
don, Circulation Manager. 
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Room 1023, 100 E. 42nd St., New York 17. Phone AS 4-8319. 
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Right Methods Are the Tools of Business Success 13 
Incentives for Outside Salesmen............. 15 
Soothing Answers to Complaint Letters. 16 
Eagle Store Builds Walk-in Trade........... 17 
Post Card Duplicator Promotion............. 18 
Know Your Customers—Then Serve Them Well 19 
How Soon Are Vacations “Deserved”’?...... 20 
Writing Instruments Through the Ages. . 21 
Questionnaire on Writing Instruments....... 27 


Steel Filing Cabinets Replacing Wartime Substitutes 28 
Large Folder Functions as Business Card That Builds 


Parnes VGH. 2... oe ye 
New Low in Desk Heights Featured... . 29 
An Extraordinary Offer—.................. : ee 


Y,, the Nos 


Wholesale Stationers Hold Thirty-first Annual 


Convention in New York........ 32 
NSA Ninth District Starts Regional Circuit at 

ME OGTOG, EOUstSI OI o.oo cccsssesccosiceesn ness 36 
Organize Commercial Forms Corporation : 78 
Eaton Acquires Nascon Products, Inc. . 78 
Feldco Moves Into New Plant............... . 80 
NSA Announces Committees for Convention . 80 
Announce Details of Allen Corporation... ® 82 
Bankers Box Company to New Location... ek! 
National Blank Book Appoints Two........... ... 86 
Plastic Covers Firm to Have New Plant . 94 
Underwood Ships by Air to Cuba.......... 104 
Waterman Introduces New Ink Line............... 126 
Maverick-Clarke in Expansion Program. 138 
Polar Company Adds New Representative...... 153 
Individuals Top Business in Use of Air Mail 194 
Smith Metal Arts Opens Display Room 209 

Departments and Classified Nees 

Business Builders . 2 30 New Equipment, Devices, Supplies 42 
Business Opportunities .... il New Trade Literature 11 
Calendar of Industry Activities... 90 News and Miscellany 78 
iach’ wake i NOMDA News 31 
Editorial . oh tare Ae = 38 Office Furniture, Wood and Metal 28 
Engagements 154 Other Lands, In 64 
Guest Book ... _62 Passed Away 118 
Here and There....... 40 Pant ...... 4 
Meetings-Conventions- Dinners ... 66 Time Was .... ; 43 


{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico—one 
year, $2.00; two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50; 
Foreign — one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, post 
office or express money or- 
ders, or in American postage 
stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 

{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth 
of the month will permit 
delivery of next issue at 
new address, Both old and 
new addresses must be given. 


{CONTRIBUTIONS are in- 
vited upon any topic of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 


{ADVERTISING RATES 
upon application—only ar- . 
ticles of office equipment 
or directly related products 
eligible. 

Entered as second-class 
matter, July 8, 1905, at the 
post office at Chicago, IIL, 
under Act of March 3, 1879. 
{Office Appliances” is regis- 
tered in the United States Pat- 
ent Office, Washington, D. C. 
{COPYRIGHT. Contents 
covered by copyright, 1947, 
by the Office Appliance 
Company. 
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ADVERTISEMENTS 








These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


customers. 


A 


Acco Products, Inc. 
Ace Fastener Corp. 
Acme Visible Records, 
Adirondack Chair Co. 
Advanco Prod. Div. Adv. S.B. 
Aigner, G. J., Co. 

All-Steel Equipment, Inc. 
Allen & Co. 
Allen, R. C., 


Inc. 


Inc. ; 
Allied Carb. & Rib. Mfg. 
Corp. collie : : 
Alma Desk Co. 


Dictating Mach. 
Hair & Felt Co. 
Map Company 
Supply Company 
Anderson-Hickey Co., Inc. 
Arrow Fastener Co., Inc. 
Art Metal Construction Co. 
Art Steel Sales Corp. 

139, 140, 141, 
Assoc. Statnrs. Supply Co. 
Atlas Stencil Files Co. 
Autmtc. Pencil Sharp. Co. 


Amer. 
Amer. 
Amer. 
Ames 


B 


B-T Company 


Bainbridge, Kimpton & Haupt, 
Ine. . ’ i 


Bandes, Julius, & Co. . 
Bankers Box Company 
Barkley, C. L., & Co. 
Bassick Co. 
Beck Duplicator Corp., The 
Berger Mfg. Div. Republic 
Bickett, L. M., Co. 
Bison Distributing Co. 
Bluebonnet Products 
Bright Chair Co. 
Browne-Morse Co. : 
Buckeye Ribbon & Carbon Co.. 
Business Efficiency Aids 
Business Mach. Products, Inc. 
c 
C-Thru Ruler Co. 
Caleulator Equip. Corp. 
Cardinal Sales, Inc. 
Cardinell Corp. 
Carpenter Paper Co. 
Central Can Co., Inc. 
Clarin Mfg. Company 
Clarotype Co., The 
Codo Mfg. Corp. 
Cole Steel Equipment Co. 


Business Machs., 


5 


167 
147 
217 
186 
129 

8D 
219 


113 


124 


157 


112 
125 
231 
169 

94 
241 

79 


142 


118 


197 


. 93 


166 
110 
212 
131 


ro hm bo & PO 


’ 175, 176, 177, 178 
Collier-Keyworth Co. 130 
Columbia Ribbon & Carbon 

Mfg. Co. 51 
Columbia Steel Equipment Co. 99 
Commercial Controls Corp. 117 
Consolidated Loose Leaf, Inc...233 
Consolidated Stamp Mfg. Co.....146 
Consolidated Wire Prod. Co.....143 
Continental Ink Co. 232 
Cook, The H. C., Co. 222 
Copy Right Mfg. Corp. 104 
Corona Typewriter 41 
Corry-Jamestown Mfg. Corp.....114 
Cotterman, I. D. 230 
Cram, The George F., Co. 144 
Cramer Posture Chair Co. 189 

D 
D. & G. Mfg. Co. 148 
D & L Furniture Co. 216 
D. & R. Mfg. Co. 240 
Darnell Corp., Ltd. 194 
Dayton Stencil Works 232 
Dennison Mfg. Co. 109 
Dependable Mfg. Co. 221 
Dixie Chrome Products 95 
Domore Chair Co. 187 
Downey, C. L., & Co. 212 

E 
Eaton Paper Corp. 221 
Eraser Co., The 198 


through the journal. 


Eureka Specialty Prtg. Co. 
Eversharp, Inc. 

F 

Inc. 
Surveys 


Faber, A. W., 
Fairchild Aerial 
Farber, Louis H. 
Feldco Loose Leaf Corp. 
Fisher Mfg. Co. 
Fixtures Mfg. Corp. 
Fox, George E., & Co. 
Fulton Specialty Co. 


G 
General Fireproofing Co. 
Gibson, C. R., & Co. 
Glaro Machine Products Co. 
Globe-Wernicke Co., The 46, 


Gray Mills Corp. 
Graff, George B., 
Gregory Fount-O-Ink Co. 

Guide System & Supply Co. 
Gunlocke, W. H., Chair Co. 


Co. 


H 


Hall-Welter Co. 

Hanson Scale Co. 

Harding, Milo, Co. 

Harriman-Welts, Inc. 

Harter Corp. 

Herring-Hall-Marvin Safe Co. 

Heyer Corp., The 

High Point Bending 
Co. 

Hurrle, Charles G. 

Hush-A-Phone Corp. 

Hyman, L., & Sons 


Eg 


Desk Co. 
Methods Co. 


Drawer Co. 


Imperial 

Imperial 

Indiana Cash 

Indiana Desk Co. 

Ink Specialties Co., Inc. 

Int’l. Office Appliances, Inc. 

Invincible Metal Furniture 
Co. 

Jasper Chair Co. 

Jasper Desk Co., The 

Jasper Office Furniture Co. 

K L 
Karl Mfg. Co. 
Keystone Steel Equip. Co. 


Koh-I-Noor Pencil Co. 
Lawson, F. H., Co. 
Leisure Furniture Co. 


Leopold Co. 


and Chair 


232 


91 


Levi, Lewis R. 
Lightning Adding Mach. Co. 
Little, A. P., Ine. 


M 


Mailers’ Service & Equip. Co... 


Manhattan Office Equip. Co. 
Manifold Supplies Co. 
Markilo Co. 

Markwell Mfg. Co. 

Marr Duplicator Co., Inc. 
Martens Type Cleaner Co. 
Maso Steel Products 


Master-Craft Corp., Div. S-W. 


Meier Electric & Mach. Co. 
Meier, Joshua, Company 
Meilicke Systems, Inc. 
Meilink Steel Safe Co. 
Melind, Louis, Co. 
Metal Office Furniture 
Meyer & Wenthe, Inc. 
Michigan Desk Co. 
Midwest Metal Mfg. Co. 
Midwest Naturlite Co. 
MiLo Leather Chair Co., 
Mittag & Volger, Inc. 
Monroe Cale. Machine 
Moore Push-Pin Co. 
Morton, R. P., Co. 
Murphy-Miller, Inc. 
Myrtle Desk Co. 


Co. 


Co. 


N 


National Blank Book Co. 


National Brief Case Mfg. Co.. 
National Desk Co., Inc. 
National Engraving Co. 


Nat’l. Passbook & Supply Co. 


Nat’l. Vulcanized Fibre Co. 

Nemes, S. L. 

New England Paper Punch 
Co. 

New England Woodworking 
Co. 

New Indiana Chair Co. 

Norta Distributing Co. 

Northern 


0 


Office Furn. Wholesale 


Distrib. 


Office Industries of Amer..226, 


Old Town Rib. & Carb. Co. 


Oxford Filing Supply Co. 
PQ 

Pacific Carb. & Rib. Co. 

Packwood, G. H., Mfg. Co.. 


Inc. 


States Envelope Co. 


.218 


233 
9298 


39 


..232 


102 


121 
..232 


233 
123 
-152 


206 


-.-282 


134 
171 
111 
219 


191 


208 
145 
161 
101 


233 
204 
153 


..160 


..232 


230 
122 
231 
.230 
220 


200 


238 


195 
150 
216 
114 


216 
997 


“ei 


61 


119 








of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. In the execution 
of its various commissions this bureau calls upon 
practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 
pares advertising copy,-furnishes list of desirable 
agents and dealers in nearly every country, aids for- 
eign dealers in securing U. S. A. lines, and in many 
other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 
turers. 





| THE SERVICE BUREAU 
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They do, however, offer their services in resolving any disagreements which result from relations established 


Panef Mfg. Company .-233 
Parker Pen Co. * 59 
Peerless-Imperial Co., Inc. 97 
Peerless Steel Equipment Co...229 
Phillips Process Co., Ince. 222 
Pierce Co., The.......... 230 
Plasticraft Specialties ..229 
Sy ae + ee een ..180 
Precision Staple Corp...... 230 
Pronto File Corp.............. 184 
Quality Park Envelope Co.......108 
R 
Rapid Roller Co................ 230 
Red Feather Products, Ltd.......103 
Regal Typewriter Co....... .-216 
Rite-Line Sales Co., Ince... 211 
Rite-Rite Mfg. Co..... ----199 
Rivet-O Mfg. Co.......... ec ucleaone 
Roberts Number. Mach. Co. 219 
Roberts, Weldon, Rubber Co.....239 
Rockwell-Barnes Co. 120 
Ross-Gould Co. 233 
Royal Metal Mfg. Co.. ...242 
Royal Typewriter Co. 43 
Ss 

Safeguard Corp. 225 
Sainberg & Co., Inc. 236 
Sanford Ink Co. mae 214 
Schollhorn, William, Co...........210 
Security Steel Equip. Corp.....159 
Seng Company, The........ 158 
Sengbusch Self-Cl. Inkstd. 

Co. re BS 231 
Service Products Div. ..228 
Shaw-Walker Co. 73 
Sheaffer, W. A., Pen Co. 55 
Sheboygan Chair Co.... .-155 
Sheppard, C. E., Co. 205 
Sikes Co., Inc., The 81 
Sinclair & Valentine 215 
Smead Mfg. Co. ......105, 106 
Smith, L. C., & Corona Tws... 41 
Sorvall, Ivan , ..-.230 
Speed-Key Corp. . 230 
Speedliner Corp. . 133 
Speed-O-Print Corp. 87,8 
Speed Products Co., Ince... 71 
Spencer Rubber Products Co.....236 
Staedtler, J. S., Ine.. 162 
Standard Business Machs. Co...223 
Staunch Sales Co...... 233 
Stewart, R. A., & Co. 202 
Storms, H. M., Co. 234 
Stratford Pen Co. 65 
Sturgis Posture Chair Co. 57 

= 
Technygraph Co., The 227 
Tiffany Stand Co. 241 
Toledo Guild Products, Inc. 219 
U 
Underwood Corp. Back Cover 
U. S. Typewr. Ribbon Mfg. 
Co. 220 
V 
Vail Mfg. Co. 137 
Van Dyke Industries 218 
Victor Safe & Equipment Co...168 
W YZ 
Wabash Filing Supplies, Inc...170 
Wansco Paper Products Co. 212 
Warshaw Mfg. Co... 228 
Waters & Waters Branch 179 
Waterman, L. E., Co. 77 
Weber Office Specialty Co. 225 
Webster, F. S., Co. 2 
Weis Mfg. Co. 67, 68, 69, 70 
Wells Office Furniture Co. 
74, 75, 181 
Welsh Mfg. Company 211 
Western Wholesale Stationers..215 
Wilson Jones Co. . 89 
Wolber Dupl. & Supply Co. 203 
Wonder Lock 233 
Woodstock Typewriter Co. 192 
Write, Inc. peau = 182 
Yawman & Erbe Mfg. Co. 53 
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For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 


Accounting Systems Equipment 

Eureka Specialty Prtg. Co 232 
Adding Machine Parts 

Ames Supply Co. 169 
Adding Machines 

Allen, R. C 


Business Machines 


Inc. 113 
Monroe Calculating Mach. Co 83 
Smith, L. C., & Corona Tws 1] 
Sorvall, Ivan 230 


Underwood Corp Back Cover 
Adding Machines, Rebuilt & Used 


Calculator Equipment Corp. 228 

Mailers’ Service & Equip. Co 233 
Adhesives ((See Inks, Adhesives, ete.) 
Air Circulators and Conditioners 

Meier Elec. & Machine Co 152 
Arch & Clipboard Files 

Globe-Wernicke Co. 46, 47 

Rockwell-Barnes Co. 120 


Service Products Div. 228 

Shaw-Walker Co 

Yawman and Erbe Mfg. Co 
Ash Trays & Stands 


Wells Office Furniture Co..74, 75, 181 
Atlases, Geographical 

Cram, The George F., Co 144 
Bank Supplies 

Downey, C. L., & Co 212 


Gibson, C. R., & Co 
National Passbook & Supply Co 
Bankers Notecases 


Art Steel Sales Corp...139, 40, 41, 42 
General Fireproofing Co 15 
Globe-Wernicke Co. i6, 47 
Victor Safe & Equipment Co 168 


Billing Machines 
Underwood Corp 


Binders, Catalog & Periodical 


Back Cover 


Acco Products, Ine 54 

Master-Craft Corp. 123 

National Blank Book Co 232 

Sheppard, C. E., Co. 205 
Binders, Permanent Storage 

Bankers Box Co 93 

Master-Craft Corp 23 

Sheppard, ©. E., Co 205 

Wilson Jones Co 89 
Biackboards 

Service Products Div. 228 
Blank Books 

Eureka Specialty Prtg. Co 232 





National Blank Book Co. 


Rockwell-Barnes Co. 120 
Wilson Jones Co RY 
Blueprint & Plan File Cabinets 


All-Steel Equipment, Inc. x 
Anderson-Hickey Co. ’ 
Art Metal Construction Co 
Art Steel Sales Corp...139, 40, 41, 42 
Browne-Morse Co 127 


Cardinal Sales, Inc. 94 
Cole Steel Equipment Co. 

75, 76, 77, 78 
Columbia Steel Equipment Co 99 
Corry-Jamestown Mfg. Corp 115 
General Fireproofing Co 15 
Globe-Wernicke Co., The 46, 47 
Invincible Metal Furn. Co 151 
Peerless Steel Equipment Co 229 
Pronto File Corp. 184 
Shaw-Walker Co. 73 


Yawman and Erbe Mfg. Co. 3 
Bond Boxes (See Cash Boxes) 
Bookcases 


All-Steel Equipment, Inc R5 
Art Metal Construction Co 7¥ 
Browne-Morse Co. 127 
Corry-Jamestown Mfg. Corp 115 
yeneral Fireproofing Co. . 15 
tlobe-Wernicke Co. 16, 47 
Michigan Desk Co 191 
Nemes, S. L. 200 
New England Woodworking Co 195 
Peerless Steel Equipment Co 229 
Shaw-Walker Co 73 
Wabash Filing Supplies, Inc 107 
Weis Mfg. Co 7. 68, 69, 70 


t 
Yawman and Erbe Mfg. Co 53 
Bookkeeping Machines 
Underwood Corp 
Box Letter Files 
Art Steel Sales Corp...139, 40, 41, 42 
Cole Steel Equipment Co. 


Beck Cover 


ve. 16, 7%, t0 
Globe-Wernicke Co 16, 47 
Rockwell-Barnes Co 120 
Weis Mfe. Co 67. 68. 69, 70 


Brief & Zipper Cases 
Master-Craft Corp 123 
National Brief Case Mfg. Co 23 

Business Forms 


Assoc, Statnrs. Supply Co 238 

Gibson, C. R.. & Co 237 
Calculating Devices 

Lightning Adding Mach. Co 218 

Meilicke Systems, Inc 232 

Victor Safe & Equipment Co 168 


Caleulating Machines 


Allen, R. C€ Business Machs 

ne, > 
Monroe Cale. Machine Co 83 
Smith. L. €.. & Corona Tws 4] 
Sorvall, Ivan 230 


OFFICE APPLIANCES, 





Calculating Machines, Used 
Calculator Equipment Corp 
Mailers’ Service & Equip. Co 

Calendar Pads & Stands 


Fox, George 


E., & Co 220 
Carbon Papers (See Ribbons & Carbons) 


Card Index Boxes & Trays 
All-Steel Equipment Inc 
Art Metal Construction Co 
Art Steel Sales Corp 39, 40, 41, 
Cole Steel Equipment Co 

175, 76, 77 

Columbia Steel Equipment Co 
Corry-Jamestown Mfg. Corp 
Farber, Louis H 
General Fireproofing Co 
Globe-Wernicke Co 46, 
Guide System & Supply Co 
Imperial Methods Co 
Invincible Metal Furn. Co. 
Metal Office Furniture Co 
New England Woodworking Co 
Peerless Steel Equipment Co 
Pronto File Corp 
Rockwell-Barnes Co 
Security Steel Equipment Corp. 
Shaw-Walker Co 
Wells Office Furniture Co...74, 75 
Weis Mfg. Co 67. 68, 69, 
Yawman and Erbe Mfg. Co 

Card Index Files, Revolving 
Business Efficiency Aids 

Cash Boxes 
Art Steel Sales Corp...139, 40, 41, 
Central Can Co Inc 
Cole Steel Equipment Co 

Tel 36, 48T, 

General Firenroofing Co. 
Globe-Wernicke Co 16, 
Western Wholesale Statnrs 

Cash Tills 
Indiana Cash 

Casters, (-ster Bearings, Slides 
Bassick Company 
Darnell Corp.. Ltd 

Celluloid Envelopes (See Envelopes, 
Celluloid) 

Chair Irons 
Bassick Company 
Collier-Keyworth Co 
Seng Co The 

Chair Mats 
Bandes, Julius, & Co., Inc 
Bickett. L. M Co 
Office Furn. Wholesale Distrib 
Polar Mfe Co 
Service Products Div 


Chairs, Folding 
Adirondack Chair Co 
Clarin Mfe. Co 
Farber, Louis H 
Manhattan Office Eouip. Co 
Royal Metal Mfg. Co 


Chairs, Office 
Bright Chair Co 
Clarin Mfg. Co 
Cramer Posture Chair Co 
D & G Mfg. Co 
Dependable Mfg. Co 
Dixie Chrome Products 
Domore Chair Co 
General Fireproofing Co 
Gunlocke, W. H., Chair Co 
Harter Corp 
Hirth Point Bending & Chair Co 
Jasper Chair Co 
Metal Office Furniture Co. 
Michigan Desk Co 
MiLo Leather Chair Co 
Murphy-Miller Co., Ine 
New Indiana Chair Co 
Royal Metal Mfg. Co 
Shaw-Walker Co. 
Sheboygan Chair Co 
Sikes Co., Ine. 
Sturgis Posture Chair Co 
Wells Office Furniture Co..74, 75, 
Chairs, Posture 
Bright Chair Co 
Cramer Posture Chair Co 
Domore Chair Co 
General Fireproofing Co. 
Gunlocke. W. H Chair Co. 
Harter Corp 
High Point Bending & Chair Co 
Jasper Chair Co 
Metal Office Furniture Co 
Michie*sn Desk Co 
New Indiana Chair Co 
Royal Metal Mfg. Co 
Shaw-Walker Co 
Sikes Co., Ine 
Wells Office Furniture Co 
Chairs, Tablet Arm 
Jasper Chair (« 
New Indiana Chair Co 
Checkwriters & Signers 
Hall-Welter Co 
Safeguard Corp 
Checks, Bank, Payroll, ete. 
Gibson, C. R & Co 
Checks, Stamped Metal 
Dayton Stencil Works 
Meyer & Wenthe, Inc 


Clipboards (See Arch & Clipboard 


Drawer Co 


74, 75, 


obligation. 
Coin Bags, Trays & Wrappers 
99 
933 Art Steel Sales Corp...139, 40, 41, 42 
rane! Downey, C. L., & Co 212 
Cepyhoiders 
Acco Products, Inc a4 
Bankers Box Co 93 
Corv Right Mfg. Co 104 
- Hal!-Welter Co 235 
& Int'l Office Appliances, In 226 
A 4 Rite-Line Sales Co., Inc 211 
4 Wells Office Furniture Co..74, 75, 181 
78 Costumers 
as Fixtures Mfe. Corp 207 
100 Globe-Wernicke Co 46, 47 
15 Levi. Lewis R 154 
i; Peerless Steel Equipment Corp 229 
149 Shaw-Walker Co 73 
126 Cushions & Pads, Chair 
151 Fisher Mfg. Co 201 
111 Globe-Wernicke Co. 16, 47 
195 Polar Mfg. Co. 180 
999 : 
184 Cuspidor Mats 
120 Polar Mfg. Co 180 
so Cuspidors 
181 Lawson, F. H., Co 156 
TO Dating Stamps 
53 Consolidated Stamp Mfg. Co 146 
Fulton Specialty Co 222 
aes Melind. Louis, Co 171 
209 Meyer & Wenthe, Inc 219 
is Rivet-O Mfg. Co 298 
BS Stewart. R. A.. & Co 202 
65 
Desk Bumpers 
78 Fox, George E., & Co 220 
45 Polar Mfg. Co 180 
Desk Lamps 
x Levi. Lewis R 154 
Bainbridge, Kimpton & Haupt 118 
209 Midwest Naturlite Co 145 
Van Dvke Industries 218 
110 Wells Office Furniture Co..74, 75, 181 
194 Desk Pads & Tops 
Aigner, G. J.. & Co 129 
Fox, George E., & Co 22) 
Office Furn. Wholesale Distrib 21 
Polar Mfg. Co 180 
110 Sainbere & Co., Ine 236 
130 Wilson Jones Co a9 
158 
Desk Pen & Ink Sets 
97 Gregory Fount-O-Ink Co 138 
= Plasticraft Specialties 229 
216 Sainberg & Co., Inc 236 
oar Sengbusch Self Cl. Inkstd. Co......231 
bas Sheaffer, W. A ’en Co 55 
rs Desk Side Files 
Business Efficiency Aids 239 
217 Cole Steel Equipment Co 
212 . 175, 76, 77, 78 
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148 Globe-Wernicke Co 16, 47 
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95 Maso Steel Products 233 
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45 Sainberg & Co., Inc 236 
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Pierce Co., The 240 
Drafting Instruments & Equipment 
C-Thru Ruler Co 190 
Cardinell Corp 225 
Duplicating Machine Parts 
Rapid Roller Co. 230 
Duplicating Machines & Supplies 
Ames Supply Co. 169 
Bainbridge. Kimpton & Haupt 118 
Beck Duplicator Corp, 212 
Columbia Rib. & Carb. Mfg. Co... 51 
D & R Mfg. Co. 240 
Harding, Milo, Co 185 
Heyer Corporation 243 
Ink Specialties Co. 217 
Manifold Supplies Co 39 
Marr Duplicator Co., Ine. 121 
Mittag & Volger, Inc. 101 
Old Town Ribbon & Carbon Co. 61 
Packwood. G. H., Mfg. Co 98 
Red Feather Products, Ltd 163 
Sinclair & Valentine 215 
Smith, L, C., & Corona Tws 41 
Speediiner Corp. 133 
Speed-O-Print Corp. 87, &8 
Technygraph Co 227 
Victor Safe & Equipment Co. 168 
Wolber Dupl. & Supply Co. 203 
Duplicating Machines, Used 
Mailers’ Service & Equip. Co. 233 
Duplicating Stencil Files 
Atlas Stencil Files Co 213 
Endorsing Machines 
Commercial Controls Corp 117 
Engravino, Social 
National Engraving Co. 231 
Envelope Sealers—Enve'ope Openers 
Commercial Controls Corp. 117 
Envelopes 
Globe-Wernicke Co. 46, 47 
Northern States Envelope Co. 114 
Quality Park Envelope Co, 108 
Smead Mfg. Co 105, 106 
Wilson Jones Co. 89 
Envelopes, Celluloid 
Aigner, G. J., Co. 129 
Markilo Co 232 
Meier, Joshua Co. 206 
Eradicators. Ink 
Sanford Ink Co 214 
Erasers, Rubber 
Ames Supply Co 169 
Faber, A. W., Ine. ; 49 
Hurrle, Charles G. 215 
Koh-I-Noor Pencil Co. 226 
Roberts, Weldon, Rubber Co 239 
Erasers, Spun Glass 
Eraser Co. 198 
Eyelets & Eyelet Fasteners 
Rivet-O Mfg. Co. 208 
File Boxes, Fibre 
Bankers Box Co. . 93 
Barkley, C, L.. & Co. 166 
Globe-Wernicke Co. 464, 47 
Guide System & Supply Co...... 149 
Oxford Filing Supply Co. 119 
Pronto File Corp. ik4 
Weis Mfg. Co 67, 68, 69, 70 
File Boxes, Metal 
Advance Products Div. , 186 
Art Metal Construction Co. 79 


Art Steel Sales Corp...139, 40, 41, 42 
Cole Steel Equipment Co. 


75, 76, 77, 78 
Corry-Jamestown Mfg. Corp. --- S15 
Globe-Wernicke Co 46, 47 
Keystone Steel Equipment Co 225 
Peerless Steel Equipment Co. 229 
Pronto File Corp. ...184 
Rockwell,Barnes Co. 120 
Shaw-Walker Co. 73 
Vietor Safe & Equipment Co. 168 


Weis Mfg. Co... 67, 68, 69, 70 
Filing Cabinet Content Supports 


Weber Office Svecialty Co. 225 
Filing Cabinets, Insulated 
Meilink Steel Safe Co............ 134 
Shaw-Walker Co. . . 73 
Victor Safe & Equipment Co. 168 
Filing Cabinets, Metal 
Advance Products Div 186 
All-Steel Equipment, Ine. 85 
Art Metal Construction Co. 79 
Art Steel Sales Corp..139, 40, 41, 42 
Berger Mfg. Div. Republic 131 
Business Efficiency Aids 239 


Cole Steel Equipment Co. 
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Columbia Steel Equipment Co. 
Corry-Jamestown Mfg. Corp. 
General Fireproofing Co. . 
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Globe-Wernicke Co. 46, 
Invincible Metal Furn. Co. 1 
Keystone Steel Equipment Co. 2 
Metal Office Furn. Co. 1 
Peerless Steel Equipment Co. 229 
Rockwell-Barnes Co. 120 
Security Steel Equipment Corp. 159 
Shaw-Walker Co. 73 
Victor Safe & Equipment Co. 168 
Yawman and Erbe Mfg. Co. 53 
Filing Cabinets, Wood 
Browne-Morse Co. 127 
New England Woodworking Co 195 
Security Steel Equipment Corp. 159 
Weis Mfg. Co. 67, 68, 69, 70 
Yawman and Erbe Mfg. Co. 538 
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Acco Products, Ine. os 54 
Advanco Products Div 186 
Aigner, G. J.. Co. 129 
Art Metal Construction Co 79 
Barkley, C. L., & Co. 166 
Browne-Morse Co. 127 
Corry-Jamestown Mfg. Corp. 115 
Globe-Wernicke Co 46, 47 
Guide System & Supply Co. 149 
Imperial Methods Co 136 
Metal Office Furniture Co. 111 
Northern States Envelope Co 114 
Oxford Filing Supply Co. 119 
Pronte File Corp 184 
Quality Park Envelope Co. 108 
Rockwell-Barnes Co. 120 
Shaw-Walker Co. . 73 
Smead Mfg. Co 105, 106 
Victor Safe & Eauipment Co 168 
Wabash Filing Supplies, Inc 170 
Warshaw Mf. Co 228 
Weis Mfg. Co 67, 68, 69, 70 
Yawman and Erbe Mfg. Co 53 
Finger Pads 
Speed Products Co. 71 
Folders (See Filing Supplies) 
Fountain Pens 
Eversharp. Ine 91 
Parker Pen Co. 59 
Plasticraft Specialties 229 
Sheaffer W. A., Pen Co. 55 
Stratford Pen Co 65 
Waterman, L. E., Co 77 
Welsh Mfg. Co 211 
Globes, Geographical 
Cram, The George F., Co 144 
Gummed Cloth Rings 
Dennison Mfg. Co 109 
Graff. George B.. Co 208 
Warshaw Mfg. Co. 228 
index Card Signals 
OE + RR 222 
Graff. George B., Co 208 
Victor Safe & Equipment Co 168 
index Tabs 
Aigner, G. J., Co. 129 
Barkley, C. L., & Co 166 
Globe-Wernicke Co. 46, 47 
Guide System & Supply Co 149 
Markilo Co. a 232 
Master-Craft Corp 123 
Shaw-Walker Co. . 73 
Sheppard, C. E., Co 205 
Speed Products Co., Inc 71 
Victor Safe & Equipment Co 168 
inks, Adhesives, ete. 
Dennison Mfg. Co 109 
Harriman-Welts, Inc 226 
Melind, Louis, Co 171 
Parker Pen Co. 59 
Sanford Ink Co 2i4 
Waterman, L. E., Co 77 
inkstands 
Sengbusch Self Cl. Inkstd. Co 231 
Labels 
Dennison Mfg. Co 109 
Eureka Specialty Prtg. Co 232 
Imnerial Methods Co 36 
Oxford Filing Supply Co. 119 
Warshaw Mfg. Co. 228 
Weis Mfg. Co 67, 68, 69, 70 
Ladders, Library, Store & Vault 
Cotterman, I. D 230 
Leads for Mechanical Pencils 
Eversharp, Inc 91 
Faber, A. W.. Inc 49 
Rite-Rite Mfg. Co 199 
Sheaffer, W. A., Pen Co 55 
Waterman, L. E., Co 77 
Leather Goods 
National Brief Case Mfg. Co 230 
Leather Upholstered Furniture 
Bright Chair Co 235 
D & G Mfg. Co 148 
Gunlocke. W. H., Chair Co 63 
Jasper Chair Co 196 
Leisure Furniture Co. 240 
Milo Leather Chair Co... 161 
New Indiana Chair Co 150 
Office Industries of Amer 226, 237 
Letter Trays (See Desk Trays) 
Library Equipment 
All-Steel Equipment, Inc. 85 
Art Metal Construction Co 79 
Art Steel Sales Corp...139, 40, 41, 42 


General Fireproofing Co 

Globe-Wernicke Co...... 

Peerless Steel Equipment Co 

Security Steel Equipment Co 

Shaw-Walker Co 

Yawman and Erbe Mfg. Co 
Lockers & Storage Cabinets 


All-Steel Equipment, Inc 
Anderson-Hickey Co 
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Art Steel Sales Corp...139, 40, 
Berger Mfg. Div. Republic 
Browne-Morse Co. : 
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Keystone Steel Equipment (< 
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Loose Leaf Books & Systems 


Feldco Loose Leaf Cor 
Master-Craft Corp 
National Blank Book (« 
Sheppard, C. E., Co 
Wilson Jones Co 
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Loose Leaf Sheet ovum, Celluloid 


Aigner, G. J., 129 

Markilo Co ‘ ’ 232 

Meier, Joshua Co. 206 
Loose Leaf Binder Bars 

Staunch Sales Co 233 
Lubricators, Office Lock 

Panef Mfg. Co 233 
Mail Distributors 

Advanco Products Div 186 

Globe-Wernicke Co 46, 47 

Victor Safe. & Equipment Co 168 
Mailing Machines 

Commercial Controls Corp 117 
Map Tacks 

Graff, George B Co 208 

Moore Push Pin Co 233 


Maps, Globes, etc. 
Acme Visible Records, Inc 147 
American Map Co 231 
Cram, The George F., Co 144 

Matched Office Suites 
Art Metal Construction Co 79 
General Fireproofing Co 
Globe-Wernicke Co 16, 
Leopold Co li 
Royal Metal Mfg. Co 
Shaw-Walker Co 

Memorandum Books 
Master-Craft Corp 
National Blank Book Co 
Rockwell-Barnes Co 
Wilson Jones Co. 


Memorandum Devices 


Acme Visible Records, Inc 147 
Mending Tape 

Dennison Mfg. Co 109 

Warshaw Mfg. Co 228 
Metal Badges, Checks. Tokens 

Dayton Stencil Works 232 

Meyer & Wenthe, Inc 219 
Metered Mail Systems 

Commercial Controls Corp 117 
Moisteners 

Rivet-O Mfg. Co 208 

Sengbusch Self Cl. Inkstd. Co 231 


Numbering Machines 


Melind, Louis, Co 171 

Roberts Numbering Machine Co.....219 

Stewart, R. A., & Co 202 
Office Partitions & Railings i 

Globe-Wernicke Co 46, 47 
Office Printing Outfits 

Fulton Specialty Co 222 
Oil, Office Machine 

Bluebonnet Products 132 
Pads, Figuring 

National Blank Book Co 232 

Rockwell-Barnes Co 120 

Wilson Jones Co 89 
Paper 

Eaton Paper Corp 221 

Rockwell-Barnes Co 120 

Wansco Paper Products Co 212 


Paper Clamps 

Acco Products, In¢ 

Autmtc Pencil Sharpener Co 

Cook. The H. C., Co 

Graff. George B., Co 

Vail Mfg. Co 
Paper Clips 

Vail Mfz. Co 137 
Paper Fastening Machines 

Ace Fastener Corp 167 

Arrow Fastener Co 9 

Autmte. Pencil Sharpener Co 23 

Markwell Mfg. Co 1 

Speed Products Co 

Victor Safe & Equipment Ce 
Paper Fastening Stickers 

Feldco Loose Leaf Corp 58 
Parcel Post & Postal Seales 

B-T Company 22 

Commercial Controls Corp ee YY 

Hanson Scale Co 223 
Paste (See Inks, Adhesives, ete.) 


Pencil Sharpeners 
Autmte. Pencil 
Pencils, Mechanical 
Parker Pen Co 
Rite-Rite Mfg. Co 199 
Sheaffer, W. A., Pen Cx M 55 
Waterman, L. E., Co 77 
Pencils, Wood Cased Lead 

Faber. A. W., Ine 49 

Koh-I-Noor Pencil Co 226 

Staedtler, J. S Ine 162 
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Sengbusch Self Cl. Inkstd. Co 231 
Photo Copying Equipment 

Fairchild Aerial Surveys ..193 
Pins & Pin Containers 

Vail Mfg. Co 137 
Platens Tvpewriter, ete 

Ames Supply (¢ 
Postal Meters 

Commercial Cont s Corp 117 
Presentation Covers. 

Barkley. C. L., & C 

Oxford Filing Supply Co 
Price & Sign Markers 

Eureka Specialty Prtg. Co 

Fulton Specialty Co. 





Sharpener Co. 234 








Stewart, R. A., & Co 202 
Punches 

Acco Products Inc 

Globe-Wernicke Co. 16 

National Blank Book Co 

New England Paper Punch Co 

Wilson Jones C« 89 


Push Pins 
Moore Push Pin Co 

Ribbons & Carbons 
Allen & C 
Allied Carb. & 
Ames Supply Co 
Beck Duplicator Corp 
Buckeye Ribbon & Carbon Co 237 
Codo Mfg. Co 127 
Columbia Rib. & Carb. Mfg. Co... 51 


Rib. Mfg 








Little, A. P., Ine... 

Manifold Supplies Co. 

Mittag and Volger, Inc. 10 
Old Town Ribbon & Carbon. Co... 61 
Pacific Carb. & Rib. Mfg. Co.........165 
Peerless-Imperial Co., Inc..... . 97 
Phillips Process Co putdisiicon 
Regal Typewriter Co 
Royal Typewriter Co ikccets 
H. M., Co 234 








Storms. 

Underwood Corp Back Cover 

Waters and Waters Branch 179 

Webster, F. S., Co ies 

Write, Inc. 182 
Rubber Bands 

Faber. A. W., Inc . 49 

Spencer Rubber Products Co. 236 
Rubber Stamps 

Melind, Louis. Co 71 

Meyer & Wenthe, Inc 219 

Stewart, R. A & C 202 
Rubber Type 

Fulton Specialty Co 222 





Stewart, R. A & Co 
Rulers, Transparent 

C-Thru Ruler Co 190 
Safes, Office 


Art Metal Construction Co. 79 
General Fireproofing Co. he ES 5 
Globe-Wernicke Co. 46, 47 
Herring-Hall-Marvin Safe Co 107 
Invincible Metal Furn. Co. 151 
Meilink Steel Safe Co. 134 
Security Steel Equipment Corp. 159 
Shaw-Walker Co 73 
Victor Safe & Equipment Co. 168 
Yawman and Erbe Mfg. Co.. . 53 
Sand Urns 
Lawson, F. H., Co 156 
Scrapbooks 
Consolidated Loose Leaf, Inc.. 233 
Globe-Wernicke Co.......... 46, 47 
Weis Mfg. Co 67, 68, 69, 70 
Wilson Jones Co . 89 
Seals, Gummed 
Eureka Specialty Prtg. Co 232 
Secretary Desks 
Wabash Filing Supplies, Inc 170 
Shelving 
All-Steel Equipment, Inc. .. 85 
Art Metal Construction Co 79 
Berger Mfg. Div. Republic 171 
Browne-Morse Co ..127 
Corry-Jamestown Mfg Corp. 115 
General Fireproofing Co.......... . 45 
Globe-Wernicke Co. 46, 47 
Security Steel Equipment Corp.......159 
Shaw-Walker Co . 73 
Slide Rules 
C-Thru Ruler Co 190 


Smoking Stands, Office 
Levi, Lewis R 7 154 
Wells Office Furniture Co...74, 75, 181 
Stamp Affixers 


Commercial Controls Corp 117 
Stamp Pads 
Fulton Specialty Co 222 
Melind, Louis, Co 171 
Meyer & Wenthe, Inc. 219 
Phillips Process Co 222 
Rivet-O Mfg. Co....... 208 
Stewart, R. A., & Co. 202 
Stands for Office Machines 
Ames Supply Co a 169 
Art Steel Sales Cerp...139, 40, 41, 42 
D & L Furniture Co. 216 
Farber, Louis H 100 
General Fireproofing Co. 45 
Harter Corp 116 
Karl Mfg. Co ‘ 229 
Maso Steel Products ss 233 
Midwest Metal Mfg. Co : 208 
Sturgis Posture Chair Co...... 57 
Tiffany Stand Co 241 
Toledo Guild Products, Ine. 219 
Wells Office Furniture Co,..74, 75, 181 
Staple Extractors 
Ace Fastener Corp > seule 
Schollhorn, Wm. Co 210 
Staples & Stapling Machines 
Ace Fastener Corp 167 
Arrow Fastener (c 241 
Consolidated Wire Products Co 143 
Markwell Mfg. Co 102 
Precision Staple Corp 230 
Vail Mfg. Co 137 
Stationary 
National Engraving Co 231 
Stencils, Brass 
Dayton Stencil Works 232 
Stenographers’ Notebooks 
National Blank Book Co. 932 
Rockwell-Barnes Co. 120 
Stools 
Dependable Mfg. Co 221 
Harter Corp 116 
Storage & Transfer Cases 
All-Steel Equipment, Inc 85 
Art Metal Construction Co 79 
Art Steel Sales Corp...139, 40, 41, 42 
Bankers Box Co. 93 
Barkley, C. L., & Co 166 
Berger Mfg. Div. Republic 131 
Browne-Morse Co 127 


Cole Steel Equipment Co. 
175, 


76, 77, 78 


Columbia Steel Equipment Co 99 
Corry-Jamestown Mfg. Corp 115 
General Fireproofing Co 45 
Globe-Wernicke Co. 16, 47 
Guide System & Supply Co 149 
Imperial Methods Co 136 
Invincible Metal Furn. Co 151 
Metal Office Furn. Co.... 111 
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Pronto File Corp 
Rockwell-Barnes Co. 
Security Steel Equipment Corp. 
Shaw-Walker Co. iineieenian aD 
fe as 70 
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..226, 227 
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Weis Mfg. Co. ; 

Yawman and Erbe ite’ ee 
Stere Fixtures & Equipment 

All-Steel Equipment, Ine................. 85 
Strong Boxes, Fire Protected 


Bison Distributing Co... 
Herring-Hall-Marvin Sa’ 





Meilink Steel Safe Co.. a: 
Victor Safe & Equipment. Co...........168 
Western Wholesale Statnrs...............115 
Tables 
Art Metal Construction Co............... 79 
Browne-Morse Co. EEE. | 
Corry-Jamestown Mfg. i, nee § | 
D & L Furniture Co. a 
General Fireproofing Co... Se 
Globe-Wernicke Co. ‘ : 46, 47 
Maso Steel Products... nininhiatee 
Manhattan oe teat Co... 228 
Morton, R. P.. ¢ : 204 
Peerless Steel Revioaent Co... 229 
Security Steel Equipment re 159 
Shaw-Walker Co. a Rady, > 
Victor Safe & Equipment Co.. 168 
Wells Office Furniture Co...74, 75, 181 
Tablets & Pads 
Hyman, L., & Sons............. Same: | | 
Tags 
Dennison Mfg. Co.................. 109 
Telephone Accessories 
Hush-A-Phone Corp. .................. 233 


Victor Safe & Equipment Corp. 168 
Telephone Stands 


Art Metal Construction Co. 78 

General Fireproofing Co.. angi, ER 

Peerless Steel Equipment Co. 229 

Shaw-Walker Co. <cmnaeae. (eae 

Yawman and Erbe Mfg. Co... . 58 
Thumb Tacks 

iraff, George B., Co . 208 
Ticket Holders 

i” SE? ee. See 
Type, Typewriter 

Ames Supply Co...................---. 169 


Typewriter Cleaning Material 
Ames Supply Co........ .....169 


Bainbridge, Kimpton & ‘Haupt... 118 
Bluebonnet Products .. 132 
Cardinell Corp. . ‘ 225 
Clarotype Co. . ; nocen BLO 
Harriman-Welts, Inc. . ae 226 
Martens Type Cleaner Co...... 232 
Mittag & Volger. Inc.. oa 101 
Norta Distributing Co... 216 
Regal Typewriter Co.......... ‘ 216 
Rivet-O Mfg. Co ‘ LS 
Sanford Ink Co.. ease 214 
Webster. F. S. Co. ' . 3 
Typewriter Cushion Keys 
Ames Supply Co.......... 169 
Peerless-Imperial Co., Ine........... 97 
Speed Key Corp. ; 230 
Speed Products Co... 71 


Typewriter Cushion Bases & Knobs 


Amer. Hair & Felt Co. 7? 125 
Business Machines Products 173 
Peerless-Imperial Co., Inc. ~97 


Typewriter Dip Cleaning Machines 


Gray Mills Corp.. a stingiasare 
Typewriter Fastening ‘Deviess 

Business Machine Products . 173 
Typewriter Parts & Tools 

Ames Supply Co. ; 169 


Typewriter Tables (See Stands for 
Office Machines) 


Typewriters, Mfrs. of 
Royal Typewriter Co - 48 
Smith, L. C., & Corona Tws 41 
Underwood Corp. Back Cover 
Woodstock Typewriter Co sateasentee 


Typewriters, Rebuilt & Used 


Regal Typewriter (Co. 216 
Visible Systems Equipment 
Acme Visible Records, Ine. oe 
Aigner, G. J.. Co. 121 
Art Metal Construction Co.. ove 09 
Business Efficiency Aids 239 
Globe-Wernicke Co........ se 16, 47 
Master-Craft Corp. . ee 123 
National Blank Book Co.. = 232 
Ross-Gould Co. . ee > Fs 
Shaw-Walker Co. Sacha . 73 
Sheppard, C. E.. Co 205 
Victor Safe & Equipment Co. 168 
Wilson Jones Co Ca 
Yawman and Erbe Mfg. Co............. 53 
Wardrobe Racks 
New England Woodworking Co. 195 


Waste Baskets 


Art Steel Sales Corp...139, 40, 41, 42 


Bainbridge, Kimpton & Haupt 118 
Cole Steel Equipment a a 

iniletteataligaseetiliitaatinaliediige 17 76, 77, 78 
Corry Jamestown Mfg. Corp 115 
Fox, George E., & Co. ee >) 
General Fireproofing | ee 45 
Globe-Wernicke Co....... ec 46, 47 
Lawson, F. H., Co. PE: 
National Vule. Fibre Co... ; 220 
Shaw-Walker Co. . ic a 


Wells Office Furniture Co...74, 75, 181 
Wholesale Stationery 


Associated Statnrs. Supply Co. 238 
Bainbridge, Kimpton & Haupt........118 
Carpenter Paper Co...... 128, 132 
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T WANTS AND FOR SAIL _ | 


The rate for classified advertisements is ten cents a word, minimum charge $2.00. 














SITUATIONS WANTED 


EXECUTIVES WANTED 





COMPETENT, AMBITIOUS SALESMAN seeks sales management job 
with a progressive organization. Thirteen years’ experience in office 
equipment and supplies. Capable of assuming complete management of 
your retail business. Age 35, family, best references. Will go where 
opportunity presents. Address Box D-87, care Office Appliances, Chicago 6. 





EXPERIENCED, WELL-KNOWN MAN among stationers-office equipment 
dealers and manufacturers desires sales connection West Coast. Knows 
complete lines from dealer and manufacturer viewpoint. Interested in 
nationally distributed lines. Best of references. Under 40 years; 16 years’ 
experience. Address D-88, care Office Appliances, Chicago 6. 





ATTENTION MANUFACTURERS 
SALESMAN NOW COVERING GROUP of central states plans to make 
a change. Has wide knowledge of all phases of office supply, equipment, 
and systems. High standing with dealers. Sober, industrious, dependable, 
good producer. Address D-96, care Office Appliances, Chicago 6. 





SALESMEN WANTED 








MR. SALESMAN: Interested in selling an item that brings repeat orders? 
Our patented BUCK-L-BINDER for storing loose-leaf records, once adopted, 
becomes part of the user's filing system, insuring repeat business. Exclu- 
sive territory allotted to desirable representatives. Write: The Reb-Wal 
Hunt Co., Box 208, Royal Oak, Michigan. 





SALESMAN WANTED for southwestern territory to represent old estab- 
liished manufacturer of stationers’ specialties. Full time position paying 
salary and expenses. Prefer young man now living in Texas or Louisiana. 
Also have opening in metropolitan New York area for same type position. 
Address R-225, care Office Appliances, Chicago 6. 





OPENINGS AVAILABLE for two experienced salesmen to travel on 
assignment, train and supervise in sale of hectograph products. Box 
R-226, care Office Appliances, Chicago 6. 





MFR. OF UNIQUE DEVICE for office and home or shop. Nationally 
known and accepted, has certain exclusive territories open for high type 
men experienced in calling on retailers, jobbers and dept. stores. Fast 
popular-priced repeat seller. High commission with extra cash bonus. A 
proven profit-building sideline. For details write R-227, care Office Appli- 
ances, Chicago 6. 





WANTED—SALESMAN of Loose Leaf, Office and Accounting Forms, 
Binders, etc., with basic knowledge of estimating special work. Oppor- 
tunity to advance to sales promotion desk with chance to work quickly 
into an important position. Knowledge of stationery manufacturing and 
office equipment business will help. A real opportunity for the right man. 
Must come well recommended. Address R-228, care Office Appliances, 
Chicago 6. 





WANTED—STATIONERY CLERK, N. Y. City, commercial stationery. 
State age, experience, and salary expected. Replies confidential. Box 
X-238, care Office Appliances, 100 East 42d St., New York 17, N. Y. 





WANTED—SALESMAN to handle line of Remington Rand systems. Must 
be thoroughly experienced with Remington Rand Systems Div. Write: 
L. A. Fetterly, 307 E. Congress St., Tucson, Arizona. 





ONE OF THE WORLD’S OLDEST and best known caleulating machines, 
manufactured in Sweden, is again being imported to this country. Sales- 
men of office equipment, who sell directly to offices, will find it an 
interesting and profitable side line. Write Room 802, 210 Fifth Avenue, 
New York 10, N. Y. 





SALESMEN: FAST SELLING, steady repeat item. KWIKY—the better 
envelope moistener. Retails 15c. Men calling on wholesalers and large 
retailers—several good territories still available. Commission. W. H. 
Weber, 192 Lexington Ave., New York 16, N. Y 





EXECUTIVES AVAILABLE 





SALES MANAGER WELL KNOWN throughout the industry is available 
to direct sales program for some manufacturer of stationery, filing sup- 
plies or office furniture. Excellent record in building and maintaining 
sales force. Is himself a top-grade sales producer. Will spend as much 
time in the field as necessary. Has traveled all parts of the United 
States. Interested particularly in taking over sales of smali or medium 
size company and building up volume to full potential of product. Prefers 
midwest location. Convincing references from top names in field of com- 
mercial stationery. Address D-98, care Office Appliances, Chicago 6. 





SALES EXECUTIVE AVAILABLE for home or branch office operation 
or sales agency. 10 years district manager, 2 years branch manager, 7 
years sales manager. Experience nearly equally divided between two 
outstanding office appliance manufacturers. Has energy, initiative, abil- 
ity. Ready to start on real sales production wherever opportunity is 
offered. Industry Leaders for references. Address D-99 care Office Appli- 
ances, Chicago 6. 





MAN: AGE 41, MARRIED, desires relocate South or West Coast as 
Retail Store Sales Manager, Mfgrs. Representative or Sales Mgr. 20 
years’ experience retail Office Equipment store and Mfgrs. Distr-sales 
Mgr. Nation wide dealer acquaintance, expert on Visible, Filing Sys- 
tems, well grounded in steel, wood, supplies. Aggressive, sales minded, 
thoroughly acquainted dealers and factory problems. Now employed 
responsible position well known manufacturer. Capable assuming respon- 
sibilities. Address D-100 care Office Appliances, Chicago 6 
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FOR AN OPPORTUNITY—A man of retirement age, operating a long- 
established, highly specialized and successful Ruling, Loose Leaf, Blan 
Book, Stationery Manufacturing, Office Equipment and Supply Business 
with several hundred active accounts in an Indiana City of 55,000, is 
desirous of discussing employment with a man of experience and ability 
to take over the management of the modernly equipped, not too large 
manufacturing department with an opportunity to advance to the general 
management or possible purchase of the business after demonstrating 
proper qualifications. Must be absolutely loyal and cooperative. Com- 
pensation on a weekly drawing account and annual bonus basis. If 
interested, write stating age, if a family man, particular experience, 
previous and present connections, salary necessary to start. A_ real 
opportunity for the right man. Address R-229, care Office Appliances, 
Chicago 6. 

















WANTED—STENOGRAPHER, N. Y. City, experienced job printing, com- 
mercial stationery. State age and salary expected. Replies confidential. 
Address R-239, care Office Appliances, 100 East 42d St., New York 17, N. Y. 





MECHANICS AND SERVICE-SALESMEN WANTED 








TYPEWRITER MECHANIC—Experienced on all makes, to assist foreman, 
Permanent job. Good pay and working conditions. Replies confidential. 
Address Box R-230, care Office Appliances, Chicago 6. 





WANTED—REPAIRMAN, EXPERIENCED on Friden calculating machines. 
Will have opportunity to sell and make additional commissions over and 
above liberal salary. Give references, experience; all replies treated con- 
fidential. Reliable Office Equipment Company, Box 477, Evansville, 
Indiana. 





EXPERIENCED TYPEWRITER and adding machine mechanic for per. 
manent position with Smith-Corona and Allen Wales dealer. Typewriter 
Service Co., 120 North Third, Albuquerque, New Mexico. 





IMMEDIATE OPENING and unusual opportunity for alert, experienced 
man to take charge of Adding Machine Dept. in a large progressive 
organization. Attractive salary and ideal working conditions. Replies 
will be confidential. Box R-231, care Office Appliances, 100 East 42d St., 
New York 17, N. Y 





EXPERIENCED TYPEWRITER MECHANIC WANTED—AIl makes, Steady 
position. Address R-232, care Office Appliances, Chicago 6. 





EXPERIENCED COMBINATION ADDING MACHINE AND TYPEWRITER 
mechanic. Good salary and permanent position. Portland Typewriter Co., 
406 S. W. Fourth St., Portland 4, Oregon. 





BOOKKEEPING MACHINE SERVICE MAN—Must be experienced on 
Burroughs Bookkeeping Machines and Moon Hopkins. Permanent position, 
good pay. All applications strictly confidential. Write R-283, care Office 
Appliances, Chicago 6. 





WANTED—ELLIOTT FISHER MECHANIC with knowledge of adding 
machines. Apply W. J. Crowley Co., 908 N. Water St., Milwaukee 2, 
Wisconsin. 











REPRESENTATIVES AVAILABLE 








MANUFACTURER REPRESENTATIVE—With following in the office 
furniture field, seeking additional lines representation direct from 
manufacturer. Presently covering territory Boston south to Washington, 
D. C., including New York metropolitan area. Can offer the best of 
references. If you are interested in top representation, volume sales, full 
coverage, write Box D-89, care Office Appliances, Chicago 6. 





FOR MIAMI, FLORIDA, to handle A-1 office equipment, adding or caicu- 
lating machine line to wholesalers or retailers. Commission basis satis- 
factory. Experienced. Now selling. Address Box D-90, care Office Appli- 
ances, 100 East 42d St., New York 17, N. Y. 





SALESMAN, CALLING ON STATIONERY and office equipment dealers 
in Texas, Oklahoma and New Mexico with line of duplicating machine 
supplies, is interested in securing additional non-competitive lines. 
Thorough and intelligent coverage assured. Box D-91, care of Office 
Appliances, Chicago 6. 





MIDDLE-WEST REPRESENTATIVE—Sales manager for well-known sta- 
tionery manufacturer has resigned to serve as representative of two or 
three non-competing manufacturers. Territory ten middle-western states. 
Well known to dealers. Interested in any articles of commercial station- 
ery or office furniture. Excellent record. Top references. Address D-92, 
care Office Appliances, Chicago 6. 





ATTENTION, MANUFACTURERS: Manufacturers’ representative with 
dealer contacts in Washington, Oregon and California is contemplating 
expansion of activities to include handling additional lines. Will pay 
you and carry own accounts or operate on commission. Interested manu- 
facturers are invited to write to D-93, care Office Appliances, Chicago 6. 





TWO SALESMEN WHO have been selling to commercial and office equip- 
ment dealers for past 30 years in New England, New York City, New 
Jersey, Philadelphia, Baltimore, Washington and Richmond desire addi- 
tional line. Will and can give complete coverage. Address Box D-94, 
care Office Appliances, 100 E. 42d St., New York 17, N. Y. 





WANTS AND FOR SALE, Continued page 8 


7 








WANTS AND FOR SALE, Continued from page 7 





SALESMAN, THOROUGHLY TRAINED in office equipment, accessories, 
safes and systems. Am desirous of representing manufacturers in Texas 
or Southwest; well known in the industry and to dealers in this area. 
Have a well-known sales record with finest of references. Address D-95, 
care Office Appliances, Chicago 6. 


LARGE CINCINNATI PRINTING COMPANY with five high type sales- 
adding line of 


men, well acquainted with buyers in Cincinnati area, 
office supplies. Interested in making connections with reputable firms 
with quality merchandise. For excellent representation in this area, 


write Box D-97 care Office Appliances, Chicago 6, Illinois. 


MANUFACTURERS of quality office equipment, desiring vigorous repre- 
sentation in the northwest or California by an experienced office equip- 
ment salesman, please write D-96 care Office Appliances, Chicago 6. 





EXPORT REPRESENTATIVES AVAILABLE 





EXPORT TO SWEDEN—Desire representations for specialized office equip- 
ment of merit, particularly new ideas and developments. Representative 
located Stockholm. Write Room 802, 210 Fifth Ave., New York 10, N. Y. 


REPRESENTATIVES WANTED 











TERRITORIES NOW OPEN for live-wire salesman to sell top quality 
nationally advertised chrome and upholstered furniture to office supply, 
hotel supply, and institutional supply houses. We are prepared to make 
prompt delivery on a line that enjoys finest acceptance. State qualifi- 
cations, references, lines you sell at present, time and territory desired 
in first letter. Address R-235, care Office Appliances, Chicago 6. 





NATIONALLY KNOWN MANUFACTURER of popular office device seeks 
experienced salesmen in a number of territories to sell direct to users. 
Office 





Generous commissions, full or part time. Address R-234, care 
Appliances, Chicago 6. 
SALES REPRESENTATIVES calling on wholesalers and large retailers, 


liberal discounts 


to handle a no mark rubber phone holder. List 35 cents; 
Chicago, Il. 


and commissions. Superior Mfg. Co., 740 W. Adams St., 


EXPORTERS 





WE ARE PREPARED to make prompt delivery on an internationally 
advertised top quality chrome and upholstered furniture to service office 
supply, hotel supply and institutional supply houses. Write qualifications 
and necessary information in first letter. Address R-240, Office 
Appliances, Chicago 6. 


care 





WANTED—TO BUY office supply and equipment business in city of 
15,000 to 150,000; prefer Midwest, particularly Wisconsin; consider Pacific 
Northwest. Please give details regarding volume, franchises, etc. Address 
R-236, care Office Appliances, Chicago 6. 





THIRTY-EIGHT-YEAR-OLD EXECUTIVE, twenty experience, in- 
terested in buying all or part interest in established Office Supply. Prefer 
West or Southwest. Address Box R-241, Offiee Appliances, Chicago 6. 


years’ 


BUSINESS FOR SALE 





FOR SALE—PROFITABLE OFFICE equipment and supply business, well 
located in desirable West Coast city. Inventory approximately $100,000. 
Business in first-class condition, with well-trained organization both inside 
and out. Sole reason for selling is owner's desire to retire. Buyer can 
pay cost in three years out of profits. Address R-237, care Office Appli- 
ances, Chicago 6. 


MANUFACTURING RIGHTS AVAILABLE 





PATENTEES OF A SYSTEM of pressed steel build-up units of drawers 
and cupboards, etec., on interlocking shelf skeletons (or frames) for 
domestic and office use wish to negotiate rights of manufacture in the 
U.S. A. Swador, Ltd., 30 Regent Street, Nottingham, England. 





WELTY’S REPAIR ALL MAKES FOUNTAIN PENS, Desk Pens, Pencils, 
etc. Repaired at standard prices—time now averages 3 to 21 days, and 
improving. We especially feature “CONKLIN,” SWAN, WATERMAN, 


MOORE, etc., but can repair 
Mail all 


WAHL, PARKER, WELTY, SHEAFFER, 


all other makes. We feature Gold Pen Points and Repairing. 


makes to ONE place for better service. ASK ABOUT NEW WELTY 
PENS, $1.50 to $10.00 LIST. Welty Pen and Repair Co. (Est. 1904), 
38 South State St., Chicago 3. 


ADDING MACHINE PARTS FOR EXPORT 








BURROUGHS ADDING AND BOOKKEEPING MACHINE PARTS ex- 
ported. Foreign inquiries invited. Dearborn Equipment Co., 605 South 
Dearborn St.. Chicago 5 

ADDING MACHINE PARTS, TYPE, ETC. 
LARGE STOCKS of new and used Adding and Calculating Machine Parts 


specific parts request. 1 A. 


California 


furnished on upon 


available Quotations 
ss Ave., Oakland, 


Dehn, Jr., 164 Olst 














ELLIOTT-FISHER, Burroughs, Moon Hopkins, Adding and Calculating 
Machines, Comptometers, Electromatic Typewriters, and fanfold machines, 
bought and sold. Chicago Office Appliance Co., 1930 West 21st St., 
Chicago 8. 

BURROUGHS, MOON HOPKINS, Elliott-Fisher, 
Machines, and everything in the office machinery line. 
number, and we will quote highest cash prices. 
Appliances, Inc., 326 Broadway, New York 7, N. Y. 





Remington Accounting 
State model, serial 
International Office 





ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Burroughs 
and Monroe Calculators, Typewriters and all office machines bought and 


sold. Teeter-Warsh Co., 849 N. Third St., Milwaukee 3, Wis. 


ELLIOTT-FISHER 
office equipment, 





machines, adding machines—all 
Crowley Company, 906-908 N. 


calculating 
sold. W. J. 


machines, 
bought and 








Water St., Milwaukee 2, Wis. 
BURROUGHS, MOON HOPKINS, Elliott-Fisher Bookkeeping Machines, 
Comptometers, all makes calculators bought and sold. Dorrell-Markel, 
93 S. 11th, Minneapolis, Minn. 
BURROUGHS, MOON HOPKINS Billing and Bookkeeping Machines, 
Comptometers, Calculators, etc., bought and sold. Dearborn Equipment 


Company, 605 South Dearborn, Chicago 5, II. 





BURROUGHS PRODUCTS our specialty; get our higher cash prices for 
bookkeepers, billers, comptometers. A. L. Steen, 60 West 
Illinois. 


calculators, 
Harrison, Chicago 5, 
BURROUGHS, MOON HOPKINS, ELLIOTT-FISHER—We buy, sell, repair, 
rebuild. Comprehensive service for dealers. Adding and Bookkeeping 
Machine Service Co., 1307 Grand, Kansas City 6, Missouri. 

WANTED TO BUY—Late model Elliott-Fisher 
machines. Must be over 190,000 serial number. 
Service Co., 605 W. Washington St., Chicago 6. 
BURROUGHS SPECIALISTS—Also buy, sell and rebuild all types office 
machines. Comprehensive dealer service. Nelson Adding Machine Service, 
587 S. Dearborn, Chicago 5, Illinois. 








billing 


bookkeeping and 
Machine 


Accounting 








QUANTITY of Monroe and Marchant Calculators, hand or electric, rough, 





complete. Inquiries solicited on all types of other machines. American 
Business Machines. 135 Grand St., New York 13, N. Y 

DICTA PHONES—EDIPHONES—Foremost specialists in rebuilding, sales 
and purchases of dictating equipment. Write for catalog. American 


Dictating Machine Co., 235 Fifth Ave., New York 3, N. Y. 
DICTAPHONES, EDIPHONES—For 20 years, headquarters for machines, 
supplies, Supertone cylinders; wholesale. Chicago Dictating Machine Co., 
28 South Wells St., Chicago 6. 

WANTED 
good rough. 








Caleulating and adding machines, all makes. Typewriters, 
Burroughs bookkeeping and billing machines. Get our quo- 
tation before selling. We also sell office machines of all kinds. National 

phone Har. 5861, 547 South Dearborn St., Chicago 5. 


Office Machine Co., 

WANTED—To buy used B Addressograph Frames in good condition; 
need not be stripped. L. A. Devin, 3333 Fleming Ave., Pittsburgh 12, Pa. 
WANTED—TYPEWRITERS, Adding Machines, Calculators, from dealers 
or jobbers. Typewriter Parts Company, 407 East Travis St., San Antonio 


5, Texas. 


ADDING MACHINES AND CALCULATORS wanted. Also, machines that 
can be used for repair parts. Ford Adding Machine Service, 132 Nassau 














St., New York 7, N. 
WANTED TO BUY-Surplus equipment of all types. Ready buyer. 
Columbia Trading Corp., 7 Waverly Place, New York 3, N. Y. 





REGISTERS, also fire-damaged Registers for parts. 


WANTED—CASH 
Cash Register Sales Co., Minneapolis, Minn. 


All Office Machines bought. 





Sundstrand bookkeeping machines, Models A, C, and 


WANTED TO BUY 
serial, size carriage, and 





D, and 8142P. Give complete model number, 

whether front feed or back feed. International Office Appliances, Inc., 
328 Broadway, New York City. 

WANTED—AIl makes calculators and adding machines. State make, 


model, serial number, and adding capacity. International Office Appliances, 


Inc., 328 Broadway, New York City. 





PAYMASTER CHECK WRITERS FOR SALE: Jack Laskow, 132 Nassau 
St., New York 7, N. Y. 





GUARANTEED REBUILTS, KARDEX, other visible systems, attractively 
refinished, thoroughly rebuilt for years of additional service, moderately 
priced. Used equipment also bought and exchanged. Universal Office 
Equipment Co., 7-9 Waverly Place, New York 3, N. Y. 





KARDEX, ACME, all makes used visible filing equipment. Thousands of 
reconditioned cabinets, panels, books, always on hand. Special service and 

i purchase or sale. Get our quotations. Chas. 8. 
New York 12, N. Y 


dealers for 


prices to 
Inc., 548 Broadway, 


Nathan, 





also 6x4 and 5x3 size. 
System Co., 


units; 


ACME (Insite) &x5—14- and 23-drawer 
Commercial Card 


Quantity of McCasky Production Panels. 
135 Grand St., New York 138, N. Y. 





visible filing equipment of all types 
full cooperation to 
Yoru 18, HN. Y. 


KARDEX, ACME, POSTINDEX, etc., 
bought and sold. We specialize in this field and offer 
dealers. Commercial Card System, 135 Grand St., New 





WANTED 
Factograph Cabinets, in 6- and 12-drawer 8x5 
size, complete with card holders. We are also interested in extra 8-inch 
International card holders in any quantity. Advise what you have avail- 
able. E. H. Heineman, Box 552, St. Louis 1, Mo. 


INTERNATIONAL Visible 





EQUIPMENT bought, sold and exchanged. We specialize in 
Acme and International Visible Factograph Cabinets, as 
well as other makes. Write and tell us what Visible Equipment you need 
or have for sale. Special prices to dealers. E. H. Heineman, 4 North 
Eighth St., St. Louis 1, Mo. 


VISIBLE 
rebuilt Kardex, 


1947 
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| 
ig Copies of patents shown here can be obtained 
8, from the Commissioner of Patents, Washington, 
“ D. C., for 25 cents each in cash, postoffice 
money orders or certified check. Stamps and 
oe personal checks not accepted. Copies of design A 
1g patents are ten cents each. os 
al 2,417,050. Envelope. Waldemar Baluk, Norquay 
-e Saskatchewan, Canada. Application Febru ry 9, 19.5 o+ 
Serial No. 576,990. Grented March 11, 1947 j 
re 2,417,141. Binder Post. Wiiliam W. Syfert, Madr s 
1s Ore. Application April 17, 1943, Serial No. 483,420 i ee 
Granted March 11, 1947. 
id 2,417,322. Combined Wallet and Purse. Samuel 2,417,050 2,417,141 2,417,322 


Plotzky, Brooklyn, N. Y Applicaiion June 14, 1944, 
a Serial No. 540,226. Granted March 11, 1947 
HH 2,417,370. Fountain Brush. Merritt W. Magann 
. St. Louis, and William A. McElvain, Maplewood 
Mo., assignors to Diagraph-Bradley Stencil Machine 
Corporation, St. Louis, Mo., a corporation of Mis 
-~ souri Application December 13, 1944, Serial No 
8 567,922. Granted March 11, 1947. 

2,417,531. Card Sorting Machine. Nelson S. Weik 
Athens, Ohio, assignor to The McBee Company, 
Athens, Ohio, a corporation. Application July 7, 1944 
vat Serial No. 543,813. Granted March 18, 1947 
8 2,417,563. Locking Device for Accounting Machines. 



























































2,418,218. Clip Construction. Hans A Bauer 
Prairie View, and Frank C. Deli and Joseph T 
Krajniak, Chicago, Ill., assignors to Autopoint Com 





nt Rudolph J. Moser, Dayton, Ohio, assignor to The 
National Cash Register Company, Dayton, Ohio. a 
corporation of Maryland. Application June 17, 1943 F 
”~ r Serial No. 491,144. Granted March 18, 1947. 2,417,605 2,417,786 
or 2,417,695. International Time and Day Clock. James 
st E. Lewis, Chicago, Ill. Application June 8, 1946 
Serial No. 675,355. Granted March 18, 1947 
: 2,417,786. Pocket Shield or Protector. Hurley Smith 
~“< Buffalo, N. Y. Application June 3, 1943, Serial No 
r, 489,431. Granted March 18, 1947. 
ig 2,417,861. Fountain Pen. Arthur O. Dahlberg ” 
Scarsdale, N. Y. Original application November 19, ae 
— 1943, Serial No. 510,902. Divided and this apptica 
ig tion January 29, 1945, Serial No. 575,043. Granted 
1e March 25, 1947. 
2,417,879. Clip Board. Charles Edwin Merritt 
Columbia, Mo. Application May 21, 1945, Serial No o | & pn 
me 594,935. Granted March 25, 1947 3 yl eg 
2,417,925. Adjustable Eraser. Jakob Gerster-Seiler,* m 3 + ett 10” 6 fe 
e, Jegenstorf, Bern, Switzerland. Application January 28 = P Sen rae. pep teske “Bea 
es. 4 Serial No. 474, ere. In Switzerland January 30 imei 2 sere Fie ma [rs F Sala , 
“8 942. Granted March 25, 1947. Pus mie s 4 
h, 2,417,935. Memorandum Pad Holder. Fred H 2.411.879 2,417,925 2,417,935 2,417,961 
in Kiser, Los Angeles, Calif. Application November 21, . 
1944, Serial No. 564,511. Granted March 25, 1947 
_ 2,417,961. Clothing Guard for Office Furniture. Max 
ae R. Wiley, Wichita, Kans. Application February 12 na ah 
1945, Serial No. 577,373. Granted March 25, 1947 ¢ 
ni 2,418,035. Envelope Moistener. Henri Lachapelle, fe ri 
Montreal, Quebec, Canada Application November 2 lee 
ay 1944, Serial No. 561,576. In Canada November 25 ry al 
8, 1943. Granted March 25, 1947. - 
ce 2,418,043. Typewriting Machine Frame. Lewis © ey Pini! 
Myers, Freeport, N. Y., assignor to Royal Typewriter * 
— Company, Inc., New York, N. Y a corporation of ame * SS . é 
s, New York Application June 2 1944 Serial No —— ~~~ aN, oy a } o @ 
538,448. Granted March 25, 1947. St ; . - , 
ys ’ 

















cee pany, Chicago, Ill., a corporation of Illinois Appli . 
aS eation July 5, 1945, Serial No. 603,340 Granted 2,418,035 2,418,043 2,418,218 ! 2,408,227 
a. April 1, 1947. 
234 2,418,227. Cup Container, Dispenser-Disposer. How 
&rs ard B. Hait, Philadelphia, Pa. Application September 
io 16, 1943, Serial No. 502,690. Granted April 1, 1947 
2,418,244. Drawer Guiding Means. William M« 
—_ Kinley Baird, Chicago, I Original application 
at —" a 1944, Serial No. 527,581 Divided and 
this application August 7, 1944, Serial No. 548,454 =— 
Lu Granted April 1, 1947. BLnu-n e D> 
= 2,418,286. Artist's Sketching Equipment. Charles Kern \e\ “ 
D. Austin, Norwwood, Ohio. Application February 21 For ) || 
Pr. 1945, Serial No. 579,055. Granted April 1, 1947 Ja “ | 
2,418,341. Duplicating Machine. Frank Ronald , oe —_s 
= Ford, Sparkbrook, Birmingham, England Application i Oe y° 
s. June 15, 1944, Serial No. 540,483, in Great Britain a : 
n. March 17, 1943. Granted April 1, 1947 i 9 *, 
io _ 2,418,357. Rotary Card Filing Devies. Emil E bl —— | 
id on ay ong oft Yy Application Nevember 22 weer’ mat 
944, Serial No. 564,563. Granted April 1, 1947 2,418,244 2.418.341 2,418,957 
id 2,418,421. Means for Mounting Photographs and 
Se Similar Devices on Sheets or Pages. Corinne M 
Murray, Pensacola, Fla Application April 28, 1944 
_ Serial No. 533,114 Granted April 1, 1947 
e. REISSUES 
s. 22,850. Card Filing Equipment. George ©. Bruen 
deceased, late of Chicago, Ill., by Sophie E. Brven 
* executrix, Chicago, Ill., assignor, by mesne assign 
ments, of 35 per cent to Sophie E. Bruen, Chicego > 
Wu Ill., five per cent to Edna V. Dickinson, Highland [ a 
Park, Iil., nine per cent to Sarah M. Bullock, Wil Tt 
ae mette, Tll., 10.5 per cent to G. A. Stuart, Wash | tI 
® ington, D. C., two per cent to Jay Fisher, Chicavo | i | 
I Ill., one per cent to Marie Thoenen, Elmwood Park lj tI 
J Ill., one per cent to George H. Frecericksen, Chic>go 3 
ce Ill., and one per cent to E. M. Thorsen, St. Joseph , it : 
Mo. Original No. 2,! .249. dated March 27, 1945 : 
_ Serial No. 481,710, “April 3. 1943. App'ication for 2,418,421 22.850 


of reissue February 238, 1946, Serial No. 649,699 
d Granted March 11, 1947. 
S. DESIGN PATENTS 
146,449. Design for an Adhesive Tape Dispenser. 
Raymond Loewy, New York, N. Y.. assignor to In 
ii dustrial Tape Corporation, a corporation of New Jers-y 
e. Application April 1, 1946, Serial No. 128,137. Granted 
March 11, 1947 
46,473. Design for an Adhesive Tape Dispenser 





Theodore H. Krueger, Stratford. Conn assignor to 
— Better Packages, Incorporated, Shelton, Conn a cor 
PS poration of New York Application June 8, 19146 
bo Serial No. 130,538. Granted March 18, 1947 
. 146,490. Design for a Combination Desk Unit. 
Joseph J. Swartzmiller, Carnegie, Pa Appliestion 
— June 29. 1945, Serial No. 120.397 Granted March 


18, 1947 
F 146,522. Design for a Merchandise Stowease or the 





to 

‘h Like. Paul M Ressinger, Chicago. I! Application 

‘| ta 28, 1945, Serial No. 121,033. Granted March 25, 
- 947 





é 146,527. Design for a Draftsman’s Pencil. Emil 
Shetlin Los Angeles, Calif. Application May 20 
1946, Serial No. 129.874. Granted March 25, 1917 














in 
- 146,491. Design for a Combination Clock and Desk 

: Unit. Joseph J. Swartzmiller, Carnegie, Pa. Appli 

~d cation June 24, 1946, Serial No. 130,988. Granted | 
h March 18, 1947 
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The sweet young thing was touring a cement plant. Already 
she had learned that cement was made from rock which had 
been excavated from the ground and sold for profit. 

"But what will you do with that large hole?” she asked. 

"Oh," said a workman, “the boss will sell that, too.” 

“But,"’ she persisted, “what could a hole like that be used 
for?" . 

"Lady," explained the exasperated laborer, ‘we could cut 
it up and sell it for basements." 
—Your Man Friday 


“My husband's face dropped a mile when we visited the 
Grand Canyon.” 

“Was he that disappointed?” 

“No, he fell over the side.” 


A recruit rushed past a newly-promoted army captain, 
completely ignoring the formality of saluting. 

“What's your hurry? Don't you ever notice a uniform?’ 
growled the captain. 

After eyeing the officer carefully, the recruit responded, 
“Why, you lucky stiff! You got a suit that fits." 

An English minister tells of a timid and nervous fellow who 
brought his demure young lady to the church "for matrimonial 
purposes. 

“According to my usual custom,” the clergyman said, “'l 
turned to the bridegroom at a certain part of the ceremony 
and said, ‘John, this is your lawfully wedded wife.’ In the 
excitement of the occasion, John turned quickly in the direc- 
tion of his newly-acquired bride and stammered: ‘Pleased to 
meet youl’ ”’ 

Here's one which hailed from the 8th Regional, NSA, at 
Kansas City: 

A certain office equipment dealer who had maintained a 
high degree of prosperity throughout the war complained to 
his physician one day that his ears were constantly buzzing and 
his eyes felt as though they were about to pop out of their 
sockets. Upon examination, the doctor announced solemnly 
that he could relieve the symptoms temporarily but that the 
dealer had but six months to live. 

Stoically accepting this pronouncement, the dealer, who had 
always lived frugally, immediately set about buying expensive 
new cars and a wardrobe far better than any he had ever 
owned. He entered an exclusive shop one day to order several 
custom-made shirts at $15 per copy, but disagreed violently 
with the clerk about the neckband size. He insisted that he 
wore a size 14!/, but the clerk said he measured size 16. 

The customer, quite adamant, prevailed in the argument. 

"O.K.,"" said the clerk, "we'll make 'em according to your 
specifications. But | warn you if you wear those shirts, your 
ears will buzz and you'll think your eyes are going to pop out.” 











That dictating machine that talks back really makes 
the boss keep the excess drivel outta his letters. 
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CORPORATION REPORTS AND 
FINANCIAL NOTES 





Burroughs Adding Machine Company, Detroit, Mich.—The company 
reported a net for 1946 of $1,992,149, equal to 29 cents a share, compared 
with $1,259,051, or 25 cents a share, in the preceding year. The gain in 
net income was 58 per cent. Sales were at a record high of $46,240,978, 
from $37,592,098 in the preceding year. At year end, said John S. 
Coleman, president, the company had on its books in unfilled orders 
$72,000,000, nine times what it had at the end of the best pre-war year 

Dennison Manufacturing Company, Framingham, Mass.—The company 
and wholly-owned subsidiaries reported net profit for 1946 of $1,368,786; 
or $2.25 a common share, compared with $832,907, or $1.18 a share the 
preceding year. (New York Times, March 21.) 

Dictaphone Corporation, New York, N. Y.—Reflecting the greatest pro- 
duction and sales of peacetime products in any year of its history, 
Dictaphone Corporation recently reported net income for 1946 of $502,526, 
equal to $3.37 per share of common stock, compared with $401,977, or 
$2.74 a share, in 1945. Income for 1946 included Federal tax refund of 
$49,757 compared with $189,246 in 1945. The corporation has no bonded, 
mortgage or bank indebtedness. ‘In the face of obstacles, such as 
strikes at our suppliers’ plants and unexpected shortages of raw mate 
rials,’ stated President Merrill B. Sands in his message to stockholders, 
“production of Dictaphone Corporation’s regular products was the largest 
in our history. Moreover, increased labor and material costs were offset 
during the year through improvement in production processes and reduc- 
tion in operating cost. ‘Even though we have a considerable backlog of 
unfilled orders, we have launched an expanded program of aggressive 
sales measures for 1947. This includes increased advertising, enlargement 
of selling organization, intensification of sales training, and cultivation 
of numerous other sales helps. During 1946 we diligently pursued our 
research and development in the dictating and recording machine fields. 
We will contiinue these activities. In addition to greatly increased sales 
of dictating machines, sales of our telephone recorders during 1946 
exceeded those of any previous year. The big demand for telephone 
recorders and the Federal Communications: Commission’s interest in the 
instrument prompted us,to produce an educational, all-color film, ‘Hello, 
Business!’ which dramatically depicts the value of these machines in 
business and professional fields.’ 


* 
Diebold, Incorporated, Canton, Ohio—Making his annual report to the 
stockholders March 20, President George H. Bockius of Diebold, Incor- 
porated, said: ‘“‘These statements are consolidated, which means that 
all of the assets, liabilities, net worth, income, and expenses for the 
Visible Records Equipment Company are included. In order to simplify 
our operations, we liquidated the Visible Records Equipment Company 
as a separate corporation on December 31, 1946. This consolidation does 
not affect our production and sale of Visible Records Equipment Company 
products, for which we plan substantial expansion in 1947 
During 1946 we spent substantially more than a million dollars for: 
(1) completing our plant reconversion from wartime to peacetime opera- 
tions; (2) development work on our Flofilm and other lines; and (3) 
additional capital equipment required for full-scale production of our 
expanded line of products. We had a great deal of trouble last year 
with material shortages. . Our prospects for having adequate mate- 
rials in 1947 look somewhat brighter, but we are continuing to suffer 
from this unpleasant condition. In order to provide additional 
capital for our expanded operations, our notes payable to banks increased 
$500,000 during 1946 to $1,200,000 on December 31. This amount was 
reduced to $700,000 during January, 1947, by the flotation of $800,000 
of Diebold, Inc., 4144 ten-year sinking fund debentures. After the flotation 
of these debentures, our long-term and short-term loans totaled $1,500,000 
($800,000 of debentures, $700,000 of bank loans). Further, during 1946, 
we sold 20,000 shares of Diebold, Inc., $25 par value 4% per cent con- 
vertible preferred stock, redeemable at our option at $25.50 per share; 
and also the 8,141 shares of common stock. These sales increased our 
capital by $728,000. . . . The business and organization of the York Safe 
and Lock Company, which we acquired in December, 1945, were consoli- 
dated with our regular Diebold business and organization during 1946. 
In addition, we recently purchased (as of January, 1947) the bank alarm 
and protection business of the 0. B. McClintock Company of Minneapolis, 
the leading bank alarm manufacturer for many decades. These acquisi- 
tions have improved our position in the bank protection field enormously. 
We are looking forward to a better year in 1947, depending upon the 
stability of the material situation. If we are able to continue to improve 
our raw material coverage in 1947, you may expect to see substantial 
improvement in our operating results.” 


Felt and Tarrant Manufacturing Company, Chicago, Ill.—The makers 
of Comptometer adding-calculating machines, in a report released to 
stockholders March 24 disclosed combined net income for the year ended 
December 31, 1946, of $1,310,857, equivalent to $2.47 a share on the 
531,060 common shares now outstanding. Included in the earnings is 
$237,080, nine-month net income of Comptometer Company, sales and 
servicing affiliate, which amount was transferred to capital surplus as 
a result of the merger of Comptometer Company with Felt and Tarrant 
Manufacturing Company September 30, 1946. Sales and revenue for the 
year 1946 reached $7,678,298, compared with $6,091,953 in 1945 when com- 
bined net income for 1945 was $713,502, equivalent to $1.34 on the shares 
now outstanding. “The most important event for the company,” Ray 
mond J. Koch, president, told stockholders in an accompanying letter 
welcoming them for the first time into ownership of the 6l-year organ- 
ization, ‘“‘was its passing from a private, closely-held company into the 
sphere of a publicly-owned corporation.”’ Felt and Tarrant stock was 
offered to the public for the first time on November 20, 1946, through an 
underwriting group headed by Lee Higginson Corporation and Kidder, 
Peabody & Company. The offering involved no new financing by the 
company. The stock was admitted to trading on the New York Stock 
Exchange on February 10, 1947. President R. J. Koch -reported that 
2,575 shareholders in 43 states and three provinces of Canada were added 
to the list of owners and that 15 per cent of the employees became stock- 
holders. “‘We are optimistic over the prospects for excellent business 
throughout 1947,’’ Mr. Koch said, ‘‘particularly in view of the fact that 
we entered this year with a backlog of more than $6,000,000 worth of 
sales on our books.’’ Considerable difficulty was experienced in increasing 
production during the past year because of material and labor shortages 
and increased absenteeism. Notwithstanding these difficulties, the year’s 
production exceeded that for 1945 by 56 per cent. 

Uarco, Inc., Chicago, Ill.—In its annual report released to stockholders 
March 8, Uarco, Inc., manufacturers of continuous business forms and 
systems, reported net earnings after taxes during 1946 of $606,936 com- 
pared with net earnings of $402,137 for the corresponding previous year. 
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Earnings for 1946 amounted to $2.03 per common share for the 298,483 
shares outstanding of which $1.20 per share was paid as dividends. In 
a letter to stockholders accompanying the report, Walter R. Barker, 
president, pointed out that a substantial portion of the increase in 
earnings was due to lower income taxes as a result of the repeal of the 
excess profits tax law. ‘Good progress is being made on the acquisition 
of new equipment, for which our financing was done in January last 
year,” Mr. Barker said. ‘A plant at Deep River, Conn., in which 
some of this new equipment will be placed, was acquired in February 
of this year, and, when fully equipped, will provide a more convenient 
service to the growing number of customers in the area which it will 
serve. This plant will be operated in addition to the present three plants 
of the company. The sale of stock made in connection with our 
financing of last year has resulted in a fivefold increase in the number 
of our stockholders.”’ 

Underwood Corporation, New York, N. Y.—The thirty-seventh annual 
report of the corporation issued February 15 shows that the consolidated 
net income for 1946 was $1,954,538.69 compared with $2,232,829.37 for 1945, 
after provision for depreciation, taxes, reserves and all other charges. 
On the 734,000 shares of outstanding common stock, this is equivalent to 
$2.66 per share, compared with $3.04 per share in 1945. There is no 
preferred stock, funded debt or notes payable. During the year, dividends 
of $2.50 per share were paid on the common stock, amounting to 
$1,835,750.00. In the year, Underwood acquired a manufacturing plant 
at Bridgeport, Conn., which is now being prepared and equipped for 
occupancy. This will add over 100,000 square feet of manufacturing space. 
Sales and service organizations, both domestic and foreign, are ready 
for the return to normal selling and servicing conditions, although at 
present the backlog of unfilled orders is very large. Production has been 
resumed at the Canadian factory. 








BUSINESS OPPORTUNITIES 


Wanted Abroad 


Firm in England wants Trade Catalogs, Letterhead Samples—The 
Ian N. Haig Company, 15 Byfield Rd., Coventry, England, wants trade 
catalogs and price lists from United States manufacturers. The firm is 
interested in all forms of office equipment, office machines, commercial 
printing and especially bookkeeping systems and stock business forms. 
In addition, the English concern is interested in securing samples of 
American letterheads which could be added to the reference library. 

Portuguese India Firm Seeks U. §S. Connections—Goa Express Com- 
mercial Agency, P. 0. Box No. 4, Nova Goa, (Portuguese India) wants 
to establish a representative in the United States. Such a _ repre- 
sentative would act as a broker, connecting the company with American 
firms in the supplying of trade catalogs, advertising material and samples 
in numerous lines, including typewriters and pencils. 





’ 


Wanted at Home 


Trade Catalogs Wanted by New Firm—The Book Shop, 234 Hay St., 
Fayetteville, N. C., a new business for office outfitting, social stationery, 
greeting cards and books, wants trade catalogs from manufacturers and 
suppliers. 

Furniture and Supplies Wanted for Chicago—Security Office Furniture 
Company is a new concern with temporary offices at 1840 N. Humboldt 
Blvd., Chicago 47,. Jack Prisant, formerly in the office furniture business 
in Los Angeles, Calif., is one of the principals. The company desires to 
secure manufacturers’ catalogs and prices on wood and steel furniture, 
files, supplies, and general stationery lines. 

Firm of War Veterans Wants Merchandise Contacts—Office Outfitters 
Company, 617 Fourth Ave., Seattle 4, Wash., a firm operated by war 
veterans re-entering the typewriter, adding machine, cash register, office 
furniture and office supply field, is interested in making contacts with 
manufacturers of the types of merchandise stated. 

New Firm in Vermont Wants Trade Catalogs—The Bowker Office Equip- 
ment Company, Inc., has recently been established at 24%, Center St., 
Rutland, Vt., and will solicit trade throughout the state, already having 
secured franchises for all of Vermont in some lines and for large areas 
in others. The company wishes to secure catalogs and price listings 
from other firms, however, to round out their business with a full line 
of office furniture, equipment and stationers supplies. 

Wants Sales Connections on West Coast—Donald W. Peterson, 3807 
Clement S., San Francisco 21, Calif., is organizing his own sales agency 
to handle office specialties and staples and is seeking connections with 
concerns not represented on the West Coast. Mr. Peterson will be 
covering northern California for the present and later plans to extend 
into Washington and Oregon. He plans to give service as well as sell 
merchandise and has had both stationery and sales experience. 

Specialities and Supplies Wanted for Philadeiphia—N. L. Dragonette, 
5209 Baltimore Ave., Philadelphia 43, Pa., reports that he has secured 
an attractive location at the address given and that he desires to sell 
office specialty and supply items in Philadelphia and vicinity, either 
direct or as a manufacturers’ representative calling on dealers. His 
original training was in office procedure, including accounting. Later, 
he was salesman for a duplicator manufacturer. He will be interested 
to hear from manufacturers of specialty equipment which may be avail- 
able for his area. 

Wants Lines for New Office Furniture Business—William J. Rumley, 
business machines and office outfitting, First National Bank Building, 
Leesburg, Fla., expects to take new and larger quarters by June 1, at 
which time he will open not only with office machines, but with office 
supplies and office furniture as well. He is seeking furniture lines, both 
wood and metal, in order to handle this new field of business. 

Trade Catalogs, Price Lists Wanted by Wisconsin Firm—Businessman’s 
Service, Route 4, Appleton, Wis., managed by M. Bruex, a firm for 
rental and repair of office machines, plans to expand into all lines of 
office supplies. Trade catalogs and price lists are wanted. 











NEW TRADE LITERATURE 





C-Thru Ruler Company, Hartford, Conn., has just issued a new booklet, 
“How to Sell C-Thru Plastic Ruling, Drawing and Computing Devices’’. 
It is available free, upon request to all interested distributors and 
dealers. Printed in a convenient, 6 x 9-inch size in 12 pages, the booklet 
covers in concise form the salient features of the C-Thru line. The 
topics covered include an outline of C-Thru products, their chief selling 
features, an analysis of the market, how to sell the products most 
advantageously and the merchandising aids available to the dealer. The 
C-Thru Ruler Company is at 827 Windsor St., Hartford, Conn. 


OFFICE APPLIANCES, April, 1947 














IN APRIL OF 1877, WHEN: 


The American Stationer became a weekly instead of a semi- 


monthly publication. . Samuel Raynor & Company issued a 
new line of papeteries put up in wooden boxes. . . . Russia and 
Turkey were at war and the industry speculated upon what 
effect this would have upon trade with Europe. . . . Good pencils 
sold for $4.25 a gross. . Popular with school children was 
Moore's Pencil Holding Slate. . . . Lockwood's Directory of the 
Paper Trade was ready for 1877. . . . (From files of the Ameri- 
can Stationer). 


IN APRIL OF 1887, WHEN: 


A new eraser featured a brush for clearing away the refuse 
after the erasure. . Pomeroy & Sons, Newark, N. J., offered 
perfumed sealing wax. . A long brass inkstand represented 
an old-fashioned fireplace. . . . The reporter's pencil was intro- 
duced in which the flow of lead was regulated “by the dexter 
finger or thumb.” . . . Sanford’s mucilage bottle with sponge top 
was in demand. . . . Eagle presented a combined slate pencil 
and eraser. . . . (From files of the American Stationer). 


IN APRIL OF 1897, WHEN: 


A new pencil had an eraser in the shape of a golf ball firmly 
embedded in the tip. . . . An enthusiastic editor wrote, “The 
spring chickens are ripe, the robins are here, and if these signs 
fail us we yet know that the glorious spring has come.” ... An 
improved loose leaf album had web straps run through hinged 
extensions on each leaf. Any desired alteration couid be quickly 
made. . . . The Franklin Typewriter Company was incorporated 
for $200,000 at New York City. . .. A ten-course dinner was 
served at the banquet of publishers, booksellers and stationers 
held at Chicago. (From files of the American Stationer). 


IN APRIL OF 1907, WHEN: 


Rose L. Fritz, using an Underwood, wrote 2,600 words with 
only 215 errors to win a world’s championship speed . typing 
contest. . . . G. F. Watt was named general manager of the 
Elliott-Fisher Company in New York City. . .. The New York 
Stationers Club met at Hotel Astor with President Theodore L. C. 
Gerry presiding. . . . Cleveland held its first business show. . . . 
Nathaniel Field introduced his “Sakless Sukshun” fountain pen, 
one that did not contain a soft rubber sack. . . . (From files of 
Office Appliances). 


IN APRIL OF 1917, WHEN: 


America entered World War I. . . . “Fastefeed” was intro- 
duced as a new automatic feeding device for typewriters and 
Burroughs statement machines. . . . Cushman & Dennison Manu- 
facturing Company offered “Mystick Seal,” a paper-fastening 
device. . . . The West Office Supply Company was formed at 
Milwaukee, Wis. The Woodstock Typewriter Company re- 
ceived an order from Russia for 750 of their new No. 5 model. 
. . . (From files of Office Appliances). 





“THE YEAR'S AT THE SPRING” 


With sudden rain, cheering sunshine, blooming trees, grow- 
ing grass, smiling children, resurgent nature teaches again 
the old lesson that the earth is good, beautiful and alive. 
Throwing off the gaunt garments of winter, the world takes 
on a new, though old, loveliness and challenges man to a 


renewed vigor in his efforts to achieve understanding and 
amity among all men. 
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Right Methods Are the Tools of 


Business Success 


By VICTOR N. VETROMILE 





N EVERY LINE OF TRADE, in any locality where 

one chooses to test the truth of the statement by his 
own observations, it will be found that there are always 
from two or three to ten or a dozen merchants who 
stand head and shoulders above all competition be- 
cause of the superiority of their stores and their busi- 
ness methods. 

While each of the top-notchers might be found to be 
distinctively original in some phase of his management 
and business promotion, all would be practicing certain 
basic methods and policies, tested by time and accum- 
ulated trade experience, that are indispensable to 
financial success in competitive merchandising. 

It is trite to say that profitable management requires 
efficiency and constant vigilance to keep in step with 
progress. What are these right methods that might 
well be called “the tools of success?” 


Eight Rules For Success 


Several years ago, Walter H. Leffingwell, an adver- 
tising and merchandising expert, formulated what he 
called his “Eight Rules for Successful Management.” 
They were intended to apply to retail business in gen- 
eral—not to a particular trade—and I believe that they 
are as reliable today as when he prescribed them and 
that they apply to the stationery store as much as 
to any other retail outlet. Here they are: 

—l. Define your purpose. A merchant must have a 
clear idea of his over-all purpose and objectives before 
he can know how to accomplish them. This, Leffing- 
well called “The Master Task.” 

—2. Analyze your problem. The master task then 
breaks up into many detail tasks. The stationer should 
consider them all—neglect none. 

—3. Seek the facts. Study every conceivable condi- 
tion affecting each managerial task, finding the unde- 
sirable element to be removed and the desirable ele- 
ment to be retained. Then standardize the right con- 
ditions for sound operation. 

—4. Devise the one best method. Aim to conserve 
time, labor, space and material. They are all profit- 
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Profitable Operation Calls for 
True Managerial Efficiency 


affecting elements of operating cost. This means de- 
termining the proper relation of details to the master 
task. 

—5. Find the person best fitted. For each task, 
certain personal qualities are essential. In each per- 
son, certain qualifications predominate. This means 
proper adjustment of job and worker. 

—6. Teach the person best fitted the one best 
method—not by dogmatic overlordship, but by thor- 
ough, patient teaching that develops responsibility, 
interest, understanding and efficiency. 

—i7. Plan carefully. Business planning must look 
more than a few days ahead. Right planning of oper- 
ations and judicious assignment of work will accom- 
plish all tasks in logical order—accurately, quickly, 
economically. 

—8. Win co-operation. Co-operation means working 
together. It cannot be demanded; it must be won. 
Have each worker accept a definite share of respon- 
sibility and observe respect for the rights and aspira- 
tions of his coworkers. 

Rules and formulas can never take the place of ideals 
and principles, but they do, nevertheless, provide a 
practical guide for planning as well as for testing the 
accuracy of business procedure. 


Stationery is Essential, Too 


It has always been said that the grocery store is the 
most indispensable in the category of retail outlets, be- 
cause groceries are essential to life, yet though that 
viewpoint is quite true, the fact is that stationery sup- 
plies and commodities are fully as staple as groceries 
in the modern sphere of human existence. Can any- 
one imagine any literate person going through life 
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without ultimately having purchased a considerable 
number of the divers items which characterize a sta- 
tionery stock—even if only pencils and paper or blot- 
ters and ink? The modern stationer’s stock certainly 
stands very close to the most indispensable, it can 
readily be realized upon due reflection. 

Three dollars a day is said to be the average expen- 
diture of every adult for all the personal requirements 
of life in essential products and commodities pur- 
chased at retail considered as a whole, and merchan- 
dising experience has proved that 60 per cent of all 
sales made at retail represent transactions of $3.00 
or less. 

Consider, therefore, the vastness and fertility of the 
stationery trade’s constant-demand market for re- 
peater-purchases as suggested by the hundreds of 
items that have a unit price of $.25 to $3.00 displayed 
in the stock of every stationery outlet. 

In order to be sure of winning the largest possible 
share of this business throughout the year, the sta- 
tioner must have a modern stock, offered in a modern 
and attractive store, managed by modern methods, 
thereby enabling him to keep within the natural mer- 
cantile boundaries of his maximum reasonable trade- 
drawing radius all of his share of the patronage that 
exists there. 


Residents Not Always Loyal 


The smaller stationers are thé fellows who can tes- 
tify to the extent to which so-called “out-of-town 
buying” prevails without the aid of any surveys or 
Statistics. An investigation of retail buying habits in a 
city of 30,000 population showed a rather startling 
defection in “buy-at-home” loyalty in the ranks of 
local residents. The clothing business was said to suffer 
from this affliction more than any other retail outlet 
but there is no denying that stationers have some ac- 
quaintance with the evil, too. 

Among the reasons offered by local residents for buy- 
ing in the next larger adjacent trading center were: 
Somewhat lower prices, considered as a whole, bet- 
ter salesmanship, better stores, better range of stock 
selections, and better advertising that attracted their 
continual interest. 

Broader stock variety seemed to account for 30 per 
cent of out-of-town buying. Style considerations were 
responsible for 15 per cent, larger stores for 15 per 
cent, and better prices, 15 per cent. Large-city attrac- 
tions and higher-quality goods or better store service 
accounted for the remaining 25 per cent of buy-at- 
home defection. 

Clearly, not all these adverse competitive influences 
are within the remedial control of the typical small- 
city merchant, but the investigation certainly suggests 
that at least several of them are, and that probably 
at least 50 per cent of the problem rests squarely on 
the shoulders of the local stationers themselves. 


Some Are Too Conservative 


Certainly, maximum financial success is not possible 
for the stationer who does not carry a complete stock 
of current-demand merchandise, or the fellow who is 
so conservative that he never adds new lines of sun- 
dries to his regular stock until after 30 to 50 per cent 
of local people have bought the new goods outside the 
home trading area. 

In the matter of continual advertising, we all realize 
that the small-town and small-city stationer can not 
afford a large appropriation for publicity, but he 
should use at least enough carefully planned local ad- 
vertising to invest his store with a definite mercantile 
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identity in the business life of the town or city and 
keep the community thoroughly conscious of his eager- 
ness and ability to supply its office accessory require- 
ments. 

The stationer’s advertising should be on something 
worth making a noise about, so to speak, but by this, 
I don’t mean cut prices. Profitless advertising results 
most often from placing the chief emphasis on the ad- 
vertising rather than on the merchandise behind it. 
The best current value possible should be the rule so 
as to maintain a strong competitive position against 
out-of-town stores, and the goods featured to attract 
business should be those the worth of which has been 
certified by long-standing national reputation. 


Emphasis Must Be On Selling 


Merchandising ability presumes knowledge of custo- 
mers’ recurrent demands and experienced discrimina- 
tion as to the bedrock value of competing lines of this 
or that item, yet the chief emphasis for success is al- 
ways on selling. The correct system is to buy only 
standard-value pedigreed supplies and accessories and 
only as large an order at any one time as can be sold 
with profitable periodicity of turnover. This plan 
makes for no sales lost because of “outs” and no Stag- 
nant goods of the kind that are subject to sudden 
changes in popular demand, and which might, there- 
fore, have to be sold at mark-down prices. 

Good management, then, maintains operating ex- 
penses at the lowest possible figure consistent with 
progressive service standards, putting any savings ac- 
complished into the profit account instead of giving 
away such savings in the form of cut prices, so-called, 
which, in nine cases out of ten, can have no logical 
purpose but the despicable one of trying to rob a near- 
by competitor of some of his legitimate business to the 
eventual injury of both outlets. 

The question as to what constitutes a “good seller” 
is always an interesting point of discussion in all lines 
of retail business. In the drug trade, a “good seller” is 
said to be any item that has a minimum sale of 50 
units every month. In the grocery trade, the typical 
“good seller” is one that sells at least 200 times a month. 
In the stationery trade, I think an item (apart from 
appliances, of course) would require about 300 sales 
a month to be rated a “good seller,” allowing for some 
variation according to price, the nature of the par- 
ticular item, and the economic status or business ac- 
tivity of the location. 


Don’t Sell Today at Tomorrow’s Expense 


In the matter of advertising, one of the negative ef- 
fects of special-sale advertising—I mean, when there 
is no purpose but to stimulate trade—is that it often 
results in boosting today’s business at the expense of 
tomorrow’s volume. It pays better, in the final 1eckon- 
ing, to sell customers right every day rather than 
merely to sell them more at a particular time. 

In the matter of sound stock policy, which is neces- 
sary for attracting and retaining customers, it may be 
said that one of the surest ways to tell a good retailer 
from a poor one is to ascertain the amount of dead or 
slow-moving stock that he has on hand. Under the 
present-day mercantile setup, there is no excuse for 
either of these profit-killers. 

Financial success in retailing requires a high rate 
of turnover and a range of stock selection that is con- 
stantly new, interesting and inviting. Both are practi- 
cally impossible when a store is cluttered with mer- 

(Turn to page 96, please) 
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Incentives for Outside Salesmen 





OME ANCIENT PROVERB advises that in times of 
plenty one should prepare for the famine to come. 
The old philosopher who scratched these words on 
papyrus some centuries ago naturally could not forsee 
the modern office appliance and stationery store, but 
his advice fits well the situation at the present time in 
this industry. 

Although customers still figuratively are lining up 
to buy most of the equipment available through the 
average store, trouble-clouds even now are dimly visi- 
ble on the distant sales horizon and the wise equip- 
ment and stationery merchant is preparing now, in 
this era of plenty, for the famine sure to come. 

Forward-looking office equipment merchants who 
maintained outside selling staffs before the war are 
looking around for men to take up where former sales- 
men left off four, five or six years ago. Others which 
employed no outside men prior to the war realize that 
once the present pent-up buying wave wanes, selling 
is going to be perhaps as tough as ever it was in the 
past, because competition will be stronger than ever, 
and they are quietly going about organizing outside 
selling services. 

These preparations logically bring up the question 
of remuneration for outside salesmen. 


Frown on Straight Commission 


Although the straight commission plan was popular 
during the depression years and even up to the start 
of the war, it has been relegated to the storeroom by 
many employers in various industries for logical rea- 
sons. In the first place, the average salesmen today, 
and for sometime to come, is in demand; he is not 
willing to tackle a new job without some assurance of 
immediate income to provide the rising costs of main- 
taining his family. In the second place, many em- 
ployers have found the average man who is willing to 
start on a new job on straight commission a “drifter” 
and not usually of the type of man to make the proper 
impression upon new prospects for the company. 
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While Customers Still 
Figuratively Line Up for 
AU Available Merchandise, 
Its Time to Plan for the 
Future Selling Job 


By RUEL MeDANIEL 


It generally is agreed that the sort of impression an 
outside man makes goes a long way toward establish- 
ing the standing of the company itself in the minds of 
these new prospects. Promises made by a salesman 
are, to the customer, promises of the company itself. 
Commission men are too much inclined to place the 
immediate sale ahead of future consequences in order 
to earn needed money. 

Here are four remuneration plans which have worked 
in various concerns selling directly to the consumers, 
some of them office equipment retailers, preferably in 
the order listed. One of these, or a combination of two 
or more of them, may solve the remuneration problem 
of the equipment and stationery executive who plans 
to build an outside selling staff: 

1. Straight Profit-Sharing. This renumeration plan 
literally puts the outside salesman in business for him- 
self, for he earns in direct proportion to the earnings 
of the company itself. Although the plan puts produc- 
tion squarely up to the salesman, it lacks the stigma of 
the straight commission plan, in that it attracts more 
substantial men who believe in their ability and realize 
they have a business of their own and appreciate the 
value, to them, of building company good will. 

Under this plan, the salesman is furnished with act- 
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ual cost figures, including transportation to the store 
door, of every item he sells. These figures also show 
him the selling price and the percentage of gross profit 
each item carries. He then receives a specified per- 
centage of this gross profit as his remuneration. 


Actual Percentage Vanes 


The actual percentage varies according to locality 
and the type of equipment or supplies in which the 
company itself specializes. A fairly standard division 
is 33 1/3 per cent of the gross profit for country sales- 
men and 25 to 30 per cent for men who confine their 
selling to the town in which the company is located. 

This plan automatically takes care of the problem 
of inducing men to push long-profit lines. A man, 
knowing that certain hard-to-sell items carry perhaps 
twice the gross profit as easy-selling items, spends 
more time pushing these long-profit lines, thus mak- 
ing more money for himself as well as the company. 

Men working on this basis naturally pay all their 
traveling expenses, including providing their own cars 
if they need them. The only cost to the company is 
the percentage of gross profit agreed upon. 

Those who have successfully used this plan point 
out that it is sound practice to insist that salesmen 
examine all invoices for merchandise bought, so that 
there can be no suspicion or misunderstanding about 
costs. 

The logical practice in hiring men on this basis is 
to start off new men on a modest drawing account, 
deductable from their share of the profits. It usually 
requires the average man from four to ten weeks to 
reach the point where his earnings have exceeded his 
drawing account and absorbed the loss of the early 
weeks. If he has not become “solvent” within ten 
weeks, ordinarily he is not the right man for the job, 
although the type of equipment he sells has much to 
do with the time required to learn the business and the 
merchandise he handles. Profits should be paid weekly 
or semimonthly, or as regular salaried employees are 
paid. 

2. Quota-Bonus Plan. This remuneration program 
pays the salesman a modest straight salary, meant to 
pay his bare living expenses, but so low that no good 
man is satisfied with it. On the basis of his salary 
and expenses, the company calculates the amount of 
sales he should make to show a normal net profit on 





the investment represented in his salary-expenses. 
That figure thus becomes his quota. 

He then draws a substantial commission on all sales 
above that established monthly quota. Again, the per- 
centage he draws on his above quota sales depends up- 
on the merchandise he sells and the profit possible 
for the company. Several concerns have found five 
per cent a satisfactory figure, while others have paid 
as high as ten per cent on fairly long-profit goods. 


3. Commission-Drawing Account System. This plan 
beats the straight commission deal, in that it attracts 
more substantial men and avoids the professional 
“drifter” to a considerable extent. This plan differs 
from the Quota-Bonus plan in that the salesmen under 
this plan has no quota but simply draws a straight, 
specified commission on everything he sells. His draw- 
ing account accrues against his commission earnings, 
and it is considered advisable to adjust the man’s 
earnings not longer than every three months. Obvious- 
ly, when a man continues to earn no more than his 
drawing account he is not considered a satisfactory 
representative of the company. 

4. Straight Salary Plan. This method of remunera- 
tion is popular with ultra-conservative, old-line con- 
cerns. It assures the company’s obtaining conservative, 
honest salesman; but at the same time it limits the 
company to the less aggressive type of salesman. The 
man who accepts a straight salary selling job is con- 
servative and lacks confidence in his own ability. He 
seeks safety rather than opportunity. 

Unless the company starts a salesman at a salary 
too high to be safe, it does not obtain the best type of 
salesman. The man with imagination and soaring am- 
bition is unwilling to tie himself to any selling job 
where his earnings are limited to his conservative sal- 
ary. He demands some sort of incentive plan whereby 
he may personally profit, directly and at once, by his 
aggressiveness, hard work and imagination. 

There are other plans, containing one or more varia- 
tions from the foregoing four. The plan of remunera- 
tion generally is recognized by sales managers as the 
key to success or failure of outside selling. 

The remuneration not only keys the company’s 
vision and ambition toward outside selling but auto- 
matically attracts the type of men fitted to the specific 
plan selected. 


Soothing Answers to Complaint Letters 





ETTERS OF COMPLAINT received give you the 
opportunity to satisfy dissatisfied customers. 
Even though the claim is not allowed, there STILL 

remains the opportunity to create good will. 

If an adjustment cannot be made immediately, 
answer the letter on the same day it is received. 
Acknowledge the claim and assure the customer 
that it will receive early attention. Promptness in 
answering letters is a very important courtesy. 

Don’t try argument to justify your position. Too 
many of us try to tell the customer about the 
mechanics of store operations which caused the com- 
plication. The customer is not interested in your 
backstage details; all he wants is satisfaction. 


1é 
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It is well not to promise the customer that the 
annoyance will never happen again. Any such exag- 
gerated statement may prove embarrassing at some 
later date. 

In your letter of reply, make the opening para- 
graph strong. Shun using an apology or an unpleasant 
thought; the handicap of such a start is very difficult 
to overcome. The wrong impression it creates may 

(Turn to page 99, please) 
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EAGLE STORE DISPLAY—Henry (Jim) Smith, James Smith and Charles Smith (left to right), the three 
unrelated personnel at the Eagle Store, Buffalo, N. Y., show an executive suite display soon to be featured. 


Eagle Store Builds Walk-in Trade 





HE GROSS INCOME of the block-long Eagle Store, 

265 Main St., Buffalo, N. Y., has steadily grown in 
recent years as the combination of items sold has 
grown. Most of the firm’s income still stems from sales 
of office appliances and furnishings of all kinds, but 
post-war conditions encouraged the additional lines. 

“We have been in the position of many office appli- 
ance firms,” explained Charles Smith, secretary-treas- 
urer of the store. After the war, with the consequent 
slimming and shutting down of many war accounts, 
we cast about for methods of keeping our gross at a 
substantial figure. We decided to go after more walk- 
in retail sales, while intensifying our regular office 
lines. 

“You can say that it has worked out fairly well,” 
he continued. ‘For instance, we are now selling more 
and more gifts, some of which, incidentally, are not 
out of place in offices. And then we have added a more 
elaborate line of Hallmark greeting cards than for- 
merly handled. Also, we have big plans for selling of- 
fice appliances in the industrial field, with our base- 
ment sales area undergoing changes to tie in with 
this, but the whole thing will not be unveiled until the 
near future.” 

The main sales room is about 30 x 100 feet, on the 
street level, with entrances at both ends on main 
downtown Buffalo thoroughfares. A few steps down, 
toward what might be called the rear of the store, 
takes one into a commercial stationery selling area. 
A very thorough remodeling program has been carried 
out on this main floor, making the Eagle store one 
of the largest.and most beautiful in the state. 

“We have a natural location for going after walk-in 
trade,” stated Smith. (Still Charles—there are four 
unrelated Smiths in the company!) “This building is 
not far from the heart of the city, with its population 
of around 550,000, and five or six huge office buildings 
are practically next door to us. This means quite a 
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traffic of young men and women, as well as firm exe- 
cutives, past our store. We want to pull them through 
the store, naturally, if we possibly can. 

“A lot of them circulate through this section of the 
city dwring their lunch periods, for instance, and they 
are very likely to do some shopping, if something 
strikes their fancy. Then too, after working hours 
more shopping is done, and that’s our cue for more 
walk-in sales. We’ve added home appliances, and they 
help pull customers for all kinds of selling.” 

The smart store interior plays no small part in en- 
couraging a steady stream of potential customers. The 
ceiling is constructed of the newly popular acoustic 
board in neat squares. Two wide, powerful lanes of 
fluorescent fixtures with decorative louvres extend 
through the store’s length, assuring practically day- 
light conditions all the time. 

Cream is dominant in the color scheme, with a 
mottled brown, custom-laid linoleum tile floor. Glass 
and mirrors are used plentifully in shelving and in 
the many display islands that encourage self-service 
shopping. 


Decorations Add Luxury 


Knotty pine sectioning is installed on stairways and 
on the basement walls. This decorating scheme lends 
luxury to the scheme which the Eagle store has for 
displaying “executive units” of complete office furnish- 
ings and equipment. Merchandising will include “on 
the spot” demonstrations of typical office setups, with 
even various kinds of flooring possible. 

“T’ve been associated with the company since the 
old Eagle stationery firm came into existence, back in 


17 





1922,” said Charles Smith. “The firm grew on its in- 
dustrial stationery business. It was more generally 
known for this until a few years ago, when other lines 
became more intensified. Then this old building was 
bought, in 1942, and during the war it was used essen- 
tially as a warehouse. 

“We still use the floors above for preparing and stor- 
ing equipment for outside sales. The present organi- 
zation and the physical appearance of the main sales 
floor were completed in 1944.” 

“We use a Bogen intercommunication system to put 
this office in contact with all sections of the large 
store,” pointed out Charles Smith. “We have a large 
personnel, pretty well scattered, as you can imagine. 
The system has six units, and conversation is easily 
maintained between workers hundreds of feet apart.” 

Officials emphasized that the Eagle store is still pri- 
marily an office stationery and equipment concern. 
The Shaw-Walker Company franchise is handled on 
office systems; so is the big Acme Visible line, among 
others. It is boasted by salesmen that they sell any- 
thing in office supplies “from a dozen pencils to a 
complete office outfitting with furniture.” 

For strictly office appliance merchandising, this firm 
keeps a steady force of eight outside salesmen, which 
seems to work out best for this business of compara- 
tively long standing and good reputation. These men 
have regular calls to make and districts to cover. 

In the matter of advertising, the Eagle Store has 
tried about everything. During the last year, radio 
advertising was used quite a bit, but the company ad- 
vertising policy is gradually swinging over to more 
newspaper advertising. It was explained that as office 
furniture comes “into its own,’ and as the supply 





situation eases up, newspapers will carry the most 
sales appeal. Efforts are concentrated better in news- 
print, it was said, with not as many scattered shots 
as prevalent in radio advertising as a whole. Some 
direct mail has been used, and is still used, capitalizing 
for the most part on brand merchandise tie-ins. 

“The basic theory behind our busness has always 
been the handling of good lines, those that are pretty 
well established and known throughout the field,” 
commented Charles Smith. “But lately, as is well 
known, the trade has had its troubles with supply and 
pricing, the same as other industries. Now it seems 
that you’ve got to carry substitutes and, even though 
some of them are good, you overload your inventory 
and confuse your salesmen. But today a person want- 
ing a 20-column rule, for instance, will take almost 
any kind you’il hand him and be glad to get it!” 

James Smith is manager of the Eagle Store’s Acme 
Visible department; Gerald Smith, the retail store 
manager; and Harold Smith, appliance manager. This 
quartet of Smiths (including the Charles mentioned 
above), has caused quite a bit of merriment and some 
consternation for the telephone operator at the store. 
She frequently has to inquire for physical character- 
istics of the Smith wanted on the phone, as outsiders 
often merely ask for “Mr. Smith.” 

“They are all grand men,” sighed Nina Young, the 
switchboard operator, “but there are just too many of 
them. They don’t even ease the situation by spelling 
their ‘Smiths’ differently. There should be at least a 
Smyth, a Smythe or a Smithe!” 

Company officials also include Ed Geisendorf, presi- 
dent; Russell Koen, vice-president, and Chester Panfil, 


buyer. 


Post Card Duplicator Promotion 





66 E HAD SIGNAL SUCCESS with our recent 

Cardmaster promotion,” said the manager of 
the Anderson Typewriter Company, Pasadena, Calif. 
“We sent cards to all the clubs and societies in Pasa- 
dena and vicinity—social, church, civic, commercial, 
and fraternal, bearing at the top a small cut, and ad- 
vising, “This is the Cardmaster, which will print a 
postcard with the greatest of ease and have them 
ready to go in half the time it requires to print them in 
the ordinary manner. All you do is to make one stencil 
and fit it into place on this little printer, and then roll 
them off individually. Priced at $19.95, it comes fully 
equipped with 24 stencils cut to size, and ink enough 
for several runs.” We ran an ad to this effect in the 
newspapers, and made a display of the Cardmasters 
in the window. 

“Many who read the ad or received one of the cards 
came down to investigate—which was just what we 
wanted. Near the front entrance we arranged a 
complete office ensemble—a metal typewriter desk, 
a standard typewriter, a lighted desk lamp, a posture 
typewriter chair, and a set of metal filing cabinets. 
Near it was a table on which several of the Card- 
masters were shown. All who come to see them could 
not fail to note the modern office group. 

Now that typewriters are beginning to make their 
appearance again—we have both the standard and 
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portable in stock—business people are much interested 
in them, and a majority of those who dropped in to 
see the Cardmaster also turned their attention to the 
typewriter. To all who seemed interested in the ma- 
chines we called attention to the new office equipment 
—the posture chairs, metal desk and files. We figured 
that a great many would be needing this equipment 
and suggested that when a new machine was pur- 
chased the entire office be brought up to date with 
modern equipment. 

“We devote an entire window to featuring the Royal 
typewriter, using colorful posters supplied by the man- 
ufacturers, and advised that we could furnish both the 
standard machine for the office and the portable for 
home use. Typewriter paper, carbon sheets, and steno 
note books are shown in the window with the ma- 
chines. We have a very deep lobby, and in the middle 
of it stands a stout little table on which some popular 
price item is always shown. Recently we had it piled 
high with packages of typewriter paper, with a card 
offering 500 sheets for $.83. These impulse purchase 
items draw many passers-by, who thus have an oppor- 
tunity to observe our window displays and become 
familiar with our complete line of office supplies.” 
1947 
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Know Your Customers—Then Serve 


Them Well 


By NICHOLAS VESTAL 





NY INTELLIGENT STATIONER whose business is 

sound in the financial aspects of its administra- 

tion should have no difficulty remaining in business 

for a long time and continuing to succeed, provided he 

operates from a definite perspective with regard to 

what class of trade and what groups of customers he 
has dedicated his business to serve. 

If he will ask himself, “Just who are my customers?”’, 
can answer that question correctly, and then never 
forgets the answer when he is buying merchandise, 
displaying the goods, and advertising his store, he will 
be following a fixed objective according to the most 
direct course. 

“It is surprising,” said a high official of a large mail- 
order firm to this writer not so long ago, “how many 
businessmen there are who do not know just who are 
or should most logically be their customers.” The idea 
behind his meaning was broadly expressed, but it is 
quite true. 

It is not sufficient to have only a general idea with 
regard to the classification of buyers which will con- 
stitute the customer-embodiment, as one might call it, 
of a business house. It is more to the point to know 
what groups, what individuals, and what elements in 
the industrial and mercantile population of one’s max- 
imum reasonable trade-attracting radius, really con- 
stitute the backbone of a stationery investment’s 
available market. 


He Can Then Proceed 


Having this information, the stationer can under- 
stand much better from what sources it will be prac- 
ticable for him to develop business and in what direc- 
tion, when conditions favor expansion, he can enlarge 
his business and intensify his program of sales pro- 
motion and advertising. 

Any stationer can plan and direct his merchandisin 
efforts better if, when he talks about “serving the pub- 
lic,” he has a definite picture in mind of who really 
comprises his actual and potential clientele. Even 
within the framework of the same trade or industry, 
different types of stores attract somewhat different 
types of patronage, and it is only by sheer accident 
that the stationer can hit the bull’s-eye in his ad- 
vertising and display work without being able to direct 
those business-producing forces accurately—‘‘on the 
beam,” as the modern phrase expresses the principle 
involved. 

It is of basic importance to any businessman—large, 
small, or medium, as judged by the status of his estab- 
lishment—to get a clear picture of the merchandising 
field in which he intends to do his harvesting, so to 
speak. 

In any big commercial stationery outlet, the custo- 
mer composition is made up of several types, the pat- 
ronage of each of which contributes its share to the 
prosperity of the business. The commercial stationer 
who studies these sections or groups of his customer- 
clientele is always in a better position to cater to their 
varying needs than the man who gives them little at- 
tention. 
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It is necessary to know customers well in order to 
serve them well. Thoughtful interest along this line 
will not only tend to increase sales by enabling the 
stationer to stock that type and price range of supplies, 
sundries and machines that his customers are most 
likely to be interested in, but such study of customers’ 
buying habits and special requirements will help the 
stationer very definitely in his efforts to achieve a more 
economical system of store operation. It will mean 
well-balanced stock inventories, fewer “dead” or slug- 
gish items, fewer lines, fewer duplicated numbers, 
fewer prices, and more centralization or concentration 
of his sources of supply. 

If it has been proved true in other businesses, it 
should also be true in the stationery trade that—in 
many instances, at least—a worth-while reduction in 
the cost of doing business can be reflected in prices 
charged customers, while still maintaining the full 
predetermined percentage of profit in mark-up, by 
bringing about simplification in prices, then carrying 
fewer and better-selected products or items in each 
classification. Such a policy—rather, the successful ap- 
plication of it—hinges upon what merchandise can be 
sold continually in the largest quantity and to the 
largest number of reasonably assured purchasers. 

Success formulas cannot be reduced to “ten simple 
rules” for learning how to play this or that game, but 
the general merchandise manager of a large eastern 
department store made some recommendations along 
this same line about retailing in general which, it 
seems to me, apply substantially to the retail station- 
ery business. 


Profitable Recommendations 


He recommended bringing all the principal lines of 
the stock of the store to the point of being balanced 
—that is, so that they will serve efficiently the known 
demands of regular customers. He suggested that some 
retail stores would profit by handling fewer styles, by 
keeping a record of the best-selling numbers, and by 
making sure that the fast-selling numbers are always 
in stock. This plan will expedite turnover, avoid 
mark-downs, and increase profits all along the line, 
in his opinion. 

His next recommendation was that a retailer should 
be certain that at each price level he carries the as- 
sortment of merchandise that his customers want. 
Every new and well-advertised article or appliance, 
ascendant in popularity, should be ready for the pro- 
gressive stationer’s customers. Otherwise, his custo- 
mers may see them elsewhere and buy them where 
they see them first. 

He also counseled: “If possible, plan to have some 
good exclusive-sale merchandise in your store—that is, 
something in general demand that is sold by you ex- 
clusively in your community. This will help to attract 
and hold trade.” 

Another bit of advice that he offered was that re- 
tailers should be careful of their initial mark-up—that 
is, be sure that it provides an adequate net profit. He 
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pointed out that stock shortages, in almost any kind 
of retail store handling a multiplicity of small articles, 
are likely to present a shocking surprise at the end of 
the year if they are not watched carefully throughout 
the year and the causes corrected immediately. Fre- 
quent inventories in all departments are the only sure 
cure for such shortages, this executive said. 


If It Doesn’t Sell, Dispose of It 


To the foregoing might well be added an admonition 
about the wisdom of disposing of any “mis-buys” or 
unusually slow-selling merchandise as soon as it be- 
comes evident that they are bogging down instead of 
letting such items accumulate. This policy will de- 
crease mark-downs and will clear stocks of items that 
clog turnover more quickly and with less cost, even 
though prices be “pared” slightly. 

Most experienced retailers in every line of trade, 
while endeavoring always to offer a complete stock to 
their customers, do not boost merchandise which gives 
them less than average mark-up. They sell such goods 
when the goods are asked for, but they do not em- 
phasize them in personal salesmanship nor spotlight 
them in their display promotions. 

One shrewd leader in the trade said that it is time 
that more study and judgment were applied to the 
pricing of certain stationery specialties for resale. He 
recommends that the mark-up be adjusted according 
to the time required to sell the merchandise rather 
than simply fixing a flat percentage for every article 
or line of goods. This man said also: “Have courage to 
ask the price that you know quality merchandise 
should reasonably command. The consuming public 
is now demanding quality in all kinds of merchandise 
and has the money to buy what it wants. The sta- 
tioner must sell his customers on the quality, value, 


and serviceability of his goods.” 
My stationer-friend might have added that the kind 


of constructive selling that attracts buyers and con- 
verts them into permanent customers requires being 
able to assist customers with their office-furnishing 
and office-efficiency problems—the ability to give prac- 
tical advice as well as to supply the needed equipment. 

The average stationer would also do well to consider 
carefully how the infiltration of some attractive new 
specialty items into his regular stocks might, by in- 
creasing the variety offered and widening the day-to- 
day appeal of the store to the buying public, attract 
more trade, and consequently, produce more profit 
without a dollar of increase in his present overhead 
expenses. In fact, it would cut down Selling expense 
per dollar of sales. : 


Consider Your Sales Persons 


A most important part of all retail merchandising 
programs is the work of the retail salespersons behind 
the counter. The development of enthusiasm amongst 
Salespersons is probably the most important consider- 
ation is retail selling today. Proprietors and store- 
managers will do well to place more emphasis upon 
this phase of store operation. 

Finally here are two pertinent questions along lines 
of service to customers that have a great deal to do 
with the successful management of every kind of mer- 
chandising business. They are: “Do you stock new 
things only under pressure of competition, and then 
wonder why some customers lose interest in your 
store?” and “Do you permit staple goods to run out, 
thereby sending customers elsewhere—perhaps per- 
manently?” 

It’s no use advertising up-to-date goods or up-to- 
date service where such faults prevail. 


How Soon Are Vacations “Deserved’’? 





N SETTING UP A POLICY covering vacations for 

workers in the office appliance store, management 
must find a suitable answer to the question: How soon 
does a new employee deserve time off? Observation 
proves that the old idea of making them work for long 
periods, even up to a full year, before granting any 
vacation is both inefficient-and unprofitable. 

New workers find their tasks more difficult and tiring 
than they will after they gain experience. At the end 
of the first few months in the office supply and equip- 
ment store, they need a short vacation to restore their 
energy and pep. Those early weeks bring so many de- 
tails to learn that the worker’s mind grows weary from 
the task. Continued too long, this leads to confusion 
and loss of enthusiasm. 

When management notices that an employee fails 
to progress as rapidly as he did during the first month 
or two, it’s a rather definite sign that arrangements 
should be made for a few days of vacation. Particu- 
larly in the case of workers new to this type of em- 
ployment, a bit of time to absorb what they have 
learned thus far is an investment in future efficiency. 

The promise of two or three days in the not-too-dis- 
tant future does a lot more to boost morale than the 
usual two weeks after a year of service. In fairness to 
the older workers, they should also be granted an 
additional short vacation at some time during the 
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year. Where this is impractical, then the time off at 
the end of the training period should be deducted 
from the regular annual vacation. 

For the modern office appliance store, the question 
changes from, “How soon is vacation deserved?” to the 
more important angle, “When will it do the most good 
for the worker’s efficiency and for management’s 
profit?” Then the answer becomes rather clear. The 
initial vacation, usually of brief duration, should come 
soon after the close of the training and early experi- 
ence period. In no case should it be delayed beyond 
the first signs of fatigue incident to new types of em- 
ployment. While conditions vary, this usually means 
the first time off should arrive approximately three 
months after the employee begins his duties in the 
office supply and equipment store. 

Expecting clerks, salesmen, or other workers to un- 
dergo as much as a year of employment before enjoy- 
ing his first vacation is not likely to aid his morale nor 
the store’s position as a profit-maker. The short vaca- 
tion which comes fairly early in his new job will do 
the most good for everyone concerned. 
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WRITING INSTRUMENTS 
THROUGH THE AGES 





(NOTE: Much of the appended material has been 
presented in the preceding issues of the journal. It is 
offered here in a co-ordinated and condensed form 
with the thought that everyone in the industry will 
benefit from a “refresher” course anent writing tools, 
concerning which there is so much of romance and 
historical significance in the record.) 


ROM THE FIRST crude symbols made with a piece 

of charred wood by the caveman, or scratched in 
stone by a sharp piece of flint, to the modern fountain 
pen of streamlined appearance and durability in con- 
struction courses the history of civilization. 

And paradoxically enough, the history of the writing 
tool is the history of civilization itself. Without the 
writing tool to transmit thoughts from the mind to 
the hand and to record such impressions, antiquity 
might never have evolved into modernity. 

No, writing instruments did not make, but they did 
record, the high lights of each era of history, laborious 
though the methods might have been. 


Reveal Early Writing Methods 


To properly evaluate the importance of hand tools 
for writing which succeeded the index finger of primi- 
tive man dipped in plant juice or the blood of an ani- 
mal, it is not amiss to ponder on some developments 
such as these: 

*The early artists used lumps of colored earth 
or chalk simply cut inte a form convenient for 
holding in the hand. Thus Aridices, the Corin- 
thian, made line drawings. 

*Excavations at the site of Babylon have re- 
vealed letters scratched on sun-baked clay tablets 
at least 5,000 years ago. 

*The ancient Greeks employed a stylus to mark 
upon wax-coated tablets made of boxwood, ivory 
or metal. Other ancient peoples carved their writ- 
ing upon stone, as did the Egyptians of the time 
of Moses. 

*Excavations have shown that the ancient 
Sumerians at Kish 6,500 years ago used bone tools 
for marking lines on clay tablets. - 
*It has been established 

that the Egyptians before 


Brief History of the Tools by 
Which Man Has Recorded and 
Conveyed His Thoughts from 

Ancient to Modern Times 


The earliest means of writing that approach pen 
and paper as we know them today were found among 
the ancient Greeks. They employed a stylus to mark 
upon wax-coated tablets. These tablets were made in 
pairs, hinged together, so they could be closed to pro- 
tect the scribe’s notes. The stylus was made of metal, 
bone, or ivory. Other ancient people carved their writ- 
ing upon stone, as did the Egyptians, who, however, 
also used papyrus at an early date. 

A genuine forerunner of the modern pen was known 
as the calamus or arundo. This was made from the 
hollow, tubular stem of grasses growing in marshy 
places. The hollow joints of bamboo were also em- 
ployed for writing purposes. The reed pen was ex- 
tensively used until the superior qualities of the quill 
became known. 

The Romans converted bamboo stems into a form 
of fountain pens, the forward part cut into the form 
of a pen nib. When in use a writing medium was 
poured into the stem, which through adhesion was 
held against too free a flow. To establish the circula- 
tion of the “ink,” the reed was squeezed, forcing the 
fluid to the nib. 


Found Bronze Pen at Pompeii 


Who made the first metal pen will probably be never 
known. A bronze pen, however, was found in the ruins 
of lava-devastated Pompeii, proving that the Romans 
knew the pen as well as the stylus. 

The quill, so widely used until the advent of the 
metal pen, was adopted as early as the seventh cen- 
tury. Mention is made of 
the quill in the writings of 








Saint Isidore of Seville, who 





4,000 B.C., used a hollow 








stem in the form and size 
of a lead pencil. At the 
lower end a piece of copper 
was fastened, similar to a 
modern steel pen nib. 


Pen-Brush Had Early Use 


Early writing necessarily 
was mostly pictographic. It 
was not always done with a 
chisel, as usually depicted, 














lived at that time. Thus for 
a thousand years the quill 
was the writing instrument 
of the civilized world. Goose 
quills were the most com- 
mon, although other kinds 
were also favored. 

Both the reed and the 
quill have played impor- 
tant roles in literature and 
history. 




















however, for the pen-brush 
was employed as a writing 
instrument in China and 
Egypt even before ancient 
Karnak was erected. 
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CUNEIFORM WRITING—Sketch of a Mesopotamian 

cuneiform dating back to 2000 B.C. The cuneiform is 

owned by the General Pencil Co. The characters relate 
to a grain transaction. 


It was with a quill pen 
that King John of England 
signed the Magna Charta 
on the meadows of Runni- 
mede and it was with the 


21 














same kind of instrument that the Declaration of In- 
dependence was signed to proclaim our freedom from 
England. Jerome probably used a reed pen in trans- 
lating the Greek and Hebrew scriptures into the Latin 
of his time, late in the Fourth Century. His work, 
known as the Vulgate, was accepted as the authorized 
version of the Bible by the Roman Catholic Church. 
Through the Middle Ages, studious monks toiled to 
copy the scriptures on parchment or vellum with reed 
and quill. 

It is from “penna,” the Latin term for feather, that 
we get our name “pen.” 


Invented Machine for Cutting Quill 


An early step in the development of the pen was the 
invention in 1809 of a machine, by one Joseph Bramah, 
for cutting up the quill into three or four lengths and 
then splitting these to make blanks. It was through 
this invention of Bramah’s that people became ac- 
quainted with the use of a nib slipped into a holder. 
The advantage of the quill nib, as well as that of the 
steel pen, was that the task of repairing quills was 
eliminated. 

The transition from quill to steel for pen points 
came with the turn of the seventeenth century. It 
was then, that Roger North, the English historian, 
wrote to his sister: “You will hardly tell by what you 
see that I write with a steel pen. It is a device come 
out of France, of which the original was very good and 
wrote very well, but this is but a copy ill made.” Be- 
tween the lines one can read the problems of these 
early artificers, who, lacking the exact scientific 
knowledge of heat treating, had to put hope in guess- 
work and faith in luck. 

It is recorded that steel pens were made in Birming- 
ham, England, as early as 1780 by a split ring maker 
named Harrison, but it was not until some years later 
that steel pens won any great acceptance. There prob- 
ably were then, as now, individuals who couldn’t adjust 
themselves to the new instrument and who argued 
like some of their lineal descendants who say they 
can’t compose on a typewriter as well as by pen or 
pencil. Harrison’s first attempts were merely rough 
barrel pens. They were fashioned from sheet steel 
rolled into a tube; the edges met to form a slit. The 
sides were cut away as in the ordinary quill plucked 
from the goose that didn’t wander. 


Fellows Finds New Method 


Harrison’s method was improved upon by a journey- 
man blacksmith named Fellows. He punched a rough 
blank out of thin sheet steel, rounded it into a barrel 
shape, and while the metal was still soft marked a 
place for the slit with a sharp chisel. Before temper- 
ing, the pen was tapped carefully with a small ham- 
mer to crack it. 

Shortly after the opening of the nineteenth cen- 
tury, a Peregrine Williams of Baltimore, “impatient at 
the delays in quill mending, made nibs of steel for a 
small clientele.” In 1803, a Londoner named Wise 
made and sold pens which employed the same prin- 
ciple as did those of Harrison’s. These enjoyed con- 
siderable popularity and sold at five shillings each. 

To John Mitchell probably belongs the credit for 
introducing machine-made pens, although a James 
Perry was also active at so nearly the same time that 
he, too, deserves recognition. 

A man named Sheldon, an apprentice of Fellows, was 
evidently the first to devote himself entirely to the 
business of making pens. A hardware sundries firm 
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paid him 100 pounds in 1822 for 
pens supplied to them. 

In 1828 Josiah Mason, who had 
early been associated with Harrison, 
saw Perry’s pens in Birmingham 
and hit upon a way to improve 
them and lower their cost. He be- 
gan making barrel pens for Perry 
in 1828 and split pens in 1829. 


Sought Flexibility of Pens 

Perry in a patent of 1830 sought 
to make steel pens more flexible by 
cutting a central hole between the 
points and the shoulders and cut- 
ting one or more slits on each side 
of the central slit. Also prominent 
among early pen makers was Joseph 
Gillot. Among the improvements he 
sponsored was the forming of elon- 
gated points on the nibs. In 1830, 
three of the men thus far men- 
tioned in relation to steel pens 
joined forces and organized the firm 
of Perry, Mason & Gillott, for the 
purpose of making and marketing 
steel pens. It is interesting to note that the names of 
two of them have since carried on. Perry & Company, 
Ltd., and Joseph Gillott & Sons, Ltd., both represent 
experience in pen making that covers more than 100 
years. 

Manufacturing operations for steel pens were first 
carried on in Sheffield, London, Manchester, Sedgley, 
and Birmingham. The latter city soon became the steel 
pen center of the world. 

Rapid progress against the traditional, but bother- 
some, quills was made by the steel pens despite their 
relative costliness. Higher first cost was followed by a 
longer period of usefulness and greater efficiency. 





PHOTOGRAPH OF 
OLDEST KNOWN 
FOUNTAIN PEN 


(N. Y. Times Photo). 


16 Steps in Pen Making 


Today, just as in the early days, the number of op- 
erations required to produce steel pens are more than 
one would suppose. From the time the blanks are 
stamped out until the pens are boxed usually more 
than 16 distinct steps are required. These include 
cutting the blanks, making the slits and central aper- 
ture, annealing, marking, embossing, and shaping into 
the conventional rounded form. The pens must also 
be tempered, scoured and ground. 

Six steel pen companies supply the bulk of the points 
used in the United States. They are the Esterbrook 
Pen Company, Camden, N. J.; Turner & Harrison 
Steel Pen Manufacturing Company, Philadelphia, 
Pa.; C. Howard Hunt Pen Company, Camden, N. J.; 
Miller Brothers, Meriden, Conn.; Eagle Pencil Com- 
pany, New York, N. Y.; and the Spencerian Pen 
Company, New York, N. Y., an American firm whose 
pens are made in England and sold only in the United 
States. 

As early as 1825, gold pens (prized because they re- 
sisted the corrosive action of ink) were being produced 
in England in considerable quantities. Some ten years 
later they were being made in Detroit, Mich., by a Mr. 
Shepherd, the man who taught the art to John Hol- 
land. Later, Shepherd moved to Cincinnati, Holland 
accompanying him and succeeding to the business. 

Gold pens are-now made primarily for use in foun- 
tain pens which do not employ the ball point. Because 
of the softness of the gold, the point is tipped with a 
harder metal, usually iridium or osmiridium. 
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From the reed to the quill to the steel and finally 
to the fountain pen has been the evolution of fluid- 
using writing instruments. 


Fountain Pen Is Not New 


The fountain pen is not the modern instrument it 
is commonly supposed to be, if the following account 
carried in February of 1933 by Papier-Zeitung of 
Vienna can be given credence: 

“From the viewpoint of an English archaeologist 
there are grounds for the belief that the first fountain 
pen was in existence about 4,000 B.C. During the 
course of excavations in Egypt in 1929, a hollow stem 
in the form and size of a lead pencil was found. At 
the lower end, a piece of copper was fastened, similar 
to a modern steel pen nib. 

“The Romans converted bamboo stems into fountain 
pens, the forward part cut into the form of a pen nib. 
When in use, a writing medium was poured into the 
stem, which through adhesion was held against flow- 
ing too freely. To establish circulation of the ‘ink,’ the 
reed was squeezed, forcing the ‘ink’ to the nib.” 

The same Joseph Bramah mentioned previously 
worked on a pen which involved the idea of a hollow 
tube of silver or other soft metal which could be used 
as an ink reservoir. Slight pressure on the barrel was 
supposed to supply ink to the nib which was fitted to 
the barrel. 

Another plan was to fit a tube with a piston worked 
from the top which forced the ink to the pen as re- 
quired. 

The first German fountain pen is declared to have 
been devised by Daniel Schwenter, a professor of 
mathematics. This comprised a cluster of three goose 
quills. The holder was formed from a brass tube, 
within which was inserted a quill. The ink flowed 
from a quill. 


Devised Stylographic Pen 


The stylographic type of pen was one outgrowth 
of early experiments and enjoyed considerable popu- 
larity prior to the introduction of the conventional 
type of fountain pen at the beginning of the eighties. 
The stylographic type is, of course, still in evidence 
today. 

About this time—something which seems strange in 
today’s era of long-writing claims advanced for bali- 
point pens—fountain nibs or pens designed to hold a 
quantity of ink sufficient to write a hundred words 
or more at a single dip were introduced. 

Records reveal unsuccessful attempts to produce 
fountain pens at the beginning of the eighteenth cen- 
tury. At least another hundred years elapsed before 
instruments of sufficient practical value were devel- 
oped to warrant consideration from a commercial 
standpoint. 

In a book on mathematical instruments, written in 
1723, a Frenchman named Bion refers to a fountain 
pen as “a cylinder with two caps screwed on either 
end of it. The nib is.a quill which should be well split, 
and cut and screwed into the inside of the little pipe, 
the ink poured into the tube by means of a funnel, 
and the flow of it controlled by a screw working in 
the little pipe.” 





A shorthand expert writes in a book published in 
1786, “For expeditious writing, some use what is called 
fountain pens into which your ink is put, but as it is 
a hard matter to meet with a good one of this kind, 
I would recommend a steel or silver one that will 
write fine without blotting the curves of the letters.” 

Generally early fountain pens consisted of a barrel, 
usually of hard rubber, into which was fitted a pen, 
often of gold. One type of pen was designed to use 
steel pens which could be replaced as necessary. Be- 
sides the pen and barrel there was, of course, a feed 
bar under the pen to hold the ink as it was supplied 
from the barrel. The principle governing the feed to 
the pen was based on gravity or capillary attraction. 
It was this important basic part which was the subject 
of much litigation. 

It is not surprising that the history of the fountain 
pen is replete with litigation over patents. The most 
famous of the several law suits, and the one which is 
regarded as probably having the greatest influence on 
the fountain pen industry, was the case of Paul E. 
Wirt versus the American News Company early in 
1896. The plaintiff alleged that the pens distributed 
by the American News Company, as selling agent, in- 
fringed the basic patent, known as the Stone patent, 
on the feed method employed by the Wirt pens. Mr. 
Wirt, it is claimed, bought the patent in 1888 from 
William Nichols, to whom it had been assigned by 
Marvin C. Stone, of Falls Church, Va., the patentee. 

The ultimate result of long and involved litigation 
was the establishment of the validity of the Stone 
patent and the Wirt patent, granted in 1885, covering 
mechanisms for feeding ink from the barrel to the 
writing point by capillary attraction both over and 
under the nib. Subsequently, the Wirt Company ac- 
cepted settlement from a number of other manufac- 
turers and collected considerable sums of royalties for 
pens produced under license until the expiration of 
the patents. 


Familiar Names In Early Days 


Abounding in the early history of the fountain pen 
are such names as the Price, Harvard, Yale, Milagraph, 
Cross, Paul E. Wirt, Rival, Foley, Davidson, Caw, Asa 
L. Shipman, Wilcox, Crown, Waterman, and others. 
Many of these names will be familiar to the older 
members of the trade. 

How Lewis Edson Waterman was converted from an 
insurance agent into an inventor is one of the oft-told 
stories of the industry. It is said that he had visited 
an insurance “prospect” for some time and finally had 
persuaded the man to sign an application for a large 
policy. The day he presented the insurance form for 
signature, Waterman took a pen from his pocket. But 
the pen failed to do the job, letting out a blot of ink 
which ruined the sheet of paper. Before he could re- 
turn with a clean form a rival agent is said to have 
come along and wrote the policy. 

Waterman therefore set about to create a feeding 
system that would deliver the ink in a controlled flow 
to the tip of the pen point. In three years of work he 
perfected a three-fissure feed, which utilized the prin- 
ciples of capillary attraction. In 1884, he took out a 
patent for his pen. 


THIS WATERMAN PEN OF 1884 WAS HAILED AS “THE FIRST PRACTICAL FOUNTAIN PEN” 
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PREHISTORIC—This illustration, by courtesy of the Witte 
Memorial Music, shows a prehistoric writing instrument 
excavated from the Rio Grande River in Texas. 


Fundamentally, the fountain pen has not departed 
from first principles, although a self-filling gadget did 
away with the old method of dropping ink into the 
barrel or reservoir. 

The last 50 years have seen many developments and 
innovations succh as the self-filler, oversized barrel, 
use of color, the modern desk holder for fountain pens, 
and, finally, the ball-point pen as the most publicized 
of innovations. 

Adoption of the rubber sac in a modern pen was first 
utilized by Conklin, featuring the sac for Self-filling 
and using direct compression in the process. Roy 
Conklin obtained a patent on his self-filler in 1896. 
The lever compressor was first introduced by the W. A. 
Sheaffer Pen Company. This method was later used 
by other manufacturers. 

The oversized barrel, in what became almost stand- 
ard form, was first introduced by the Sheaffer organi- 
zation. Previously the larger pens were but short- 
lived novelties. 

George S. Parker is declared to have been first to 
introduce and popularize the idea of color in fountain 
pens. Recent years have witnessed the marketing by 
all manufacturers of fountain pens in beautiful color 
effects. 

Pyroxylin was found to be an almost unbreakable 
substance for pen barrels. 


Popularize the Desk Set 


Initiated by the W. A. Sheaffer Pen Company, foun- 
tain pen desk sets soon soared to popularity. Many 
firms in addition to fountain pen manufacturers went 
into the business for the sake of the holders alone. 

In 1921 some effort was made to revive the old va- 
cuum or plunger type of pen. An editorial in the July, 
1921, issue of OrricE APPLIANCES was preceded by the 
statement: “We do not know when the rubber sac was 
first used in fountain pens. A member of the staff of 
OFFICE APPLIANCES, when a boy in the early 80’s, found 
a pen made up of a steel nib in a nickel-plated barrel 
inside of which was a rubber sac. In the shaft of the 
pen a small opening was cut exposing a small section 
of the rubber sac. A curved arm projected from a 
small leaden slug over one end of which the rubber 
sac was fitted. This was perforated, the perforation 
terminating in a curved arm bearing a minute canal. 
To fill the sac, the pen was thrust into the ink and 
sac depressed by the finger through the opening in 
the barrel. When the ink on the pen became ex- 
hausted, a slight pressure on the barrel squirted an- 
other drop of ink on the pen.” 

First record of the plunger type of pen was a patent 
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issued for the Warren model, introduced in England 
in 1856. 

The next pen of this type was the Post employ- 
ing a plunger device as did the Warren, but in filling 
the barrel the plunger had to be pulled clear up. It 
was necessary to turn a little screw as the plunger was 
returned to prevent the ink from pushing out. 


Introduce Plunger Pen 


A plunger pen was introduced by the L. E. Waterman 
Company about 1897. 

Introduced from time to time were the cartridge pen 
and one in which the pen point disappeared into the 
barrel when the pen was not in use. 

Into the fountain pen business, which had settled 
down to producing a product which was a thing of 
beauty as well as mechanical skill, in the past few 
years has come a spectacular sales and inventive 
battle concerning the ball-point pen, something which 
was referred to by Don Wharton in Nation’s Business 
as a “hell-roaring, no-holds-barred fracas.” 

A spree of buying was nudged on by advertising 
making gaudy claims—pens which would write both 
above and under the water, above the clouds or on 
the ground, and go without refilling for years un- 
numbered. These instruments have been offered to a 
public which in just one year purchased 8,000,000 of 
the pens, according to Author Wharton. 

This same writer describes the principle of the ball- 
point pen as follows: 

“The writing point of the new implement is a tiny 
ball of chrome steel, one millimeter in diameter 
(1/25th of an inch). The ball sits in a socket, revolves 
freely as it is dragged across any surface, and while it 
revolves it wipes ink from an inner reservoir onto the 
surface. The principle is simple—but to be satisfac- 
tory the instrument must be made with microscopic 
accuracy, the ink-feed must be just right, and the ink 
itself must be nonfluid, much like printer’s ink.” 

The story of the ball-point pen is declared to start 
in Hungary with the personage of Ladislao Biro who, 
after fountain pen experiments in Europe, went to 
Argentina and there developed a new ink-feed system 
based on capillary action instead of gravity flow. Ever- 
sharp, Sheaffer and Parker battled for the privilege 
of sharing the American rights with Eberhard Faber. 
Eversharp made the top bid and set about perfecting 
the pen while Milton Reynolds, a Chicago whirlwind 
salesman, was in- 
troducing a suc- 
cession of ball- 
point pens, princi- 
pally through de- 
partment store 
selling. 

While suits and 
counter suits were 
filed, Eversharp 
brought out its 
CA (capillary-ac- 
tion) pen, Sheaf- 
fer completed 
painstaking re- 
search also, and 
other leading pen 
manufacturers in- 
troduced their 
ball-point pens at 
varying prices. 
Today, the market 
has more than 100 














EVEN FINGER NAILS USED—De- 
picted is an Oriental method of 
using finger nails, properly shaped 
and grown, for writing instruments. 
This illustration is from Le Stenog- 
raphie Illustre of March, 1936, Paris, 
France, edited by Albert Navarre. 
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manufacturers of these writing instruments, as either 
price or quality is flaunted as a dominant selling point. 

One writer has commented on the situation: “The 
newly-introduced brand names will be dropping by 
the wayside as the pen market hits its top competitive 


stride. Makers such as Waterman, Sheaffer, Parker and 
Eversharp have spent years embellishing their names 
with huge lumps of dollars and have won public con- 
fidence—to which the public will return when it’s had 
its fill of post-war offerings.” 


‘Pencil Born in Middle Ages 


The pencil, universal hand-writing tool for note- 
taking, had its birth in the Middle Ages when a small 
oblong piece of lead or silver was devised by means 
of which designs and writer were more carved than 
drawn. 

Strangely enough, the name “lead pencil” today is a 
misnomer, for no lead is used, as it was in the early 
forerunners of the writing instrument. Graphite came 
into use for pencils about 1564 when the graphite 
mines of Borrowdale in England were discovered. 
Previously, the artists Rafael, Durer, Leonardo, Hol- 
bein and others made their sketches with lead, copper 
and silver pencils. ° 

The first authentic record of pencils is found in an 
article by Conrad Gesner of Zurich, written in 1565, 
on fossils, in which is a description of an instrument 
made of wood and lead used for writing. In this, Ges- 
ner expresses the belief that the writing substance is 
a composition of what is called by some “English 
antimony.” 

The discovery of the Borrowdale mine naturally 
brought about a revolution in pencil making. The 
graphite was quarried in blocks, which were afterwards 
cut into small sticks and mounted in wood. These lead 
pencils, or more correctly, graphite pencils, were wel- 
comed by artists, who paid exorbitant prices for them. 
To prevent raids on the mine, the British Parliament 
posted a guard of men armed with blunderbusses. Eng- 
land sought to maintain a monopoly of the supply of 
graphite and forbade exportation. 

Make Discovery in Bavaria 


Nicolas Jacques. Conte of France and Josef Hardt- 
muth of Vienna interfered with this monopoly by the 
discovery of a system for mixing a certain clay, found 
in Bohemia, with washed and finely pulverized graph- 
ite. This method, invented about 1790, made it pos- 
sible to produce pencils of different degrees of hard- 
ness. 

Josef Hardtmuth was succeeded by his two sons, 
Louis and Charles Hardtmuth, in 1828, and the name 
L. & C. Hardtmuth continued in a factory located in 
Budweis, Czechoslovakia, controlled by the lineal 
kin of the founders. 

More than 275 years ago a German lead pencil ma- 
ker, Frederick Staedtler, was mentioned in the chron- 
icles of the old town of Nurnberg, a town which be- 
came identified early with the industry. Already in 
1670 the Nurnberg Guild of Pencil Makers had intro- 
duced their own coat of arms and had introduced 
pocket pencils in a metal casing which-could be taken 
out and exchanged. Eight generations of Staedtlers 
followed each other in the sphere of pencil handicraft 
until the firm was taken over, in 1880, by the family of 
Kreutzer. R. J. Urmston of New York City was ap- 
pointed U. S. Staedtler representative in 1922. 

From “Little Tails,” a house organ of the General 
Pencil Company of Jersey City, N. J., it is learned that 
the word pencil apparently comes from the Latin 
“penicillus,” literally a little tail, the word originally 
having been applied by Roman artists and writers to 
1947 
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EARLY LEAD CUTTER—lIllustrating a 


a fine pointed 
brush. The Greek 
word was “Teos” 
(Peos), meaning a 
tail. 


Faber Name Long 
Prominent 


The name of 
Eberhard Faber has 
long been identi- 
fied with the pencil 
industry. In 1934, 
Eberhard Faber 
wrote Evan John- 
son of OFFICE AP- 
PLIANCES: “AS re- 
gards the pencil in- 
dustry, as perhaps 
you are aware, my 
forefathers stated 
as early as 1761 the 
making of lead pencils near Nuremberg, Bavaria, and 
my father started in New York to establish his own 
business in 1849. The factory he established in New 
York in 1861 was the first pencil factory established 
in this country, since which time, you will probably 
know, our firm has progressed in this industry.” 


Experiments in manufacturing pencils were carried 
out in the United States at an early date and it is 
recorded that Henry David Thoreau, 1817-1862, Amer- 
ican naturalist, author and philosopher, was a pencil- 
maker, probably at Concord, where he was born and 
where he worked at the trade at intervals in his young 
manhood under the direction of his father, who had 
worked under a William Monroe of Concord, Mass., in 
pencil-making as early as 1812. 

The history of principal lead pencil houses in the 
United States goes back to the very foundations of 
the industry in Germany. 

In 1843, the house of A. W. Faber established an 
agency in New York City, placing it in the hands of J. 
G. R. Lilliendahl. Six years later, Eberhard Faber, a 
brother of Lothar von Faber, head of the family, was 
sent to this country to enter the A. W. Faber business 
in the United States, and in or about 1851 he took 
charge of the business as a branch of the German es- 
tablishment which was founded in 1761 by Kaspar Fa- 
ber. 


Nurnberg black lead cutter of the 
seventeenth century, this cut was 
used in a booklet describing the 
Mars pencils of J. S. Staedtler, Inc. 


Builds Factory in 1861 


Eberhard Faber located his first store on William 
St. in New York City, and the first factory in the 
United States for the production of pencils in a large 
way was built by Mr. Faber in 1861 at the foot of 
Forty-second St., on the bank of East River in New York 
City. The factory was destroyed by fire in 1872 and 
was re-established in Greenpoint, Brooklyn, where on 
a much enlarged scale, it is still located. Later on Mr. 
Faber added penholders, rubber bands, erasers, and 
so forth. The establishment finally became an all- 
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American institution. 

After the separation of the European and American 
Faber houses in 1894, the A. W. Faber organization es- 
tablished a new agency for the sale of the German 
company’s products. Later a corporation was formed 
under American laws, known as A. W. Faber, Inc., with 
headquarters at Newark, N. J. 

The Eagle Pencil Company had its origin as a branch 
of a Bavarian pencil factory established about 1885 at 
Fuerth, Bavaria, by Berolzheimer & Illfelder. The fol- 
lowing year the senior partner, Daniel Berolzheimer, 
opened a branch house in John St., New York City, to 
handle the products of the German factory. Later a 
factory was established at Yonkers, N. Y. In 1885, 
the Eagle Pencil Company was incorporated. 


Founded by Weissenborn 


The American Lead Pencil Company of Hoboken, 
N. J., was founded by Edward Weissenborn, who was 
born in Germany. He came to the United States in 
1854 and founded the American Lead Pencil Company 
in 1864 in association with A. L. Sieghortner and Jo- 
seph Schedler, locating a factory in Jersey City. In 
1872 the factory was moved to Hoboken, N. Y. The 
present American Lead Pencil Company was incor- 
porated in 1886. 

It will be noted that there have really been two 
American Lead Pencil Companies,—one existing until 
1886, and the other incorporated in that year and op- 
erated since then by the Reckford family. After hav- 
ing disposed of his interests in the American Lead 
Pencil Company, Edward Weissenborn founded the 
Pencil Exchange, now known as the General Pencil 
Company of Jersey City. Ray Weissenborn, son of the 
founder, took over the management. 

The Joseph Dixon Crucible Company began its 
career at Salem, Mass., in 1826 or 1827, manufacturing 
crucibles of graphite, previously invented by Joseph 
Dixon, who founded the company. It was not until 
1872, that the company, after mature preparation, 
began the manufacture of lead pencils. Horace B. Van 
Dorn, who became manager of the pencil department 
in 1930, has been outstanding in the modern history 
of this pencil-making* organization. 


Blaisdell Makes Paper Pencils 


About the middle nineties of the last century an 
innovation in pencil manufacture came with the an- 
nouncement of the Blaisdell paper 
pencils invented by a man of that 
name living in Philadelphia. These 
pencils are made with a graphite 
or colored core with narrow strips 
of paper wound thereon. The com- 
pany was originally named the 
Blaisdell Paper Pencil Company. 


MAKING PENCILS BY HAND IN 1780— 
The General Pencil Co., Newark, N. J.. 
used this illustration of pencil-making 
by hand in 1780 in “Little Tails,” a 
company publication. The pencil-maker 
is gluing the slats together after having 
placed square rods of pure graphite in 
grooves between them. The graphite 
came from the Borrowdale mines in 
England which, for many years, were 
practically the only source of graphite 
pure enough for the making of pencils 
by the only process then understood. 
Conte later discovered how to mix and 
fuse powdered clay and graphite for 
pencil leads in the modern way. 
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Later the word “paper” was dropped from the name. 

One of the newer pencil manufacturing companies is 
the Mohican Pencil Company, organized in 1918 in 
Philadelphia, Pa. It was originally known as the United 
States Pencil Company. 

There are several pencil manufacturers both abroad 
and in the United States whose names are not here- 
tofore mentioned. Among them arg such concerns 
as Johann Faber, the Swan Pencil Company, Reliance 
Pencil Corporation, Koh-I-Noor Pencil Company, and 
others. The company last named is the American rep- 
resentative of L. & C. Hardtmuth, mentioned hereto- 
fore. 


“Firsts” in the Industry 


Some “firsts” claimed in the pencil industry include: 

The Joseph Dixon Crucible Company was first to 
introduce round leads in place of the square leads, an 
idea that changed a long-established custom. 

The Eagle Pencil Company claims the first indelible 
or ink lead, which was invented for them by Count 
Charles Walpuski, an exiled nobleman from Poland. 
That invention, dated 1877, enabled the company to 
produce the first copying pencil. 

The Joseph Dixon Crucible Company originated the 
rubber cap erasers which outlasted the pencil and 
served on many others before giving up the ghost. This 


type of eraser was listed in the company’s 1872 cata- 


logue. 

The Eberhard Faber Pencil Company claims priority 
in the manufacture of the metal cap designed as a 
pencil point protector, and also for the decorated tips 
on pencils, using colors to make them more attractive. 

Alonzo T. Cross in 1868 patented what was claimed 
to be the first mechanical pencil, from which most 
metal and plastic pencils have been devised. Two years 
ago the company originated by Alonzo T. Cross ob- 
served its hundredth birthday. Down through the 
years the A. T. Cross Pencil Company has stuck to its 
first love—the production of sterling silver, rolled gold 
plate and gold-filled metal pencils. 

Of tremendous influence upon the automatic pencil 
field within the past half-century is the standard- 
sized propelling pencil, the invention of C. R. Keeran 
of Bloomington, Ill. The inspiration for this invention 
is reported to have come from the small gold pencils 
attached to ladies’ watch chains which were more or 
less popular 50 or 60 years ago. 
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In 1837, S. Mayeock & Company, New York City, 
issued a copper coin on which was stamped the ad- 
vertisement of the company for the Everpointed pencil 
case, the case being the holder proper of the lead. 
These pencil cases were probably a type of the small- 
sized propelling holders which furnished the inspira- 
tion to the aforementioned Mr. Keeran, who was the 
first to make application of the idea to standard-sized 
pencils, under the name of Eversharp. Mr. Keeran is 
also the inventor of two or three other propelling 
pencils now on the market. 

Prior to 1915 and the introduction of Eversharp, 
mechanical pencils were mostly the clutch type, which 
fed the lead by gravity and could only be used with 
heavy lead. Then came along the “propel” type pencils 


and the new thin lead. In 1922, Esterbrook offered 
the “Propel-Repel-Expel” type of pencil and about ten 
years later advertised “Push” pencils to — repel, 
expel and reload automatically. 

The idea of the pencil always ready to write clicked 
in the public mind and gained immediate popularity. 
Other manufacturers entered the field and there soon 
appeared on the market a great variety of propelling 
pencils. Many new materials were introduced in their 
manufacture. 

An extensive array of colors and designs came along 
as the automatic pencil increased in popularity. 
Matched sets, pencil and pen, have captured public 
fancy and many pen manufacturers have made elabo- 
rate combinations, capitalizing on the gift trade. 


Questionnaire on Writing Instruments 





RE SPECIAL DEPARTMENTS popular for the sale 

of writing instruments? What seasonal selling is 

timely? How can sales be best promoted? Are ball- 

point pens losing in favor? Has sales volume increased 

for wood-cased lead pencils, steel pens, and pen 
holders? 

These and other questions have been asked repre- 
sentative dealers from all sections of the nation by 
OFFICE APPLIANCES in order to learn the present situa- 
tion in regard to writing instruments’ merchandising. 


Conclusions. Are Presented 


The replies indicate the following broad conclusions: 

1. A special writing instruments department is usu- 
ally set up in front of the store. 

2. Promotion of sales is carried out by newspaper 
advertising, window and store displays, and help from 
manufacturers’ representatives. 

3. Special training for sales personnel is the excep- 
tion rather than the rule. 

4. Seasonal featuring is the usual policy with Christ- 
mas and graduation the principal events. 

5. Sales volume for fountain pens has increased 
during the past year. 

6. Proportion of ball-point pen sales varies and 
the demand for this type of pen is decreasing rather 
than increasing. Dealers assert that the ball-point 
pen in the main has not earned approval of the 
customers. 

7. Sales volume of mechanical pencils is up from 
10 to 200 per cent, depending upon the individual 
dealer. 

8. With but one exception, dealers report an increase 
in volume for wood-cased lead pencil sales. 

9. The volume is decreasing for steel pens, reported 
all but one dealer. 

10. The situation in regard to penholders is prac- 
tically the same as for steel pens. 


Special Departments Popular 


Only one firm out of those replying answered in the 
negative to the question, “Do you have a special writ- 
ing instruments deparment?” In regard to location, 
practically all the dealers report that they utilize a 
Spot near the main entrance to the store. A few 
favor the center of the store, while at least two firms 
plan to move the department to the rear, thinking 
that such a location will be more advantageous. 
OFFICE APPLIANCES, 


April, 1947 


Representative Dealers in 
All Parts of This Country 
Co-operate in Survey 


Advertising of one kind or another is used by most 
stores and only two of the number reporting fail to 
use window displays. The vote for store displays is 
practically unanimous. Radio promotion is used by 
two stores. 

Special training for sales personnel is apparently 
followed by few firms selling writing instruments. 
When used, the training usually takes these forms: 
“Keep clerks posted,” “conferences with salesmen,” 
“send employees to factories for special training,” 
“meetings with manufacturers’ representatives.” 

With but few exceptions, the manufacturers’ rep- 
resentatives are apparently giving special assistance 
to the dealers and such help appears to be much 
appreciated. 


Christmas, Graduation Seasons Best 


Seasonal featuring of pens and pencils appears to 
be concentrated mainly upon offerings for the Christ- 
mas and graduation periods. Other dealers depend 
upon school opening, Mother’s Day and Father’s Day. 

One southern stationer replied regarding special 
promotion that he found success in this policy, “Every 
writing instrument guaranteed or money refunded, a 
friendly service on any writing instrument.” 

The questionnaires reveal an approximate 31 per 
cent increase in sales volume for fountain pens during 
the past year. 

Analyzing their sales of ball-point pens, the dealers 
reported about 19 per cent volume for this type. Only 
three stated that the demand for the ball-point models 
is growing. Concerning this type of pen winning ap- 
proval of buyers, the answers were, with but two 
exceptions, negative. Some comments included: “They 
like the idea but have too much trouble with the 
cartridges’; “customers are skeptical’; “about 50 per 
cent are satisfied,” “definitely not, the pen has not 

(turn to page 206, please) 
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Steel Filing Cabinets Replacing 


Wartime Substitutes 





66 OOD AND CARDBOARD FILES which were 

bought as an emergency measure during the 
war will as soon as possible be completely replaced 
with steel,” asserts Sidney Secastator, assistant to the 
manager of the office furniture department at Buxton 
& Skinner Printing & Stationery Company, St. Louis, 
Mo. “These files will be used for transfer files as soon 
as they are replaced. The only appreciable effect will be 
a possible slow-up in cardboard file sales, since these 
were at one time bought for transfer purposes.” 

At the present time, due to the huge demand for 
all types of files, only a limited supply is kept on the 
display floor. All other orders are handled directly 
from the warehouse as soon as shipments are received. 
The present list of 5,000 orders will take three years to 
fill at the rate files are now being delivered from the 
factory. 


Follow Numerical System 


Though no merchandising is required at this time to 
sell files, Buxton & Skinner are looking ahead to the 
day not too far distant when supplies will catch up 
with demands. In order to satisfy customers and cre- 
ate as little friction as possible, files are distributed on 
a strict numerical order as names appear on the list. 
Only deviation from this policy occurs in the case of 
an exceptionally large order, in which case part of the 
order is filled with each shipment of supplies. In this 
manner small order customers who may only want one 
file are not required to wait an extra month or two 
while a large order is filled which would require an 
entire shipment. Though some larger order customers 
object to this system, the majority of customers realize 
the fairness of the scheme. 

Also in line with Buxton & Skinner’s outlook on the 
future is the holding to home markets, that is St. Louis 
and surrounding market area. “Since St. Louis built 
us, it therefore is only fair to give our local customers 
first choice on all merchandise,” states Mr. Secastator. 
This will build prestige for Buxton & Skinner when 
merchandising is again required, and out-of-town 
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buyers do not feel it necessary to go afield for equip- 
ment. 


Eliminates Bookkeeping Headache 


Some of the bookkeeping headache of the order- 
ahead system has been eliminated by Buxton & Skin- 
ner, for no money is accepted on ordered merchandise 
until delivery is assured. Customers’ names are merely 
placed on a list with address and type of equipment 
ordered. Then, when merchandise is available for de- 
livery, confirmation of the order is made over the 
phone or by mail. Of the last 400 files which have 
been sold in the last few months, five have refused de- 
livery, which is a remarkable average. Mr. Secastator 
feels that as the market again loosens up, the number 
of refusals will amount to about 20 per cent, since 
many customers are placing orders at as many firms 
as possible. 

Though orders are far ahead of the present demand, 
files are still prominently displayed on the second floor 
office appliance department of Buxton & Skinner. At 
the entrance to the elevator, files are lined up accord- 
ing to brand. On one side of the “V” arrangement is 
the Art Metal line, headed by a architect drawing file 
which retails at $271, three four-drawer files, retailing 
from $48 to $78 and one six-drawer file at $110. Other 
stock consists of a Benson three-drawer for $43 and a 
table with two two-horizontal-drawer Cole card files 
for $9.50 and $14. To each side of the elevator entrance 
are two Asco Steelmaster tub-type two-drawer files for 
$28.60 and $41.60. “Giving files a No. 1 spot on 
the floor has the advantage of filling out the otherwise 
empty floor space, plus constantly reminding custo- 
mers that files are available again, though a short wait 
will be necessary before delivery,” says Mr. Secastator. 
1947 


OFFICE APPLIANCES, April, 












JM 


lip- 


ler- 
‘in- 
lise 
rely 
ent 
de- 
the 
ave 
de- 
tor 
ber 
nce 


nd, 
oor 


rd- 
; is 
file 
ing 
ner 
1a 
les 
ice 
for 
on 
ise 


ait 
or. 


OFFICE APPLIANCES, 


Large Folder Functions as Business Card 
That Builds Furniture Volume | 





HE CUSTOM OF LEAVING a business card when a 

call is made, and especially at the termination of 
the first visit, is so well established and followed that 
there is nothing new about it. But in the case of the 
Nungesser Desk Company, 2244 Euclid Ave., Cleveland, 
Ohio, the business card that is used is quite new and 
different. More than that, it gets business. 

The business card that O. T. Nungesser worked out 
would hardly be looked upon as such because it is in 
the form of a folder sufficiently large to hold regular 
letterhead size advertising sheets and pamphlets. 
Printed on light buff stock, it lists some of the lines 
handled by this office furniture firm. The folder is the 
kind that is used as a binder for loose sheets and 
pamphlets, held in place by three brass paper fast- 
eners. 

The Nungesser Desk Company has used this kind of 
a business card for some time now with excellent suc- 
cess. When a first call is made, Mr. Nungesser will 
make up one of these folders with such advertising 
literature as he believes would interest the prospect to 
be called upon. During the call, the folder is handed 
to the buyer being interviewed and a few of the sheets 
bound in it are brought to his attention. 

Unlike the average business card which is either 
thrown away or put in some out-of-the-way drawer in 
the buyer’s desk, this folder is generally placed in a 
more or less prominent place with other catalogs, 
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where it can be consulted without much inconvenience. 
Mr. Nungesser reports that it has been the means of 
getting business from firms that have never purchased 
from his firm before. The folder is impressive in the 
first place and in addition has just the advertising 
literature that would likely interest the buyer. There- 
fore, whenever something in that line is needed, the 
buyer recalls the folder and consults it. Although cost- 
ing considerably more than the average business card, 
it produces so much more business that the expendi- 
ture is practically nil. 

As new types of office equipment make their appear- 
ance and as advertising literature about them is re- 
ceived from the manufacturers, it is an easy matter 
for the salesman to drop around to the various buyers 
who have been given one of these folders, show them 
the literature about the new style desk or chair or file 
and leave the piece of advertising matter for inclusion 
in the folder. This not only keeps the date fresh but 
at the same time reminds the buyer that the Nun- 
gesser Desk Company is still in business and ready to 
serve with the newest and best in the office equipment 
line. 


New Low in Desk Heights Featured 





By C. M. LITTELJOHN 


INCE A NEW LOW level of the office desk top has 

been approved by office managers, secretaries and 
little office ladies as not only more convenient and 
comfortable, but also more attractive, Lowman & Han- 
ford Company, Seattle, Wash., has brought forward the 
new idea in desks in striking manner... . 

Through its well-stocked office furniture department, 
“Lowman’s,” as the long-established Seattle store with 
many branches now is affectionately known, introduced 
the attractively modern qualities with advertising and 
sales promotion which brought the new lower height 
desks to a focus photographically. 

Glimpse of the manner in which the Lowman & Han- 
ford Company currently features the new desk is in- 
dicated herewith in special advertising and sales pro- 
motion that centers on this subject. Various points of 
the piece are detailed by word and graphic visualiza- 
tion. Bringing folks in to see the new desks is a little 
newspaper advertisement reproduced at right. 
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Dimensions of a desk make all the difference. Some- 
thing “new” and distinctive in the desk line, as well as 
other office furnishing or stationery, is ever intriguing. 
One thing the average American will not stand for 
is to be “behind the times.” It means behind the so- 
called eight ball. If the consensus of office managers 
is for a new low level, that’s what customers want. 

Lowman & Hanford Company has that rare com- 
bination of being one of the oldest firms in the sta- 
tionery field in Seattle as well as among the most 
modern merchandisers. 





Attractive New Lower-height 


Pedestal Desks 
Available Now! 


A modern, solidly constructed 52” by 28” stand- 
ard desk. 29 inches high . . . the new low level 
approved by office managers. Has deep file 
drawer. Walnut finish. 


$77.50 


See these desks in our Furniture Department. 
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Business Builders 
Broadcast over Station S-A-L-E-S 
Operating on a wave length of:— 


CONFIDENCE .. . COUR. 
AGE .. . CO-OPERATION 


ORMULA FOR BUSINESS 
WITH A PROFIT is balanced 
production, planned purchasing, 
and planned Selling, says one of 
our nation’s greatest trade asso- 
ciation men, J. L. Du Bow. Ac- 
cording to our correspondent in 
this instance, Mr. Du Bow further 
stated that he believes that only 
through a completely - planned 
operation can industry continue 
to operate profitably and still sell 
desirable merchandise at reason- 
able prices. 
* a * 
LET’S LOOK AT THE 
OVER-ALL PICTURE 

1946 SPENDING SET AN ALL- 
TIME RECORD: ... reports the 
United States Department of 
Commerce. 127 billion dollars 
were spent, an increase of 21 
billion dollars or 20 per cent over 
1945. That is 70 per cent more 
than was spent in the pre-war 
peak year of 1941. An estimated 
14 billion was spent for durable 
consumer goods, up 80 per cent 
from a year ago and over 50 per 
cent more than in 1941. 77 billion 
was spent for such non-durable 
goods as food, clothing, tobacco 
and gasoline, 12 billion more than 
in 1945. Expenditures for food, 
including alcoholic beverages and 
clothing constituted more than 
&0 per cent of all expenditures for 
non-durable goods. Housing, med- 
ical care, recreation and similar 
services took 37 billion, 500 mil- 
lion, or ten per cent more than the 
previous year. Retail sales totaled 
96 billion dollars, a gain of 25 per 
cent over 1945 and almost 75 per 
cent higher than in 1941. 

Out of the foregoing gigantic 
compilation, our correspondent, a 
prominent office furniture factory 
executive, comments, “This fac- 
tual clipping should prove of def- 
inite interest to the readers of 
BUSINESS BUILDERS in chart- 
ing their courses in this busy 1947 
at hand.” 

.. . Furthermore, you'll be quite 
interested, we are certain, in tun- 
ing in to the third clipping dis- 
patched us by this same chair 
manufacturer, with his penned 
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notation, “I think you should in- 
clude this lighter vein observation 
from a publication that recently 
came to my desk, “The Lines.”: 

Here are the sweetest THREE 
LITTLE WORDS:— 

I love you. 
Dinner is served. 
All is forgiven. 
Keep the change. 
Sleep ’til noon. 
Here’s that five. 
And the saddest:— 

Buy me one. 

Out of gas. 

Dues not paid. 
Funds not sufficient. 
External use only. 
Rest in peace. 

Thanks a million for those 
three thoughtful earmarked 
memos for BUSINESS BUILDERS. 
... And here is a galaxy of others 
that we believe listeners-in to this 
broadcast will enjoy for their re- 
spective scintillating inspiration, 
and the first are from our regular 
monthly mail-bag visitor, SELL: 

“Definition of the average com- 
mittee-meeting: A fine graveyard 
for ideas. 

*Sufficient time in preparation 
is the essence of successful mer- 
chandising. 

*We are not the victim of-cir- 
cumstances but the author of 
them. 

*Most of. the things people do 
are done because they FEEL like 
doing them .. . not because they 
THINK they are best. 

*The proper study for business- 
men and women is PEOPLE. 

*An opinion, when deeply root- 
ec in the public’s consciousness, 
has the same value as a FACT. 

*The mainspring of American 
life is DESIRE, and the power 
that winds the spring is ADVER- 
TISING and SALES PROMOTION. 

+. 7 


* 





We pause now for station iden- 
tification and our invitation to 
participate in our BUSINESS 
BUILDER program feature: 


OFFICE OUTFITTING IDEA 
EXCHANGE SERVICE 

This is Station S-A-L-E-S of 
THE OFFICE APPLIANCES net- 
work, and we offer you the oppor- 
tunity to send to the co-ordinator 
of this page a BUSINESS BUILDER 
of your choosing, and you will re- 
ceive in return a complete report 
cn your choice of the following 
indexed BUSINESS BUILDERS se- 
lected from our files. Ask by num- 
ber and address us Care of Shaw 
& Borden Company, Box 2153, 
Spokane 2, Wash. 


No. 2009, Subject: “TRAIN- 
ING OFFICE OUTFITTING 
PERSONNEL.” A most com- 
plete bulletin, based on a 
compilation of a dozen or 
more BUSINESS BUILDERS 
sent us in as many months by 
our listening audience. Out- 
lines such salient points as: 
Selling your business to your 
employees, instilling impor- 
tance of customer knowledge, 
defining courtesy in its rela- 
tion to our field. We know 
you'll be eager to buy this re- 
port with your excellent BUSI- 
NESS BUILDER that you have 
ready to share with some 
other stationer. 


No. 2010 “IMPORTANCE OF 
KEEPING YOUR OFFICE 
SUPPLY AND APPLIANCE 
CUSTOMERS SOLD!” Here is 
a grouping of IDEAS that mer- 
its your immediate considera- 
tion. Too often all of us in 
our important part of Amer- 
ican business overlook this 
phase of interpreting this 
SLANT or responsibility in of- 
fice tool salesmanship. You 
have already heard a lot of 
angles on customer satisfac- 
tion, but what have YOU, Mr. 
and Mrs. Office Outfitter, or 
Mr. and Mrs. Office Item Man- 
ufacturer DONE about IT? 
... Send in for this report... 
it is invigorating ... most 
VITAL. 


No. 2011: “KEEPING IN 
STEP with KNOWN PSY- 
CHOLOGICAL FACTORS IN 
EFFECTIVE SALES PROMO- 
TION IN YOUR OFFICE- 
SELLING FIELD.” This is 
quite a folder in our files now 
and we will gladly tailor to 
your particular business the 
report you buy with your Idea. 
So give us a few facts of your 
organization and we will re- 
group the report to serve 
YOU! 


ll eT 
. 


How’s this month’s TERSE- 

TRAILER?: —“IDEAS ARE 

FUNNY THINGS. They 

won’t work UNLESS YOU 

DO!” 

Office-efficiently yours! 
RALPH B. ORTEL. 
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NOMDA NEWS | : 





National Office Machine Dealers Association 
R. H. Koch, Executive Secretary, 818 Winters Bank Bldg., Dayton 2, Ohio 


Members of the National Office Ma- 
chine Dealers Association are urged 
to send in suggestions for the better- 
ment of the industry. Tell about your 
sales experiences. Offer ideas on how 
the association can operate more suc- 
cessfully. A short question-and-answer 
column devoted strictly to inquiries 
relating to the office machine industry 





can be developed. Answers will be as 
prompt as possible and every effort 
will be made to assure accuracy. An- 
swers and other trade information 
which cannot be published in OF FICE 
APPLIANCES will appear in the reg- 
ular NOMDA bulletins. Address your 
correspondence to John Dannenfelser, 
133 E. Spring St., New Albany, Ind. 








Make Your Reservations Now! 


NOMDA ANNUAL CONVENTION 


at the 
Senator Hotel, Sacramento, Calif. 
July 27-30 








An Extraordinary Offer— 


Here is an opportunity you cannot afford to pass up: 

Your National Association has just completed ar- 
rangements with the Office Appliance Mechanical In- 
stitute of Springfield, Mo., whereby all NOMDA mem- 
bers in good standing can have typewriters rebuilt 
without charge for the work! 


Briefly, Here Is the Story 


The Office Appliance Mechanical Institute, C. LeRoy 
(Rocky) Jones, president, is the foremost full-time 
training school for typewriter mechanics in the United 
States. With a staff of the best instructors in the 
country and an enrollment of over 100 specially- 
selected veteran trainees, its output will soon reach 
2,000 rebuilt typewriters per month. Quality of work is 
of the highest, for each completed job must meet the 
stiffest requirements before being okeyed. NOMDA 
standards and specifications recorded with the Federal 
Trade Commission are more than met. 

As the Institute operates under the Veterans’ Train- 
ing Program, no charges for labor are permitted. Be- 
ing a firm supporter and booster of NOMDA and be- 
lieving there are mutual benefits to be derived, Mr. 
Jones offers to all NOMDA members the unparalleled 
privilege of having typewriters rebuilt without charge 
for the work! The Institute profits in that it will be 
assured of a quota of typewriters. The dealer can 
quickly figure out the attractive savings effected for 
himself. 


The Dealer Pays for Parts 


The dealer will pay for parts he does not furnish 
and these at dealers’ costs, a flat charge of $.25 for 
paint and electricity, transportation both ways, and 
$5.00 to be remitted to NOMDA headquarters which will 
be the clearing house for records, handling of orders, 
and flow of machines. 
OFFICE APPLIANCES, 
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President Randazzo, just returned from visiting the 
Institute, says: “I never was so surprised in my life 
to see the way Rocky is set up. The place is equipped 
with the finest and most modern equipment that any- 
one can buy—adjustable posture chairs, latest type 
benches and lights. His refinishing plant is the finest 
I have ever seen and the work is tops. His modern 
cleaning plant absolutely cleans the machines. And I 
was particularly impressed with the students, so eager 
to do the job right.” 

He has tried out the service and sent five Wood- 
stocks, which frankly were “pretty rough,” and says, 
“truthfully I have never seen a finer rebuilt job as 
well as mechanically adjusted to factory specifications 

. a 100 per cent job. Therefore I can vouch for the 
work.” 

Some dealers we know have paid $20 to $35 per 
machine in the past and have waited as long as three 
months. Here, typewriters will be returned in from 
ten to 30 days and the total expense will be only a 
fraction of the ordinary cost. 

We are most. happy to bring this amazing oppor- 
tunity to you NOMDA members and we are grateful 
to Mr. Jones for his generous offer. This is a made-to- 
order opportunity to get the benefits of the finest 
workmanship, 100 per cent rebuilding and, best of all, 
REAL savings. Don’t pass it up. Start your order 
today. 


Instructions and Additional Information 


The Institute will be able to handle all makes of 
typewriters within a short time, but at present can 
handle only Woodstocks, Underwoods, and Royals. 
Guide yourself by the following schedule: 


Schedule of Typewriters to Be Sent 
Immediately: Woodstocks above 220,000. No broken 
(Turn to page 94, please) 
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Wholesale Stationers Hold Thirty-first 


Annual Convention in New York 





HE 31ST annual convention of the Wholesale Sta- 

tioners Association of the U. S. A. and Canada was 
held on March 9, 10, 11 and 12 in the Hotel New Yorker, 
New York City. 

Starting on Sunday afternoon, March 9, registration 
began, followed by the president’s reception, held in 
the North Ballroom between 4 and 6 p.m. At 7 o’clock 
in the evening, the annual meeting of the board of 
control was held. 

Beginning promptly at 8:45 on Monday morning, 
the annual meeting and breakfast of the National 
Society of Sales Representatives was held with L. T. 
Goldberg, David Kahn, Inc., national chairman, pre- 
siding. Howard Sanders, Stationers and Publishers 
Board of Trade, Inc., was the guest speaker. The bal- 
ance of the morning was devoted to registration. 

In the afternoon, a bridge party and tea was held for 
the ladies. Numerous bridge prizes were given to amply 
reward the happy victors. The affair was well at- 
tended by wives and friends of members of the as- 
sociation. 

Promptly at 12:30 p.m., the doors of the Grand Ball- 
room were thrown open and the convention luncheon 
was served. 


Hear Capt. Witherspoon 


As luncheon drew to a close, President Lawson Long, 
Practical Drawing Company, Dallas, Tex., extended 
a hearty welcome and introduced the guest speaker, 
Captain Maurice M. Witherspoon, executive director, 
Committee on Veterans Service, Grand Lodge, Free 
and Accepted Masons of New York, whose topic was 
“Tomorrow’s World”—a prophecy. Mr. Witherspoon 
has traveled extensively, having spent the past 30 years 
in the naval service of the United States, and during 
that time has covered about a million miles, and 
visited every country in the world. 

He recounted some of his experiences and observa- 
tions made during the course of his travels which led 
him to make the following three prophecies: 1. There 
wil] be more respect and dignity for the common man 
throughout the world. 2. That the United States will 
do big business with every country in the world. 3. 
That tomorrow’s world will be one world. Of the first, 
he gave as an example the beneficial influence of the 
United States in the Philippines declaring, in his 
opinion, that that is a signal of what must be done 
for the rest of the world. Drawing a comparison be- 
tween the luxuries enjoyed by the privileged few and 
the dire needs of the majority in countries with large 
populations, such as China and India. he declared 
that empires are breaking up and the common man 
is sure to gain respect and dignity. In regard to the 
second, he believes the United States must develop a 
large export business to keep 60 million people at 
work. He further predicted that the United States 
will reach out its influence and take the common man 
throughout the world and raise him up, and then do 
business with him. Of the third prediction he declared, 
“Today in the atomic age, with flying speeds aimed at 
1,000 miles per hour, we are close neighbors and the 
world is really “one world,” although few realize it.” 
In closing, he avowed his hope and faith in “one 
world” and the brotherhood of man, with freedom 
and democracy for all in the days to come. 

After lunch, the first convention session got under 
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Lawson Long Re-elected 
President — Attendance 
Highest on Record— 
Displays Extensive 


way, following the invocation delivered by Max A. 
Goldstein, Rochester Stationery Company, Rochester, 
N. Y. President Lawson Long opened the session, ex- 
pressing his pleasure at seeing such a large attend- 
ance and thanked Secretary Harold C. Whittemore and 
all committees for the fine job they had done in ar- 
ranging an excellent program. Mr. Long, in his opening 
address, sounded the keynote of the meeting, based on 
three vital elements of wholesale distribution—man- 
agement, future planning and the advancement of the 
retailer. One of the purposes of conventions, he re- 
marked, is to get together, exchange views and ex- 
periences, so that one may take away some ideas that 
will be helpful in the operation of his business. In 
speaking of the future, he predicted many economic 
changes would take place in getting back to pre-war 
conditions and free competition. Distribution and 
consumption can only follow sales; therefore, selling 
is of paramount importance on the part of all three 
factors, the manufacturer, wholesaler and retailer, 
he declared. Full co-operation of all three factors 
will go a long way toward solving most problems. Sell- 
ing aids and merchandise information supplied by 
manufacturers and wholesalers will be invaluable in 
helping the retailer do a constructive job of getting 
his goods into the hands of the consumer. In closing, 
he gave as his opinion that the outlook for the future 
will be good if all three factors give their fullest co- 
operation. 

Secretary-Treasurer Harold C. Whittemore reported 
the association was in a fine financial position and 
announced an increase of 43 new members during the 
past year. 

Vice-president of the Canadian division, J. H. Chip- 
man, Brown Bros., Ltd., Toronto, Canada, extended 
greetings from Canada and declared the Canadian 
division stood solidly behind the association. 


Horder Displays Business Charts 


Harry G. Horder, president, Associated Stationers 
Supply Co., Chicago, Ill., gave a graphic presentation 
of business operating controls by charts entitled “Busi- 
ness Charts for Fun and Profit.” Mr. Horder, declaring 
that charts are his hobby, and in constant use in his 
business, displayed for his audience a number of 
charts illustrating their use for various operations. 
Dividing them into four types, he went on to explain 
each operation: 1. “Past history charts” reflecting 
past history of sales and expenses, giving a moving 
average by month or year, enabling the business 
executive to make sound predictions. 2. “Relative 
position charts” giving basic figures, using Department 
of Commerce figures as a basis of comparison. 3. “De- 
gree of attainment charts” designed to show where 
a business stands and what it should be doing along 
the lines of gross profit, net profit and operating ex- 
penses, giving relative values by the month, quarterly, 
semi-yearly or yearly. 4. “Future prediction charts” 
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- John G. Kolb, C. Howard Hunt 
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CAUGHT BY THE CAMERA AT T 


. Standing: Marion Springer, American News Co., New York, N. Y.., 


Louis H. Tavernier Jr., Fulton Specialty Co.; Seated: Henry Levy, 
Silver Staty. Co., New York, N. Y.; Geo. F. Griffiths, Noesting Pin 
Ticket Co.; Harold C. Whittemore, Wholesale Stationers Assn. 


. Frank H. Doris and R. A. Maish, both of Dennison Mig. Co. 
- Standing: Joe Bell, Warshaw Mig. Co.; M. E. Wheeler, Bainbridoe, 


Kimpton & Haupt. Inc.; Seated: W. H. Greenleaf, Bainbridge, 
Kimpton & Haupt, Inc.; Harry Erny. C. Howard Hunt Pen Co.; 
Henry Bowman, American Lead Pencil Co. 


- Carl W. Draper, manufacturers’ representative; Miss J. R. Zachs and 


H. M. Finkelstein, both of C-Thru Ruler Co. 


. Harry Tehan, Higgins Ink Co.; E. T. MacIntyre, Defiance Sales 


. H. Kistler Stationery Co., Denver, Cclo. 

: Pen Co.; Curt Heimdal, Gustaf 
Heimdal A/S, Stockholm, Sweden; President Lawson Long. Prac- 
tical Drawing Co., Dallas, Tex. 


Corp.; Gus Lipp, 


- Chas. W. Lipman, Geo. B. Graff Co.; Louis M. Brown, William 


Smythe and R. T. Soneby, all of Eberhard Faber Pencil Co. 


- John Ford, Apex Staty. Co., Dallas, Tex.; Frank R. Curtiss, Curtiss 


°. 
- Herb C. Hooks, Moore Push-Pin Co.; Frank Doris, Dennison Mig. 


10. 


ll. H 
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Co.; Joe Nace, C. Howard Hunt Pen Co.; Harry G. Horder, Asso- 
ciated Stationers Supply Co., Chicago; Bob Gemmill, Binney & 
Smith Co.; Chas. H. Kuehne, S. E. & M. Vernon, Inc. 

Myron Davis, J. L. May Co.; John A. Burns, Frank A. Weeks Mig. 
Co., New York, N. Y.; Dan Coffee. J. L. May Co.; F. J. Mallet, 
Serolite Co. 

. F. Young, The Copp Clarke Co., Ltd., Toronto, Canada; Sam 
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. Harry Tehan, Jr., manufacturers’ representative, — Wo Lynn, 
aro 


. Joe Straus, Automatic Pencil Sharpener 
. E. T. MacIntyre, 


. D. J. Youn 
. C. H. Scheaffer, Eversharp, Inc.; Harry W. L 


- Norman Parrott. 


. Nat Klein, Jack Linsky. Henr 


Katz, Art Steel Co., Inc. 

Edgar Berry, Loring. Short & Harmon, Portland, Me.; Steve Mori- 
arity, E. Morrison ane Co.., Washington, D. C.; Max Goldstein, 
Rochester Staty. Co., Inc., Rochester, N. Y.; Harry L. Chandler, 
Adams, Cushing & Foster, Inc., Boston, Mass.; Mortimer H. 
Chute Jr., Bainbridge, Kimpton & Haupt. Inc., New York, N. Y. 


Esterbrook Pen Co.; Harry Tehan, Higgins Ink Co.; lex- 
man, Chas. Bruning & Co., Inc., New York, N. Y.: Bert Cholet, 
Higgins Ink Co. 

I. Me Levy and W. I. Lampie, both of Art Steel Co., Inc. 

Co.; Ben Josephson, Josepn- 
son Mfg. Co.; Dave Koeller, Blackwell-Wielandy Co., St. Louis. 
Mo.; Louis H. Tavernier Jr., Fulton Specialty Co.; Lee Paddock. 
American Lead Pencil Co. 

Defiance Sales Corp.. New York. N. Y.; Mrs. 
J. H. Chipman, J. H. Chipman, Brown Bros., Ltd., Toronto, Canada; 
Mrs. E. T. Macintyre, R. A. Weissenborn, National Pencil Co.; 
Stan Bennett, Brown Bros., Ltd., Toronto, Canada. 

Jr., The Copp Clarke Co., Ltd., Toronto, Canada.; R. 8. 
Warwick Bros. & Rutter, Lid., Toronto, Canada. 

nm, Mrs. Lynn, Dick 
Gingland and R. W. Mueller, all of Esterbrook Pen Co. 

Jos. Dixon Crucible Co.; R. R. Rosier, Rite-Rite 
Mig. Co.; H. B. VanDorn, Guy Hart, J. A. Linehan, all of Jos. 
Dixon Crucible Co. 


Greenwood, 


Rosetield., Roy Ellison, Irving Scheff. 
all of Speed Products Co., Inc. 
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designed to show sales for a given month as far back 
as ten to 12 years, enabling the executive to make a 
fairly accurate prediction so he can lay out his budget 
for the year with some degree of confidence. 

Mr. Horder claims charts will give quite a solid ad- 
vance picture of the high and low periods to come, 
thereby giving advance warning so the businessman 
can prepare by increasing inventories and hiring help 
for the high periods or keeping costs down for the 
low period. 

Following Mr. Horder’s address, a question period 
was held during which a considerable number gathered 
around him and his charts for more detailed ex- 
planations. 


Tuesday, March 11, A.M. Session 


The first speaker of the Tuesday morning session 
was John W. McPherrin, American Druggist, and vice- 
chairman of information committee of the Commit- 
tee for Economic Development, whose topic was “Sus- 
taining Volume through Wholesalers.” Stating that 
increased production does not mean a thing if dis- 
tribution of profits cannot be made, he declared that 
effective distribution of goods is essential to the eco- 
nomic problems of the country as a whole. In a 
country such as ours, made up of many small towns 
and neighborhoods with small dealers who serve these 
localities, the wholesaler serves a useful purpose and 
does a worth-while job in providing those purposes with 
nationally-known merchandise to sell his customers. 
Declaring that large and small businesses work best 
when they work together, he pointed out that manu- 
facturers, wholesalers and retailers are all members 
of the distribution team and because of that team, 
no dealer fights alone. 


In closing, he advised that wholesalers can distribute 
helpful suggestions as well as merchandise to the 
small retailer to help him develop skill to run his 
business. In this connection, he told of a question- 
naire sent out by wholesale druggists asking small 
retailers what kind of help they wanted. The results 
were tabulated as follows: 1. 60 per cent wanted sales 
promotion information. 2. 54 per cent wanted clerk 
training information. 3. 47 per cent wanted informa- 
tion on what other druggists were doing. 4. 45 per 
cent wanted store and window display advice. 

Secretary H. C. Whittemore spoke on the review and 
plans for the Wholesaler Salesmen’s League, announc- 
ing that a sales manual consisting of ten manufac- 


turers’ sales manuals enclosed in a ring binder cover 
would soon be sent out to members. 

The next speaker, David Manley, managing editor, 
spoke on the wholesaler’s tie-in with Modern Retailing. 
He discussed the merits of Modern Retailing with the 
aid of a series of charts showing the results of sur- 
veys of merchandise carried by dealers, also circulation 
figures, and telling of the funtions and services of 
Modern Retailing to the trade. 


Hold Symposium on Volume 


Next on the program was a symposium on “Ways 
to Maintain Dealer Volume”, consisting of a panel dis- 
cussion with manufacturers, wholesalers, wholesalers’ 
salesmen and retailer representatives taking part. 
The first panel speaker was R. A. Maish, Dennison 
Manufacturing Company, who spoke on “Correlating 
the Program to Manufacturers’ Promotion.” In speak- 
ing of the paper situation, he declared the outlook 
for the future of paper availability was not good, 
especially in the higher standards of quality. Paper 
shortages today are brought about in a large measure 
by the greatly increased demand for paper in new 
fields of industry and in his opinion no relief can be 
looked for before the end of 1947 or the first quarter 
of 1948. 

On the subject of sales manuals, he believed they 
will be of great help and advanced the opinion that 
more manuals will be issued by manufacturers as 
shortages of merchandise ease up. Declaring that 
manufacturers spend lots of money to educate their 
own salesmen, he urged wholesalers to draw from 
those salesmen all they know about their products 
and thus become better informed and better équipped 
to pass that information on to their customers. 

In closing, he spoke on what he termed “informatiz- 
ing,” saying that when merchandise becomes available 
and substitutes are cleaned out, we will see manufac- 
turers merchandise tagged in an informative manner. 
All manufacturers will have a great chance to improve 
their packaging of merchandise and carry a story of 
why it should be bought. 


Hear Speaker From Tennessee 


Leo C. Wurtzburger, Acme Paper Company, Mem- 
phis, Tenn., was the next speaker on “Correlating the 
Program to Wholesalers’ Sales Planning.” Declaring 
that manufacturers have gone to a lot of trouble and 
expense to issue sales manuals, he urged that salesmen 
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study them, pass the information along and thus 
render a real service to their customers. Believing the 
information would be helpful to other wholesalers, he 
told of weekly sales meetings held each Saturday by 
his company, and a weekly bulletin issued each Thurs- 
day, containing helpful information for their sales- 
men. Each salesman is also given a “lest we forget” 
list, the purpose of which is for the salesman to get 
his customer to use the list as a reminder, with the 
result that his men were booking additional business. 

In conclusion, he offered the suggestion that the 
association issue a monthly bulletin, giving informa- 
tion on merchandise for disposal. As a final word, he 
advanced the opinion that present inventories are 
overloaded and that better balanced stocks should 
prevail. 

The next panel speaker was M. G. Wheeler, Bain- 
bridge, Kimpton & Haupt Inc., New York, N. Y., who 
spoke on the “Wholesale Salesman’s Viewpoint.” 


The possibilities in such an organization as the 
Salesmen’s League are large, declared Mr. Wheeler, as 
he said: “We want dealer volume expanded. It is not 
the status quo we are interested in—it is the expansion 
of business, the increase of turnover and of service. 
In that direction lies the future of our business and 
every other business. 

“What better agency is there to work toward such 
a goal than a salesmen’s group? We have the personal 
contact with the dealer. We know, or believe we do, 
what the thing is about. We can tell what we know, 
or should be able to. We can inform, we can inspire, 
we can suggest. We can do these things as individuals. 


“The effectiveness of what we do as individuals can 
be mutiplied when we all know what we are trying 
to do, when we are reminded continually of what 
others in our group are doing. Not only that, we can 
increase our momentum by formulating a program 
and a carefully-planned procedure.” 


Tells of Dealer Canvass 


The last panel speaker, David Manley, Modern Re- 
tailing, whose topic was “Retailing,” told of a recent 
canvass he had made among 2,000 dealers asking what 
they wanted wholesalers to do for them. A number of 
the more important answers were given as follows: 
1. Do not send back orders without previous notifica- 
tion. 2. Send invoice at time of delivery. 3. Informa- 
tion on new merchandise. 4. Selling points of mer- 
chandise. 5. More sales literature. 6. Lighting and 
store front information. 7. Have salesmen call at 
regular intervals. 8. Better trained salesmen, versed 
in window trimming and store layout. 9. Print retail 
price on package. 10. Wholesales provide setup for 
window display. 11. No tie-in sales. 12. Ship by truck, 
freight too slow. 13. Reinstate two per cent cash dis- 
count where it has been discontinued. 


The balance of the session was devoted to a ques- 
tion box discussion from the floor with Mr. McPherrin 
acting as chairman. Questions were answered by the 
panel speakers. 


At 12:30, luncheon was served in the grand ball- 
room after which the guest speaker was introduced. 
Reynold Kraft, manager of television sales depart- 
ment, National Broadcasting Company, whose subject 
was “Television Today,’ presented a motion picture 
showing the taking of television pictures and the 
showing of them in the home. Prior to the showing 
of the picture, Mr. Kraft gave a short talk on the 
technicalities of making television pictures and sets, 
including a brief history of the industry and its 
progress. 


Exhibits Attract Attention 


The second session was then adjourned and the 
afternoon was devoted to visiting the Customers’ Club 
show consisting of more than 100 manufacturers’ 
exhibits occupying the entire seventh and eighth 
floors in the Hotel New Yorker. 
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Following are the names of participating manu- 
facturers: 


Allegan Paper Products Co., Alle Joseph M. Katz and Company; 
gan, Mich. Pittsburgh, Pa. 
Almac Plastics, Ine., New York, Koh-I-Noor Pencil Company, 
RRS Bloomsbury, N. J. 
Amberg File & Index Co., Kanka Le Page's, Inc., Gloucester, Mass. 
kee, Ill. Lily-Tulip Cup Corporation, New 
American Crayon Company, San- York, N. Y. 
dusky, Ohio J. L. May Company, New York, 
American Lead Pencil Co., Hobo- ie 2 
ken, N. J. 4. G. Mayer, New York, N. Y. 
American Stationery Products Co., Minnesota Mining & Mfg. Co., St. 
Ine., Chicago, Ill. Paul, Minn. 
Art Steel Company, Inc., New Modern Retailing, New York, N. Y. 
York, N.- Y. National Leather Mfg. Co., Ine., 
Automatic Pencil Sharpener Co., New York, N. Y¥ 


Chicago, Il. Bert M. Morris Company, Los An- 


Bainbridge, Kimpton & Haupt, geles 

Inc., New York, N. Y. Munising Paper Company, Chicago, 
Binney & Smith Company, New Hil. 

York, N. Y. Mutual Stationers Supply Corp., 
Burton Paper Products Corp., New New York, N. Y. 

York, N. Y. Noesting Pin Picket Company, Inc., 
C-Thru Ruler Company, Hartford, New York, N. Y. 

Conn. Osborn Paper Co.—Midwest Paper 
Cardinell Corporation, Montclair, Co., Marion, Ind. 

N. J. B. F. Oshei Company, Buffalo, 
Carter’s Ink Company, Cambridge, ae 

Mass. Parker Pen Company, Janesville, 
Continental Mfg. Co., Ine., New Wis. 

York, N. Y. Park Square Mfg. Co., Minneapolis, 
Cooke and Cobb Company, New Minn. 

York, N. Y. Plymouth Rubber. Co., Canton, 
Cushman & Denison Mfg. Co., Inc., Mass. 

New York, N. Y. Polyeraft, Inc., New York, N. Y. 
Dennison Manufacturing Co., Fram- Puritan Stationery Company, Inc., 

ingham, Mass. New York, N. Y. 


Joseph Dixon Crucible Company, Rainbow Ribbons and Fabrics, Inc., 
Jersey City, N. J. Brooklyn, N. ¥ 

Eagle Pencil Company, New York, Ray-O-Vac Company, Madison, Wis. 
ee P B. F. Reif & Co.. Philadelphia, Pa. 

Early Paper Company, New Haven, Reliance Pencil Company, Mt. Ver- 
Conn. non, N. Y. 

Eastern Bag Manufacturing Corp., Reynolds International Pen Co., 
New York, N. Y. Chicago, TI. 

The Elkloid Company, Providence, Ritepoint Co., St. Louis, Mo. 
R Roaring Spring Blank Book (Co., 


Ellingsworth Manufacturing Co., Roaring Spring, Pa. 

Chicago, Ill. Robinson Reminders, Westfield, 
Esterbrook Pen Co., Camden, N. J. Mass. 

Eversharp, Inc., Chicago, Ill. Sainberg & Company, New York, 
Eureka Specialty Printing Co., N. Y. 

Seranton, Pa. : Sanford Ink Company, Chicago, Til. 
A. W. Faber, Inc., Newark, N. J. Scripto Manufacturing Co., Atlanta, 
Eberhard Faber Pencil Company, Ga. 

Brooklyn, N. Y. W. A. Sheaffer Pen Company, Fort 
Feldco Loose Leaf Corporation, Madison, Towa 

Chicago, Il. Speed Products Company, Long 
The Fibre Forming Corporation, Island City, N. Y. 

Olean, N. Y. eo Staedtler, Inc., New York, 

. YY 


Fieldston Ball Pen Co., Inc., Bronx, | ee 
ee Monroe Strauss, New York, N. Y. 


Fulton Specialty Company, Eliza- Sterling Plastics Co., Union, N. J. 
beth, N. J. Strathmore Company, Aurora, Til. 

Glue-Fast Equipment Co., Ince., Stratford Pen Corporation, New 
New York, N. Y. York, N. Y. 

The Serolite Company, New York, United Leather Goods Company, 
ee oe Brooklyn, N. Y 

Harrison Co., Inc., New York, S. E. & M. Vernon Company, Eliz- 
ee + abeth, N. J. 

Hassenfeld Brothers, Inc., Paw- Frank A. Weeks Mfg. Co., New 
tucket, R. I. York, N. Y. 

Higgins Ink Company, Brooklyn, Welsh Manufacturing Co., Provi- 
a 3 dence, R. 


Hobar ‘Company, Inc., New York, Walter Weber, New York, N. Y. 
N.Y Stanley Wessel & Company, Chi- 


C. Howard Hunt Pen Company, cago, Ill 

Industrial Ta Corporation, New Wholesale | Stationery Distributors 
Wiuhewiele a ers cages ot eidin of Canada, Toronto, Canada 

The Jay-Lip Corp., Jamestown, Wire-O-Binding Co. of Chicago, 
". €:; Chicago, Tl. 

Josephson Manufacturing Company, X-Acto Crescent Products Co., New 
New York, N. Y. York, N. Y. 

David Kahn, Inc., North Bergen, Zephyr American Corporation, New 
N. J. York, N. Y. 


At 8:30 in the evening, the Toy Wholesalers Asso- 
ciation division held their annual meeting in the 
North Ballroom, after which refreshments were served 
and a social get-together was held. 


Wednesday, March 12, A. M. Session 


The guest speaker of the final session was Chester 
C. Kelsey, executive vice-president, National Asso- 
ciation of Wholesalers, who spoke in place of presi- 
dent Joseph Kolodny, who was unable to attend. His 
topic was “The Wholesaler—Is He Needed?” 

Declaring that the wholesale business is the seventh 
largest in the United States, serving some two million 
outlets he went on to warn his listeners that they 
have a selling job ahead of them if they want to 
continue to service those outlets. It is true you have 
sold merchandise in the past, he said, but you have 


(Turn to page 117, please) 
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NSA Ninth District Starts Regional 


Circuit at Monroe, Louisiana 





Troupers Furnish Large Part 
of Business Program — Regis- 
tration Totals 250—Joe Roddy 
Nominated for Governor 


HE ANNUAL MEETING of the Ninth District, 

NSA, was held at Monroe, La., on March 21 and 22. 
It provided the first visit of many to that section of 
Louisiana, which is noted as one of the world’s greatest 
sources of natural gas. It is good oil country as well. 
With something more than 250 registered, the meeting 
was proof that successful gatherings can be held in 
some of the smaller cities as well as the larger ones. 

The program at Monroe was furnished largely by the 
NSA Troupe, all members of which are new. The re- 
marks of all were well received. 

The first forenoon was occupied by a ladies’ *break- 
fast, a dealers’ meeting, and a travelers’ meeting. The 
dealers met in the Frances Hotel, the travelers in the 
Virginia, a block away. 

The first géneral session was called to order by Ar- 
mand Breard of Monroe Office Equipment Company, 
governor of the district. He introduced Mayor H. H. 
Benoit who gave a cordial address of welcome. An 
appropriate response was made by Willis Lowe of E. L. 
White Company, Fort Worth, Tex. Mr. Lowe referred 
to Monroe as a paper and lumber center for north- 
eastern Louisiana and as the largest gas field in the 
world. To the mayor, the district governor and the 
stationers of Monroe, Mr. Lowe stated that he was 
happy to be in the city for the annual Ninth District 
get-together. 


President Crowl Tells About “Men at Work” 


Less Crowl, president of NSA and of the Blade Print- 
ing & Paper Company, Toledo, Ohio, gave an address 
entitled, “Men at Work.” The important businessmen 
in most communities, he stated, are small business- 
men with fewer than 500 employees. Big business, he 
said, has specialists in advertising, sales promotion, 
and finance. Departments in sales include selling, sales 
promotion and merchandising. The small business- 
man, he asserted, must be able to handle affairs him- 
self which the large businesses divide among several. 
He listed five major reasons considered potent sales 
factors by successful merchandisers: life, love, comfort, 
personal employment, and sensory. Stationers, he be- 
lieves, could profit by remembering those same five 
points in their business operations. In posture chairs, 
for instance, the motivating factor is the urge of com- 
fort. Also there is the sense of importance, men having; 
pride in appearance of posture chairs and even in the 
price they must pay. He listed several other products 
with the principal factors that produce sales. 

A most interesting talk, “Meet Wood Furniture’s New 
Salesmen: Research and Technology,” was presented 
by Howard Gunlocke, president, W. H. Gunlocke Chair 
Company. Research and technology, he said, are the 
two new salesmen. New departments in wood furni- 
ture are well beyond the drafting stage, he said, several 
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times using the expression, “It is later than we think.” 
He told of new designs, new materials, new finishing 
and new upholstery, all of which will help the dealer to 
sell more office furniture. He referred to a new gluing 
process that will make furniture joints even stronger 
than the wood itself. These glue units are to be avail- 


able not only to manufacturers but also to dealers for 


their service departments. 

Referring to costs, the speaker could see nothing 
pointing to lower prices. Customer resistance was de- 
veloping in some lines, he stated. Mr. Gunlocke’s in- 


ON THE OPPOSITE PAGE— 

1. Louis T. Koerner, Jasper Chair Co.; J. Ed Conlon, Rockwell-Barnes 
Co.; Fred Deutsch and George Litchfield, Jasper Chair Co. 

2. Governor-elect Joe Roddy, Mayton & Roddy, congratulating Armand 
Breard, Monroe Office Equipment Co. on a successful performance 
as regional governor. 

3. Less Crowl, president NSA; Ivan Allen, Jr.. Ivan Allen-Marshall 
Co., Atlanta; Jim Hickey, Cardinal Sales, Inc.; Paul Burbank, gen- 
eral manager, NSA. 

4. J. A. Smith, Annette Ragland, Bernie Goldsmith, Mrs. Petty, J. D. 
Petty. Mrs. Perkins, Marion Perkins, all Standard Office Supply 
Co., Monroe, except Mr. Goldsmith who is with Markwell Manu- 
facturing Co. j 

5. J. D. Petty, Standard Office Supply Co., Monroe; Lionel Colomb, 
Weis Manufacturing Co.; Bill Gigliotti, manufacturers’ representa- 
tive: Joe Roddy, Mayton & Roddy. Fort Worth: Jim Cooper, manu- 
facturers’ representative; W. T. Martin, Shaw-Walker Co. and 
Master-Craft Corp.; Hollis J. Stephens, Associated Stationers Sup- 

ly Co.; aed Lowe, The Office Supply Co., Jackson, Miss.; Morris 
ansel) II, F. F. Hansell & Bro., Ltd., New Orleans. 

6. Philo H. Leonard, The Globe-Wernicke Co.; Mrs. Leonard; Mrs. 

al Jack Fleming, Vance K. Miller Co., Dallas; Mrs. Lowe; 

Willis Lowe, E. L. White Co., Fort Worth. 

. Jim Cooper, manufacturers’ representative. 

. Frank S. Cooper, Codo Manufacturing Co.; Steve Stephens, Denni- 
son Manufacturing Co.; L. L. Dorsey, Dennison Manufacturing Co. 
Howard Gunlocke, W. H. Gunlocke Chair Co.; Joe Donahue, W. A. 
Sheaffer Pen Co.; Jack Kiedash, Kie Office Supply Co., Corpus 
Christi, Tex.; Deac Wolff, W. H. Gunlocke Chair Co. 

9. Dan MacDougall, Stationers Loose Leaf Co.; Exa Abbott, Fulton 
Stationery Co., Houston, Tex.; Fred Deutsch, manufacturers’ rep- 
resentative: Dick Gage, Art Metal Construction Co.; Lou Mann, 
Sturgis Posture Chair Co.; Ellis Ryan, Milwaukee Chair Co.; Herb 
Walsh, Ace Fastener Corp.; Dick Lanham, Binney & Smith Co. 

10. Paul Hixon, Jack C. Kern Co.; Fred Deutsch, manufacturers’ re 

resentative: J. Ed Conlon, Rockwell-Barnes Co.; Jack Kern, Jack C. 
Kern Co.; F Gregg, manufacturers’ representative. 
ll. Jim Stites, manufacturers’ representative; C. J. Farrel, Office Acces- 


on 


sories Co., Dallas; a Bredow and L. G. Morris, Eaton vor 
a 


Corp.; Jack Donahue, rter’'s Ink Co.; Lamar Murray, W. A. 
Sheaffer Pen Co.; Aubrey Harris, Shreveport, La. 

12. Standing: Paul Burbank, general manager, NSA; Harry Nichols, 
Weis Manufacturing Co.; Less Crowl, NSA president. Seated: Zac 
Smith, Zac Smith Stationery Co., Birmingham, governor Fourth 
District; Armand Breard, Monroe Office Equipment Co., Monroe, 
La., governor Ninth District. 3 

13. Mrs. G. T. Buchanan, Buchanan Stationery Co., Wichita Falls, 
Tex.; Mrs. Rollosson; R. C. Rollosson, George W. Rollosson & Son, 


+ agg La.: Mrs. Huff; M. C. Charles Huff, Buchanan Stationery 
° 


14. Standing: George Aigner, G. J. Aigner Co.; Hollis Stephens, Asso- 
ciated Stationers Supply Co.; K. A. Perkins, Standard Office Supply 
Co.. Monroe, La. Seated: Mrs. Stephens, Mrs. Aigner, a 
Patrick. 


15. Standing: Travis P. Young, Able Products Co.; Earl R. Otta, manu-’ 


facturers’ representative; Henry Deutsch, manufacturers’ repre- 
sentative: H. D. “Jiggs’’ Hart, manufacturers’ representative. 
Seated: Ray Howard, Wicsbrosk Pen Co.; Dick Gage, Art Metal 
Construction Co.: Bob Heck, Frank Mashek Co.; Jim Hickey, Car- 
dinal Sales, Inc. 

16. Standing: Lou M. Brown, Eberhard Faber Pencil Co.; Norman 
Gerth, Imperial Desk Co.; C. E. Richards and Charles Gerson, 
Finger Office Equipment Co., Houston. Seated: Mrs. Richards; 
Mrs. Neary: James Neary. Geyer’s Publications. 

17. Standing: H. W. Wolcott. The General Fireproofing Co.; Lorenz 
Bauerkemper, Pillot’s Book Store, Houston; E. C. Peroyea, Jr. 
Charles H. Wallace and William T. Coogan, all Parker Pen Co: 
Seated: Brewster Towne, National Blank Book Co.; George B. 
Wright, Parker Pen Co.; Zac Smith, Zac Smith _ Stationery Co., 
Birmingham, Ala.; Claude Allen. The General Fireproofing Ce: 
W. L. Paetz, Latil Stationery Co., Baton Rouge, La. 

18. Joe Reddy, Mayton & Roddy Office Supply Co., Ft. Worth, gov- 
ernor-elect. ‘ 

19. Standing: Henry Deutsch, manufacturers’ representative; Marlin 
Mann, Buchanan Stationery Co., Wichita Falls, Tex.; Fred Deutsch 
manufacturers’ representative; Homer Royer, Standard Office 
Equipment Co., Fort Worth; L. T. Koerner, Jasper Chair Co.; Low 
Mann, Sturgis Posture Chair Co. Seated: George Litchfield, Jasper 


Chair Co.; Jim Hickey, Cardinal Sales, Inc.; Mrs. Brodtmann? 


Walter Brodtmann, H. C. Parker, Inc.. New Orleans. 
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teresting paper will appear in a subsequent issue 


of OFFICE APPLIANCES. 

“Stock Control” was the subject of an address by 
Ivan Allen, Jr., of Ivan Allen-Marshall Company, At- 
lanta, Ga. A member of NSA District No. 4, he flew to 
Monroe to deliver his message. Through his company’s 
system of inventory control and manifold invoices, he 
stated, information is available to anyone at any time. 
It does not require an expert for operation. The sys- 
tem described has been in use since 1925, when it was 
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established by Charlie Marshall, who a few years later 
became president of NSA. After two years of stock 
control, out of a total of 6583 items, 1812 were dropped- 
The system provides better sales with smaller inyen- 
tory. It was explained in detail with the aid of charts. 

Summing up, Mr. Allen said the system provided 
figures on average monthly sales, monthly record of 
purchases, average stock carried, yearly record of turn- 
over, cost and selling prices. Also, he added, it reduces 


(Turn to page 109, please) 
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The State of 
the Industry 


e ONE OF THE TOPICS discussed at the 
NSA regional meeting held in Kansas City, 
Mo., last month was the problem of pric- 
ing merchandise. Most dealers indicated 
approval of the current method of manu- 
facturers establishing list prices subject to 
discount. A few expressed preference for 
a net price to dealers, to which dealers 
would add the cost of doing business plus 
a net profit in order to establish a selling 

rice. Sound arguments were presented 
e each method. Apparently, the list 
price idea will not be uprooted easily, 
although the system of figuring retail prices 
by markup from cost rather than discount 
from list is gaining ground. 

An interesting side light on prices comes 
from the U. S. Department of Commerce. 
Urging business men to lower prices, the 
D. of C. statement was, in part, as follows: 


"The old war time formula of price of 
goods plus operating costs plus desired 
profit is no longer sufficient. In general, 
markup policies must be directed toward 
a reasonable net profit. If a business man 
finds that he cannot meet competition, 
maintain the quality of his merchandise, 
pay all of his costs and make a reasonable 
profit, then he must either lower his costs, 
or stock or manufacture something else." 


e PRICES OF OFFICE EQUIPMENT and 
machines, according to a survey released on 
March 19 by Standard & Poor's Corpora- 
tion, are believed to be currently “at least 
25 per cent above the 1941 level." The 
survey reports total sales in 1946 to be 
"probably" $350,000,000, compared with 
the 1941 peak of $250,000,000. Price in- 
creases account for a little more than half 
the difference, but the total production 
in 1946 was considerably in excess of the 
1941 level. 


e REGIONAL MEETINGS, in both the 
office machines and commercial stationery 
divisions of the industry, have recorded 
heavy attendances this spring. Dealers 
participating in the assemblies exhibit a 
healthy interest in the problems incident 
to the shift from a sellers’ market to a 
buyers’ market. They are responding to 
the plea of all speakers, who, regardless of 
the primary subjects of their addresses, 
urged preparation now for the competi- 
tive conditions that will soon prevail.— 


W.S.L. 
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Let's Not Create a Bogey Man 
As We Face the Future 


@@ THE BUYERS’ MARKET is here, in the words 
of many speakers and analysts in the industry. But 
the situation need not be too frightening for the firm 
which views the new situation as a challenge to sell 
efficiency-producing goods in a market which needs 
such products. 


Lawrence B. Sizer, divisional vice-president and. 


sales promotion director of Marshall Field & Com- 
pany, Chicago, addressing a recent marketing con- 
ference, made this pertinent observation: 

“Instead of shuddering at the thought of. the re- 
turning buyers’ market, businessmen ought to wel- 
come it as the best thing that can happen to our 
economy because it will bring back freedom of choice 
—the driving power behind U.S. business and indus- 
try for 300 years.” 

It is primarily a challenge of cutting costs, in- 
creasing efficiency, and again doing a man-sized sell- 
ing job. Mr. Sizer points out in this respect, “There 
is no sense fooling ourselves. We in distribution are 
far too prone to put the blame for high prices on the 
manufacturer, on organized labor, or other groups. 
We simply can not escape our own responsibility. 
Prices are too high and we are as much to blame for 
it as any body.” 


Sellers in this industry are not handling luxury > 


goods. Instead they are selling products designed to 
save money for the user through making possible 
more efficient office management. 

J. George Frederick, in addressing the New York 
Office Executive Association recently, said in this re- 
spect, “The end of the era of negligible attention to 
office management is already in sight. Costs or sav- 
ing at the office level might actually mean the dif- 
ference between paying or passing a dividend.” 

This is no time to roll over and play dead in fear 
of a buyers’ market. America became great through 
many periods when selling instead of order taking 
was in vogue. 


ee 0 oe 

In business a broken promise is more damning than a 
refusal of credit—By Paul Wielandy in “Selling Slants 
by an Old Drummer.” 
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Credit Problems Loom 


@ FROM THE STATIONERS and Publishers Board 
of Trade, Inc., come some illuminating figures which 
indicate that credit problems are looming in the 
industry as heavier buying accompanies the avail- 
ability of more merchandise. 

The reason for a marked change in credit habits, 


from fast to slow pay, may be seen in one response ” 
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Dypewriler Ridden business. 


FROM THE WRITINGS OF 
OUR ORIGINAL FOUNDERS 













PANAMA-BEAVER 


MANIFOLD SUPPLIES CO, 188 3rd Ave, Brooklyn 17, N. Y 












i CARBON PAPERS HECTOGRAPH 





UNI-MASTERS INKED RIBBONS 
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by a debtor involved in a credit account: 

“We are sorry that is was necessary to let 
this account become so far in arrears, but this 
was necessitated by heavy receipts of back order- 
ed merchandise.” 

In other words, more merchandise may make 
more debts because of larger inventory. The 


wise dealer now is one who puts his financial 
house in order and doesn’t let his credit run wild. 
Further, he gives continual attention to the 
credit condition of his customers so that he will 
avoid sales relations which may eventuate in 
losses, or at least the tying up of capital in 
inventory not in his possession. 


HERE AND THERE 





LITTLE ART GALLERY HAS 
MANY SEATTLE VISITORS AT 
LOWMAN & HANFORD'S 
Although of small proportions, 
the Little Art Gallery has evoked 
considerable comment and_at- 
tracted many visitors to the lower 
floor of the new Fifth Ave. store of 
Lowman & Hanford Company, pio- 
neer stationers of Seattle, Wash. 
Set up with featured master- 
pieces of local Seattle artists, the 
Little Art Gallery carries forward 
the stationer house's long standing 
patronage of the arts and furnishes 





G. D. KIRTLAND, VETERAN SYRA- 
CUSE STATIONER, NOW 83 


George D. Kirtland of Syracuse, 
N. Y., president and treasurer of 
the retail office supplies and sta- 
tionery company bearing his name, 
recently observed his eighty-third 
birthday. Mr. Kirtland has been 
prominent in Syracuse business, 
civic, fraternal and club affairs for 
several decades. 

Born in Rochester, N. Y., March 
16, 1864, Mr. Kirtland spent his 
early business career in Utica, N. Y., 
where he married Mary Ella Ellis, 


practical encouragement to artists 
working in the various mediums. 

Mrs. Betty Willis, who is curator 
of the famous Henry Art Gallery 
in Seattle, has been named director 
of the Lowman & Hanford gallery. 
She will co-operate with Dr. Richard 
E. Fuller, head of the Seattle Art 
Museum, in securing outstanding 
works of art for display. 

Paintings, prints and sculpture 
that interpret the Northwest will be 
featured at the Little Art Gallery.— 
CML. 
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GIANT WATERMAN PEN—Margaret 
Culubus, pen inspector of L. E. Wa- 
terman Co., New York, uses a linen 
tester to test the “writeability” of 
the giant-sized Waterman “Citation.” 
specially constructed for use in 
Helen Hayes’ Broadway hit, “Happy 
Birthday.” Jim Brady, foreman, looks 
on. The pen, used in Miss Hayes’ 
uproarious birthday celebration dur- 
ing which the star sees things mag- 
nified out of proportion, is exactly 
2 1/2 times actual size. It measures 
15 5/8 inches from the tip of the 
point to the top of the clip and is an 
exact reproduction of the “Citation” 
Taperite model. 








now deceased, in 1887. He was a 
salesman for a wholesale stationery 
firm and covered a wide territory. 


Coming to Syracuse in 1891, Mr. 
Kirtland bought the stationery store 
of E. G. Wychkoff Company in the 
Bastable block. In 1916, he pur- 
chased the five-story and basement 
building at 323 S. Salina St., which 
is entirely devoted to the business 
of the veteran stationer. Fifty per- 
sons are employed in the store. 











AWARD OF MERIT—Burdett Green, secretary of the Amer- 
ican Walnut Manufacturers Ass’n., presents a plaque to 
Gilbert Boose, president of the Wood Office Furniture Insti- 
tute at their annual meeting on February 21 in Cleveland, 


Ohie. This plaque, as told in March issue of OFFICE 
APPLIANCES, was presented in recognition of the WOFI's 
achievement for 1946, the ‘Desk of Tomorrow”. Displayed at 
the National Stationers Association convention in Chicago 
last fall, the desk attracted enthusiastic attention. It was de- 
veloped to show possibilities in desk design, not for stock. 


40 


GUESTS OF ALLEN—Members of the Grand Rapids chapter 
of the National Association of Cost Accountants were guests 
of R. C. Allen Business Machines, Inc., February 28, at its 
plant No. 1, 678 Front Ave., N.W., Grand Rapids, Mich. Ralph 
C. Allen (back row, left) president of the corporation, per- 
sonally welcomed the cost accountants and escorted them 
through the Allen factory. Shown with him, watching the 
assembly of an R. C. Allen adding machine, are NACA 
chapter officers (left to right): Victor L. Greene, president: 
Val C. Schmidt, second vice-president; William F. DeHaan. 
first vice-president; and Fred C. Scheneman, secretary. 
1947 
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en 
...no finer 
Oomce 
typewriter ! 


Smith- Corona 1 
\\ Shella 
...no finer 


portable 
typewriter! 





Every product bearing the 
Smith-Corona label is backed by the 
combined experience and high 
reputation of these two great 


typewriter names. 
: L C SMITH & CORONA TYPEWRITERS INC SYRACUSE 1 NEW YORK 
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HEXO-CLEANER 1010 RESTORED TO LINE 
The Weldon Roberts Rubber Company, 351 Sixth 
Ave., Newark 7, N. J., has announced that the Weldon 
Roberts Eraser Hexo-Cleaner 1010 has been restored 





HEXO 1010 CLEANER 


to the line used by office, school, drafting and artist 
customers. 

The Hexo-Cleaner, of soft and pliable pink rubber, 
is hexagonal in cross-section, the manufacturers 
claiming that the unusual shape contributes sharp 
ends and edges for erasing line work and the broad 
sides for erasing and cleaning surfaces on books, 
drawings, fabrics and wallpaper. 
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MONROE INTRODUCES THE MONRO-MATIC 

The Monroe Calculating Machine Company, Inc., 
Orange, N. J., has made preliminary announcement 
to the industry concerning the company’s latest cal- 
culator, the Monro-Matic. 

Features claimed for the new product include auto- 
matic multiplication both positive and negative, auto- 
matic decimalization, automatic carriage shift, auto- 


TP 
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MONRO-MATIC NEW CALCULATING MACHINE 


matic clearance, automatic carriage positioning, auto- 
matic transfer, automatic dividend entry without 
registry count, and automatic division. 

It is asserted that “miracle control” centers controls 
right under the operator’s fingertips in a space scarcely 
larger than a half-dollar coin. 
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ROYAL METAL ANNOUNCES NEW CHAIR 

The Royal Metal Manufacturing Company, 175 N. 
Michigan Ave., Chicago 1, Ill., has announced the new 
No. 745 Royal secretarial chair which has a flex-spring 
seat 16% inches wide and 16 inches deep. The seat 
height is adjustable from 16 to 19% inches and the 
comfort-shaped back is adjustable for height and for 
pitch. A special feature is claimed to be Royal’s over- 





NO. 745 ROYAL CHAIR 


size ball-bearing swivel. The frame is constructed of 
square tube steel. Finish is in the new Plastelle colors 
from a range of 32 choices. Upholstery is Tuf-Tex 
leatherette. 
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JUSTOWRITER OFFERS NEW FLEXOWRITER 

Claiming that quantity production of individually 
typewritten matter is made possible by its operation, 
the Justowriter Corporation, 1 Leighton Ave., Roches- 
ter, N. Y., has introducedethe new Flexowriter auto- 
matic typewriter. The manufacturers assert that this 
all-electric, completely automatic machine enables 
one stenographer to individually type as many as 600 
letters in one eight-hour day, depending upon the 
number of units employed. 

The Flexowriter consists of two units—a perforator 
and an automatic typewriter. Once a standardized 
letter has been devised, the typist types this letter 
on the keyboard of a standard electric typewriter 
which is part of the perforating unit. During this 
process, the electric mechanism of the perforator 
punches small holes in a narrow strip of tape and at 
the same time makes a typewritten record of the 
letter. Wherever personalized data or “fill-ins’” are 
1947 
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That’s Royal Portable for you . . . a winner every time! 

For Royal is the world’s champion portable . . . the 
most popular and the fastest-selling portable typewriter 
on earth! 

And why not? Royal Portable has everything a cham- 

pion needs . . . speed, durability, ease of operation. . . 
plus features none but a champ can claim! Such fea- 
tures as these: 
“Magic” Margin (only Royal has it) is a famous time- 
and trouble-saver. You move the carriage to any position, 
flick the ““Magic’’ Margin lever, and there you are, with 
margin set! No fuss, no fumbling! 


“Touch Control” (that outstanding Royal feature) ad- 
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justs key tension instantly to fit the operator’s touch... . 
whether he or she pounds the keys, or skips lightly 
around on the keyboard. A big help to any typist! 


Finger Flow Keyboard is standard in size and key-slope. 
Writing on a Royal Portable is like writing on a Royal 
Standard, because keyboards are identical in size. 

And then there’s a host of other Royal features, such 
as Automatic Paper Lock, and the fact that Royal 
Portable is THE portable with the keyboard and the 
features of a standard typewriter. All these add up to 
the reason why Royal Portable is . 


A winner every time! 


You can’t lose by backing a winner! And Royal is the 
most popular and fastest-selling portable typewriter in 
the world. 


So display Royal Portables... push them. . . demon- 
strate them to your customers. You'll make more money 


—because you'll sell more typewriters! 


The Winner . . . and World's Champ! 


ROYAL PORTABLE 


THE Standard Typewriter in Portable Size 


“Magic” and “Touch Control” are registered 
trade-marks of Royal Typewriter Company, Inc. 
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to be inserted in the body of the letter, the operator 
presses a “stop” key which also records on the tape. 
The operator then transfers the tape to the type- 
writing unit of the Flexowriter and after typing the 
required date, individual address and _ salutation, 
places the automatic typewriter in operation. From 
then on, the letter is typed from the tape, continuing 









FLEXOWRITERS IN ACTION—Four Flexowriter automatic 
typewriters pound out letters while the secretary attending 
them checks a mailing list. 


until a “fill-in” is to be inserted, at which time the 
machine stops automatically. The operator fills in 
the necessary data and the machine continues typing. 
When the letter is complete, the machine stops auto- 
matically, the operator inserts a new letterhead, 
types date, address and salutation and once more 
sets the unit in operation. 

The machine employs two standard electric type- 


writers with feather-touch keyboards. 
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ANNOUNCE NEW CHROME FURNITURE LINE 

Admiral Chrome Furniture Company, Inc., 213 
Greene St., New York 12, N. Y., has announced the 
“Four Hundred” line of chrome furniture consisting 
of a club chair, two-cushion love seat and three- 
cushion settee. Made with 16-gauge one-inch tubular 
steel throughout and triple-plated in copper, nickel 


ADMIRAL THREE-CUSHION SETTEE 
and chrome, the “Four Hundred” line is declared by 
the manufacturer to be especially durable. 

An interesting feature of this post-war designed 
and post-war manufactured line is its loose cushions 
which are not only reversible but also interchangeable 
as back and seat cushions. 

These are made with inner coiled spring units for 


greater seat and back comfort. 
The cushions are covered in two-tone leatherette, 


and are available in nine different colors. 
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EVERSHARP PERFECTS VISIBLE INK SUPPLY 

A new transparent “magic spiral” cartridge which 
makes possible what is claimed to be the first visible 
ink supply for ball-point pens has been perfected and 
is being marketed by Eversharp, Inc., according to a 
recent announcement by Tom Emerson, vice-president 
in charge of sales. 

It offers, he said, “the greatest merchandising op- 
portunity for Eversharp’s 35,000 writing instrument 
dealers in the U. S. since the introduction of the CA 
pen. 

“Eversharp dealers can now offer customers a gleam- 
ing, crystal-clear cartridge which is almost jewel-like 
in appearance. 

“Eversharp’s initial advantage of having a separate 
cartridge which could be changed almost instantane- 
ously is redoubled now with the introduction of this 
new magic spiral cartridge by which tke user can tell 
instantaneously just how much of the ink remains.” 

Consisting of a cylindrical cartridge of transparent 
plastic enclosing and protecting a newly-designed 





EVERSHARP “SEE-ABILITY’—Top: New vis- 
ible ink cartridge for Eversharp CA pen 
shown in six assembly stages. Bottom: New 
plastic spiral cartridge developed by Ever- 
sharp, Inc., is shown as it fits into the CA 
pen. The transparent barrel on pen shown 
is for demonstration only. 


coiled inner capillary tube through which the ink 
flows, the cartridge utilizes newly-discovered prin- 
ciples of capillary action which give improved per- 
formance through precision control of the ink feed, 
Mr. .Emerson declared. 

“We have made exhaustive tests of every phase of 
the cartridge’s operation and believe that through 
this new application of capillary action risk of stop- 
pages due to air bubbles, ink clots or @cher causes has 
been virtually eliminated,” he said. 

Mass production of the cartridges began in January 
at the company’s Chicago factory, Mr. Emerson re- 
vealed, where special equipment for machining, shap- 
ing and filling the cartridges has been installed. They 
are currently being placed as original equipment in all 
CA pens now being manufactured. Replacement car- 


tridges have also been shipped to thousands of dealers 


for insertion in pens already in stock. 

The plastic material used in the capillary tube is 
a wartime development originally utilized as insula- 
tion material on Navy radar equipment and is called 
“polythene.” 

The outer plastic shell is also a comparatively new 
material. A special formula of cellulose acetate 
1947 
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Adjustable Aluminum Chair 
No. 2123 





This aluminum chair for stenographers and 
clerical workers is a tried and proven product. 
No other similar chair offers so much—5 ad- 
justments enable the chair to be accurately 
fitted to each individual worker—proper de- 
sign with a shaped seat and back using foam 
rubber upholstery filler and _ perforated 
plastic cavalon produces practical working 
comfort, reduces fatigue and promotes health. 
Made of welded aluminum with a natural 


metal finish (no paint, no plating) the chair 
will give a lifetime of trouble free service. 
The best investment in office seating is a 


Goodform Aluminum Chair. 


No. 2123 is now available for reasonably 
prompt delivery. Be sure you have a stock 
on order. Actively promote the sale of this 
chair. It will pay you big dividends in satis- 


fied customers and repeat business. 


THE GENERAL FIREPROOFING CO. 


Youngstown 1, Ohio 
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+++++ SUPER-FILER—-THE MECHANIZED FILE ---- G-F STEEL SHELVING------ 





G/W's FILES AND 
"SAFEGUARD" MAKE 
FILING MY 
FAVORITE ,.JOB! 


De ee rs 


SRST 


Cs 


~ Globe -Wernicke 


“SAFEGUARD’” FILING SYSTEM 
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SAFEGUARD FILING 
OUTFITS 


Customers really go for these easy-to- 
buy, easy-to-use Outfits. They come 
ready-packaged for use in any 1-, 2-, 3-, 
or 4-drawer letter size file. Everything 
is included—guides, miscellaneous folders, 
individual folders, gummed labels, out 
guides, and instruction sheet. It’s handy 
to show, simple to sell, and stimulates a 
steady flow of repeat business. Initial 
dozen brings you a supply of the famous 
Find-i-tis booklet, and a handsome 
counter piece for displaying an actual 
1-drawer Outfit. 












GLOBEART 
STEEL FILES 


Precision-built for feather- 
touch operation, even when 
filled to capacity, these world- 
famous ‘*7000 Line” cabinets 
are first choice with discrimi- 
nating buyers everywhere, 
Top quality materials and expert de- 
sign assure years of lasting dependa- 
bility, enable you to sell them with 
complete confidence of customer satis- 
faction. Get your share of business from 
hundreds of live prospects in your terri- 
tory NOW! 


HERE’S WHAT DEALERS SAY: 


“We are selling a Safeguard Outfit with practically every 
G/W filing cabinet”... “It’s so much easier to sell the 
cabinets when we feature Safeguard with them”... “Safe- 
guard Outfits and G/W filing cabinets sure help to sell each 
other”... THAT’S what we mean when we keep saying 
“They Go Together!” It spells profits you can’t afford to 
miss—and it builds continued customer loyalty! Many 
proved selling aids available without charge. The Globe- 
Wernicke Company, Norwood, Cincinnati 12, Ohio. 


Globe - Wernicke stevie” 


STEEL FILING CABINETS 
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Bookcases 
Stationers’ Supplies 
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butyrate, its particular advantage, in addition to its 
transparency, is claimed as being highly resistant to 
water vapor penetration which would cause con- 
densation, with a consequent impairment of visibility 
and performance. 
—————7— a —__ 

SHIPMAN-WARD OFFERS MACHINE WASHER 

Shipman-Ward Manufacturing Company, 325 N. 
Wells St., Chicago 10, Ill., has offered the Supreme 
Power Cleaner to the industry, claiming that it safely, 
quickly and automaticall? cleans and degreases office 
machines and parts. Forty powerful streams from five 
high-pressure nozzles cover every angle to wash away 
dirt and grease while the work revolves on a hydrau- 
lically-driven turntable. 

While any cleaning solution may be used in the 
machine, Shipman-Ward offers a new cleaning solu- 





SUPREME POWER CLEANER 


tion, claiming that it has been tested and used by 
themselves for six months and found satisfactory for 
cleaning machines in one operation without heating, 
scrubbing or use of soap and water. This new solu- 
tion, developed during the war, can be used in any 
cleaning machine. The manufacturers say it can be 
reused again and again without loss of strength and, 
if oil is added to it, machines come out with working 
parts oiled.. The econgmically-priced solution is sold 
on a strict money-back guarantee. Further data and 
literature can be obtained from Shipman-Ward. 
oe 
OFFER NEW EXECUTIVE DESK PAD 

A smartly-styled “gold band” design new executive 

desk pad is now offered in three different types by 








SAINBERG EXECUTIVE DESK PAD 


Sainberg & Company, Inc., 37 W. 26th St., New York 
1, N. Y. The wide band effect is achieved by closely 
spacing 15 thin single lines of 24 karat gold, giving the 
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pad a distinctive rich appearance. The size is 20 x 34 
inches with four-inch padded panels. Made in simu- 
lated leather and having stiff cardboard base, the pad 
retails at $3.00. With linoleum base the price is $5.00 
and in genuine top grain cowhide, linoleum base it 
retails at $10.00. Colors are brown, maroon and green. 


i 
STRATFORD INTRODUCES NEW CELEBRITY PEN 
The Stratford Pen Corporation, New York, N. Y., 
is now launching a promotional campaign to intro- 
duce the Stratford Celebrity, a ball pen retailing for 
$1.95. 
Colorful advertisements are planned in the Saturday 
Evening Post, Life, New York Times magazine and 














STRATFORD CELEBRITY BALL PEN 


other publications to emphasize the special “friction- 
free” feature of the Celebrity pen. 

A display card for counter and window use has 
been designed, one in which a rich gold foil back- 
ground sets off the pens. This display feature is 
supplied free of charge with every order for 12 pens. 

All of the advertising is handled by S. R. Leon 


Company, Inc., New York. N. Y. 
=o —___—— 





NEW WELLS CHAIR—This new Wells 
Posture-Rite chair is offered to the trade 
by Wells Office Furniture Company, 725 


S. La Salle St., Chicago. A stenog-. 

rapher demonstrates how it assists in 

providing the correct position for work. 
_——) 





DAHLKE OFFERS NEW AIR MAIL LABEL . 
Dahlke Stationery & Manufacturing Company, Lin- © 
coln Building, Buffalo, N. Y., is offering the industry a 
new air mail label for the regular letterhead, to indi- 





cate that the letter was sent air mail. This label, 
attached to the letter, according to the manufacturers, 
serves a two-fold purpose: 1. It shows the letter was” 
sent air mail. 2. The detachable part induces reply” 
via air mail. An air mail label on the envelope, claims” 
the Buffalo firm, doesn’t meet the needs because thé 
envelope often never reaches the business executive. 











OFFICE APPLIANCES, April, 1947 











SFR REC NS MS: 


STEER ARH 34 Be 


eo ec anon ee eRe Bet % 












brilliance 






Vow 


Po? FJYOCOWWOD abv 


—— 











n 
vw 


Oem sere 


NO) wade 


JYODOWNOD \XiRidr 
WOI stab Sn 


iT 

















ye? STi at 
Ewch dings acy a 


IYOTOW, 


durability 















‘402 FYOCOWWOD W358 


P2 FYOCOWNOD \ir8 
FYODOWNOD s%i8Fr 
YOOOWWNOD iX%D. 


INIAdO>. 3 












a 
‘ 
P 





than any 2 ordinary 
colored indelible pencils 
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COMMODORE 


(AW) FABER COLORED INDELIBLE WATER SOLUBLE 
PENCILS 


finger tip convenience obey 


Professional men, Amateurs and Students get a 
world of pleasure and satisfaction out of the 
COMMODORE Colored Indelible assortment in the 
new easel box 

Used dry as a pencil—used wet for the most intrigu- 
ing water color effects. Applying brush and water 
the artist achieves beautifully blended tones. Dealers 
sell them as fast as we are able to meet the demand 





Assortment includes violet, red, blue, green, yellow 
steel blue, light green, orange, brown, black, white 
and crimson. Immensely popular because you can 
“draw and paint with COMMODORE!” 


Order today for immediate shipment. 
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MORTON OFFERS COMBINETTE FOR OFFICES 

The R. P. Morton Company, 666 Lake Shore Dr., 
Chicago 11, Ill, is offering the new Combinette, 16 
inches deep, 24 inches wide and 40 inches high to 
hold oversized books and 12-inch record albums. The 
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MORTON COMBINETTE 


extra large top is sized to hold a combination radio- 
phonograph. 

The doors come as ordered, either opening right or 
left. Double-line brass grill and strong glass covered 
doors provide for beauty plus protection, point out 
the manufacturers. The Combinette construction is in 
a rich walnut or mahogany veneer, hand-rubbed and 
waxed to a satiny luster. 

In addition, the R. P. Morton Company is offering 
a mahogany veneer double-door bookcase No. 5. The 
case is 36 inches wide and 44 inches high and has 
heavy frame doors. 

————————- o——_— 
NEW DESIGN AND PACKAGE FOR AICO 

The G. J. Aigner Company, 503 S. Jefferson St., 
Chicago 5, Ill., is now manufacturing new style Aico 
protective holders of double transparent, fireproof 
plastic, pointing out that this construction permits 





NEW AICO PROTECTIVE HOLDERS 


complete visibility front and back. Special features 
include two eyelets—one on the short side, and one 
on the long—which it is claimed makes possible the 
hanging of the holders either horizontally or ver- 
itcally. There are also new metal edges to protect the 
corners and a side opening which makes it possible 
to slide papers in and out. These holders are boxed 
in the attractive new orange and white Aico package, 
with a blue and white label which gives complete 
information about the contents. 
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HARTER DOES RESEARCH ON INVALID CHAIRS 

An unusual type of invalid’s chair was constructed 
recently by the research department of Harter Cor- 
poration, manufacturers of steel chairs at Sturgis, 
Mich. The chair is an adaptation of one of Harter’s 
standard executive models. 

The chair was built by hand because the unique de- 
sign would not allow fabrication by the usual assembly 
methods. Features of the chair are movable arms and 
a spindle locking device. The arms may be folded and 
raised to allow the occupant to be slid directly from 
the chair to the bed without suffering the discomfort 
of being lifted. The spindle can be locked by a foot 
lever. This prevents the chair from revolving, but does 
not affect the tilting movement. 

The chair is mounted on five-inch hospital casters 
for ease in rolling. These support a sturdy steel 
framework on which the body of the chair is mounted. 
The seat of the chair is convex in shape instead of 
the customary form-fitting design. The convex shape 
is the most restful for those who must sit for long 
periods of time. 

Harter does not contemplate making any more chairs 





alii aces ae | eee oF 
HARTER INVALID’S CHAIR—With arm raised (left) and with 
arms in down position. 


of this or similar types because it cannot be adapted 
to the assembly line method of production, and several 
of the parts are now unobtainable. The chair was 
given to the Harter research department solely as a 
problem to solve and company officials emphasized 


that further models of this chair cannot be built. 
ee es 


AVERY INTRODUCES NEW HOLDER 
Faster and more convenient application of Kum- 
Kleen Self-Adhesive Labels is claimed with a new box 
holder recently introduced by Avery Adhesive Label 





KUM-KLEEN DISPENSER HOLDER 


Corporation, 36 W. Union St., Pasadena 1, Calif. 
This holder is designed for use with the Kum-Kleen 

dispenser box containing a roll of Kum-Kleen labels 

carried on a strong glassine tape. A gentle pull on 
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You will want Classic — the rib- 
bons which are symbolic of superb 
s quality and performance. Especially made to 
) supply the large demands of users who appreciate the 
finest, most durable ribbon fabric, and uniform, un- 
hf surpassed quality ink formulae for regular and special 
j writing and reproduction requirements. 
il | 
s 
: OFFSET DUPLICATOR TYPEWRITER RIBBONS 
d RIBBONS For finest “executive” letters, 
For ees typing on pie ga Bs pc sant Aly ag 
paper or plates for direct- : “ "s z 
lias deblicdiog. Ro- beautiful, gray-black write. 
we markable for resistance to 
x “let down” during run, 
e] and to length of run. 
\ BLUEPRINT RIBBONS 
For cleanest typing on paper or cloth 
used on blueprint or Ozalid machines. 
Impressions erase easily; will not 
“halo” or spread; will not fade under 
i strong light of the machines. Typing 
4 needs no carbon paper “backing”. 
PHOTOSTAT RIBBONS 
: Type impressions will not 
$ = paar a INCREASINGLY DEMANDED BY 
: ultra-violet rays of machine; 
dating ety thue intéreal ie. DEALERS AND USERS. 
tween typing and photostat- WRITE FOR DETAILS NOW. 
f ing, or between “repeat” 
x bhotostating orders. 
en , 
els 
on 
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the carrying tape automatically dispenses an individual 
Kum-Kleen label ready for instant application, with- 
out moistening. By inserting the dispenser box in the 
new holder, the operator can dispense labels with one 
hand. The holder is constructed of cast aluminum 
and has four rubber feet to hold it firmly to any sur- 
face without slipping. 

JUSTRITE ANNOUNCES NEW RUBBER CEMENT 

Non-inflammable rubber cement made from real 
natural rubber is just announced by the Louis Melind 
Company, 362 W. Chicago Ave., Chicago 10, Ill. The 


— 





JUSTRITE NON-INFLAMMABLE RUBBER CEMENT 


company states that reduction of fire hazard in selling 
a non-inflammable cement is of as great importance 
to the dealer as to the user. It is also claimed that the 
adhesive qualities are as good or better than the pre- 
war cements. 

In addition to the 2'-ounce tube, the cement is 
packed in four-ounce brush bottles, pints, quarts, and 
in gallon tins. 

a 
NEW POSTAL SCALE IS INTRODUCED 

Commercial Controls Corporation, Rochester 2, N. Y., 
has introduced a new all-purpose postal scale, claim- 
ing that it is a fast and accurate instrument for 
computing postage on first class, air mail, third 
class, and parcel post, with a special indicator for 
book rates. Having a capacity of 30 pounds, the scale 
covers the range of most common usage. Weights are 
shown in ounce graduations to simplify computation 
of postage to other countries. 

The cylindrical chart has wide computing area, 
asserted to provide maximum visibility. In addition, 





MODEL 970 POSTAL SCALE 


magnification is provided by a reading lens covering 
the chart opening. Interior illumination of the chart 
is automatic when the platform is depressed. 
———~ 
NEW CHROME-PLATED DESK TRAY 

Shirl-Morr Stationery Products Manufacturing Com- 
pany, 3227 Redwood Road, Cleveland Heights 18, Ohio, 
is now in production on their new all-steel Swing- 
Tier chrome plated desk tray in standard letter or 
legal size. 

The top tray swings on a pivot to a 45-degree angle 
and automically stops, permitting easy access to 
correspondence in lower tray. Flocked rayon is ve- 
neered to the bottom of the lower tray, making it 
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impossible to’ scatch any surface on which the tray 
is placed. Light in weight yet durable in construction, 





SHIRL-MORR DESK TRAY 


the trays will give many years of bright, attractive 
service, claim the manufacturers. 


Shirl-Morr also makes chrome-plated single trays 


in both standard letter and legal tray size. 
Oi 
UNDERWOOD OFFERS NEW PRODUCTS 
The Underwood Copyholder and Underwood Vibra- 
tion Control Blocks are improved new products of- 
fered by Underwood Corporation, 1 Park Ave., New 
York 16, N. Y. 


a 











UNDERWOOD COPYHOLDER 


The new copyholder accommodates all width copy 
up to 36 inches by means of inexpensive extensions. — 
Two models are available; one for rear mounting 
which may be collapsed, permitting the copyholder to 
be closed with the typewriter in a dropwell or secre-— 





tarial desk. The portable model is designed for use” 
alongside typewriters, accounting and other machines 


and may easily be moved to any desired position on 











NEW VIBRATION CONTROL BLOCKS 








the desk. These copyholders are now available from : 
é 


Underwood Corporation branch offices. £ 


Also available at the branch offices are the Vibra- e 
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The “Y and E” Executive File 
(six drawer) with moulded top 
and full recessed black base is 
a distinguished member of the 
“Color Harmonized” Executive 
Unit especially designed to meet 
every executive filing need. 


Selling the “Y and E” “Planned 
Unit Way” definitely helps you 
build good will with a greater 


return on your investment. 


rom YAWMAN AND ERBE MEG. CO., 1015 Jay Street, Rochester 3, N. Y. 


ibra- © 
a 


The Franchise That Means Quality Merchandise 
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CONFIDENCE 


@ The child relies on its father. With equal confidence business 
relies on Acco. There is no substitute for such confidence, in a man 
or in a product. 

That is why ACCO takes such pride in its name and reputation. 
The knowledge that Acco steel fasteners, for instance, are recognized 
as “tops” and that Business would rather have them than any other 
represents something on which all of us can build. 

Paper fastening is a basic operation in all businesses—and the 
name “ACCO” on your paper fasteners is your promise to your cus- 


tomers that you sell the best—that they can buy from you with 


confidence. 






PRODUCTS, Ine. 
39th Avenue and 24th Street 
LONG ISLAND CITY, N. Y. 
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tion Control Blocks to prevent office machines from 
moving out of position. These are small squares of 
aluminum mounted on special vibration absorbing felt 
that is so treated it cannot slip. 

Placed under the feet of office machines, the blocks 
are declared to absorb vibration and hold the ma- 
chine in place. 

——— 
MITE POSTAL SCALE RETURNS TO MARKET 

The B. T. Company, 277 E. Erie St., Milwaukee 2, 
Wis., reports that the Mite postal scale is back on 
the market. The product is named for its two engi- 








aut bares 
— 





MITE SCALE 


neer designers, Julien G. Bamberger and Robert A. 
Tardiff, who have re-engineered the Mite to increase 
its salability. 

Heavy manufacture of the scales is claimed to meet 
the demand. New refinements are a one-piece steel 
rocker-arm indicator and a new three-color dial, 
the latter available for bringing pre-war scales up to 
date. The capacity is one pound and the product is 
calibrated in ounces. Rates for all regular mail and 
parcel post up to one pound are indicated. 

9 


MASO OFFERS NEW STEEL WASTEBASKET 
A sheet steel wastebasket, featuring rubber e orners, 
is being introduced by Maso Steel Products, masers of 
office tables, the Executive Rollaway File and other 
office equipment at 418 S. Clinton St., Chicago 7, Ill. 





MASO WASTEBASKET 


The new basket has a baked enamel finish in choice of 
green, gray or walnut and is quality built throughout 
of strong sheet steel with reinforced corners, rein- 
forced top and bottom edges. To prevent damage 
to desks and other office furniture, the top four 
corners are built-in rubber sections colored to 
match the steel sheeting. The strong rubber feet 
keep the basket 34 inch from the floor, and, the 
manufacturers claim, with a tight, practically water- 
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proof bottom and sides the new basket may be con- 
Sidered highly fire resistant. The top measures 12 
inches square, the bottom 10% inches square with 
the basket 14% inches deep. Maso’s new basket is 
packed six to a carton, set-up, and is priced to list at 
$3.00 

Oe 


ANNOUNCE NEW PHOTO RECORDS PRODUCTS 

The Photo Records Division of Remington Rand, 
Inc., New York 10, N. Y., has announced two improved 
products in its field, the Portagraph Model G-9 and 
the Dexigraph photocopy camera. 

Designed for use in small and moderate-sized busi- 
ness Offices, the Portagraph Model G-9 is declared to 
provide the ideal solution for the copying problems 
of lawyers, doctors or accountants. No darkroom is 
required for making copies quickly and economically, 
declares Remington Rand. The Portagraph is built of 
steel and has a copying surface 94% x 15 inches. It is 





NEW PORTAGRAPH MODEL G-9 


equipped with a light-tight storage paper drawer and 
is available for use with either AC or DC current. 
The Dexigraph photocopy camera with adjustable 
focus will make a full size copy of a record 14 x 8% 
inches or reduce it to 10 x 6 inches, 70 per cent of 
original size. It is equipped with a recessed copy table 
for use with eight-inch steel Kardex slides and re- 





DEXIGRAPH PHOTOCOPY CAMERA 


quires a table space 54 x 26 inches. The machine 
which utilizes fluorescent lighting and operates on 
110-volt 60-cycle AC, can be purchased outright, leased 
or obtained under a purchase-lease arrangement. The 
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Zurgis SMILE-MASTER | 


c You will be impressed with the remarkable 
dvances made in these new chairs. They 
aintain that high standard of excellence 
“hat has become a Sturgis Posture Chair 


If anything more could be imagined or desired in stenogra- 
pher’s office chairs, to provide ease and comfort so dependent 


és 
z 
~ 


a on Correct Posture, Sturgis has embodied it in these new 
Be : Posture Chairs. It may be fairly asserted that these Sturgis 
Be Posture-Chairs will bring in a new era of health protection 
a with reduction of office fatigue, and increased efficiency 
3 : that will be welcomed by management and employees alike. 
‘s WRITE FOR DETAILS 


re : 
ve 


B mro.sy THE Siagis POSTURE CHAIR CO., Sturctt michican 
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THREE NEW 

STURGIS CHAIRS. 

with ADVANCED 
FEATURES 


NANIMOUS 


PTANCE! 


twiges NO. 618 


SUPHISTICATE 


urges NO 612 
STANDARD 









GIVES YOU 
She Sensational New 





CANVAS RING BINDER 


SCHOOL OR 
FIRM NAME 
IMPRINTED 
HERE 


EYE 
APPEAL 


REINFORCED 
WITH BEAUTIFUL 
CALF GRAINED 

VINYL-TEX 


NIRS ENT RR 


VALUE 


In comparison to ordi- 
nary binders it is im- 
mediately apparent to 
student or office man- 
ager that this binder 
leads the field, as all 
"'Feldco’’ products 
must! 


LED LILA GO EA TT GG 82 ta PRONE A nT arramy es oNEE ene 


Contact Your 
Jobber or 
Write 


f 


FELDCO Locse MEE? ciicaco 40, nunots 
* hile \clome lemma al folk; 
mem YORK - 25 CENTRAL PARK WEST - PHONE €O-5-0282 + PACIFIC COAST - 788 MISSION ST., SAN FRANCISCO - PHONE DOUGLAS 8563 
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NO WONDER. 
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oropel trek! 


SELLS FASTER AT 25¢ AND 15¢ THAN MOST 10¢ 
INKS—TURNS STOCKS 3 TO 4 TIMES AS FAST 


SOLV-X GIVES SCIENTIFIC TEST PROVES AMAZING CLEANSING POWER OF SOLV-X 
UINK THE TOP PEN-CLOGGING ADD WATER ond NOW ADD PRESTO 
SEDIMENT left by the sediment floats j 2 


sedineny inks, test Sous, SESE sorely 
1-cieor 














scraped from foun proving that water 

SELLING STORY [oasis 
from your pen 

Only Quink contains solv-x, a new pro- 
tective ingredient that guards pens 4 
ways: (1) Ends gumming and clogging. 
(2) Cleans a pen as it writes . . . keeps 
it out of repair shops. (3) Dissolves and 
flushes away sediment left by ordinary 


inks. (4) Prevents metal corrosion, rub- 


ber rot caused by high-acid inks. 


QUINK IS THE 
TOP ADVERTISER 


: : i , ts ' TWARS SEDIMENT In 4 
Ads like this in Sunday Comics and \ “i 2 Fi, Loe i 5 
American Weekly (102 newspapers) give | ty 





mass coverage—get high readership. 





Many feature movie stars to assure great 





public interest. And three times each 
week radio beams the dramatic story of 
solv-x in Quink over the complete Colum- 
bia network—on “Ned Calmer and the 
News” and “Information, Please!” 


THE PARKER PEN COMPANY, / 
JANESVILLE, WISCONSIN 





Copr. 1947 by The Parker Pen Company 


Parker Quank ~esgezmcomanme 
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manufacturers claim that one operator can make 
160 exposures and still have ample time to process 
all of them within an hour. 


a 

STURGIS ANNOUNCES NEW SMILEMASTER 
A new posture chair, the Smilemaster, has been an- 
nounced by the Sturgis Posture Chair Company, 
Sturgis, Mich. The Smilemaster is declared to intro- 
duce a new full-cushioned seat, three inches deep, of 





STURGIS SMILEMASTER 


three layers of “Nukraft” topped with foam rubber. 
New, faster and easier adjustments are claimed of 
chair back and seat height. 

A new Firm-Flex back maintaining firmness of the 
backrest, yet permitting it to give to hody movements, 
is declared to be optional on all Sturgis stenographers’ 
chairs. 

Other features include welded tubular steel con- 
struction, baked-on enamel finish by infrared process, 
and modern durable upholstery in a selection of color 
combinations. 

rasp) eo ee 

INTRODUCE AMPLICALL INTER-COM SYSTEM 

The Rauland Corporation; 4245 N. Knox, Chicago, 
has introduced the Amplicall Electronic Intercom- 
munication system with the new Amplicall housed in 
striking modern case, styled in walnut plastic. The 


manufacturers claim that new electronic developments 













ee ai ee a 
AMPLICALL ELECTRONIC INTER-COM UNIT 


are incorporated “to achieve an unusual degree of 
convenience, more versatile operation, life-like speech, 
and remarkable economy of installation.” 

The Amplicall Master Station unit is available -with 
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or without handset (for completely private conversa- 
tion}. New features include “visual” busy signal, indi- 
vidual locking-type push-buttons for station selection, 
illuminated “on-off” volume control, plug-in cable 
connection, and a balanced line wiring system said to 
prevent “cross-talk.” 

The new Amplicall systems are available with facil- 
ities for the use of up to 24 master stations, permitting 
as Many as 12 conversations to be carried on simul- 


taneously. 
————= 0 —___ 


D. & L. OFFERS NEW LINE OF TABLES 
The D. & L. Furniture Company, 3924 N. Clark St., 


Chicago, has just put on the market a new line of 
utility, typewriter and 60-inch tables for office use, 





D. & L. TYPEWRITER TABLE 


and asserts that the featuring of high-grade items at 
popular prices has brought about a flying start on 
orders. David Liten, the general sales manager, was 
well known to office equipment field prior to entering 
Army service with the infantry during World War II. 
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WORLD’S LARGEST 
CRAYON AND A YOUNG 
LADY WHO PREFERS TO 
USE A SMALLER SIZE. — 
This big crayon is a model 
of the new junior No-Roll 
crayon recently introduced 
by the Milton Bradley Co., 
Springfield, Mass. Next to 
the crayon model is Model 
Joan Stafford, Akron, Ohio. 
A feature of the new 
crayon is a flat side which 
prevents rolling. 





OFFICE APPLIANCES, April, 











2S ae 


See 


SEL ay 








1947 © 









An 
OLD 


FRA 
better 
trol. , 
yours, 
tical « 
Gre a 


Write t 
open fo, 










a- 
li- 


s at 
/ on 
was 
ring 
eit 


















PTET EAE LIL SER ELITES, | ONE IR ES IE 


AEM 









CARBON PAPER 
RIBBONS 


An 
OLD TOWN 
FRANCHISE means increased sales, 


better profits, streamlined stock con- 
trol. All orders in your territory are 
yours. A laboratory, seasoned prac- 
tical engineers, competent detail men 
are available to help you. 


Write today to inquire if your territory is still 
open for an OLD TOWN EXCLUSIVE FRANCHISE. 





nO 
ALL-INCLUSIVE 
LINE 


EXCLUSIVELY 
YOURS 
WITH AN 


Oldtown 


FRANCHISE : 





= DUPLIFORMS 
(Printed Master Units) 


OLD TOWN is an all inclusive line of carbons, ribbons and duplicating 
supplies. There is an OLD TOWN product for every type of writing or hekto- 
graph duplicating. 

OLD TOWN pioneered in the development of hermetically-sealed ribbons, 
curlproof carbon, super-kleen master units, spirit duplicating in black, and 
many other time saving products. 


OLD TOWN employs thoroughly trained men who work hand-in-hand with 
you. They survey your territory, help your men sell goods, aid in setting up 
stock control and assist with your merchandising problems. This service is 
absolutely free. 


OLD TOWN is a nationally known, nationally respected name. You capitalize 

on its acceptance and reputation. 

OLD TOWN provides you with dealer helps, mats and display material for 
point-of-sale promotions. 





RIBBON & CARBON CO., INC. 
750 PACIFIC STREET, BROOKLYN 17, NEW YORK, N. Y. 














We do not own or operate any branch offices Old Town products are distributed 
only through the bes? stationers and office supply dealers in every locality 





SALES AND SERVICE EVERYWHERE 








Albert MeLane, sales manager of the Reliance Pencil 
Corporation, Mount Vernon, N. Y., called February 26 
during a periodical trip over the field. His particular 
purpose was to introduce Walter Higgins, who has 
just been appointed to look after the Chicago terri- 
tory and adjacent cities. Mr. Higgins is new to the 
pencil industry, but well grounded in sales experience, 
and will undoubtedly give a good acount of himself 
in selling pencils in the Midwest. Al McLane is 
forceful, always stimulating and full of enthusiasm 
for the opportunities in field work. 


R. E. Beekman and H. M. Halliwill of R. E. Beekman 
Company, Medina, Ohio, dropped in at OFrrice APPLI- 
ANCES for a visit March 5. The Beekman company 
is a manufacturer of leather goods and serves as 
manufacturers’ agent for other products, largely in 
the states which constitute the Fifth District, NSA. 
Mr. Halliwill has Michigan and Indiana as his terri- 
tory. The principal purpose of a brief stay in Chicago 
was to call upon several manufacturers the company 
represents. 


Weldon C. Hillhouse, Hillhouse Office Supply Com- 
pany, San Francisco, Calif., inscribed his name in the 
Guest Book on March 6. He was on his way to New 
York City to attend the Wholesaler Stationers Asso- 
ciation convention. Mr. Hillhouse, who established his 
present business about a year ago with four employees, 
now has a staff of 20. Many of the present employees 
are GI trainees. He is enthusiastic about results. 


Conrad Netzhammer, Northwestern Furniture Com- 
pany, Milwaukee, Wisconsin, added to the pleasures of 
March 7 by dropping in for a brief visit. He was on 
one of his frequent business trips to Chicago, and 
called to obtain some information about an NSA re- 
gional meeting. As usual, he had some worth-while 
comments to make on current business conditions and 
the outlook for the future. 


Don Crile of the Office Equipment Company, Canton, 
Ohio, finding himself in the neighborhood of Jackson 
Blvd. and Jefferson St. for much of March 11, took 
time to drop in at OFFICE APPLIANCES’ headquarters 
twice in one day. He had come to Chicago on a 
buying mission which was successful. He is equally 
persuasive in buying as in selling and has long en- 
joyed the confidence of businessmen in Canton. 


Ward Harris and Robert Abbott of the Ward Harris 
Company, San Francisco, Calif., distributor of Mime- 
ograph duplicators and Edison Voicewriters, dropped 
in at the offices of this journal for a visit March 12. 
The Ward Harris organization is one of the most 
alert in the office appliance industry. It has offices 
in six northern California cities, the territory ranging 
from Bakersfield to the Oregon line. Since 1914 Mr. 
Harris has represented Ediphone. His company be- 
came Mimeograph representative in 1943. The store in 
San Francisco is a show place, being outstanding in 
appearance, utility, and thoroughly modern arrange- 
ment. A description is to appear in an early issue of 
OFFICE APPLIANCES. Mr. Harris and Mr. Abbott were 
in Chicago to visit at the offices of A. B. Dick Com- 
pany, and planned to continue east for a conference 
with officials of Thomas A. Edison, Inc., at East 
Orange, N. J. 


62 





Maude P. Tupper and Frank E. Tupper of the Na-— 
tional Business Show Company favored OFrFricEe APPLI- ~ 
ANCES with a visit March 12. They were en route to 
New York from California where the National Busi- 
ness Show Company had put on a successful ex-7 
hibition, described in the March number of this | 
publication. Following the show they took a few 
days for relaxation and planned to resume their 
activities in New York without further delay. With 40 — 
years experience behind him, Frank Tupper is one of” 
the best informed men in the office appliance field. 
Under his direction the industry has an enviable § 
record of exhibitions approached in few businesses or 
professions. Orders totaling millions of dollars have 
resulted from demonstrations at shows which he man- 
aged. 

Harry T. Herkert of Herkerts Stationery & Office 
Supply Company, Boulder, Colo., and his son Harry W., 
dropped in at our headquarters for a visit on March 18. 
With the young man having a school vacation of one 
week, the family took an overnight ride on the Zephyr: 
to Chicago, where the week was spent in a combina-) 
tion of business and relaxation. Mr. Herkert finds 
business lively, the principal problem being acquisition 
of suitable quantities of merchandise. 


Albert Isler, manager of Ernst Jost, S. A., Zurich) 
Switzerland, inscribed his name in the Guest Book or 
March 22. Traveling by air, Mr. Isler arrived in the 
United States on March 8, and planned to start his re- 
turn crossing of the ocean by air on March 26. In the 
interim, he called on manufacturers in the office 
equipment and supply field, making a number of help 
ful contacts. 

Concerning the general business situation in Swit- 
zerland, Mr. Isler expressed himself as follows: 

“Switzerland is now enjoying an extended period of © 
excellent business. All branches of economy find an/™ 
advantage in the situation. The increase is a aterials 
result of the general need for equipment, materials 
and supplies to speed economic recovery. Fortunately, © 
Switzerland was spared the war destruction experi- 
enced by neighboring countries. Therefore the manu- 
facturing centers are able to produce and market their © 
articles within the limits imposed by shortages of ma-/ 
terials. Accumulated orders cannot be filled for a long 
time. Deliveries are slow and for every new order the) 
time before delivery is lengthened. The tourist trade, 
a very important branch of business in Switzerland, | 
has been greatly augmented and the vacation season” 
of this year promises to result in good success. The™ 
current high volume of business is greatly influenced / 
by export activities. It can be said definitely that the” 
economic conditions in Switzerland are very favorable. 


Herman Greisdorf of Speedry Products, Inc., New” 
York, dropped in at OFFIcE APPLIANCES for a brief visit | 
March 25. He was in Chicago on business, several of) 
his calls being in the neighborhood of the office of/ 
this journal. He reported excellent results in the sale} 
of his company’s products. 

Joe Gordon of St. Louis, who for the last ten yearsi 
has been with Wilson Jones Co., and for ten? 
years preceding with National Blank Book Company, 
visited us March 26. He had just resigned his position” 
and had not yet had time to formulate plans for any i | 
new activity. His intention was to stay in the field of 
commercial stationery. 


NEW YORK GUEST BOOK 


Fred E. Brown, vice-president and secretary of the? 
Hall-Welter Company, Rochester, New York, was 47 | 
visitor in New York City on the week-end when most) 
people were slaving over their income tax returns in T 
an effort to file them before the deadline. Mr. Brown, 
a checkwriter man of long and profitable experience,” 
called at our New York office, and, as usual, impa 
some ideas pertinent to the industry. Long absencé 
from metropolitan New York made him all the more 
welcome. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office, 600 W. Jackson Blvd., Chicago, and the staff at 

the branch in charge of G. C. Wheeler at 1023 Pershing Square Bldg., Pershing Square, 42nd St. and Park Ave., New 

York, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 
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London, England, March 10. 

The effects of the fuel crisis will be very far reach- 
ing and the long-term reaction will be very unfavor- 
able for the industry in general. Already we hear 
rumors of further curtailments in paper and steel sup- 
plies, and a 40 per cent cut in timber has already 
been imposed. 

The office appliance industry was only able to oper- 
ate a skeleton staff during the power cut period. A 
few of the larger firms had emergency generating sys- 
tems; one firm borrowed generators used by a local 
fairground. A carbon and ribbon manufacturer 
adapted bicycles for his ribbon-winding machines. 

The most serious repercussion will be on delivery 
dates, which will be retarded at least three to six 
months. One important manufacturer says the effect 
of the crisis will be felt for at least two years. 

The industry tabled a case for power priority to the 
Ministry of Fuel and Power through A. R. Jackson, of 
Remington Rand, Ltd., and gained a promise of in- 
dividual concessions based on individual case stating, 
but by the time this stage was reached the restrictions 
were lifted. The submission, however, is a basis for 
quick action in any future similar emergency. 

Leipzig Fair Held March 5-9 

Facilities for 50 businessmen from this country to 
visit the Fair, which was in the Russian zone of Ger- 
many, were made available and five tickets were al- 
located to the office appliance and steel equipment 
industry. These invitations were used by the follow- 
ing gentlemen: 

OATA representatives: J. A. Cumming, Gestetner, 
Ltd. (President of OATA), and C. W. Reihle, Block & 
Anderson, Ltd. 

Association of British Business Equipment Manu- 
facturers’ Representatives: Frank R. Ford, Frank R. 
Ford, Ltd.; and E. Lefebure, Kores Manufacturing 
Company, Ltd. 

It is understood the visit was interesting and well 
worth while, although exhibits of office machinery 
were few and far between and nothing new by way 
of design was noticed. The Control Commission (Brit- 
ish, American and Russian) are encouraging manu- 
facturers to book export orders and undertaking to 
give priority upon the supply of raw material, bring- 
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ing foreign currency into Germany. The scheme at its 
present stage is not very practicable because: 

1. Manufacturers are unable to give a definite price; 
this is decided by the Control Commission. 

2. Manufacturers are unable to give a delivery date. 
Although export orders entitle the firm to appear 
on a priority list for raw materials, it is not 
effective in most cases because the raw material 
is just not available. : 

This position will take a long time to adjust. 

One hundred and twenty-five firms are exhibiting in | 
the stationery section of the Fair, including such firms 7 
as: 

John Dickenson & Company, Ltd. 

Miles Martin Pen Company, Ltd. 

Kolok Manufacturing Company. i 

Foldex, Ltd. 5 

Unique Slide Rule Company, Ltd. 

Details of the exhibits have not yet been issued, so 
we are unable to include anything in detail—SSE 


TO MAKE OLIVETTI TYPEWRITERS IN BRITAIN : M 


The manufacture of the Olivetti typewriter is to 7 
be started in Great Britain in the latter part of 1947, 7 
this declared to be the first occasion on which af 
continental product has challenged the previous su- = 
premacy of the American industry in the British} 
market. 

The efforts made in the recent months to stimulate 
the British industry and the important progress made 
by British firms in this field also promise that the 
typewriter market will be increasingly a competitive 
one. 

The Italian machine will be manufactured by the 
recently-formed and registered British Olivetti, Ltd. ¥ 
with a capital of 250,000 pounds and owned jointly 
by Watsons Typewriters, Ltd., and the Italian Olivetti 
Company, Ltd., of Ivres. The company will start work: 
in late 1947 in the Queenslie Industrial Estate in Glas~) 
gow where a 200,000 square foot factory has beems 
reserved. 

Machine tools and factory equipment are now bein 
assembled for the launching of the plant employing: 


(Turn to page 102, please) 
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$ 95 WRITES DRY... SMOOTHLY... ALWAYS 
* 


| WRITES UP TO 3 YEARS WITHOUT REFILLING 


WRITES ON WET OR DRY SURFACES 


TAIN’ MR. DEALER: 


. Stratford's gigantic national advertising campaign is already under way. NOW! 
ch a. [tis scheduled to keep your customer Stratford Celebrity-conscious. Get ORDER 

s su-| your share of the Stratford Celebrity sales that are sure to result. Display 

ritish this beautiful ball pen prominently and consistently. 


Requests for Stratford Celebrity are 
pouring into our plant daily. They will 
be filled in the order received. Be sure 


ulate # NEWSPAPERS. . . Stratford advertising is scheduled to appear in 
made  top-rank papers from coast to coast. 
t the ® 





titive, MAGAZINES ... Four-color ads in America's most-read publications that you're among the first to feature 
> _ will put your customers into a buying mood! this sensational ball pen value. Order 

ae : DISPLAYS . . . Window and counter displays designed to stop and pagers stock of Sinead Saaee 

sintly | sell your trade will be ready shortly—and included, without charge, in ? 

ivetti  °Yery carton of 12 pens. * PLUS FEDERAL EXCISE TAX 

work 

<= TP yyn/ArA 

been Vy, 8 
VIII fU7(7 DEPENDABLE PENS AND PENCILS 

being | 

beng STRATFORD PEN CORPORATION °* SALZ BUILDING * NEW YORK 1, N. Y. 
STRATFORD—Reg_ U.S. Pat. Off.»Model No. 10 048+Patent Nos.146, 176 & 145,870+ Protected and Sold Under Fair Trade Contracts at $1.95* 

1947 OFFICE APPLIANCES, April, 1947 65 





NOMDA REGION NO. 9 HOLDS SPECIAL MEET 
IN KANSAS CITY, MO., ON MARCH 9 AND 10 

Registration for a special meeting of Region No. 9 
of the National Office Machine Dealers Association, 
called by Governor Wilbur E. Walker, Wilbur E. Walker 
Company, Wichita, Kans., started at three o’clock Sun- 
day afternoon, March 9, in the Muehlebach Hotel, 
Kansas City, Mo. Delegations from all three states in- 
volved — Missouri, Kansas and Oklahoma—vwere in 
early evidence. The final tally showed over 150 in 
attendance from nine states. The Missouri registra- 
tions of 73 (45 from Kansas City) took top honors. 
Kansas and Oklahoma were tied at 24 each. Other 
states represented were: Illinois, Nebraska, New York, 
Wisconsin, Colorado and Indiana. 

At five o’clock, the Missouri group met and organ- 
ized the Missouri State Office Machine Dealers Asso- 
ciation. Seeking the best man possible for chief execu- 
tive, they elected as president, Bob Randazzo, General 
Typewriter Company, Kansas City, Mo., current presi- 
dent of NOMDA. Other officers chosen are as follows: 
Joe Harding, Joplin, Mo., vice-president; Lamont H. 
Wood, Jr., National Typewriter Company, Kansas City, 
secretary; and Art Benassi, St. Louis Typewriter Ex- 
change, St. Louis, Mo., treasurer. 


President Bob Randazzo Presented 


Shortly after scheduled time, the first session of 
the conference was called to order by Sam Steeves, 
Steeves Typewriter Exchange, president of the Kansas 
City Office Machine Dealers Association. Following the 


invocation and singing of our national anthem, Gov- 
ernor Walker was introduced as the presiding officer. 
Mr. Walker called for self-introductions and then pre- 
sented Bob Randazzo, NOMDA president. 
dazzo spoke briefly, telling about the formation of the 


Mr. Ran- © 


Missouri association. He reported the illness of Dick © 


Koch, NOMDA secretary, and then read a paper pre- 


pared by Mr. Koch on the association and its services | 


to members. In his concluding remarks, he referred 

to expansion in plans for future association activities 

made possible by growth in national membership. 
Guy Waterbury, Remington Rand, Inc., Chicago, 


substituting for Jim Hackney, Remington Rand porta- | 


ble division sales manager, was the next speaker. Mr. 
Waterbury referred to the growing acceptance of 
portable typewriters for home use, indicating that 
about 80 per cent of the machines were purchased by 
women. This fact must be considered in developing 
promotion plans and sales campaigns. Concerning new 
products, he reported for Mr. Hackney that Remington 


Rand is proceeding on the theory that stepping up © 


production of current models is more important now 
than bringing out new machines. Demand still exceeds 
supply, but deliveries are improving monthly. 

Just after Hazen Ames, Ames Supply Company, was 
introduced, Lamont Wood, Midwest Typewriter Com- 
pany, Kansas City, Mo., came into the assembly room. 
He was greeted with enthusiastic applause. A former 
NOMDA president and a very successful office machine 
dealer, Mr. Wood has been confined to his bed or 
wheel chair for several years. His body is restricted 
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BANQUET SCENE AT NOMDA SESSION, MUEHLEBACH HOTEL, KANSAS CITY. MO., MARCH 10, 1947 
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(CELL-U-SEAL is an Exclusive f/2 Product 
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the tab and clear across the top of the guidé 
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Like the Chain and 
Its Weakest Link 


On a guide the wear and tear first hits the tab 
and a guide is no better than its tab. There is 
where protection is needed and there is where. 
CELL-U-SEAL provides it. It is protection that 
is not restricted to the tab alone but continues 


clear across the top of the guide. 


What is CELL-U-SEAL? 


CELL-U-SEAL is an exclusive method developed by #2 
for treating the upper portion of printed guides to give 
them strength and toughness. The process causes pen- 
lec lsleeMeM@muslitiiet Malia lelcems: iced clita Mcslele tale! 
end edges as well. CELL-U-SEAL provides a glass-like ap- 
pearance, but is pliable and will not chip or peel off. 
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CELL-U-SEAL pays off with 





more profit to dealers and 





with more value to the users. 





Wide-a-wake dealers suggest 





it every time in place of,plain, 





unprotected indexes. Be sure 








that you suggest CELL-U-SEAL 





to your customers. 








The Weis Manufacturing Company 
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Monroe, Michigan 


New YorRK 13: The Weis Mfg. Co., 54-56 Franklin St. CHICAGO 6: Associated Stationers Supply Co. 
Boston 10: Adams, Cushing & Foster, Incorporated 
Carpenter Paper Company 
OMAHA 8 OKLAHOMA CITY 1 ForT WorTH 1 HOUSTON 2 
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PENNANT-WINNING TEAM-Swingline’s 
the perfect stapling team for office, factory, school, 
home, studio, laboratory, drafting room, shop. 


POWERFUL LINE-UP -— Strong, big-space 
ads one after the other in The Saturday Evening Post, 
Collier’s, Time, Newsweek, Purchasing, New York 
Times Magazine. 


STAR PITCHERS—Complete Swingline pro- 
motion plan helps you pitch in with sales-building 
ideas. You get displays, mats, leaflets, ideas galore 
to help you sell. 


FAN APPEAL —o1/) Swingline gives your cus- 
tomers these features that make sales: 

Swingline Staplers with the famous open channel for 
easier, faster loading, easier operation. Chromium 
body protects the channel against grit and dust... 
insures smooth flow of staples, clog-free, speedy per- 
formance. Swingline Staples, the only 100% round- 
wire staples, pre-tested for hardness, tensile strength 
to insure greater, easier penetration, prevent buckling. 


BIG GATE RECEIPTS- Stock Swingline, pro- 


mote Swingline, for extra volume, extra profit! 





THE ONLY 100% 
ROUND-WIRE STAPLES 


THE ONLY 
“OPEN CHANNEL’’ STAPLER 


SPEED PRODUCTS COMPANY, INC., ae LONG ISLAND CITY 1, NEW YORK 
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HEAD TABLE AT THE MEETING OF NOMDA REGION NO. 3, AT MUEHLEBACH HOTEL, KANSAS CITY. MO., MAR. 10, 1947 


Left to right: Guy Waterbury, portable manager, Remington 
Rand, Inc., Chicago; W. G. Turquand, portable division sales 
manager, Underwood Corp.; Wesley Beckwith, portable divi- 
sion sales manager, Royal Typewriter Co.; Hazen Ames, 
president, Ames Supply Co.; Allen Connolly, Reliable Office 
Equipment Co., Evansville, Ind.. NOMDA treasurer; Mrs. 
Robert Randazzo, Robert Randazzo, General Typewriter Co., 


but his eager, questing mind is as active as ever. His 
presence added something to the meeting that was 
intangible, yet deeply appreciated. 


NOMDA Ideas Unfolded 


Speaking on the subject, “Ideas for a NOMDA Pro- 
gram.” Mr. Ames said that the primary need is for a 
comprehensive creed or statement of policy. The basic 
creed could then be broken down into specific ob- 
jectives, such as definitions of various classes of serv- 
ice, standards of business operations, and so forth. 
Another suggestion was an instruction book or manual 
for users, the book to carry the NOMDA insignia and 
the dealer’s imprint. Mr. Ames recommended the 
manual especially for distribution among commercial 
course students. Other ideas included a check chart 
tag listing all adjustments and repairs, the association 
brand on merchandise, and an advertising expert on 


. the NOMDA staff to assist dealers in building effective 


promotion programs. 

Wesley Beckwith, head of the Royal Typewriter 
Company’s portable division, discussed the current 
market situation and probed a bit into the future. 
Pointing out that the training of people to produce 
has been the big job for the past several months, Mr. 
Beckwith assured his listeners that production would 
soon begin to line up with demand. He said that more 
Royal typewriters are going to be made in 1947 than 
in any previous year. The allocation plan, which has 
proved to be equitable in the past will be continued 
just so long as the demand exceeds supply. He assured 
his listeners that the allocation plan would be dropped 
as soon as possible. 

In view of the current situation, Mr. Beckwith sug- 
gested screening of all back orders in order to remove 
all those of a doubtful nature. The beginning of a 
buyer’s resistance makes it advisable for each dealer 
to identify himself with a typewriter business through 
store and window displays, advertising and general 
promotion. Even though machines are not available 
for immediate delivery, dealers should give demonstra- 
tions and set up an advertising fund for current and 
future use and plan now for establishing a time pay- 
ment system, handled locally, if possible. 


The final address of the morning was presented by 
Maurice Newmark, Marstan Typewriter Company, St. 
Louis, Mo. Mr. Newmark’s talk was entitled, “The 
NOMDA and You.” He urged active membership in the 
association because it is only through NOMDA that 
the industry as a whole can benefit. As the industry 
advances, the individuals who compose it make gains. 
He concluded his discussion by stating that everyone 
who attends an association meeting gets something 
out of it, something which can help him to make a 
profit in the conduct of his business. 
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Kansas City, Mo., NOMDA president; Maurice Newmark, 
Marstan Typewriter Co., St. Louis, Mo.; Sam Steeves, Steeves 
Typewriter Exchange, Kansas City, Mo.; Mrs. Steeves; 
Wilbur Walker, Wilbur E. Walker Co.; Wichita, Kans.; 
NOMDA Region No. 9 governor: Mrs. Walker: James P, 
Ward, vice-president, Shipman-Ward Manufacturing Co.: 
Mrs. Ward; Walter Lennartson, editor, OFFICE APPLIANCES. 


At the luncheon, Walter S. Lennartson, editor of 
OFFICE APPLIANCES, was the speaker. His remarks were 
concerned largely with the general business situation 
as it affects the outlook for office machines. He re- 
ferred to the evidences of a drop from peak demand, 
but gave assurance that a tremendous market for 
office machines will continue to exist. He urged dealers 


to launch training programs for themselves and their © 


salesmen so that they will be ready to meet the new 
buyers’ market which is becoming increasingly evident. 


Afternoon Session 
Under the chairmanship of Irwin Vincent, Western 


Typewriter Company, Topeka, Kans., the afternoon ~ 
program started on schedule. Mr. Vincent introduced — 


Allen Connolly, Reliable Office Equipment Company, 
Evansville, Ind., who spoke briefly in his capacity as 
NOMDA treasurer. Mr. Connolly referred to the asso- 
ciation’s need for more money and indicated that the 
only way funds could be increased was through addi- 


tional members. The easiest way to get new members 
is to go after them at regional meetings. He suggested. ~ 


two meetings in each region each year. 
Speaking on a subject normally avoided at meetings 


of office machine dealers, W. G. Turquand, sales man- — 
ager of the portable division, Underwood Corporation, — 
discussed the sales of portable typewriters through ~ 
mail order houses, department stores and other “un- | 


orthodox” outlets. Mr. Turquand reviewed the devel- 


opment of the portable typewriter from a sales stand- — 


point, pointing out that distribution was first through 
manufacturers’ branches, and then through office ma- 
chine dealers. The need for increased volume, in order 
to reduce cost of production necessitates finding ad- 
ditional channels to sell. Consequently, department 
stores, mail order houses, credit houses and others 
come into the picture. Sales soared and everybody 
benefited because of the increased general demand. 
During the shortage period which still exists, dealers 
have been getting proportionately more machines than 
other outlets because the big volume organizations are 
not interested in small lots. In the not-too-distant 
future, competition will be strong again, which means 
that dealers will have to be ready with a refreshed 
knowledge of how to demonstrate and sell portables. 
To get your share of the market, says Mr. Tarquand, 
identify yourself with the sale of a certain make of 
portable, create confidence in the minds of customers, 
and use the trained help of manufacturers’ experts. A 
tremendous market for portables exists, but it can’t 
‘be tapped without an organized program of sales pro- 
motion. 

Speaking on the subject “GI’s Mean Business,” C. L. 
(Rocky) Jones, head of the Office Appliance Mechan- 
ical Institute, Springfield, Mo., outlined the courses of 
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LARGEST EXCLUSIVE MAKERS 4 


DEALER’S MOST VALUABLE ASSET — The above is a part of our 


two-page advertisement in the Saturday Evening Post. Similar ads will appear 
bi-weekly beginning April 19th. Shaw-Walker leadership brings plus business 
to our exclusive dealers. The Shaw-Walker 8,000-item franchise is the most 


valuable asset in this industry. It’s worth waiting for. 
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The Posture Chair with 


Lomjort “BUILTIN” 


Here is the ultimate in posture chair value. 
“Posture-Rite” offers top-notch appearance— 
maximum comfort and enduring service. A chair 
designed to bring you customer satisfaction. 


Indestructible all-steel frame. Back frame and 
base TRIPLE PLATED HARD CHROME FINISH 
1” steel tubing—2” ball bearing rubber casters. 
No-Sag spring seat. 


Adjustable seat height 17144” to 21%4”. Back rest 
with positive adjustment (size of back rest 13” x 
7”). Adjustable tilting back frame and adjustable 
spring tension. Seat size 16” x 13%” with 4” 
NO-SAG spring type cushion. 


UPHOLSTERY—Simulated leather in tan, Spanish 
brown or green. Packed 1 to carton—Shipping 
Weight 35 Ibs. 


NEW 4 
LOW T M4 & 
PRICE EA. LIST 


FOUR EASY ADJUSTMENTS 


1 ADJUSTABLE BACK REST 

2 ADJUSTABLE BACK FRAME 

3 ADJUSTABLE fSPRING TENSION 
4 ADJUSTABLE HEIGHT 
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725-33 SOUTH 
LASALLE STREET 
CHICAGO 5, ILL 
TEL. HAR. 1100 
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AS LONG AS THERE ARE SMOKERS..... 
You'll Sell Smoking Stands! 





IMMEDIATE DELIVERY 





TAKE YOUR CHOICE OF 3 NATIONALLY FAMOUS UNITS 


TRAP-ADOR-SMOKE-Stand_ All- STREAMLINED “NEW YORKER.” STREAMLINED “COMMODORE.” 
All metal Finished baked Golden All metal Black and Chrome, smoke 
Bronze and Chrome. Height overall Stand. Height overall 19”, Base 
Plated Top, Handle, Base and 21% Base dia. 10% ”, Cire. 3219", dia. 1014”, Cire. 32%”. Top bowl 
Top how! de pth 51%” Cire. 7144”. Post depth 514”, Cire. 744”. Post Cire. 
Cire. 734”. Base 16 gauge steel all 10”. Base 16 gauge steel all chrome. 


metal, Bronze finished. Chrome 


VS. ok ~~ ee oak ee 


Levers. Height 251%”, Top Dia. 


534”, Base Dia. 714”. Packed six chrome. Bowl and post 20 gauge steel. Bowl and post 20 gauge steel. 
: Packed 4 to a carton. Weight per Packed 4 to a carton. Weight per 
to a carton. Weight 30 Ibs. smoker 41% Ibs. smoker 41% Ibs. 


$4.95 ea. list. No. 40— $6.95 ea. list. No. 20— $6.95 ca. list. 








125-33 SOUT 
LASALLE ST 
CHICAGO 


TEL HAR 


i a 


OFFICE FURAN ITURE COMPANY 
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instruction offered at his school. They include 65 
weeks of training on the repair and adjustment of all 
makes of standard portable and noiseless typewriters. 
The training methods described by Mr. Jones con- 
vinced his listeners that he “had something”. They 
were convinced that the present shortage of good 
mechanics will be relieved when graduates begin com- 
ing from the Institute. 

Mr. Jones made a strong plea for typewriters to be 
used by the trainees in his school. He offered to re- 
build the machines free, except for the cost of new 
parts and transportation charges. His final remark 
was an invitation for NOMDA to hold it’s next mid- 
year meeting in Springfield, Mo. 

The last speaker on the program was Jim Ward, 
vice-president, Shipman-Ward Mfg. Company. He 
urged the use of more advertising by dealers, especially 
in classified telephone books. Use as many classifica- 
tions as possible, he said, and inject your personality 
into the announcements. Now that telephones are 
more easily available, it may be advisable to add an- 
other trunk line. Also, call your store once in a 
while from the outside to check up on the telephone 
habits of your employees. Wholesalers, according to 
Mr. Ward, will not have used machines to sell in quan- 
tities for a long time. Government surpluses are not 
available to dealers either. The only alternative at 
present is the Reconstruction Finance Corporation, 
from which application forms may be obtained. The 
Reconstruction Finance Corporation form is desig- 
nated L-350—Revised—Small Business, Surplus Prop- 
erty Application. 

Just before adjournment, Maurice Newmark, Mar- 
stan Typewriter Company, St. Louis, Mo., was nomin- 
ated regional governor. St. Louis was then selected 
as the host city for the next regional meeting. 


Banquet and Floor Show 


About an hour after the announced starting time, 
the banquet got under way in the ball room. Maurice 
Newmark functioned as toastmaster, and kept things 
moving at a lively clip. He introduced Bob Randazzo, 
president of NOMDA and the newly-organized Mis- 
souri NOMDA. Mr. Randazzo responded briefly, ex- 
pressing appreciation for the work done by those 
responsible for making the regional meeting a success. 
The notables at the head table were presented and 
then a number of special awards were made. 

The floor show was interesting, especially when Allen 
Connolly went for a ride with the Flying McBrides, 
roller skating specialists. The rest of the evening was 
devoted to dancing. 

ee 


A. B. DICK HOLDS MARKETING CONFERENCES 

A. B. Dick Company held the first of a series of mar- 
keting conferences for distributors and distributor 
sales personnel on March 13 and 14 at the Rice Hotel, 
Houston, Tex. 

Participating in the conference were T. T. Miller, 
regional sales manager; John Crook, assistant to the 
general sales manager; Richard J. Rountree, advertis- 
ing and sales promotion manager; and a group of mar- 
ket specialists. These specialists on marketing led a 
series of sessions devoted to the problems of selling in 
the major markets for Mimeographed brand products. 

A second meeting was held in Kansas City, Mo., on 
March 17 and 18, and other meetings were scheduled 
for later dates. 


7 Oe —__ 


COMDA SETS DATE OF DINNER-DANCE, REVUE 

Announcement has been made by Chicago Office 
Machine Dealers Association of the third annual 
dinner-dance and revue. The place is the Terrace 
Casino of the Morrison Hotel and the date is Saturday 
evening, November. 15. 

Members have received notification of this popular 
event in the form of a “flash” memorandum. 
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NSA MANUFACTURERS’ DIVISION HOLDS MARCH 
MEETING FOR DISCUSSION OF FALL CONVENTION 

Thirty-five members of the manufacturers’ division 
and representatives of the trade press met at an in- 
formal luncheon at the Palmer House, Chicago, on 
Tuesday, March 11, for a preliminary discussion of the 
problems of staging the NSA national convention in 
September. The meeting was in charge of George Holt, 
W. A. Sheaffer Pen Company, vice-president of the 
manufacturers’ division, NSA, ably flanked by Paul 
Burbank and L. S. Crowl, general manager and presi- 
rey respectively, of the National Stationers Associa- 
ion. 


Chief among the topics on the agenda was a thor-- 


ough discussion of the matter of space allocation to 
manufacturers showing in the exhibit hall. Allocations 





GEORGE C. HOLT 


were made, Mr. Holt said, on the basis of number of 
years of membership and number of years of exhibit- 
ing, each year of membership being good for one-half 
point, each year of exhibiting for one point. He added 
that under this system about 63 per cent of the exhib- 
iting members secured one of their first three choices 
of location. While nothing can be done in the way of 
making shifts for the 1947 exhibition, he emphasized 
that any members who were dissatisfied should make 
their wishes known so that adjustments could be made 
for subsequent years. 


Announce Convention Heads 


After introducing President Crowl and General Man- 
ager Burbank, Mr. Holt then called on Ed Manning, 
chairman of the Chicago committee, who announced 
the following appointments of chairmen and cochair- 
men for the 1947 NSA convention: 
Banquet—Chairman, Ed Little, Wabash Filing Supplies, 

Inc.; Cochairman, Tom Gillice, Rockwell-Barnes 

Company. 

Ladies’ Entertainment—Chairman, Glenn Chambers, 
Weis Manufacturing Company; Cochairman, Wesley 
Montpas, Victor Safe & Equipment Company, Inc. 

Entertainment — Chairman, Benny Allen, American 
Lead Pencil Company; Cochairman, Jim Lynch, 
Browne-Morse Company. 

Golf—Chairman, George Tapner, Industrial Tape Cor- 
poration. 

Publicity—Chairman, William Dalton, Dalton Adver- 
tising; Cochairman, Walter Lennartson, OFFICE AP- 
PLIANCES. 

Prizes—Chairman, William Smith, Ace Fastener Cor- 
poration; Cochairman, Ralph Maish, Dennison Man- 
ufacturing Company. 

Hotel—Chairman, Brewster Towne, National Blank 
Book Company; Cochairman, Gordon Kickels, C. L. 
Barkley & Company. 

Exhibit Hall—Chairman, Fred Schaefer, Sanford Ink 
Company. 

It was also announced that all available space in 
the exhibition hall at the Stevens has now been al- 


(Turn to page 165, please) 
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Now...Bigger Ink Profits! 


ae ...cand you get them! 









UNION MADE 





What does this new 3-0z. Waterman’s give | Plus these features that bring ‘em back! 
you that no other ink does? PLENTY! 


LONG WRITING! By test, Water. 


man’s Blue-Black writes up to 3 
times as far on a filling. Waterman’s 


1 The right package—a winner hands Inks are all ink! 
a 


down in consumer eye-appeal tests! 


TRULY PERMANENT! Blue-Black and 
Jet Black resist time, light, air, 
moisture—outlast the paper they're 
written on, 


The right colors—Blue-Black, 
Jet Black, Washable Blue and 
= Red...the ones that sell. 


The right PROFIT—this bigger 
package packs a bigger profit that you 
actually get. You take in $21.60 

per gross (144 X< 15¢)...and that’s 
the figure you discount. Compare— 
- against list prices on any other 15¢ ink! 
L. E. Waterman Co., 344 Hudson St., 
New York 13, N. Y. 


_ 


FOR ALL PURPOSES! Free-flowing, 
distinctively colored, Waterman’s 
Inks are suitable for all fountain 
pens or dip pens. 





TIP-FILL BOTTLE! Famous for con- 
venience, making pen-filling simple 
when ink supply is low. Clean and 
sate. 











ink 9 
No other pen writes like atermans 
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ORGANIZE COMMERCIAL FORMS CORPORATION 

The formation of Commercial Forms Corporation, 
50 W. 57th St., New York City, for the national dis- 
tribution of continuous forms for use in punched card 
accounting machines and forms-writing typewriters, 
was recently announced by Glendon H. Armstrong, 
president, and Roy Stephens, vice-president. Both Mr. 

















GLENDON H. ARMSTRONG ROY STEPHENS 


Armstrong and Mr. Stephens were previously con- 
nected, for many years, with International Business 
Machine Corporation in various administrative, sales, 
service and engineering capacities. Mr. Armstrong was 
director of research and Mr. Stephens was a vice- 
president when they recently resigned to form their 
own company. 

Commercial Forms Corporation will be the exclusive 
distributor for Superfold Forms, Inc., which has just 
completed the equipment of a plant at Mount Vernon, 
N. Y., with new machinery specially designed for the 
exclusive production of continuous printed forms. 

In addition, Messrs. Armstrong and Stephens have 
acquired a substantial interest in A. P. Little, Inc., 
established in 1888 in Rochester, N. Y., as manu- 
facturers of carbon paper and inked ribbons, and will 
have the selling agency for its products for national 
accounts. Mr. Armstrong and Mr. Stephens have been 
elected to the board of directors of A. P. Little, Inc. 


ee 


TODD COMPANY RE-ELECTS OFFICERS 


Walter L. Todd and George L. Todd were re-elected 
chairman of the board and president, respectively, of 
the Todd Company, Rochester, N. Y., at the recent 
annual meeting. A. Richard Todd, formerly vice-presi- 
dent, was elected executive vice-president. 

Named vice-presidents were Lawrence S. Callaga.wan, 
treasurer and comptoller; Charles E. Bradford, secre- 
tary; and Gilbert J. Owen, general sales manager. 
Others elected were John T. Mitchell, assistant treas- 
urer: Charles F. Watson, assistant comptroller; and 
Raymond E. Bohrer, assistant secretary —GET. 
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EATON ACQUIRES NASCON PRODUCTS, INC. 

Eaton Paper Corporation, Pittsfield, Mass., recently 
announced the acquisition of Nascon Products, Inc., 
and its subsidiary, Nascon Sales Corporation of New 
York, N. Y. 

Some of the trade names registered under the 
Nascon trade-mark are “Week-at-a-Glance,” “Day- 
at-a-Glance,” “Duodex” and “Mondex,” comprising | 
various appointment and memoranda books, personal 
estate records, address books, date books, budget and | 
expense records. 

Until further notice, the sales of Nascon Products 
will continue to be made through present channels. 
Mail orders will continue to go to Nascon Sales Cor- 
poration, 60 E. 42nd St., New York, N. Y., and payment 
of accounts should continue to be made to the same 
address. \ 

Inquiries relative to the Nascon line may go either #am™ 
to the New York City address or to Eaton Paper Cor- | 
poration, Nascon Division, Pittsfield, Mass. 
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TWO GLOBE-WERNICKE EXECUTIVES PROMOTED 
Promotion of two executives of The Globe-Wernicke 
Company, Cincinnati, Ohio, to newly-created positions Bt 
was recently announced by J. S. Sprott, president of 
the company. 
Harry M. Pendery was made vice-president in charge 





























. . — 
H. L. PFAU HARRY M. PENDERY 
of production; H. L. Pfau became vice-president in 
charge of sales. Both men have been with the organi- 
zation for several years, Mr. Pendery as factory. man- % 
ager and Mr. Pfau as general sales manager. They 
will continue in these capacities under the new titles. 

acnineniiipeliaiiil a 
NAMED PRINTING INDUSTRY SECRETARY 


Luther Williams, formerly with the Comfort Print- 
ing & Stationery Company of St. Louis, Mo. has been @ 
named executive secretary of the Printing Industry | 
of Tulsa, Okla.—EWF. 
1947 © 
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e Art Metal now can offer busy executives the newest time-saving 
tool of modern business . . . the CONFERENCE DESK. No need 
to adjourn to another room for conferences, for your own desk 
° becomes a conference table without making a single change. Thee 
overhang of the top on three sides allows plenty of room for five or 
Wakes dll ve six people to pull up a chair and “‘sit in” with you. 
When not serving as a conference table, the new Art Metal Con- 
J ference Desk is a beautiful and highly functional piece of furniture, 
designed to streamline the day’s work for maximum efficiency and 
comfort. 


Drawer capacity of Art Metal's Conference Desk is virtually equal to 


that of a double pedestal flat-top desk. There are three convenienc? 
drawers instead of one, and a private locker for storage and filing of 
folded documents in file drawer. The file drawer offers side-to-sid: 


filing, easy visibility and access. to contents. Beautifully finishéd in 
Art Metal Gray with gray linoleum top and cast aluminum trim, the 


Art Metal Conference Desk is ideal for the executive 
y & / who wants frequent meetings of small groups at 
; e his desk. 


For full description of the Conference Desk, write Art 
Metal Construction Company, Jamestown, N.Y., for 
illustrated folde r. 
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“Art Natal 


Jamestown, New York 
U.S.A. 


FIRST OF A SERIES! 


This advertisement appearing in the May issue of FORTUNE 
is the first of a new series. Large blow-ups for window dis- 
plays and reprints for use as mailing pieces are available to 
all dealers. Write for information on this tie-in material. 














FELDCO MOVES INTO NEW PLANT 


The Feldco Loose Leaf Corporation has moved to 
1505 Leland Ave., Chicago 40, Ill., occupying a new 
plant which is completely modern with increased 
facilities to handle the demand for Feldco products. 

Feldco manufactures a complete line of college, 
school and commercial Zipper and regular ring binders, 
post binders, writing portfolios and other stationery 
supplies and specialties. 

Established in 1870 by William Feldmann, father of 
President Carlyle Feldmann, the Feldco Loose Leaf 
Corporation was then known as the CHicago Binder 
Company with headquarters in a one-room second 
floor loft. 

The Feldco organization has pioneered many ad- 
vancements in the loose leaf binder field. In 1876 
they manufactured a post binder and in the early 
part of the present century they patented the first 
spring locking post binder. In 1914, they further im- 
proved the patents on this spring locking binder. 
Originally the business consisted of binding private 
book collections. William Feldmann, founder, was 
renowned for hand gold tooling on private books and 
Bibles. 

In 1928, Feldco Loose Leaf Corporation pioneered 
the use of Zipper ring binders and since that time they 
have introduced many new developments to the binder 
field, notably the Vinyl-Tex Zipper ring binder made 
of Vinyl-Tex, claimed to be a heat, abrasion and 
practically -wear-resistant material, available in a 
variety of beautiful colors and textures. The latest 
Feldco innovation is an improvement on the popular, 
canvas ring binder. It consists of a plastic back cov- 
ering that adds durability, long life and appearance 
to the old style canvas binder. 

Feldco Loose Leaf Corporation invites all of their 
friends to visit the new Chicago plant, one of the 
most complete and modern in the field. In addition 
to the Chicago plant, Feldco Loose Leaf Corporation 
maintains offices in New York, San Francisco and Los 
Angeles to better serve their jobber and dealer cus- 
tomers. 
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MILO HARDING APPOINTS JACK CROWLEY 


Jack Crowley has been appointed eastern sales man- 
ager for the Milo Harding Company, according to an 
announcement by Milo Harding, president. 

Mr. Crowley has been working out of the home 
office of the company in Los Angeles, Calif., during the 
past year, and there established an outstanding sales 
record. 

He has taken over the eastern division with head- 
quarters at Pittsburgh, Pa., where he is working close- 
ly with Tempo distributors in the east in the promo-: 
tion of the Tempo line of duplicating supplies. 
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FELDCO LOOSE LEAF CORP. NEW PLANT AT 1505 LELAND AVE., CHICAGO 










NSA ANNOUNCES COMMITTEES FOR CONVENTION — 


Complete list of chairmen and cochairmen for the 
forty-first annual convention and the eleventh an- 
nual exhibit of the National Stationers Association 
at the Hotel Stevens in Chicago September 28-October ~ 
2 has been announced as follows by the NSA head- 
quarters in Washington, D. C. 

General Chairman—E. R. Manning, Stein Brothers | 
Manufacturing Company. 

Cochairman—Herbert J. 
poration. 

Banquet—Edward L. Little, Wabash Filing Supplies, 
chairman; Tom Gillice, Rockwell-Barnes Company, 
cochairman. 

Entertainment—Ben Allen, American Lead Pencil 
Company, chairman; James Lynch, Browne-Morse 
Company, cochairman. 

Ladies’ Entertainment—Glenn Chambers, Weis Man- — 
ufacturing Company, chairman; W. F. Montpas, Victor 
Safe & Equipment Company, Inc., cochairman. 

Hotel—Brewster Towne, National Blank Book Com- 
pany; Gordon Kickels, C. L. Barkley & Company, co- 
chairman. 

Golf—George Tapner, Industrial Tape Corporation, © 
chairman; Ray Eichenlaub, Service Steel Products © 
Corporation, cochairman. 

Prizes—W. E. Smith, Ace Fastener Corporation, | 
chairman; Ralph Maish, Jr., Dennison Manufacturing 
Company, cochairman. 

Publicity—William J. Dalton, chairman; Walter Len- 
nartson, OFFICE APPLIANCES, cochairman. 

Reception—G. O. Stevens, governor, District No. 6,7 
chairman; cochairmen are the NSA district governors | 
of the following areas: B. Willander, 1; P. J. Murrett, 
2; W. H. Patterson, 3; Zac Smith, 4; M. L. ‘Ober, 5; 
F. G. Kongsvik, 7; Roy Moreland, 8; Armand Breard, 
9; Walter Stevenson, 10; Ralph Ortel, 11; E. H. Wob-| 
ber, 12, and M. H. Chute, Jr., 13. 
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PLAN BUSINESS SHOW IN RHODE ISLAND 

Providence Chapter, National Association of Cost 
Accountants, announced a business show in Provi- 
dence, R. I., at the Sheraton-Biltmore Hotel, Monday, 
Tuesday and Wednesday, April 14, 15 and 16. The 
entire ballroom and adjoining foyer was to be filled) 
with exhibits, all of the space being sold. 





Walsh, Ace Fastener Cor- 
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GORDON RESIGNS FROM WILSON JONES STAFF © 
Joe Gordon, for ten years Wilson Jones Company 
representative in the St. Louis, Mo., territory, has 
severed his connections. Although his plans for thé 
future are indefinite, Mr. Gordon has every intention 
of staying in the industry where he has functioned 
effectively for the past 20 years. 
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ANNOUNCE DETAILS OF NEW ALLEN SETUP 

Recent formation of R. C. Allen Business Machines, 
Inc., to succeed several of the Allen companies for- 
merly operated as separate corporations, was recently 
announced by Ralph C. Allen, president. 

According to.Mr. Allen, the new corporation, regis- 
tered under the statutes of the state of Michigan is 
now co-ordinating functions of the former Allen Cal- 





RALPH C. ALLEN 


culators, Inc., R. C. Allen Products, Universal Cash 
Register Company, and the Allen Realty Corporation. 

The new company, with headquarters in Grand 
Rapids, Mich., operates four manufacturing plants 
there, with a total of 248,820 square feet devoted to 
manufacture of a complete line of R. C. Allen adding, 
bookkeeping, calculating, cash registering, and other 
office machines. 

R. C. Allen Business Machines, Inc., owns the entire 
stock of R. C. Allen Calculators, Ltd., of Canada, and 
of R. C. AHen Business Machines, Inc., of Delaware. 
The latter corporation operates company branches lo- 
cated in New York City, Boston, Washington, Atlanta, 
Dallas, Los Angeles, San Francisco, Seattle, and Chi- 
cago. 

Under the new setup the company has an author- 
ized capital stock consisting of 200,000 shares of com- 
mon stock, par value $5. 

Officers of R. C. Allen Business Machines, Inc., are: 
R. C. Allen, president; K. P. Phelps and R. A. Buchoz, 
vice-president; F. H. Staat, L. E. Smith, H. A. Greene, 
R. G. Burti, assistant vice-presidents; M. T. Snyder, 
treasurer; G. T. Harrison, assistant treasurer; H. J. 
Vos, comptroller; J. K. Fell, assistant comptroller; F. 
Wagner, auditor; and W. F. Metzger, secretary. The 
board of directors include Messrs. Allen, Phelps, Sny- 
der, Buchoz, Frank R. Bruce, and Carl Johnson. 
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EVERSHARP NAMES SALES REGIONAL HEADS 

Appointment of three regional sales heads in major 
eastern and southern markets was recently announced 
by Tom Emerson, vice-president in charge of sales 
for Eversharp, Inc. 

Hugh J. Falvey, former southern regional manager, 
was appointed eastern regional manager with head- 
quarters in New York City. He succeeds Herman Glatt. 

W. B. Francis, former assistant regional manager 
in the east, was made manager of the southern region 
with headquarters in Dallas, Tex. 

John P. Dacey was named regional manager with 
offices in Pittsburgh, Pa. 
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HARRY L. SHORT APPOINTED FOR HANDY ROLL 

H. I. Salsbury, general manager of Salscor Company, 
Los Angeles, Calif., recently announced the appoint- 
ment of Harry L. Short as representative of the Handy 
Roll line of gummed tapes and dispensers in the mid- 
western states. Mr. Short will make his headquarters 
at 325 W. Madison St., Chicago. 
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ANNOUNCE HOTEL PLANS FOR NSA SESSION 


Brewster Towne, western division manager of Na- 
tional Blank Book Company, 209-215 S. Jefferson St., 


Chicago 6, Ill., chairman of the hotel committee for 7 
the forty-first annual convention of NSA, has already © 
issued a plea for co-operation in making hotel reserva- ~ 
tions. The convention will be held at the Stevens Hotel, © 


Chicago, September 28-October 2. 


“Prelimary estimates are demonstrating such an in- q 
terest in this convention that we want you to know ~ 
that it seems most advisable to make your requests ~ 


as quickly as possible,’’ declares Chairman Towne. He 
adds: 


“Your hotel committee has arranged for an allot- ~ 
ment from the Stevens Hotel and the Palmer House ~ 
which should assure the housing of most of our reg- 7 
istrants. The procedure for filing your reservation ~ 


should be: 


1. Write or wire directly to either of these hotels, 3 


requesting the space you want. 


2. Please make only one reservation—don’t write 7 


both hotels for confirmation. 


3. If your request goes to the Stevens and that © 
hotel has been sold out, it will automatically be re- © 
ferred to the Palmer House as second choice and you 4 


will hear directly from the Palmer House. 


4. Although our allotment of rooms has been gener- ; 
ous, a great service can be rendered if members will | 


“double up” whenever possible. 


5. If, having written the Stevens or the Palmer | 
House, you find that the space is completely gone, © 
please direct your letter to NSA’s hotel committee at 7 
my business address. No letters, however, should be 7 
forwarded to the hotel committee until you have re- © 
quested space direct from the two Hilton hotels—the ~ 
Stevens and the Palmer House. If you find it neces- — 


sary to make requests from your hotel committee, 
they will place you in the nearest hotel to the Stevens 


in which space is available in the order of the receipt 


of your request.” 
—_———- 


ROYAL NAMES ROBERTS AS OMAHA MANAGER 


The Royal Typewriter Company recently announced 4 


the appointment of Lloyd G. Roberts as Omaha, Nebr., 
district manager. Formerly assistant manager of the 
Chicago office, Mr. Roberts started with Royal as a 
messenger between school terms in the summer of 1931. 

After being graduated from Lake Forest University 





LLOYD G. ROBERTS 


in 1935, he became a junior salesman and shortly 
thereafter was given a territory of his own. In 1940, 
he was promoted to the position of national accounts 
salesman. 

Roberts enlisted in the Navy in 1942 and was com- 
missioned lieutenant, junior grade. Aboard a destroyer 
escort, he saw service in both the Atlantic and Pacific. 

He returned to Royal in November, 1945, and was 
named assistant Chicago manager last summer. Rob- 
erts assumed his new post as Omaha manager effective 
April 1. 
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L remained for Monroe to achieve this 
outstanding engineering triumph —a radically NEW 
full automatic calculating machine whose modern 
design, remarkable flexibility and amazing speed 
establish standards of performance heretofore un- 
heard of and introduce unbelievable new economies 


in business figuring. 
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The MONRO-MATIC occupies only the space of 


‘a letterhead; is so light a girl can carry it from desk 


to desk. It has instant appeal because of its easy 
operation .. . “Velvet Touch” that never tires... 
so quiet it can be used alongside a telephone. 
These advantages combined with new automatic 
operating features, make the MONRO-MATIC far 
and away the fastest producer of figures ever offered 
to business. Now, more than ever, “Operators Who 
Know Prefer Monroe.” 
See and compare—then decide. Call the nearby 
Monroe-owned branch, or write to Monroe Calculat- 
ing Machine Co., Inc., Orange, New Jersey. 


ONROE 


MACHINES F 


BUSINESS 


CALCULATING e ADDING e ACCOUNTING MACHINES 
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THIRD GENERATION TAKES OVER SENG 

The third generation of the Seng family has taken 
over the control of The Seng Company, well-known 
Chicago manufacturers of chair controls and office 
desk fixtures. 

At the annual stockholders meeting, held in March, 
F. A. Seng was elected president to fill the vacancy 
created by the death of his father, F. J. Seng, who had 
been president of the company for 50 years. F. A. 














F. A. SENG 


Seng had served as secretary and director for several 
years, and had headed the office furniture devices 
division of the company. 

Arthur Pieritz, who succeeds Mr. Seng as head of 
this division, is well known in the office appliance 
industry. He was sales manager for Bolens Office 
Chair Controls for many years. When the Bolens in- 
terests were acquired by The Seng Company last year, 
Mr. Pieritz came to Chicago as assistant sales manager 
of the Seng office furniture division. 

The Seng Company is one of the oldest in the furni- 
ture industry. It was founded in 1874 by Wendelin Seng, 
grandfather of the new president. In addition to chair 
controls and desk fixtures, it produces many fixtures 
and devices for manufacturers of home furniture and 
bedding. 

ee 


$50,000 DAMAGES PAID IN TAPE PATENT CASE 

The United States District Court at Chicago entered 
its final decree on March 13 in a suit of the Minnesota 
Mining & Manufacturing Company versus Interna- 
tional Plastic Corporation and David Smart. Follow- 
ing the decision of the United States Circuit Court 
of Appeals on January 9, 1947, the District Court found 
the 3M Company’s “Scotch Tape basic patent to be 
valid and infringed in respect to all claims in suit. 
The court also ordered the payment of costs and dam- 
ages in the amount of $50,000, and permanently en- 
joined the defendants, their officers, agents, and em- 
ployees, from the manufacture and sale of transparent, 
film-backed tape in infringement of the patent. 

international has paid the costs and damages as 
provided in the decree, and the 3M Company an- 
nounces it has given them permission to fill, prior to 
May 12, 1947, certain orders already on hand at the 
time of the entry of the decree. 


—_——___9-= Pe - 


RALPH LI BEAU APPOINTED BY BASSICK 

Appointment of Ralph LiBeau as general purchasing 
agent of The Bassick Company, a division of Stewart- 
Warner Corporation, was announced recently by Wal- 
ter F. Herold, executive vice-president of the Bassick 
unit. 

The Bassick Company, located at Bridgeport, Conn., 
manufactures and distributes industrial and general 
lines of casters, chair-tilting devices, automotive hard- 
ware and powdered metal parts. 

Mr. LiBeau joined the company in August, 1945, as 
sales manager of the automotive and specialty hard- 
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ware division. He served in that capacity until his 
transfer and promotion as general purchasing agent. 
During the war he was with North American Aviation, 
Inc., of Kansas, where he directed procurement of 
capital equipment and served in an engineering ca- 
pacity on internal capital production facilities. 


— = 


BANKERS BOX COMPANY TO NEW LOCATION 

The Bankers Box Company, manufacturers of 
Liberty products for the storage of inactive office 
records, is moving its general offices to new and 
larger quarters. On or about April 15, the 30-year- 
old concern was to be located at 720 S. Dearborn, 
Chicago 5, Ill. 

H. L. Fellowes, president of Bankers Box Company, 
stated that these new quarters will afford better 
facilities to handle the larger volume of business 
created by the increasing demand for Liberty storage 
boxes and allied products. The expanded and mod- 
ernized facilities, he declared, will result in better 
service to the dealers. 

The new location is easily accessible for all visiting 
dealers, said Mr. Fellowes in extending an invitation 
to them to visit the new offices. 


7c - o_—_— 


SAINBERG ANNOUNCES TWO APPOINTMENTS 

Robert B. Sainberg, president of Sainberg & Com- 
pany, Inc., New York, N. Y., manufacturers of desk 
pads, desk sets and desk accessories, recently an- 
nounced the appointment of F. P. “Fritz” Gregg and 
Harry Tehan, Jr., as sales representatives to cover 
the Southwest, New England area and Canada. 

Mr. Gregg has been closely associated with the sta- 
tionery industry for nearly 30 years, prior to which 


























HARRY TEHAN. JR. F. P. “FRITZ” GREGG 


he was buyer and sales manager for the Practical 
Drawing Company of Dallas, Tex. For many years he 
has been active at the wholesale stationers’ conven- 
tions and the NSA regional conventions in the South- 
west. A member of many industry organizations, in- 


cluding the Texas Travelers Club, he is well known — 


to stationers. He will represent the Sainberg products 


in Texas, Arkansas, Oklahoma and Louisiana as a 


manufacturers’ representative. 

Harry Tehan, Jr., also closely associated with the 
trade, has been active in the wholesale and retail 
stationery industry for approximately ten years. He 
is a member of the NSA, Boston Stationers Association, 
Connecticut Valley Stationers and New England 
Travelers Club. He is a manufacturers’ representative 
and will cover New England, Pennsylvania, upper New 
York, Maryland, Washington and Canada. 
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NAME SALES MANAGER OF REM-RAND UNIT 

Henry W. Millang was recently appointed general 
sales manager of the tabulating machines division, 
Remington Rand, Inc. He was formerly the New 
York branch manager of the division and joined the 
organization in 1926. 
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1 TRIM LINES 


2 LONG LIFE 


ALSO 2, 3, OR 
5-DRAWER SIZES 


We also manufacture 
a complete line of steel 
storage and wardrobe - 
cabinets. Write today for 
full information. 
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All-Steel Equipment Files 
They’re backed by more than 35 years of broad A-S-E Steel Products for Many Uses 


engineering experience! They’re preferred the country 
over! It'll pay you, too, to check today on A-S-E Files 
...the better line that assures increased earnings, 
faster turnover, and lasting customet satisfaction. HANDLING - FROZ-N-FOOD LOCKERS + CLOTHING LOCKERS 


Write today for complete information. * WARDROBE, STORAGE, AND COMBINATION CABINETS 


STEEL OFFICE FURNITURE + ELECTRICAL OUTLET AND SWITCH 
BOXES + INDUSTRIAL EQUIPMENT FOR FASTER MATERIALS 








Extra strong! Sturdy 6-post Torque plate reinforcement Drawer fronts are flanged Lasting, chip-proof 


nish. 
frame, rigid cross-bracing, under each drawer shelf. back and welded to bottom Hardware, canal de- 
full-opening drawers. Rigid frame construction! —providing extra strength! signed of genuine bronze. 
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NATIONAL BLANK BOOK APPOINTS TWO 
The National Blank Book Company, Holyoke, Mass., 
recently announced two new appointments for its 
Pacific Coast division. Herbert S. Morgan becomes 
divisional manager and Edward A. Moore was assigned 
as Pacific Northwest sales representative. 
Mr. Morgan’s headquarters are in the company’s 





HERBERT S. MORGAN EDWARD A. MOORE 


offices at 747 Rialto Building, San Francisco, Calif., 
from where he will cover the trade in California, Ne- 
vada, Arizona and British Columbia. Mr. Morgan first 
started calling on stationers in 1921 when he traveled 
for the American Manufacturing Concern of Falconer, 
N. Y. In 1927 he joined Asseciated Stationers Supply 
Company of Chicago and was with them until he 
became associated with National in ‘1944. 

Ed Moore is new to the Pacific territory as a sales 
representative but not to National. His first job was 
with the company at the Chicago office, where he 
started in the summer of 1938 as a shipping clerk, 
later becoming city order clerk. After a World War II 
career in the Army Air Forces he rejoined National 
last summer. 

———-o—__—_——__ 
ALLEN APPOINTS FRED ©. SCHENEMAN 


Appointment of Fred C. Scheneman as credit man- 
ager for R. C. Allen Business Machines, Inc., Grand 
Rapids, Mich., is announced by Ralph C. Allen, presi- 
dent of the company. To keep pace with growing 
demand for R. C. Allen products, the post is newly 
created to control activities of the company’s world- 
wide dealer organization for distribution of R. C. 














FRED C. SCHENEMAN 


Allen adding, bookkeeping, calculating machines, and 
cash registers. 

A native of Grand Rapids and graduate of Union 
High School and Davenport McLachlan Institute, 
Scheneman joined the Allen organization in 1944 as 
special assistant to the president. Prior to that he 
worked successively for the Wolverine Brass Works 
and the Kiefer Tanning Company as chief cost ac- 
countant. He now serves as secretary of the Grand 
Rapids Chapter of National Association of Cost Ac- 
countants. 
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ULBRICH COMPANY, INC., BUYS PROPERTY 
The Otto Ulbrich Company, Inc., book dealers of 
Buffalo, N. Y., recently announced the purchase of 


property at 15 W. Eagle St., in that city which it : 


has occupied for the past 12 years. The Ulbrich 
firm owns the property at 386 Main St., where the 
main entrance to its store is located. Otto C. Grauer, 
president of the firm, which this year is marking its 
seventy-fifth anniversary and which recently com- 
pleted extensive remodeling of the interior of the 
store, said further expansion and improvements are 
contemplated. Mr. Grauer added that the assessed 
valuation of the newly-acquired building is $37,000, 
but the purchase price was not announced—PJP. 
ee ee 


BITTMAN ADVANCED BY PENCIL COMPANY 


Harry U. Bittman, general manager of A. W. Faber- 
Castell Pencil Company, Newark, N. J., was named 
executive vice-president at the annual meeting of the 
board of directors in March. 

Mr. Bittman joined the firm in 1927 as office corres- 
pondent, from which post he moved rapidly ahead to 


H. U. BITTMAN 


assistant sales manager and sales manager, which 
position he held when he enlisted in the U. S. Army. 
Shortly after his discharge from the service, he was 
made general manager. Mr. Bittman returned from 
Europe early in March, after spending two months 
in England, France, Belgium, Switzerland and Ger- 
many on company business. 
RRR SA 


BOSTON SMITH-CORONA BRANCH MOVES 

The Boston branch office of L. C. Smith & Corona 
Typewriters, Inc., was recently moved from 38 Chaun- 
cey St., to 221 Columbus Ave., the new location occu- 
pying the entire fourth floor of a modern building 
near the center of the Back Bay area. 

In addition to the general offices there are. private 
offices for Manager George Samuel, for Harold 
Rodecker, home office field representative; and for 
Al Yaffa, sales supervisor. 

A well-equipped service department is a feature of 
the building. New tanks, drain racks, air lines and 
storage racks are housed in a separate room, which 
is equipped with an exhaust system. The efficient 
layout was planned by Bill Ibach, service distributor; 
and his assistant, Fred Anderson. 

ee 
STRATFORD PEN PACKAGING WINS AWARD 

The Stratford Pen Corporation, 44 West 28th Street, 
New York City, was awarded an honorable mention 
award by the judges of the 11th Annual 5c-$1.00 Pack- 
aging Contest held at the Hotel Pennsylvania on Feb- 
ruary 27. 

The Stratford Regency package was one of 18 win- 
ners out of a field of hundreds of entries. 

The award was given for the individual display 
card upon which Stratford Regency, the Dependable 
Pen, is mounted. 
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UP 


TILTED... for drawing or tracing in 
lengthwise position. 


FLAT... all four legs snap into chassis 
by simply pressing lever. 


UPRIGHT . . . all four legs are 
for this convenient position. 











Vhere is an Unconditionally 
Guaranteed SPEED-O-PRINT 


product for every duplicating need 


Beautifully packaged Quality products fo give the utmost satisfaction 


SPEED-O-PRINT CORPORATION 
161 E. GRAND AVE., CHICAGO 11, ILLINOIS 


MANUFACTURERS OF ROTARY STENCIL DUPLICATORS AND DUPLICATING SUPPLE 





“illustration shows action 
Sheet Lifter in lifting and 
guiding sheets over rings. 


» WITHOUT Sheet Lifter-—-Shows 
sheets jamming against rings, 
tearing punching. 


@ leadership in ring binders is evident in quality of 
materials and craftsmanship—in smooth operating mech- 
anisms and in the combination of many distinctive features, 
among which are: 


e Rings of oval shaped steel with perfect mesh at 
joints—avoids tearing sheet punching. 

® Metal Cam Sheet Lifters that lift and guide sheets over 
the rings—avoids jamming of sheets and tearing 
at punching. 
Easy operating opening and closing triggers. 
Inlaid protector strips in flexible covers. 
Bound parts of mechanism bonderized for dura- 
bility; exposed parts nickel plated on copper plate 
base. 
Spring back tempered for long life action. 
Joint buttons between ribs to assure perfect align- 
ment of rings and smooth operation. 

e Mechanism secured to bound-in metal back by steel 
anchors for permanence. 


Stiff or flexible covers, leather, imitation leather, or can- Ls ©) 
vas binding in full range of sizes and capacities. 


SEE CATALOG No. 146, PAGES 42 TO 53 
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> > > ELIZABETH CHICAGO NEW YORK 
KANSAS CITY SAN FRANCISCO BOSTON 
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Calendar of 
Industry Activities 











April 21-22. District No. 12, NSA, San Francisco, 
Calif. Edward H. Wobber, Regional Governor, Wob- 
ber’s, San Francisco, Calif. 

April 24-25. District No. 10, NSA, Hotel Utah, Salt 
Lake City, Utah, A. W. Stevenson, Regional Governor, 
Steve’s Office Supply, Ogden, Utah. 

April 27-30. National Association of College Stores, 
Statler Hotel, Cleveland, Ohio. Russell Reynolds, Ex- 
ecutive Secretary, 189 W. Madison St., Chicago 2, Ill. 

May 2-3. District No. 4, NSA, General Oglethorpe 
Hotel, Savannah, Ga. Zac Smith, Regional Governor, 
Zac Smith Stationery Company, Birmingham, Ala. 

May 9-10. District No. 5, NSA, Netherland Plaza 
Hotel, Cincinnati, Ohio. Merritt Ober, Regional Gov- 
ernor, Stationers, Inc., Indianapolis, Ind. 

May 14-15. District No. 1, NSA, Copley-Plaza Hotel, 
Boston, Mass. Bernard Willander, Regional Governor, 
Thomas Groom & Company, Boston, Mass. 

May 19-20. Stationers’ Guild of Canada, Vancouver 
Hotel, Vancouver, British Columbia. Fred Smart, Sec- 
retary-Manager, 210 Dundas St., West, Toronto, Can- 
ada. 

May 21-23. District No. 7, NSA, Nicollet Hotel, Min- 
neapolis, Minn. Floyd G. Kongsvik, Regional Governor, 
Curtis 1000, Inc., St. Paul, Minn. 

May 25-27. District No. 6, NSA, Pere Marquette 
Hotel, Peoria, Il. G. O. Stevens, Regional Governor, 
Stevens, Maloney & Company, Chicago. 

June. District No. 13, NSA, New York, N. Y. M. H. 
Chute, Regional Governor, Bainbridge, Kimpton & 
Haupt, Inc., New York, N. Y. 

June 6-8. District No. 11, NSA, Hotel Davenport, 
Spokane, Wash. Ralph B. Ortel, Regional Governor, 
Shaw & Borden Company, Spokane, Wash. 

June 19-21. District No. 3, NSA, Hotel Brighton, 
Atlantic City, N. J. W. H. Patterson, Regional Gov- 
ernor, Johnstown Office Supply Company, Johnstown, 
Pa. 

July 27-30. National Office Machine Dealers Asso- 
ciation Twenty-first Annual Convention, Senator Hotel, 
Sacramento, Calif. Richard H. Koch, Executive Sec- 
retary, 818 Winters Bank Building, Dayton 2, Ohio. 

Sept. 28-Oct. 2 National Stationers Association 
Forty-first Annual Convention and Eleventh Merchan- 
dise Exhibit, Hotel Stevens, Chicago. Paul E. Burbank, 
General Manager, National NSA Headquarters, 740 
Investment Building, Washington, D. C. 





FAIRCHILD SEEKS DEALERS FOR NEW DUPLICATOR 

A new, light-weight, portable duplicator printer, the 
Fairchild Copy-Roll, is now available to prospective 
dealers. This unit operates in subdued daylight and 
does not require dark room facilities. Because of this 
feature, many businesses will find it ideal for copying 
letters, records, reports, maps and drawings. 

The manufacturer, Copy-Roll Division of Fairchild 
Aerial Surveys, Inc., Pasadena, Calif., is now establish- 
ing a distributor-dealer organization and hopes to 
make this product available in local outlets all over 
the country. Leon T. Eliel, vice-president of the com- 
pany, indicated that a few distributorships were still 
available. The item is being fair traded with liberal 
trade discounts. 

The Copy-Roll is 934 inches long and weighs only 
two pounds. No professional training is required to 
operate the machine. Copying is done by rolling the 
Copy-Roll across the material being duplicated on 
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which a piece of special paper designed for use in 
subdued daylight has been placed. This special paper 
is then rapidly developed, giving an exact reproduction 
of the original material. 

a rs 


NOVEL INSERT FOR GIFT PACKAGING BOOSTS 
OFFICE SUPPLY DEPARTMENT TRAFFIC 

Added appeal of office supply items as gifts, not 
only during the holiday season, but on a year-round 
basis, has been developed in the office supply depart- 
ment of Famous-Barr, St. Louis, Mo., through inclusion 
of a novel cardboard platform insert in standard mer- 
chandise boxes. 

Anxiously ferreting out all sales-building assets 
which will influence additional sales when every store’s 
inventories are larger, Famous-Barr hit upon the idea 
of a simple insert which converts standard packages 
into gift packages—saving the expense of practically 
unobtainable special white cardboard boxes while at 
the same time encouraging customers to consider 
office supply items as ideal gifts at any period of the 
year. 

The inserts are titled, “Gift O Grams,” and consist 
of 6x5-inch or 3x4-inch white cardboard platform in- 
serts which have been cut to fold neatly into narrow 
lengthy pen set boxes, or into larger square types— 
a flanged flap fitting the interior surface of the box 
to hold it securely in place. The cards are printed in 
blue and gold, with three lines permitting space for the 
office supply customer to write greetings, the name of 
the recipient, and her own signature. At the left is 
the identifying symbol of “Gift O Gram” and Famous- 
Barr’s comment “Another Fine Gift from Famous-Barr 
Company.” Folded and slipped into place in a matter 
of seconds, this insert “personalizes” the package in- 
stantly, and saves the customer the trouble of buying 
a separate envelope and gift card, to say nothing of 
the store’s many difficulties in obtaining separate gift 
boxes. When the customer leaves, she is certain that 
the gift will speak its purpose the moment its recipi- 
ent unwraps it. 

To make the most of this new idea, the store has 
used newspaper display advertising with an explana- 
tion of the idea behind the Gift O Grams, and every 
sales person is instructed to explain it to as many 
customers per day as possible. Actual demonstrations 
are made possible by simply inquiring of all women 
buying office supply items whether the purchase is 
intended as a gift and then bringing out the insert 
to demonstrate it thoroughly. That the novelty of the 
idea brings response may be seen from the fact that 


many women who purchase only one item originally | 


buy another as a gift for friends upon being “exposed” 
to the Gift O Gram suggestion. 


The office supply management intends to suggest F 
this novelty insert aggressively throughout the entire 9 


year on the theory that the convenience and sur- 


prise of the idea will swing many women into buying ~ 
pen and pencil sets, desk lamps, ledgers, and so forth, | 
where otherwise the thought may never occur. During ~ 
the Christmas season, of course, demand was at peak 7 


—but it will be over the dull mid-season stretch when 


the Gift O Gram personalization feature will show x 


the greatest results. —RAL 
Pin Sn 


IOMDA TO MEET AT KEWANEE ON MAY 10 


The next regular meeting of the Illinois Office Ma- q 
chine Dealers Association will be held on Saturday, — 


May 10, at the Hotel Kewanee in Kewanee, it has been 
announced by Secretary-Treasurer Vern Reck, Type- 
writer Sales & Service, Danville, Ill. 

A good program has been arranged for the meeting, 
to begin at 10 a.m., and a dinner will be served in the 
evening. 

Those desiring to make reservations at the newly- 
remodeled and improved Hotel Kewanee are to write 
Elmer Thiessen, Thiessen Office Supplies, Kewanee, 
Ill. Mr. Thiessen is a former president of the IOMDA. 
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The R. P. Lewis Company 
111 East Third Street 
Flint, Michigan. 


® On occasion there have been articles in this 
series which have urged the retailer to do a more 
aggressive selling job. I should like to echo these 
sentiments—and add a few ideas of my own. 

As a starter, I believe that the stationer should 
get off the back street and in to a high rent loca- 
tion. A high rent location pays off in many ways. 
Certainly from a prestige point of view, it is 
worthwhile, and perhaps most important, experi- 
ence has proved that high rent districts net the 
lowest cost per dollar sale! 

At present, the stationer find himself in direct 


competition with more and more different types 


2 Ae eh See < = ey Te 
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» Our pen department is located in a 
spot where no one can enter or leave 
without seeing it—but just enough 
out of the main stream of traffic so that 
the customer is at ease when purchasing. 
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AGGRESSIVE SELLING —the short cut fo 
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of stores in selling his traditional lines of mer- 
chandise. As a self-defense measure—let’s “toot 
our horn” more—see to it that the customer comes 
to us, rather than the 5 and 10 cent stores or the 
drug stores. We can accomplish this by cooperat- 
ing with national advertisers like Eversharp. The 
manufacturer advertises to create public demand 
and he has a network of dealers who sell his 
product. It stands to reason that the dealers who 
cooperate to the fullest, are the ones who get the 
greatest benefit from national advertising. 

Of course, every stationer has different selling 
problems and what goes great for our stores 
might not work in others. However, I hope that 
this brief outline of some of our successful selling 
methods will be of some use to other stationers 


in other cities. 


© 0 Stationer VERSHARP, | 
these Orticles ay oa 


not 
reflect 
of Eversuanp, < policies and opinions 
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No piece of furniture in the office is used as long, 
as often nor as hard as the office chair. Not only 
do chairs have to have the inherent stamina to 
withstand constant use and abuse, but they have 
to be comfortable and pleasing in appearance. 


HIGH POINT chairs have an enviable reputation 
among users because they do just that—provide 
years of comfortable sitting. And they are styled 
to fit in harmoniously in most office installations. 
When you sell your customers HIGH POINT chairs 
you know they will be completely satisfied. 


HIGH POINT BENDING & CHAIR COMPANY 


SILER CITY, NORTH CAROLINA 
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A QUARTER ots CENT 


& SOLD By | 
—_ af LEADING STATIO 
a EVERYWHERE 


RECORD STORAGE BOXES 
23 Standard Sizes 


STORAGE BINDERS 


20 Standard Stock Sizes 
Also any size made fo order STRING BINDERS 


Made fo order any size 


BANKERS BOX COMPANY 
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Happy 


Hanting Grounds | 


The western plains with their millions of buffalo | 
were happy hunting grounds to the Indians of | 
that vast territory. Only the fastest ponies were | 





AN EXTRAORDINARY OFFER 
(Continued from page 31) 


bases or top plates accepted below 550,000 unless re- 
placements furnished by dealer. Underwoods above 
1,750,000. 

Royals, single panel and up. No broken frames or 
carriages for either Underwoods or Royals unless re- 


| placements supplied by dealer. 


Beginning May 26—Will take Remingtons. 
Beginning Sept. 3—Will take L. C. Smiths. 
Beginning Nov. 10—Will take Noiseless. 

Beginning Jan. 26, 1948—Will take all makes porta- 


| bles. 


To save time send along all parts necessary to re- 


| build, such as platens, rubber feet, typewriter pad 
rests, key rings, key cards, transfers, nickel and 
' chrome parts and ribbons. These can be included in 
| the shipping box with the typewriter. When supplied 


by the Institute, parts will be billed at dealers’ costs 


| plus postage by the Institute to the dealer. 


Packaging for the present will be gratis, though 


| later there may be a slight charge as various types 
| of. machines are handled. 


No machines accepted unless dealer is NOMDA mem- 
ber in good standing and unless request is cleared 
by NOMDA headquarters. 

THIS OFFER IS EFFECTIVE IMMEDIATELY... 


| so get started! 


used and they as well as their riders were expertly | 


trained. Each brave selected his target and 
closed in. 


Chasing buffalo meant both food and sport to 
the Indians but it was hard work. Today folks 
prefer to split up jobs so that each step from raw 
material to finished product is performed easier 
and better. We are trained as a nation of spe- 
cialists, the goal being for each man to do the 
things he knows best and to the advantage of 
himself and his fellow men. 


Naturally such a program calls for the utmost in 
cooperation. That is why we work so closely with 
the office equipment dealers who constitute our 


customers. They find us acutely sensitive to their | 
needs. Our task is to increase the supply of Andy | 


units of steel. Production is delayed by condi- 
tions over which we have no control, but a better 
day is coming and we are on the alert to give 
you an advantage of increased output at the first 


opportunity. 


CARDINAL SALES, INC. 


Sole Distributors for Anderson-Hickey Co. 


5631 W. Madison Street ” 
Chicago 44, Illinois 
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Here is What You Do to Get the Service 


1. Make a list of the typewriters to be rebuilt—name, 
model, serial number. Make three copies on your 
invoice or letterhead, and sign. The maximum 
number of typewriters is ten per dealer at one 
time, for the present, in order to give all dealers 
equal consideration. If you have more to be sent, 
write headquarters for shipping dates. 

2. Make out check payable to the National Office 


Machine Dealers Association covering machines to 


be rebuilt ($5.00 for each one). 

3. Mail the three copies of your request and the 
check to the National Office Machine Dealers Asso- 
ciation, 818 Winters Bank Building, Dayton 2, Ohio, 
Check must be included to help eliminate extra 
bookkeeping and delay. 

4. Ship typewriters to the Office Appliance Mechan- 
ical Institute, 302144 E. Walnut St., Springfield, Mo, 
when headquarters notifies you of clearance which 
should be within a day or two. 

5. You will pay transportation charges (return will 
come collect). 

9 
O. J. ROSE JOINS FIRM AT ROGERS, ARK. 


O. J. Rose, who owned and operated the Peoples 
Herald, Lyndon, Kans., for 24 years, recently joined 
the Press Publishing Company at Rogers, Ark., as 
sales manager. The Press Publishing company is plan- 
ning to expand its commercial printing department 
to include printed specialties, office. supplies, office 
furniture and equipment. 

Mr. Rose was a member of the National Editorial 
Association for many years, and also served several 
terms as a director of the Kansas Press Association.— 


GMH. 
oo 


PLASTIC COVERS FIRM TO HAVE NEW PLANT 
| The newly-formed Westcox Plastics Company of 


| Buffalo, manufacturers of plastics covers for business 


machines, has outgrown its present plant capacity 


and negotiations are under way to purchase a larger 
plant. It is owned by two veterans, James V. Com 
and John A. West, Jr. 

“We expect to double our capacity by the end of 
the year,” Mr. Cox said. The veterans started the 
company with a loan under the GI Bill. Both wert 


in the Navy.—GET. 
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shining examples of a profitable line 


Dixie Chrome Products sell on sight to housewives, business 
and professional men, hospital and hotel managers and beauty 
shop operators. Built for beauty and durability, they’re per- 
fect for your customers. All surfaces of Dixie Chrome 
Products, including rear of back, are covered with heavy-duty 
Masland Duran or DuPont Plastic available in many popular 
colors. They’re perfect for you... fast movers, profit win- 
ners, they’re in demand by many. Made by the largest chrome- 


plating plant in the South, DIXIE CHROME PRODUCTS 


are shining examples of a profitable line for you. 


This label assures you of the 4 ixte ) (Heome 
finest in quality and workmanship oo 


For complete dealer information write to... 


DIXIE CHROME PRODUCTS 


2509 Oakland Ave., Dallas, Texas 
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A 


years 


of complete restriction 


we are again manufacturing 


Respirator 
Chair Cushions | 


having secured an allocation of 
natural rubber sufficient to pro- 
duce approximately fifty percent 
of our normal production. 


Limit orders, and do not exceed 
three dozen for any one specified 
shipment. 

Cover materials are scarce and 
we request the privilege of sub- 
stituting. We will endeavor to 
comply with order specifications. 


Priority established by date of 
order. 

















L. M. Bickett Co. 


RIGHT METHODS ARE TOOLS OF SUCCESS 
¥ (Continued from page 14) 


chandise that has been there too long. 

It is well to distinguish, however, between stock that 
is only “slow-moving” and obsolete goods that are ac- 
tually dead. Dead stock had far better be discarded 
than passed on to a customer if there is the least 
chance that it will not prove satisfactory, because even 
low prices can not take the curse out of the poor qual- 
ity of a commodity or the inferior manufacture or 
service of some mechanical appliance. 

Strange as it may seem, however, “slow-moving 
stock” is sometimes only a state of mind on the part 
of some unobserving retailer. Sometimes, the so-called 
“slow-selling” item is simply one that has been “suf- 
focated” in the stock layout and has never really had a 
chance to “breathe,” in a merchandising sense, but 
which would, when properly “spot-lighted” by floor 
display and merchandised intensively by the sales per- 
sonnel, sell with normal frequency and facility if taken 
in hand while demand for such a stationery item con- 
tinued. 


Here’s a Story in Illustration 


By way of conclusion with a realistic fact-example of 
the truism that “right methods are the tools of suc- 
cess,” I can do no better than relate the story of the 
regeneration of a waning stationery outlet that had 
been opened in an Indiana city in 1879. 

This store was well situated and had been operated 
suctessfully for many years. With changing business 
conditions, the increase of lines and items, and old- 
school management, the inventory grew out of all pro- 
portion to sales volume. When retail business in gen- 
eral slumped 30 per cent in this county-seat city and 
70 per cent in the county as a whole, the proprietors 
were worried and credits became uneasy. 

The store owed $12,000. Frozen assets were numerous 
in the form of quantity deals bought for the liberal 
margins that they were supposed to be able to produce, 
but in time of need they failed. The prospect was not 
encouraging. Finally, an interest in the store was pur- 
chased by a young man with definite ideas and con- 
victions as to what constituted sound management and 
merchandising, acquired through ten years experience 
with a large metropolitan combination wholesale-retail 
stationery business. 

With full personal initiative and authority untram- 
melled, he immediately took an inventory which re- 
vealed gross after gross of out-moded and “second- 
choice-brand” merchandise. Most of this was junked, 
exchanged, or disposed of in other ways. His first act 
was to perfect an organization and his second, to in- 
stall a real system. The new owner eliminated prac- 
tically all direct purchases and concentrated both his 
buying and his credit. Wholesalers served him with 30 
and 60-day quantities of everything needed. 

In 15 months, the volume was brought up to $120,000. 
The indebtedness was reduced 80 per cent; gross mar- 
gin was extended from 18 to 30 per cent; and the rate 
of stock-turn was trebled. 


PE ROSES PN 
PEABODY FIRM MARKS ANNIVERSARY 


The L. J. Peabody Office Furniture Company, 64 Pearl 
St., Boston, Mass., recently celebrated its fiftieth anni- 
versary as distributors of office furniture throughout 
New England. The company has moved forward pro- 
gressively through the years, having had its inception 
in a small single room on Devonshire St., and now 
occupies 12 large floors in two buildings on Pearl St. 
1947 
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QUOTES FROM NATIONWIDE. 
DEALER REPORTS ABOUT 


HOT MONEY : 
MAKERS | 


“YOUR NEW PACKAGE IS 
STUNNING”? Guan 


ae @ #185 
98 ¥3% - 


Just to let you 

know that Barton 

Brown now uses 

3 our carbons 

1 § exclusively. 
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SEND ME 200 MORE 
TYPEWRITER PADS 


Enclosed—please find 
check—we want to 


handle your entire WRITE TODAY FOR FULL 
stock. INFORMATION 


PEERLESS-IMPERIAL CO., Ine. 


GENERAL OFFICE AND FACTORY: 28 PEERLESS PLACE, NEWARK 5, NEW JERSEY 
NEW YORK OFFICE, 7: 321 BROADWAY 


THE KEY MEN OF AMERICA .. . DETROIT 18, 37 Linden St., River Rouge, Mich. 
Manufacturers with the dealers’ viewpoint CHICAGO 2, 179 W. Washinaton St. 
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aw Easy way To Raisé PROFITS 





If you have any budding prospects — just watch them flower into 
repeat customers when you plow through a demonstration of Pax 
Hecto Ink Cleansing Cream, Yes Sir... just a little cultivation — 
and then you begin to rake in the profits, 


It's easy, and here's why. 


Ditto... Mimeograph... Stamp Pad inks... Multilith Intensifier 
... typewriter ribbon and carbon smudges vanish quickly when 
Pax Cream is kept handy. It just doesn’t smear stains around — it a 
gets right down to the bottom of things — leaving 
hands soft, clean, and white. And what's more it's just as 
safe as the finest cosmetic cream you can buy. 


Ordinary cleansers can't do the job right. If they did, 
they would have to be so harsh they would dry out the 
skin or so abrasive that the skin would be damaged, or 
left rough and chapped. Pax is not an ordinary cleanser 






G. H. PACKWOOD MFG. CO, 
1545 Tower Grove Ave. 
$t. Lovis 10, Mo. 

ATTACH TO COMPANY LETTERHEAD 
Please send, without cost or obligation, a sample 
jer of Pax Hecto Ink Cleansing Cream together 
with complete information and prices. 


TRADEMARK REG. U. S. PAT. OFF. 


Co ARR eee EERO ee EEE EEE ORDERS TENOR REET ES EOEEESEEESERESERER ESOT OE OwS 


for such unusual quality. 


; f ° 
Conta ins Lanolin 


1545-55 TOWER GROVE AVE. . ST. LOUIS 
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When you purchase any Pax Product you also purchase the experience and ability of 
Pax Technicians acquired through 20 yeors of exhaustive research and development. 


G. H. PACKWOOD MFG. CO. 


— it is safe, and it contains lots of lanolin for keeping the lov 
hands soft and smooth. What's more, it won't smear or dull 
most lustrous nail polish, Once used — every office worker 
want a jar for his or her own desk. 

Pax Cream is economical too...a little goes a long 


Pax Hecto Ink Cleansing Cream is really a whiz when it comes No ates is necessary for Pax makes its mnge suds that rinse 
off in cold or warm water. It stays fresh in the jar all the way 


to taking duplicator ink stains off operators’ hands. Hecto... 
pp ese s Sones the bottom, hence there's no waste. It's surprisingly inexpensi 


Repeat orders just can't help growing if Pax Cleansing Cret 
is once used. The more duplicator ink your custe 

use, the faster the growth. And when orders grt 
profits grow right with them. 


Want to try it yourself? Send the coupon at left 
@ generous sample. Then you'll see why so many dec 
think it's the best money-making repeat-business i 
they've handed in years. 


PAX HECTO INK 
CLEANSING CREAM 





10, MO 





April, 
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SOOTHING ANSWERS TO COMPLAINT LETTERS 
(Continued from page 16) 


be too overpowering to offset by anything you say 
in the remainder of the letter. 

Avoid, too, a vague or indefinite opening, or state- 
ments which might later be found deceptive. 

After suitable opening, create interest. Place the 
most important ideas where they will do the most 
good, with, of course, due regard to proper sequence. 


Leave out we think, we believe, and we are sure. 
Be certain and convincing. 

Avoid such words as argue, complaint, dissatisfied, 
mistake, regret. These are unpleasant words. Use 
happy words: Confident, co-operate, friendly, pleasure, 
successful. Do not say, “We regret that this has hap- 
pened.” Instead, say, “We are pleased to serve you.” 


Shed Wrong Attitudes From Inside 


Every time you answer a complaint -letter, divorce 
from your mind attitudes of argument, criticism, dis- 





couragement, disgust, egotism, fear, gloom, indiffer- | 
ence and pity. Never permit your mind to get into | 
these attitudes because they reflect in your thoughts. | 

If you are angry or provoked, as you are likely to | 
be if the complaint is unreasonable, answer the letter | 


with all the heat you feel. It is now off your mind. 
Put the letter of reply in,your desk until the next day. 


Rewrite it in a calm way. You will be glad you did | 


not mail the letter the day before. 

It is possible to be friendly and pleasant—even firm 
—without losing control of your temper. The assump- 
tion that every customer is trying to take unfair ad- 
vantage of you is decidedly wrong thinking. A famous 


epigram reminds us that there is “much to be said | 


on both sides.” 
—_——_—=-—_ 


WINDOW CORNER FOR WAR SURPLUS 


So much war surplus material is coming onto the | 
market via stationery channels, that a specific section | 
of a street window of the stationery house may be | 


kept especially reserved for the merchandising sifting 
through such a medium to stationery customers. 

The Northwest Office Equipment Company of Seat- 
tle, Wash., currently features a number of useful 
office supply items—articles secured from the Govern- 
ment in the slow aftermath of war, since disposal 
is still going on and war surplus is still looked for- 
ward to by many folks. 

War surplus in full measure strikes a keynote of 
this post-war period—a merchandising chord that is 
in keeping with the times—and many a piece of office 
equipment used during the war is an article for which 
the stationer’s customers have been waiting. 

Keeping a “War Surplus” window display, therefore, 
keeps ’em coming and keeps ’em looking, inasmuch 
as there’s an element of a “bargain” sensed in such 
disposal. plus an element of good merchandise, 
since Government standards had to be met in the 
first place and goods had to be designed and manu- 
factured “to take it” in the rough war service to 
which they were exposed. 

As pieces are sold new products can be moved 
into the corner of the window reserved for the pur- 
pose. From shelf-warmers they may be quick-movers, 
since they have been bought at a discount and. may 
be passed along at a discount, too.—CML. 


——_—= 2 








WALTER A. GRADYS TAKE OVER LEESBURG FIRM | 


Mr. and Mrs. Walter A. Grady, formerly of Tampa, 
Fla., have taken over their new duties as proprietors 
of the Cole Company’s stationery store at Leesburg, 
Fla. They succeed Mr. and Mrs. D. A. McClellan.—SL. 
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COLUMBIA — APEX — COLONIAL — ATLAS 


Trade Marks Reg. U. S. Pat. Office 
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Heretofore acclaimed by dealers and consumers alike, HANG-A-FILE 
now offers something extra to meet the most exacting filing require- 
ments—a METAL COVER. Remember too—HANG-A-FILE is always 
sold as a complete filing unit with 25 Hang-A-File folders and inserts. 
These folders are supported by full length chrome finish metal hangers 
which rest on two guide rails. 
NO. 31 HANG-A-FILE WITH COVER 
@ All Metal file, finished in olive green enamel. Caster 
equipped. Width 13!/,", depth 18", height 27”. 


@ Furnished complete with 25-Hang-A-File folders A-Z 
Inserts. Folders | to 31 or:Blank Inserts optional. 


@ Hang-A-File COVERS are engineered for easy at- 


tachment. 
@ Shipping weight 38 Ibs. Packed 2 to carton. Shipped 


K.D., easily assembled. P; 


NO. 30 HANG-A-FILE Without Cover also Avail- 
able FOR IMMEDIATE DELIVERY 





OFFICE FURNITURE e 
31 EAST CONGRESS STREET 


(4 —" ae . ww ial 


— Louis H. Farber 


SCHOOL EQUIPMENT 
CHICAGO 5, ILLINOIS 


NWO ~ METAL COVER 
EQUIPPED 


= 








QUICK ACCESSIBILITY 


IMMEDIATE 
DELIVERY 





ta pemeouca 
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Popular Highway of filing 
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You'll find no hocus-pocus tactics necessary when 
you use this practical M & V 5-Point Sales Plan.* It’s 
been field-tested to make customers out of prospects 
and increased earnings for your salesmen. 

It's designed to sell fine typewriter ribbons and 
carbon paper, certainly—but it also provides an 
opportunity for your salesmen to get a foot in the 
door and sell many other items too. It effectively 


* Specialized plans w 


DONT GUESS! 
DONT GAMBLE/ 











PRE-SELLS prospects and resells old customers on 
your company and the many fine products you 
handle. Once you've tried it—you'll realize it’s the 
sales tool you can’t afford to be without. 

Send for this proved sales plan now. Examine 
it carefully. See how easy it is to use—how one step 
follows another so that prospects are interested be- 
fore your salesmen call on them. Write for details. 


to meet local conditions, 





MITTAG AND VOLGER, INC. 


ESTABLISHED 


PINE CARBON PAPERS & INKED RIBBONS - 





OFFICE APPLIANCES, April, 1947 











101 





PARK RIDGE, NEW JERSEY 
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ASTER GREETINGS 


FROM S Zegete_Scam tHe MARKWELL man 








IN OTHER LANDS 
(Continued from page 64) 


some 800 workers, many of them being Italian tech- 
nicians who will train the Scottish workers. The 
increasing development of Scotland as a light pre- 
cision engineering area has been encouraged by the 
government policy of placing factories at the disposal 
of such concerns, including many from America and 
Canada.—_SATNA. 
os 
LEMOS FIRM OCCUPIES NEW BUILDING 

Lemos & Company of Cali-Valle, Colombia, just re- 
cently moved into a new store and offices, occupying 
space made possible by the construction of a new 
building during 1946. 

The Lemos building has three floors and basement, 
furnishing 3,335 square feet of space for each floor and 


ee . 
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basement. The exhibition salon alone has some 2,150 : 


square feet of space. 


This beautiful structure has glass walls toward the ~ 
| street, magnificent showcases, excellent lighting and ~ 
improved type of ventilation. Location is regarded as © 
being advantageous, the building being situated on a ~ 
corner at the intersection of Calle 14 with Carrera 3a. © 


a 
APPOINT DISTRIBUTOR IN HUNGARY 


Dr. Oscar Nemenyi, owner of Iroda Gep. Kereske- 


delmi k. f. t., has been appointed L. C. Smith & 
Corona Typewriters, Inc., distributor for Hungary, with 
offices in Budapest. 

The new distributor was recently at the company’s 














DR. OSCAR NEMENYI 


offices in Syracuse, N. Y., and while there stated that 
war damage repair work in Budapest has been pro- 
ceeding very satisfactorily and that so far there have 


not been any serious food crises. 
——— —____. 


MANUS AUTHORS “9 LIVES BEFORE THIRTY” 
Max Manus of the firm of Clausen and Manus A/S, 
Oslo, Norway, agents for a number of American-made 
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RED FEATI 
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CIIPERIOR Ie j 
Team up with a SUPERIOR re 
duplicating equipment and supp 


i finest line of duplicating —s and ams 
ata G Chief duplicator, precision enginee | 
i. wo principles to turn out the best — 
mips automatically. oe lig . 
aa i. death light. Famous Red Feather supplies lab- 
table with even, 


tencil printing. 
tested to insure uniform, unsurpassed s 
oratory teste 


itories available. 
There are still a few key territories a 
Dealers — 
Write TODAY for details. 
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Put ~~ a gig 


ED FEATHER 
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1. copy CHIEF DUP 


machine — fully rot 
chronized— 


LICATOR A Precision 


‘ary — — syn- 
Sutomatic inking 


2. FACT-o. ~SCOPE LIGHT-TaBLE Fluores. 


cent lighting under unbreakable Lucite 
even COLD light, 


z STENCILS FOR ANY MAKE MACHINE 
White — yellow — blue 


©— won't clog °g type, 
Unaffected by climatic Conditions, 


4, STYLI~ OVER 30 TYPES AND SIZES 
with wide selection of Guides, 
MS ease ort work. 


Gives clear, 


5. DUPLICATOR mas SEVEN COLORS 
Scientifically blended for 


free Printing. 
6. INSTANT DRYING CORRECTION FLUID 
7. STAIN. -REMOVING CREAM HAND 
CLEANER 


8. INSTANT ACTING TypE AND PLATEN 
CLEANER 
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REDWOOD CITY 


PRODUCTS, LTD. 227223 <2 
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Copy-RIGHT 


(front-vision, line-by-line) 
COPYHOLDERS 
Yes, MR. DEALER, American business employs about 
4 million Office Typists. Not all are your prospects, 
of course. Many are already supplied with Copy- 
RIGHT Copyholders. But at least 2 MILLION need 
and will eventually buy Copy-RIGHTs. 
| Tie in your sales plans with.our publication and 
mail advertising. It means substantial PROFITS to 
you... steady demand . . . repeat business. Single 
trial sales frequently lead to 
What Copy-RIGHT does purchases for entire typing 
for your Customers: | Staffs! : 





pretest Te MORE AND MORE 
f , DEALERS EVERY MONTH 


time by holding notes 
and copy-work straight | are stocking and selling 
ahead at shorter reading Copy-RIGHTs as a regular 
ens ae ey rezone item. If you haven't started 
proving visibility, posture, 

EET accuracy, speed. Auto: | Yate get 7 least one sample 
matically points out right and literature with wholesale 
line, holds place. data. 











Six Models hold papers up fo 12", 16", 20", 
25", 30", 36" wide. 





Copy-RIGHT Mfg. Corporation Dept. D 
53 Park Place, New York 7, N.Y., U.S.A. 


[] Send literature and prices. 
[] Ship a Copy-RIGHT (Stock-Sample) on regular terms. 


ear aoe 


(Attach letter head pleose) 
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office machines, has scored in the literary field with 
his new book, “9 Lives Before Thirty,” a story of his 
own experiences as a successful leader of the resist. 
ance movement against the Nazis in Norway. 

This fascinating volume, published by Doubleday ¢ 
Company, Inc., Garden City, N. Y., priced at $3.09 
makes it clear why as head of the Oslo resistance 
gang, Max Manus became a legend. In simple lap. 
guage, Manus tells how a plant assembling airplane; 
for the Germans was burned and how shipping jp 
Oslo harbor was blown up. 

The author and Sophus Clausen, his business part- 
ner, visited OFFICE APPLIANCES last November 14. 


a 


UNDERWOOD SHIPS BY AIR TO CUBA 

A record international air freight shipment of six 
and one-half tons of typewriters, dispatched from 
New York City to relieve a shortage at Havana, Cuba. 
was recently reported by Thomas A. Prevost, assistant 
vice-president of National Airlines, Inc., in charge of 
the New York region. 

The typewriters, consigned by the Underwood Cor- 
poration to a Cuban dealer, weighed 11,735 pounds, 





eee 


UNDERWOOD SHIPMENT TO CUBA 


the shipment consisted of 250 units which filled # 
capacity the freight compartments and _ passengé 
cabin of a National DC-4 Buccaneer transport. 
The four-engined plane, operating over National 
Airlines’ direct passenger and freight route from 
New York to Cuba, made only one stop—at Tampa 
Fla., where crew and cargo were cleared through cus 
toms. Less than seven hours after the shipment lef 
Newark airport, the typewriters were delivered @ 

Havana. 
_ 0-2 


OPENS OFFICE SUPPLY FIRM IN KANSAS 

J. E. Houck, Reno county treasurer, announced It 
cently that he had opened an office supply store @ 
11 W. First St., Hutchinson, Kans. His wife is i 
charge of the store and will conduct the office suppl 
business until Mr. Houck retires from office October l# 

Mr. Houck stated that he will handle a general sto 
of office supplies, except machines. Besides his offit 
supply business he plans later to handle insurance, ! 
bonding agency and accounting work. 

Mr. Houck has been in the county treasurer’s offit 
for 15 years. For the last four years he has be@ 
treasurer, for six years was deputy treasurer, and f@ 
five years previously was a clerk in the office.—G 
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SMEAD’S 
READS LIKE A 800K 


eros) TELLA-VISION 


Reg. U.S. Pot. Off, 


ACCURATE FILES ARE THE HEART 
OF ANY BUSINESS 


Save “Hime! 


by using Smead's Tell-I-Vision filing system, you 


can reduce filing time. The alphabetical-color 








signal system for finding— and the numerical- 





color signal system for replacing — make filing 


easy, fast, and accurate. 
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THE 
mead MANUFACTURING COMPANY 











TELL <>) WON FILING CONTAINERS FOR MODERN BUSINESS 
System PSSEP MS Ee 309-311 SECOND Steeet 


RASTA SS, 
MINNESOTA 


Mr. Salesman: 


How often do you ask your customers this important question - 


"Just how are you dividing your records?" 


To establish the value of Smead's TELL-I-VISION Index YOU MUST 
first know the flow of office correspondence - invoice, 


statements and other records. 


These records deserve the same attention given other office 


machines. It is so easy to file them in a neat, orderly, 


systematic manner, properly divided by an index which is 


economical and rapid to operate. 


Smead's TELL-I-VISION Index gives all of these advantages 


peune onenta 


Locates alphabetically....ecececeeeeeeeee replaces numerically. 


Reads like a book = left to right - grows as needed. 





H. Hoffman, Secy-Treas. 
Smead Mfg. Co. 
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The World’s Most Dependable - 


PORTABLE PROTECTION 


Personal Valuables 


...A National Best Seller 


' The new TREASURGARD is an investment in 
needed protection —and peace of mind! It affords 
outstanding protection from fire or petty thieves; 
also from mislaying valuable documents, policies, 
stamps, manuscripts, blue prints, etc. It is the 
perfect. personal safe—attractively finished in 
air-engraved gray outside, smooth gray inside. 
Door has- full-size combination lock. Boltwork is checked by a 
four-tumbler combination, pickproof and foolproof. Door is of 
heavy tongue-and-groove design, and is recessed to guard 
against prying. Heat seals it tighter to protect contents from fire. « 
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OUTSIDE DIMENSIONS INSIDE DIMENSIONS WEIGHT 


POUNDS 


WIDE DEEP HIGH WIDE DEEP 
15%" 10%" | 1S” 19%" aes 75 








H-H-M FIRE RESISTIVE 
WALL SAFE NO. 42-R-1 


| The H-H-M No. 42-R-1 Wall Safe combines fire-and-burglar 
resistive protection with convenience. Ideal for apartments, 
| homes, offices. Easily installed, new structures or old. Equipped 





with dependable combination lock. This feature makes it an 
| ideal repository for household valuables. Has the same insur- 
| ance rating as a small portable safe, and when properly 
anchored provides more protection. Carries SMNA 1-Hr. 
Label. Standard finish, air-engraved gray outside; gray inside. 





CATALOG OUTSIDE DIMENSIONS INSIDE DIMENSIONS WEIGHT 
NUMBER HIGH WIDE DEEP | HIGH WIDE DEEP | POUNDS 


42-R-1 1314” 12H)” 9x5" | 108” 10K” 534” 1] 60 


The H-H-M BURGLAR RESISTIVE 
NO. 2 WALL SAFE 


The H-H-M No.2 Burglar-Resistive Wall Safe is designed 
especially for installation in executive offices and homes. It 
may be installed in any wall to present a very attractive 
appearance. Usually it is completely covered, except for a 
small circular area to permit free opening of the circular door. 
It may be concealed back of pictures, etc., to frustrate at- 
tempted burglary of currency or personal valuables. The No. 2 
is built of solid iron castings with circular door locked by 
revolving lugs checked by three-tumbler combination locks. 


CATALOG OUTSIDE DEMENSIONS INSIDE DEMENSIONS WEIGHT 
NUMBER HIGH WIDE DEEP HIGH WIDE DEEP POUNDS 


2WallSafe 10%” 15” 8 9%" 14%" 5%" 100 
































~ We sell to Independent Dealers W Early Delivery v Lower Prices 


Maximum Protection Backed by the Greatest Name in Fire-and-Burglar Resistive Manufacture 
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SOLD THROUGH DEALERS ONLY 


QUALITY PARK ENVELOPE CO. 


* Gene‘al Office and Factory, Quality Park, St. Paul 4, Minn. 
* Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Ill. 











For safely carrying papers, reports, samples, 
drawings, documents. There’s extra protection in 
the extra wide flaps and tight!y gummed seams. 
Made of heavy, durable leatheroid stock in 10 
sizes from 12 x 18 down to 4 x 912. 


The file pocket that combines wearability with 
economy. Sturdy one piece construction with 
double reinforcing at top of gussets. Fronts are 
V2 inch lower than backs and fold down for quick 
examination of contents. Available in two sizes — 
92 x 11% and 92 x 14%. 
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NSA NINTH DISTRICT MEETING 
(Continued from page 37) 


investment by reducing stock, provides monthly in- 
spection of all stock, educates men who take stock 
records, spreads buying, ordering and receiving over 
12 separate periods, and provides'an orderly method 
for merchandising a large variety of items. 


Next on the list was L. G. Morris, sales manager, 


E:- ton Paper Corporation. His address was, “Have You 
Ever Seen a Stationery Store Without Paper?” His 
talk had to do with writing paper or sccial stationery 
for the home, and typewriter paper. Customers, he 
said, go into a store to buy an item fixed in mind. Sta- 
tioners should do more to create impulse purchases. 
Too many ladies, he thinks, are frightened away by 
the name commercial stationer—prospects who would 
buy for home use and gifts. 

Dealers were urged to use merchandising appeals 
which co-operative manufacturers have provided. The 
most important asset is space, which must be utilized 
properly. What the customer sees and hears when he 
calls for his one item is what attracts his eye and what 
he remembers. In attracting women customers, the 
stationer has a definite advantage because of the 
number of stenographers and secretaries who buy of- 


fice supplies. The speaker recommended that articles | 
suitable for their personal use be placed where they | 
will be seen when these lady customers come into the | 


store. Stationery departments, he found, were the fifth 
most profitable sections in departments stores, sixth 
in variety stores. 

Speaking of typewriter papers, he said they were 
not bought by impulse but that the stationer’s respon- 
sibility is to sell the right paper for each particular 
job. He indiceted that dealers could persuade their 
customers to buy more and save money by getting the 
right parer for different office uses. 


A Dealer Looks to the Future 


C. Guy Lowe of the Office Supply Company, Jackson, 
Miss., spoKe on, “Post-War Mileposts.” He told how the 
executives of his own business were projecting them- 
solves into the future in what they saw or thought 
they saw. First was a new store, very modern, correct 
lighting and the best of fixtures. Second, much new 
merchandise embodying plastics, light metals and elec- 
tronics. Third, new designs that would replace the 
conventional. Fourth, boys coming back from the 
services would be disillusioned. Fifth, rebirth of sell- 
ing—there would be a sales school and definite service 
instructions. Sixth, a merchandise program carefully 
planned. 


The new store is not here but it’s on its way. That 
is true as well of the new merchandise, only a few new 
products being offered at present. The change in de- 
signs in some cases will be drastic but not so radical 
¢s originally thought. Happily, he found himself in 
error on the fourth point. The boys who returned 
from the service were not disillusioned. Instead, their 
quick adjustment to civilian life has been amazing. The 
rebirth of selling, his fifth point, has not come about 
but will come with the increased flow of consumer 
goods. There is the recognition of the value of personal 
Sorvice. Covering the last point of merchandising, he 
said the business probably has not been streamlined 
as much as intended, but progress has be2n made. 


The program for the second day started with an 
address on “Metal Office Equipment Age” by Claude 
Allen of The General Fireproofing Company. The de- 
mand for metal equipment, he said, was unprece- 
dented. The office is a place for gathering, classifying 
and preserving records. Millions of office workers are 
producing tens of millions of records, and office furni- 
ture provides the first means of doing office work. He 
told something of the great increase in the use of metal 
equipment during the past 40 years. Stock lines of 
metal equipment constitute a comparatively new in- 
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Wf ” 
Aten Tabs, Air Mail Labels in con- 
venient packages, Address Labels, 
and Gummed Reinforcements are 
just a few of the many Dennison 
, products for which we have a daily 
need. I don’t see how any modern 


office can afford to be without these 
Dennison handy helpers.”’ 


ee 


Business men and women are only one of the many 
groups of people who are regular customers for 
Dennison Goods. Everyday, in home, school, and 
office, there are hundreds of instances where Denni- 
son products can be of help. Acquaint your custom- 
ers with Dennison quality, and always remember 
to stock and display the full line of Dennison 
Goods. It is a sure way to build customer satisfac- 
tion, and real profits for yourself. Don’t forget 
the profitable office market. 








ew, 
VT 
Essential Stationery Supplies for HOME, SCHOOL, and OFFICE 
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HOW TO BOOST SALES WITH 


Bassick 


. EQUIPMENT 






ee” 





One sure way to build a business is to turn new cus- 
tomers into ‘‘old customers’. Bassick chair equipment and 
floor protection equipment are universally recognized as 
tops in the field . . . constantly attract new customers. At 
the same time, the service performance of Bassick equip- 
ment gives utmost satisfaction . . . converts new customers 
into “old customers’’ by securing repeat orders . . . and 
helps build traffic on other items as well. 

Yes, there’s real PROFIT handling Bassick floor protection 
equipment... ““Diamond-Arrow” Casters . . . ““NoMar”’ 
Rests, Cups and Slides. The Bassick Company, Bridgeport 2, 
Connecticut. Division of Stewart-Warner Corporation. 
Canadian Division: Stewart-Warner-Alemite Corporation, 


Ltd.. Belleville, Ontario. 





% “Diamond-Arrow" casters 
Make chairs roll with ease 
Every time you sell a set 
A customer you'll please. 











dustry. Such equipment, he said, is made by some 35 4 


manufacturers. 


Speaking of requirements according to numbers of ~ 
workers, he stated that investigation showed that an ~ 
average 100 offices used 150 chairs, 76.9 desks, 150 filing © 
cabinets, 28.6 tables, and 10 bookcases. Those figures 
were given as a formula to use in arriving at the © 
amount of equipment that should be in use in any ~ 
dealer’s area. The rate of obsolescence since 1900 has © 
Before the ~ 
war two-thirds of the equipment in use was inade- © 
quate and the situation is worse now because of lack © 
He recommended that dealers build ~ 
their organizations to meet the new day that is coming ~ 


been complete replacement in 13 years. 


of production. 


in competitive selling, maintain sales training pro- 
grams and restrict their steel equipment, if necessary, 
to a single line. Success, he asserted, depends on sell- 
ing service and management. 


Threats to Democracy Can Be Eliminated 


The next speaker was Fred Hudson, a prominent 
attorney in Monroe, whose subject was, “The State of 
the Nation.” Two major threats, he said, were bureau- 
cratic government and communism. If we can make 
representative government work, he believes, and get 
away from government by bureau, we shall get back to 
democracy here and can help spread it abroad as a 
bulwark against the type of government which is so 
opposed in operation to our own. 

Brewster Towne, National Blank Book Company, 
gave an address entitled, “Panorama of the Stationers’ 
Loose Leaf and Bound Book Markets,” most of it em- 
phasizing facts on markets for loose leaf and bound 
books and the stationer’s position in the merchandis- 
ing of different types. The major divisions, which were 
handled separately, included the social and gift mar- 
ket, student market, catalog cover market, and com- 
mercial and equipment market. In the first two groups 
he found the stationer fourth in volume and tops in 
the last. He touched on the competition between sta- 
tioners and direct sellers, an important factor in cata- 
log covers and what he termed the commercial and 
equipment lines. 

At this point Zac Smith of the Zac Smith Stationery 
Company, Birmingham, Ala., and governor of the 
Fourth District, was introduced. He gave greetings 
from his district and invited all who could attend to 
meet with Fourth District stationers in Savannah, Ga., 
on May 2 and 3. 

“Ideas and Service Sell Merchandise,” was the sub- 
ject of an address by Earle Opie of the Weber-Costello 
Company. Using the toy industry as an example, he 
said that business at the toy fair was much below the 
volume of a year ago. That, he asserted, indicates a 
return to competitive selling. We are going to have to 
sell merchandise again. With the use of interesting 
illustrations he showed possibilities in the sale of colors 
for textile painting, wood, glass, and lettering, pack- 
aged crayons, blackboards, maps, and globes. Speaking 
of a single item—blackboards—he said there was a 
tremendous market in hotels, offices, commercial and 
industrial establishments, but stations, and so forth, 
both for new uses and replacement. 


Fountain Pens Slated for a Big Year 


The fountain pen situation was discussed by Joe J. 
Crawley of the Parker Pen Company, whose subject 
was, “The Fountain Pen Industry in 1947.” Nineteen 
hundred forty-seven, he said, will be an outstanding 
year for fountain pens. He told of some developments 
in fountain pens from the nib type in 1880 to the 
current models, and the three general types, namely, 
nib, stylograph, and ball point. The demand today is 
enormous, with millions of potential buyers. The sell- 
ers’ market in fountain pens, he said, is over, but 
added that the potential market of pens for gift use 
is astronomical. He stated that the stationer is one 
of the leading retail outlets, that the future of the 
1947 
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IMMEDIATE 
DELIVERY 


for 
DOMESTIC & EXPORT 


TRADE " 
REBUILT 
DICTAPHONES 


EDIPHONES 


QUALITY REBUILTS 
SINCE 1923 


CHOOSE YOUR MODEL 


The one you want, from a stock of approximately 
1000 machines; all models available. Modern ef- 
ficiency and voice clarity are assured when you 
purchase our guaranteed rebuilts. 


CLEARTONE 
CYLINDERS 


Our economical, lined, smooth textured product of 
long years of experiment and research, is the ideal 
cylinder for dictating perfection. Complete satis- 
faction guaranteed with every order. 


Write Us Today 
Regarding Your Needs 


AMERICAN 


DICTATING MACHINE CO., Inc. 
235 FIFTH AVE., NEW YORK I6, N. Y. 








business is bright, that both this year and next year 
will be good for fountain pen volume. 

“The Western South” was discussed by Sam Houston 
Jones, the only living former governor of Louisiana. 
The term “former” is his, his belief being that “ex” 
refers to one who has been defeated. The character 
of the people in the South has not changed perceptibly 
since colonial days. Ninety-eight per cent are native- 
born. He reminded his audience that ten of the first 
presidents of the United States were from the South 
and that southern financial genius once made New 
Orleans the leading banking center of the western 
hemisphere. He referred to James Byrnes and Bernard 
Baruch, and other well-known characters, as states- 
men of southern origin. The South, he said, needs the 
tools and the finances to industrialize and to convert 
into finished products materials now sent to other 
areas for processing. Prior to 1865, he said, the South 
had both, and that now for the first time in 80 years 
it again has tools and finances for industrial progress. 
As principal problems he listed better economy, better 
schools, roads, and hospitals. Only the value added 
by manufacture of the South’s material wealth will 
elevate that area to the level it deserves. He showed 
how increase in industrial activity results in increases 
in other lines, including office supplies. 


Report of NSA’s General Manager 


The general manager’s report was saved for the end 
of the program. Mr. Burbank said that we are in. 
a trade association era, that men have come to realize 
that they must work together. All activities at head- 
quarters, he stated, were open, nothing being kept 
secret from the association’s members. He asked that 
members write for information which they might not 
get through the usual headquarters activities. In Less 
Crowl, he said the association had a president working 
very hard in the interest of its members. He recited 
many of the services of NSA, including the National 
Stationer in its new and improved format. The mer- 
chandise exhibit at the Forty-first Annual Convention, 
to be held in the Stevens starting September 28, he 
said, would exceed the largest preceding by more than 
59 exhibits. 

Joe Roddy of Mayton & Roddy Office Supply Com- 
pany, Fort Worth, Tex., was nominated to the office 
of governor. George W. Rollosson of Rollosson Sta- 
tionery Company, Crowley, La., and Howard Dear of 
Standard Stationers, Jackson, Miss., were selected as 
lieutenant governors. Corpus Christi, Tex., was chosen 
for next year’s convention. 

The annual banquet was held on the evening of 
the twenty-first. The next night the Texas Travelers 
put on a dinner and dance. Special entertainment 
was provided for the ladies, attendance prizes being 
given at the close of each session. 

The convention closed with thanks from Governor 
Armand Breard to his committees, travelers, and the 
manufacturers for their co-operation, and from Paul 
Burbank to Mr. Breard for his excellent contributions 
to NSA since his election as governor. 

* ok * 


Texas Travelers Elect Officers 


The annual meeting of the Texas Travelers Club 
was held March 21 at the Virginia Hotel, Monroe, La., 
while the dealers of the district were in session a 
block away. A resolution presented by W. E. Smith of 
Ace Fastener Corporation and adopted unanimously 
provided for the payment of approximately $.25 per | 
member toward a party at the NSA convention on the 
evening of September 30 to be sponsored by all the | 
travelers’ clubs. The club voted an expression of ap- | 
preciation to the retiring president, Fred Deutsch, for § 
the good work he has done during his term in office. 
Officers elected at the meeting include Dick Gage, Art 
Metal Construction Company, president; Art Carrow, © 
Speed Products Company, first vice-president; Philo — 
H. Leonard, The Globe-Wernicke Company, second © 
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MACHINES 
because R.C. Allen ~~ 


ADDING MACHINES 


give you all these advantages 





@ Visible dials — Visible printing 
@ Full, visible, high-speed keyboard ! Pre i ity 


@ Multiple key depression . 
yg 


@ Automatic clear signal é Alen, : 
@ Direct subtraction — amounts print in red = me oz”, 


@ Plus and minus motor bars 
@ Motorized total and subtotal keys 


@ Repeat, correction and non-add keys 


placed in best positions 
for fast operation 


@ 5% inch carriage —wider 
carriages available 


@ Models for large or small 
businesses 


@ Attractive, modern styling 


~ @ Smart, wear-resisting finish {f 


@ Entirely precision-built 
@ All R.C. Allen Machines are desk models =z 
R.C.Allen Business Machines, Inc. 


678 FRONT AVE., N.W. - GRAND RAPIDS 4, MICHIGAN 


Makers of World Renowned Business Machines 








TWO-GETHER 
ENVELOPES 
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mee! Justfrife 
TWO -GETHER 





ENVELOPE 

GS your 
=. age epanel 
sampl eS together. 


The Justrite Two-Gether Envelope serves as your Personal 


Representative where mail matter is concerned—for it not 
only conveys your sales letters, letters of quotation, etc., but 
the Two-Gether also delivers at the same time "the all- 


important catalog, samples or other enclosures necessary 


to carry out the complete sales plan. 


Two-Gether envelopes are made of durable Kraft 
stock. The First Class envelope is securely attached 
to the larger envelope and can be sealed as any 
first class mail. The Catalog envelope is available 
with either a gummed flap, clasp fastener or string 
and button as desired. 


Attractively printed to your copy, the Two-Gether comes in 
a range of sizes from 7x10 to 11%x14%. Also available 
plain where so desired. Flap of First Class Enveloy 
printed in bold reverse type showing that a message is 


Write for samples and complete prices 
today. Special sizes made to order. For 
any Specialty Envelope problem, consult 
Justrite first. 
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CHICAGO SAINT PAUL 
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OFFICERS OF TEXAS TRAVELERS AT MONROE MEETING 
Above: Art Carrow, Speed Products Co.., first vice-president, 
Texas Travelers; Charles H. Wallace, Parker Pen Co., third 
vice-president; R. C. Gage, Art Metal Construction Co., presi- 
dent; Fred Deutsch, manufacturers’ representative, retiring 
president; Philo H. Leonard, The Globe-Wernicke Co., second 

vice-president. 


Inset: Bart Fulton, manufacturers’ representative, fourth vice- 

president Texas Travelers; Mrs. Philo H. Leonard, reporting 

secretary: Jack P. Fleming, Vance K. Miller Co., Dallas, 
permanent secretary and treasurer of Texas Travelers. 


vice-president; Charles H. Wallace, Parker Pen Com- 
pany, third vice-president; Bart Fulton, manufac- 
turers’ representative, fourth vice-president; Jack P. 
Fleming, Vance K. Miller Company, Dallas, permanent 
secretary and treasurer; Mrs. Philo Leonard, reporting 
secretary. 

Following the Ninth District convention the travel- 
ers entertained the dealers at a dinner and dance in 
the beautiful roof garden at the Virginia. 


—_—_—_—_—_—_»—>—9 —___—_ 


CLAIM NEW WORLD’S SPEEDIEST CALCULATOR 


Development of a mechanical brain, 1,000,000 times 
faster than the human mind and capable of memo- 
rizing 1000 ten-digit figures at a time, was recently 
announced by the University of Pennsylvania. 

The computor, known as EDVAC (electronic dis- 
creet variable computor) is ten times faster, 105 times 
smaller and one-tenth as heavy as its predecessor, 
ENIAC, developed at the university before the war. 

The machine will be used to speed up solution of 
mathematical problems relating to atomic research 
and supersonic airplane speeds. 

It is claimed that the machine will solve in two 
or three days a problem which required 20 mathema- 
ticians two years to complete and ENIAC two weeks 


to do. 


er 
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TYPEWRITER FIRM OPENS IN NEBRASKA 


The Bricker Typewriter Company, 2503 Eleventh St., 
Columbus, Nebr., held formal opening on March l. 

R. R. Bricker is owner of the company, which han- 
dles a complete line of office furniture, business ma- 
chines and supplies in several well-known makes. 

Mr. Bricker has spent 12 years in this line of busi- 
ness, the past seven in operating the Bricker Type- 
writer Company at Norfolk, Nebr. He will remain 
there to manage the parent establishment. 

Manager of the Columbus store will be Bob Davis, 
an Army Air Forces veteran who has had six years 
of experience in the field. Another war veteran, Harry 
Ohler, will direct the service department, transferred 
from the Norfolk store. 
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@ Thanks from all secretaries for this 
convenience! The back panel of a Steel-Age 
desk is not flush, but recessed a full.6 inches, 
providing ample space for the knees of 


anyone working at this side. 











For Foot Comfort... 


@ Steel-Age desks have island-type 

pontoon bases, instead of conventional legs. 
This gives more foot room for anyone 
standing or seated around the desk and also 
lessens the possibility of nicks or dents 


from a cleaning device. 





April, 1947 





@ Steel-Age desks are 29 inches high, 
14 inches lower than ordinary desks; because 
research has shown that 29 inches is the most 
comfortable height for the average worker. And 
Steel-Age’s depth of 32 inches, front-to-back, 
puts the whole desk top within reaching 


distance of any arms, long or short. 





@ Steel-Age desks are finished in Corry 
grey and have the exclusive Corroleum top 
which casts no glare under natural or 
artificial light. Even long hours of work 
produce less eyestrain. 


‘ CORRY-JAMESTOWN 
MANUFACTURING CORP. 










CORRY « PENNSYLVANIA 
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WHOLESALE STATIONERS CONVENTION 
(Continued from page 35) 


not sold yourselves. Very few know of the part played 
by the wholesaler in supplying products to the con- 
sumer through the small dealer, that might not con- 
veniently reach him otherwise. Wholesalers, he de- 
clared, run a modern, efficient, economical business 
and perform a useful function. They can justify 
their position if they get together, present a united 
front, make themselves heard and tell their story. 
He then told of the National Association of Whole- 
salers, an organization composed of wholesalers in 
many fields, and of their plans for publicizing the 
functions of the wholesale industry from three angles: 
1. To colleges and universities, making sure the subject 
is taught correctly. 2. Research work, to present facts 
and figures to overcome resistance in government 
buying. 3. To appeal direct to the consumer audience 
showing that lower prices are the results of efficient 
wholesaling. In conclusion, he invited the Wholesale 
Stationers Association of the U.S.A. and Canada to 


join the National Association of Wholesalers, an or- | 
ganization in which each industry is represented by | 


its own trustee on the board of governors. 


Election of Officers Held 


The next order of business was the nomination and 
election of officers. The nominating committee, Chair- 
man Edgar M. Berry. Loring, Short & Harmon, Port- 
land, Me.; David Koeller, Jr., Blackwell-Wielandy 
& Company, St. Louis, Mo.; and R. A. Maish, Dennison 


Manufacturing Company, placed in nomination the | 


following: 

For re-election as president, Lawson Long, Practical 
Drawing Company, Dallas, Tex.; for re-election as 
first vice-president, Herbert Held, Blackwell-Wielandy 
Company, St. Louis, Mo.; for re-election as second 
vice-president of Canadian division, J. H. Chipman, 
Brown Brothers, Ltd., Toronto, Canada; for third vice- 
president, manufacturers’ division, Louis M. Brown, 
Eberhard Faber Pencil Company, for fourth vice- 
president, toy division, Lloyd Simon, M. Seller Com- 
pany, Portland, Ore.; for chairman of the sales rep- 
resentatives’ division, Robert T. Gemmell, Binney & 
Smith Company, and for secretary-treasurer, Harold 
C. Whittemore, Wholesale Stationers Association. They 
were unanimously named. 


685 Attend the Banquet 


Concluding one of the largest and most. successful 
conventions ever held by the association, a banquet 
was given on Wednesday evening, March 12, at the 
New Yorker. Taxing the grand ballroom to its utmost, 
about 685 guests assembled for a gala evening. 
Michael A. Morrisey, chairman of the board, American 


News Company, New York, N. Y., acting as toast- | 


master, kept the program moving along in good style. 
After singing the “Star Spangled Banner” and “God 
Save the King,’ the new officers were introduced. 
Excellent music was provided by Bert Knapp’s orches- 
tra for dancing and after dinner a fine program of 
entertainment was enjoyed. 
Thus ended one of the most successful conventions 


in the history of the association, the success of which | 
was due in no small part to the diligence and industry 


of hard-working committees. 
—_—-s 


PURCHASES FIRM AT ELWOOD, IND. 


Mrs. Ethel Eloise Jarrett, for the last nine years 
director of training at Block’s in Indianapolis, Ind., 
has purchased Clark-Tillson, Inc., stationery and office 
supplies concern of Elwood, Ind. The name of the firm 
will be changed to View-Point, Inc. Formerly with 


Marshall Field & Company in Chicago, Miss Jarrett 
has had considerable experience in retail business, 
with contacts both in this country and in Europe.- 
PJP. 
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A mouse“ THE NEW 


USPM ALL-PURPOSE POSTAL SCALE 


HIS brand new scale will fill a real need in many a 
mailroom. Built exactly like the famous Model 970 
Parcel Post Scale, it gives exact computation of first 


class, air mail, third class, parcel post and book rate post- 
age on weights up to 30 pounds for all domestic zones. 

Packages or correspondence slide easily from any 
direction onto its rugged platform. Its wide-view chart 
lights up automatically . . . whisks into position . . . 
gives accurate postage computations instantly! Auto- 
matically adjusts itself to temperature changes, insuring 
year-round correctness. 

Call your USPM specialist for a demonstration loday. 


USPM SYSTEMS AND EQUIPMENT 
MEET EVERY MAILROOM NEED 


USPM offers you complete mailroom service 
—expert planning, systems and equipment 
to fit your particular requirements. Write 
Dept. OA-47 for “Blueprint”’ Folder giving 
full information. 





Metered Mail Systems ...Letter and Parcel Post Scales... Letter Openers 
Envelope Sealers . . . Multipost Stamp Affixers . . . Mailroom Equipment 
Endorsographs . . . Ticketograph Systems 


Sales and Service Offices 
in Principa | Cities 





MMERCIAL 






NTROLS 


(OT O) <5 51) > 7-4 LO), | 


Commercia |Controls Canada Ltd., Toronto 1 Ontario 
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Rochester 2, New York 
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® Send for details on ALL Numbers «¢ 
- - - WHERE WASTE ACCUMULATES - - - 


SELL FIBRCAN 


Gatubridge Fibrcau 


“THE BASKET KNOWN TO A CONTINENT" 
DISTRIBUTED BY 


BAINBRIDGE * KIMPTON & HAUPT, Inc. 


218 GREENWICH ST NEW YORK 8, N. Y. 
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GERALD M. FAVOR 


Gerald M. Favor, 43, president of Koh-I-Noor Pencil 
Company, Inc., and L. & C. Hardtmuth, Inc., both of 
Bloomsbury, N. J., died March 7 of a heart attack 
while on his way to visit the office of a physician in 
Phillipsburg, Pa. 

Mr. Favor had been associated with the Bloomsbury 
companies since his graduation from the University 
of Pennsylvania in 1924, and has been president the 
last four years. 

He was born in Brooklyn, N. Y., son of Mrs. Getty 
Favor of Pompton Plains, N. J., and the late Irving 
P. Favor II. 

Mr. Favor was a member of the Forks of the Dela- 
ware Shrine Club, Young Republican Club and Mc- 
Kinley Club, all of Easton, Pa.; Alumni Society of the 
University of Pennsylvania, and Kappa Alpha Phi 
fraternity. He was a member and past master of 
Montauk Lodge, F. and A. M.; member of Montauk 
Fellowcraft Club; Ancient Accepted Scottish Rite; 
Kismet Temple, A.O.N.M.S., and the American Lodge 
of Research, all in Brooklyn; and the Royal Order of 
Scotland. 

He is survived by his widow, Mrs. Frances Moore 
Favor; a son, Edward Favor, of New York City; a 
daughter, Carlota; his mother, Mrs. Getty M. Favor, 
of Pompton Plains; one brother, Irving P. Favor III, 
of Phoenix, Ariz., and two sisters, Miss Elizabeth 
Favor, of Pompton Plains, and Mrs. Edwin S. Hall, of 
Montclair, N. J. 

Religious and Masonic services were held in Blooms- 
bury, N. J., and in Brooklyn, N. Y. Internment was 
at Oak Hill Cemetery, Nyack, N. Y. 


+ - + 


LOUIS NARCUS 


Louis W. Narcus, 57, for more than 30 years associ- 
ated with his late brother, Frank, in conducting Narcus 
Brothers stationery store at Worcester, Mass., died sud- 
denly on March 4. Death was due to a heart attack. 

With his brother Frank, Louis W. Narcus began sell- 
ing newspapers in downtown Worcester when he was 
seven years of age and for 20 years of their newspaper 
selling career they had the favored Harrington corner 
stand at Main and Front streets, and became known to 
thousands of Worcester residents. 

Frank Narcus died in 1940. A few years later, Louis 
sold the stationery and office equipment business which 
they had founded in 1914. 

Frank was known as the “king of the newspaper 
boys” and his brother, Louis, frequently remarked he 
was content to be the junior partner, with Frank car- 
rying the title. 

In 1919, Frank abdicated as “king of the newsboys” 
and devoted all his time to the stationery business. 
His brother, Louis, joined him in a big celebration at 
this announcement at the fourth annual grand ball of 
the city newspaper boys. It was an affair attended by 
1,500 and an 18-piece orchestra furnished music. 

Surviving are the mother, Mrs. Harry Narcus; three 
brothers, Samuel and Hyman Narcus of Boston, Mass., 
Jacob Narcus of Worcester, and a sister, Mrs. Fannie 
Friedstein of Boston. 

+  & 


HARRY E. KARMIRE 


Harry E. Karmire, 71, retired executive of the Shel- 
byville Desk Company, Shelbyville, Ind., died at his 
home in Shelbyville recently. His death was due to a 
heart ailment from which he had been suffering for 
the past several months. 

For many years, Mr. Karmire was associated with 
the Shelbyville Desk Company, first with his father 
and later with his brothers and E. A. Swain. He was 
president of the company when it was sold a few 
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Oxford 
PENDAFLEX’ 
Steel 


UTILITY DESK 


A NEW PROFIT MAKER! Every office needs this unique 
two-in-one desk and 24” capacity Pendaflex filing unit. 
It’s more than a file with a working surface attached. 
It's a new kind of desk that provides usable, active 
filing space instead of inactive, wasted drawer space. 


Clerical work-and orderly arrangement of papers for 
quick selection or reference go together. They get 
together with utmost efficiency in the Utility Desk to 
save time and effort on all clerical work, filed papers, 
or for any desk work requiring constant, speedy ref- 
erence to filed material. 


And that’s no ordinary file, but PENDAFLEX, the 
original hanging folder file. 


Your customers are everywhere, and your profits im- 
mediate. Large offices will want them in quantities. 





Any small business will find the Utility Desk a triple 
miracle: desk, file and typewriter-stand for the price 
of one! 


THIS IS “RIGHT NOW PROFIT” MERCHANDISE. Your 
order placed today will be shipped from merchandise 
we have in stock. You can sell actual merchandise, 
instead of delivery promises, and make an immediate 
profit on orders you place today. 


NATIONALLY ADVERTISED — Oxford ‘'Pendaflexers” and 
Utility Desks are now being advertised in “Nation's 
Business,”’ “United States News’’ and “Purchasing” 
magazines. Inquiries and orders are coming in fast — 
these new Pendaflex steel equipment items are going 
to be the sales sensation of 1947! 
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Or if you want the file alone — “OXFORD PENDAFLEXER" Here it is without the 
desk. Mounted on casters, it rolls anywhere. Sell it for desk-side use. lt keeps 
needed file information always at the finger tips, easily and quickly found in 
quick-reference Pendaflex filing folders. 


Packed in individual cartons — no troubl e as bly, ready for immediate use. 





Finished in Olive green only, available in letter and legal sizes. Place an or- 
der today for ‘‘Pendaflexers’” and Utility Desks... for RIGHT NOW profits! 


340 Morgan Avenue 
Brooklyn 6, N. Y. 


All shipments subject to strikes and embargoes. 
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OXFORD FILING SUPPLY CO., INC. 


125 South 8th Street 


St. Louis 2, Mo. 





New Beauty 


There’s a new bright star in office filing 
equipment! It’s Rock-Elite Desk Tray 
—the tray that combines the rich ap- 
pearance of modern styling with the ut- 
most in engineering skill to provide new 
beauty, new utility and new conven- 


ience. It has been carefully designed to 


@ Ample capacity for file 
folders, catalogs, etc. 


New Utility 


New Convenience 


include outstanding features long hoped 
for but never before found in a desk tray. 

Yes, Rock-Elite Desk Tray, in sturdy 
and attractive plastic, is head and 
shoulders above ordinary desk trays be- 
cause of its many unique features—-here 
they are: 


6 


@ Ribbed tray surface 
eliminates fumbling 


ee 
@ Curved, cut-out opening \» 2 ee 
for easier access / 


@ Made of scratch-proof, 
chip-proof plastic 


@ Sloping tray surface auto- 
matically aligns contents 


@ Greater capacity than 
ordinary trays, yet tiers lower 





@ Side-position tier posts 
reduce obstruction 


MEM 


@ Fluted, non-slip aluminum 
tier posts 


@ Rubber-cushion feet 
protect high-polish surfaces 





Available in walnut finish, Rock-Elite Desk Tray’s modern design harmonizes well with any 


office furniture or styling. It’s another outstanding Rockwell-Barnes 
contribution to modern filing. Write or wire for complete details. 






Made by the makers of Rock-a-File ROC ET ls to 
Ke 
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In the field of 
Duplicating Machines 
and supplies 
MARR enjoys a prestige 
well earned by long 
and faithful service to 
American industry. 


4 5 
ars, 


As pioneers in this 
field, we have produced 
many of the outstanding 

improvements ... 

and are constantly de- 


veloping new refine- 
ments in both machines 
and supplies... 





MARR Electric Model "E” 





MARR DUPLICATOR CO., Inc. > 
23 Park Place, New York City, 7 
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| years ago and had retired January 1, 1944, from active © 

| business. ; 

Mr. Karmire was one of five brothers, all of whom — 

preceded him in death. They were Earl F., William J., 7 

Charles A., and John Leefers Karmire. 

Surviving with the widow are several nieces and” 

| nephews. : 
+ + - 

J. H. MOREHOUSE ; 

Josiah H. Morehouse, 53, secretary of the Stott Sta- 7 

tionery Corporation, 1310 New York Ave., N.W., died ~ 

| March 9 at his home near Annandale, Va. . 

A native of Kingston, N. Y., he had been in the sta- © 


| tionery business in Elizabeth, N. J., for many years. ~ 
| He joined the Stott organization in 1945. ‘ 
Mr. Morehouse, who served in the Navy from 1911 © 

to 1915, was a member of the Veterans of Foreign 


Wars, Equality Lodge 940 of the Masons, the Man- ~™ 
hattan Comnmiandery of the Knights Templar of New 


York, and Ivy Chapter No. 238 of the Royal Arch © 
Masons. 

Surviving are his widow, Mrs. Irene Kraine More- | 

| house, Annandale; two brothers, Eugene Morehouse, ™ 


| Hurley, N. Y., and Daniel Morehouse, Kingston, N. Y.; 7 
six nephews and five nieces. 


+; + - 
WILBER E. BUHLER ; 
Wilber E. Buhler, 46, who was associated with the © 
W. A. Sheaffer Pen Company, Ft. Madison, Iowa, for ™ 
more than 20 years, and who was nationally known — 
as one of the foremost fountain pen salesmen of the 
country, died February 27 near Albuquerque, N. Mex., 
of a heart attack while on a sales trip. : 
He was well known at Salina, Kans., where his sales _ 
| position with the pen and pencil company took him 
| frequently. ; 
| He is survived by his widow, Mrs. Jerrie Buhler, and- 
| two daughters, Katherine Ann and Jane, of the home” 
in Denver, Colo.; one brother, one sister, and his 































NATIONAL EXECUTIVE DESK mother. 
No. 6612S 66” x 36” Funeral services were held in Salina, and interment 
was in Memorial Park there-—GMH. 7 
; & 
I. S. GOLDSMITH 
The manufacture of NATIONAL | 





Isaac S. Goldsmith, treasurer of Goldsmith Brothers” 

> > ° ° | department store at 77 Nassau St., New York City, died 

DESKS is being temporarily dis- | March 22 at Miami, Fla., where he had been on} 
vacation. 

; 1 Mr. Goldsmith, who lived at 340 W. 57th St., was™ 
continued while stoop! plant and one of the founders of the firm. He and his brothers 
f ° f ‘liti L, ° | organized the company in Baltimore, Md., in 1886) 
manu acturing aciliries are being to handle books, periodicals and novelties. They moved ™ 
to New York City in 1905, opening as commercial sta- 

prepared. tioners at John and Nassau streets, their presenf” 
| location. The company, still specializing in stationery 7 

| and printing, became a department store 15 years ago. ~ 

























° ° : Surviving are brothers Reuben S. and Benjamin S&S. 
It is our sincere hope that we will Goldsmith, and sisters Mrs. Blanche G. Richold and 
-. b bI } Mrs. Helen T. Rudolph. F 
again be apie To serve our many va ee 
e L £ LEON M. YOERG 
loyal customers in the near tuture. Leon M. Yoerg of Holyoke, Mass., president of the 


American Wriitng Paper Corporation in Holyoke until” 
his retirement three years ago, died at Halifax Hos- 
pital in Daytona Beach, Fla., on March 8. His. age was 
65. 


NATIONAL DESH COMPANY Mr. Yoerg had served as director of the compan l 


and was a director of the Holyoke Co-Operative Bank 


+; | 
GUS W. THODE 
© Gus W. Thode, 68, president and treasurer of the 
Waterloo Paper Company, Waterloo, Iowa, died of 
heart attack February 25 at Rock Island, Ill., wh 
en route home from Phoenix, Ariz., where he had gor 
for his health. ; 


———________SSE—————ES= Born at Galena, Ill., he had lived at Waterloo fe 


eo 
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| years ago and had retired January 1, 1944, from active E 
| business. 


Mr. Karmire was one of five brothers, all of whom ~ 


preceded him in death. They were Earl F., William J., | 


nephews. 


NATIUNAL 
JESho 


Charles A., and John Leefers Karmire. 4 
Surviving with the widow are several nieces and ~ 


oe - 
J. H. MOREHOUSE 


Josiah H. Morehouse, 53, secretary of the Stott Sta- | 
tionery Corporation, 1310 New York Ave., N.W., died | 
March 9 at his home near Annandale, Va. q 

A native of Kingston, N. Y., he had been in the sta- 7 
tionery business in Elizabeth, N. J., for many years. © 
He joined the Stott organization in 1945. : 

Mr. Morehouse, who served in the Navy from 1911 
to 1915, was a member of the Veterans of Foreign © 
Wars, Equality Lodge 940 of the Masons, the Man-~ 
hattan Commiandery of the Knights Templar of New © 
York, and Ivy Chapter No. 238 of the Royal Arch 
Masons. 

Surviving are his widow, Mrs. Irene Kraine More- ~ 


| house, Annandale; two brothers, Eugene Morehouse, 7 


| Hurley, N. Y., and Daniel Morehouse, Kingston, N. Y.;_ 


six nephews and five nieces. 
+: + - 
WILBER E. BUHLER : 
Wilber E. Buhler, 46, who was associated with the | 


W. A. Sheaffer Pen Company, Ft. Madison, Iowa, for 
more than 20 years, and who was nationally known ~ 


| as one of the foremost fountain pen salesmen of the™ 


country, died February 27 near Albuquerque, N. Mex., 
of a heart attack while on a sales trip. i 
He was well known at Salina, Kans., where his sales © 


| position with the pen and pencil company took him- 
| frequently. 


He is survived by his widow, Mrs. Jerrie Buhler, and 


two daughters, Katherine Ann and Jane, of the home ™ 


NATIONAL EXECUTIVE DESK 
No. 6612S 66” x 36” 


in Denver, Colo.; one brother, one sister, and his” 


mother. 7 
Funeral services were held in Salina, and interment 


| was in Memorial Park there-—GMH. 


The manufacture of NATIONAL 
DESKS is being temporarily dis- 
continued while a new plant and 
manufacturing facilities are being 


prepared. 


eo 
I. S. GOLDSMITH 


Isaac S. Goldsmith, treasurer of Goldsmith Brothers ‘ 


| department store at 77 Nassau St., New York City, died” 
| March 22 at Miami, Fla., where he had been on’ 
| vacation. 


Mr. Goldsmith, who lived at 340 W. 57th St., was" 
one of the founders of the firm. He and his brothers’ 


| orgamized the company in Baltimore, Md., in 1886) 


to handle books, periodicals and novelties. They moved | 
to New York City in 1905, opening as commercial sta- | 
tioners at John and Nassau streets, their presenf™ 


| location. The company, still specializing in stationery 7 


| and printing, became a department store 15 years ago. 


lt is our sincere hope that we will 
again be able to serve our many 


loyal customers in the near future. 


NATIONAL DESK COMPANY 


SEeSSSSSSSSS____aaaaaa 


Surviving are brothers Reuben S. and Benjamin §&. 


' Goldsmith, and sisters Mrs. Blanche G. Richold and 


Mrs. Helen T. Rudolph. 


+ + + 
LEON M. YOERG 


Leon M. Yoerg of Holyoke, Mass., president of the 
American Wriitng Paper Corporation in Holyoke until’ 
his retirement three years ago, died at Halifax Hos-7 
pital in Daytona Beach, Fla., on March 8. His. age was) 
65. ; 

Mr. Yoerg had served as director of the company, 
and was a director of the Holyoke Co-Operative Bank 


+; | } 
GUS W. THODE 

Gus W. Thode, 68, president and treasurer of the 
Waterloo Paper Company, Waterloo, Iowa, died of @ 
heart attack February 25 at Rock Island, Il., wh 
en route home from Phoenix, Ariz., where he had gon 
for his health. F 

Born at Galena, Ill., he had lived at Waterloo fal 
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HESE are the three essentials for carbon paper 
superiority —- and Allied’s Flagship tops competi- 


tion in each! 


A ppearance—the crisp silver colored metallic backed 
sheets are conveniently boxed in a colorful package. 
Attractive on your shelves and a natural for con- 
vincing demonstrations. 


Performance—Flagship’s superior work—-clean sharp 
impressions—in the user's own office attracts and 
holds the buyer’s interest. 


Endurance—the true economy of Flagship—longer 





APPEARANCE | 


PERFORMANCE 
ENDURANCE 


wear, better work—insure repeat sales, make it a 
business builder, for today and tomorrow. 


Flagship is the carbon paper for you to feature. The 
result of long research and experimentation, fine 
inks, better imported tissues and experienced manu- 
facturing know-how are combined to produce an 
excellent carbon paper. Available in 24 weight and 
finish combinations, to meet every requirement. 


Give Flagship the Performance Test in your territory. 
If you’re interested in building more sales, greater 
volume, larger profits, Flagship is the answer. A few 
exclusive franchises are still available. Write for free 
samples and full details today! 





HERE’S WHY Loy, 


NON CURL Flagship is not affected by 
weather conditions—moisture, dryness, 
heat or cold. The exclusive metallic 
back, better tissues and finer inks make 
it lie flat, always ready for instant use. 


pigments 


LONGER WEAR Imported papers and no telltale 


tough pigments, plus actual metallic 
plating and treatment of the back, in- methods 
sure a carbon which resists stenciling 


RINGS THE SALES BELL 





CLEANER TO HANDLE Flagship is 
easier to collate, is crisp and clean. Fine 
perfectly blended, combined 
treated tissues, bring a 
new ease to manifolding work. 

EASIER TO ERASE Clean erasures with 
smear is another Flagship 
feature made possible by advanced ink 
formulas and exclusive processing 


with specially 


BETTER LOOKING The attractive nau- 














thru and produces excellent copies long 
after ordinary carbon is worn out. 


FINER COPIES Clean, perfect impres- 
sions from first letter to last are insured 
by new and improved ink formulas and 
the most modern manufacturing tech- 
niques. 


tical motif in full color ou the box and 
the beautiful design of the silver colored 
sheet give Flagship a distinguished ap- 
pearance 

GREATER ECONOMY Its popular price 
combined with superior performance 
offers every buyer and user top quality 
at lower cost. 








ALLIEN 


CARBONS & RIBBONS 
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ALLIED CARBON AND RIBBON MANUFACTURING CORPORATION 
165 DUANE STREET 


Producers of the famous Echo and Rocket Brand typewriter ribbons 


NEW YORK 13, N. Y. 
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30 years. Formerly associated with Adams Paper 
Company of Waterloo, Mr. Thode was a former Wa- 
terloo police commissioner, a past president of the 
Boy Scouts of America, and a director of the Cham- 
ber of Commerce. His widow and one son, Roland, of 
Waterloo, survive.—AL. 


cts ed 
BERT L. FERGUSON 


Bert L. Ferguson, Buffalo, N. Y., district manager of 
the Dictaphone Corporation for 23 years until his re- 
tirement last January 1, died in his sleep March 11 
in his Buffalo home. Mr. Ferguson was district man- 
ager of the Dictaphone Corporation at Pittsburgh for 
five years before he came to Buffalo. 

He was a founder of the Buffalo Chapter, National 
Office Management Association, a member of the Sales 
Executives Association and a former director of the 
Buffalo Rotary Club. 

Mr. Ferguson is survived by his widow, a son, three 
brothers and three sisters —GET 


- - - 
MRS. OTTO KRETCHMER 

Death came on March 22 to Rose, the wife of Otto 
K-etchmer, executive of Peerless Imperial Company, 
Inc., New York City. She succumbed at Jersey City 
Medical Center, Jersey City, N. J., following severe ill- 
ness. 

Burial was in Evergreen Cemetery, Hillside, N. J. 

Surviving are the husband, a son, Walter, and two 


sisters. 
-+- — 
CORDE EARL CARROLL 


Funeral services were held March 11 for Corde Earl 
Carroll, owner and operator of Caroll Typewriter Com- 
pany, Jackson, Tenn., who died March 10 at the home 
of his son, Everett A. Carroll, in Jackson, Tenn. He 
was 58, a native of McNairy county and had resided 
in Jackson 11 years. He is also survived by another 
son, E. D. Carroll of Jackson.—CG. 

+ - & 
R. H. BAXTER 

R.H. Baxter of R. H. Baxter Sales Corporation, manu- 
facturers’ representatives, New York City, died March 
6 after a prolonged illness. The decedent, who was 
77, had spent about 50 years in the industry. 

Surviving are the widow, Ethel M., and daughter, 
Claire Marcus. 


A SALES MANGAL 


HOW TO SELL 


G 


PLASTIC RULING, DRAWING 
AND COMPUTING BETICES 





C-THRU RULER BOOKLET—New 

trade literature issued by the C-Thru 

Ruler Co., Hartford, Conn. Story on 
page ll. 
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© Display the 
attention-getting 
KIL-KLATTER 
box in windows, 
on counters . . 
take advantage 
of the 
KIL-KLATTER 
advertising that 
ts boosting sales 
from coast 
to coast. 


: (Dealers: attach this coupon to your letterhead} 
! AMERICAN HAIR & FELT COMPANY 

| Dept. 7B-4, Merchandise Mart, Chicago $4, III. 

i 
i 
{ 


( ) Send 3 doz. KIL-KLATTER Tygevtion Pads individually boxed 


with free card and enclosures. Our check for $18.00 is enclosed 


(In U.S.A. only) ‘ 


0 
) Send FREE sample KIL-KLATTER Pad and full information about 
quantity prices and discounts 


ADM Ss So ee Sakae 


| 

i 
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Spark plug 


OF THE CLERICAL OFFICE! 


What an important role the spark plug plays in a 
smooth operating auto! Its essentiality is best 
dramatized if we let our imagination dwell on a 
situation where one or more of the car's spark 
plugs are missing. Just try and get along with- 
out them. We like to believe that the relationship 
between an office desk and a smooth functioning 
office is similar to the relationship between a 
spark plug and a motor car. Without office desks, 
business would be paralyzed. Because we realize 
the importance of JASPER DESKS to you and 
your customers, we're doing our utmost to speed 
up the production of these vital business tools. 


THE JASPER DESK COMPANY 


JASPER, 


INDIANA 











and counter card displays pictured are avalable to dealers. ~ 


| large metal counter rack, or Ink Merchandiser, cap- a 
able of holding 36 bottles, is available to dealers, along ~ 
| with large window display and counter cards in full © 


| Silence, cleanliness and large natural ink reservoir. 





WATERMAN INTRODUCES NEW INK LINE 


In response to dealer demand for a larger bottle of 
ink, the L. E. Waterman Company introduced a new 
three-ounce bottle at $.15 on April 1, it was announced 
by Frank D. Waterman, Jr., president. 

“From the dealer standpoint, this is the biggest news 
in many years,” Mr. Waterman said. “Our new line of 





NEW INK FAMILY—Bitty Hitz demonstrates the new 3-ounce 
bottle of ink to sell at $.15, announced by L. E. Waterman 
Company. A large metal counter rack or Ink Merchandiser, — 
capable of holding 36 bottles, and colorful large window © 





ink will provide a greater margin of profit to the | 
dealer than is possible under some discount practices © 
in the industry.” B3 

Attractively packaged in completely redesigned car- a 
tons, the new 15-cent ink will be available in the four 7 
most popular-selling colors, blue-black, jet black, wash- ~ 
able blue and carnation red. The handy “tip-fill” ~ 
bottle which makes pen-filling easy when ink supply ~ 
is low, will be continued in the three-ounce size. f 

An intensive advertising promotion and merchan- © 
dising campaign has been planned to launch the new © 
Waterman’s ink family, Mr. Waterman declared. A = 






color. : 

The completely redesigned packaging of the new 
15-cent line will help distinguish it from Waterman’s © 
successful ten-cents inks, which will be continued in a 
wide range of colors. The background of the label for ~ 
the bottle is yellow, with the display panel containing 
‘the words “Waterman’s Ink” and the color designation ~ 
of the ink printed in reverse white on the panel in the 
same color as the ink. Above the designating color 
panel is the word “Permanent” or “Washable.” 

Below the panel is the promotion slogan for the 
bottle, “In the tip-fill bottle,” tied in with a miniature 
line drawing showing how the bottle may be rested on 
its side when used for filling a fountain pen. 


—————7—-—__—_— 
RIVET-O CONDUCTS INTENSIVE CAMPAIGN 


The Rivet-O Manufacturing Company, Orange, 
Mass, manufacturers of Speed-Mo sponge rubber 
stamp pads, is directing an extensive advertising cam- 
paign tied in with other sales helps. 

The campaign graphically presents the “12 Ways 
Better” features of the sponge rubber stamp pads, 
claiming clear and sharp impressions, durability, 


eerie 





A new trade-mark character recently developed is 
being used on all Rivet-O promotional material. 
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i IN THE suepront OF | ff 
AMERICA’S BUSY FUTURE 


The striking beauty, the distinctive styling of the Browne-Morse 
“Modern American” Steel Desk enhance the appearance of any 
office. Its streamlined unified construction gives it the ability to take 
hard wear and abuse. 


The “Modern American” adds to the efficiency of any office. Drawers 
respond to the slightest pull ... open and close smoothly and 
silently. Complete interchangeability of drawers gives you the con- 
venience of an arrangement that fits your needs. 


It's no wonder that modern executives who are really interested in 
office efficiency are saying: ‘Here's the desk for me.” 
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the A quick glance at the colorful pages 

of the new “Modern American” bulle- 
ture tin will show you the many advan- 
d on tages this distinctive desk has for you. 
A free copy will be sent you upon 
request. Write today. 


=! Browne-Morse 


tbe Architects of Efficiency for America’s Office 
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MANUFACTURERS OF STEEL OFFICE EQUIPMENT AND FILING SUPPLIES FOR OVER 38 YEARS 
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CARPENTER PAPER COMPANY 
Oklahoma City : Fort Worth ‘ Houston 
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CANADIAN NEWS NOTES Now available 


S. J. Luddington, Correspondent 


‘'ne National Cash Register Company of Canada, To- 
ronto, has prepared a very effective new slide film, with 
sound track, of value to persons engaged in retail and “SONE BOOK 


general selling: The film, which bears the title “Where \ 
Rainbows Begin”, shows how sales are created in COVE RS 
retail selling and describes the importance of knowing 
how to handle the customer. The film is to be shown meen FT) 
by courtesy of the company, without obligation, to any \ \ 
interested group of salespeople or upon request from ¥ 24) 
any busine:s owner, industrial grou» or any other 
party or essociation interested in retail selling. 
* * * 

Twenty-six employees of the Continental Paper 
Products Ltd., Ottawa, who have been with that firm | 
for 25 years or more recently organized a “Quarter | 
Century Club”. The event was in the form of a dinner | 
held at the Chateau Laurier and presided over by | 
J. A. Loa, general sales manager. 

A feature of the dinner was the initiation of seven 
employees who have just reached the quarter-century | . 
mark in service. A. Paul Kroeber, assistant treasurer, | Informative label 
presided over the initiation. Addresses were delivered | Convenient to stock 
by H. A. Miller, vice-president and general manager, | 
who gave a warm welcome on behalf of the firm, and No wear and tear 
by Mrs. M. Lemieux end G. Rich, representing the | 


employees. Easily carried without wrapping 


ee pee 


Howard Smith Paper Mills, Ltd., 407 McGill St., Ville A | 
LaSalle, Montreal, Que., hes purchased a site on La- a 
fleur Ave., Montreal, for a plant which it intends 
erecting for the manufacture of laminated plastics. Work 
Hareld Crabtree is chairman cf the board of directors. Distributors 

* * * 

Construction of a modern parper-making plant is High quality 
contemplated by the Hinde & Dauche Paper Company Indexed with printed label 
of Canada, Ltd., with head office at 43 Hanna Ave. ready for inseition. 
Toronto, the cost of which is estimated at $1,000,000. iS stiles’ atlde thon theese 
The proposed plant is to be erected on a-ten-acre site printed are desired, they 


on Richmond St., in the city of Chatham, Ont. may be typewritten on 
*.* *@ reverse side. 





Th2 Hillier Paper Company, 722 Langside St., Win- : 
nipeg, Man., has purchased property at the southeast cagpaa cowry Needed 
corner of Bannantyne and Dagmar streets, in that city, 9 abtrective eine: 
for the erection of a warehouse building. 


* * * 


G. R. McGregor, with office at 261 Vansittart Ave. A : C ) 
Woodstock, Ont., was recently appointed agent in that 

city and district for Remington Rand typewriters and CORRESPONDENCE 
business machines. FOLDERS 


* * x 
Handsome 


Maritime Paper Products, Ltd., Alman St., Halifax, aso! 
N. S., is having a one-story addition, 81 by 74 feet, Fabrikoid folders 
erected to its plant at the same address. The struc- 
ture, which will cost an estimated $10,000, is to be The Best Dressed 
of speed tile and brick construction. offices 


Barber-Ellis of Canada, Toronto, recently reported all use 
for 1946 a net profit of $169,808 or $1.76 a share, com- A ! C 0 PRODUCTS 
pared with $63,373, or $1.35 a share in 1945. Net work- 
ing capital totals $823,695, compared with $690,283 the 
year previous, and current assets at the end of 1946 Eastern Distributor: 


stood at $1,179,285. Current liabilities were $355,590. AIGNER INDEX COMPANY 


~ 7 * 
A. E. H. Fair, president of Alliance Paper Mills, OF Reeee. ae. Nw Yam Fe WE ee 
Toronto, recently delivered a splendid address to the New Permanent Salesroom: 
branch of the Engineering Institute of Canada, Hamil- ELMER KRUMWIEDE & ASSOCIATES, INC. 
ton, Ont. The address dealt chiefly with the fine 336 So. Jefferson St. Chicago 6, Il. 
aspects of the fine paper. A film depicting the history 


of paper and pulp making was shown. : 

er (un PRODUCTS |seortets ese 
Work recently started on the pulp mill program for FP ul! sat ne 

the Longlac Pulp & Paper Co., Ltd., 263 Adelaide St. GS Hqner raorecna WONDERS 

W., Toronto, at the site purchased on Terrace Bay, A 503 S. JEFFERSON ST., CHICAGO 7, ILLINOIS 


between Nipigon and Peninsular Bay, 130 miles east of WORLD'S LEADING MANUFACTURERS OF INDEXES AND INDEX TABBING 


3 colors 
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COMFORT- 
CONTROLLED 
MOTION 








“Free and easy” is one way to 
describe the feeling Collier-Keyworth Chair 
Controls give through their patented “Equi- 
Balanced” action. An exclusive, outstanding 
Collier-Keyworth feature, it always assures 
smooth-tilting, comfort-controlled motion. 
For all-steel, revolving chair controls . . . 
carefully constructed for long-wearing 
satisfaction . . . ultra modern in design . . . 


buy Collier-Keyworth! 


| Port Arthur, Ont. The program entails the expendi- 
ture of $23,000,000 for mill construction. Plans call 
for a main building, 638 x 202 feet, with north wing 

541 x 102 feet. 

* * 

Marathon Paper Mills of Canada, Ltd., 330 Bay St., 

Toronto, has purchased: property at the corner of 

Graham and Water Sts., Fort William, Ont., as the 
| site for a warehouse and office building. 
| < * * 

Willson Business Machines Ltd., Winnipeg, Man., 
| recently appointed Douglas D. Harper as sales repre- 
| sentative in that city for R. C. Allen Business Ma- 
| chines, Inc. Mr. Harper has been associated with the 
office equipment field in Winnipeg since 1927. 

* « * 

Gilbert Garnett, president, Coast Paper, Ltd., Van- 
couver, B. C., was recently re-elected as president of 
the Vancouver district council, Boy Scouts’ Associa- 
tion. Mr. Garnett has also been elected a member of 
the executive of the Advertising and Sales Bureau, 
Board of Trade, Vancouver. 

* * a 


Myer Bald, well-known wholesaler of Toronto, re- 
cently left New York City aboard the Queen Elizabeth 
on a three-months’ business trip to Europe. He will 
visit the United Kingdom, France, Belgium, Italy, 


Czechoslovakia and Sweden. 
* om a. 


The Toronto Stationers’ Guild members recently at- 


| tended in large numbers a meeting held in the Oak 


Room, Union Station, Toronto, for which Frank Shea, 
Peerless Carbon & Ribbon Company, acted as chair- 
man. Speaker was Charles R. Conquergood, president, 
Canada Printing Ink Company, who gave a most in- 
teresting and informative address on “Color Makes 
the World Go Buy”. Another meeting of the organ- 
ization was addressed by Arthur Chitty of J. E. Poole 
Company, Toronto, widely-known authority on writ- 
ing inks. 
e—_— 

ESTERBROOK ADOPTS GROUP INSURANCE PLAN 

Effective March 4, the Esterbrook Pen Company, 


ployee of the company for benefits to be paid them 
in case of illness and accident as well as a sum to 


and burial in event of death. 


the probationary period will be entitled to an imme- 
diate indemnity in case of sickness commencing with 
the eighth day of sickness and extending up to 13 
weeks for any one illness. The necessary procedure 
for obtaining these benefits is being worked out with 
the insurance company. 

Absence caused by accident suffered away from 
the plant will be compensated for in the same way. 
Accidents suffered within the plant are already covered 
by the compensation policy. 


policy. In case of death as a result of accident, the 
payment will amount to $1,000. 


i ee 
JOE D. HALE COMPANY IN NEW BUILDING 








COLLIER-KEYWORTH CO. 


CGCARDNER, MASSACHUSETTS 
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new and modern business center. 


Besides having ample office space, the new head- 7 
quarters will have an outstanding display room cre- ~ 
ated by Joe D. Hale himself, making use of effective © 

| and attractive lighting, color scheme and design. ‘ 
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Camden, N. J., contracted with the Travelers Insur- g 
ance Company, Hartford, Conn., to insure every em- — 


be paid beneficiaries to offset expenses of last illness a 


In a broad sense, any employee who has served a 








Every employee is covered by a $500 life insurance © 


The Joe D. Hale Company, manufacturers’ repre- 7 
sentatives of several products in the stationery and | 
drug sundry fields covering the eleven western states, ¥ 
has moved into a new building located at 314 N. Rob- @ 
| ertson Blvd., Los Angeles 36, Calif. The building is @ 
| situated just north of Beverly Blvd. on Robertson, two @ 
| Los Angeles main thoroughfares, in the heart of a @ 
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EVERYTHING THAT IT NEEDS 


.. and Stay Sed! 








<> 


The Double-Door Storage Cabinet 
above serves an unlimited number 
of purposes in offices, stores, hospi- 
tals, schools and other institutions. 
Regularly equipped 
with 4 plain shelves 
and adjustable. Sizes 
are 36” wide x 78” high 
and either 18” or 2514.” 
deep. When fitted with 
hat shelf and coat rod, 
it becomes a wardrobe 
as shown at the right. 
. * . 


Berger Steel Filing 
Cabinets are just as 
useful as they are at- 

4 tractive in appearance. 
Drawers are full size and remarkably easy to open and close 
even when fully loaded. Hardware is sturdy and eye appeal- 
ing. Drawers are interchangeable. Cabinets are of all-welded 
construction—strong and rigid. And they’re made in three 
grades, and in popular sizes. 


Steel Filing Cabinets + Steel Storage Cabinets + Steel Transfer Cases « 
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Steel Book Shelf Units - 









“STEEL OFFICE 
ON EQUIPMENT 


a QUALITY ... sound engineer- 
ing ... sturdy steel construction ... 
efficient design . .. modern appearance 
. «. smooth operation . . . handsome 
finish ... long life... full dollar value. 


That’s what you get in Berger Steel 
Office Equipment—and that’s what 
makes it sell and stay sold. 


For more than 60 years, Berger has 
been making sheet steel products of 
many kinds. Berger engineers know 
the needs of equipment users. And 
Berger craftsmen know how to 
fabricate equipment that meets every 
one of those needs. 


In every type of business and industry 
you'll find Berger Steel. Office Equip- 
ment with its reputation for high 
quality and value. And there will be 
more of it in use as it becomes avail- 
able in greater quantity. 


If you're not familiar with the Berger 
Line, get acquainted NOW—by 
writing for literature. Berger Manu- 
facturing Division, Republic Steel 
Corporation, Canton 5, Ohio. 


16 oh Pat OFF 







Steel Lockers + Steel Shelving + Special Steel Products 
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Orders shipped from stock aft racrory aimcountss 


f.o.b. your nearest branch. 





POTLATCHING WITH OREGON TRAIL TRAVELERS 





F. C. “Chet” Williams, Correspondent 





We are not sure the Ides of March were involved in 
these matters but the last two weeks in that month 
were a very busy period for Boorum & Pease repre- 
sentative, Dick Zeisler. His son, Richard Jr. was mar- 
ried on March 22 in Portiand, Ore. A couple of days 
later, Jack Tammany, president of Boorum and Pease 
Company, landed in Portland on a good-will trip to 
the Pacific Coast. 

* OK * 

Clark’s Book Store in Walla Walla, Wash., changed 
hands recently. E. A. Budge sold this pioneer insti- 
tution to Cal. Iverson. 

* x a 

We have a special investigator working on the “Case 
of the Missing Finger Tip.” We hope to report the 
solution in our next issue. The finger tip belonged to 
U. S. Playing Card’s Jack West and the mystery re- 
volves around how he became separated from it. 
President Nerm Lincoln says it happened in Salt Lake 
City and that Jack was pushing ice cubes into an ice 
slicing machine at the time. Hmmm! 

a cod a 


Thomas Pelly, president of Lowman and Hansford 
Company of Seattle, was in Washington, D. C., the 
last week in March. He was representing the Amer- 
ican Book Sellers Association, before a Congressional 
committee, in connection with proposed changes in 
postal rates on printed matter. Mrs. Pelly accompanied 
him on the trip. While in Washington, they planned 
to visit with their good friends the Fulton Lewis, Jr’s. 


* * * 


Cordell Smith, first president of OTT, was in Doctor’s 
Hospital in Seattle, Wash., the last week in February 
suffering from pneumonia. He was able to leave the 
hosvital and return to California the second week in 
March. 

* * oa 

While Mr. and Mrs. Tom Pelly are in the East, they 
hope to visit their son, Minor. He is spending a few 
months as a part of his educational process, working 
in the National Blank Book Company plants in 
Holyoke, Mass. He has written his father some very 
interesting descriptions of the vast “National” layout. 
He plans to return to Seattle in time for the Spring 
college term. 

*” * co 

Franklin Rising, Jr., was in the Pacific Northwest 
the first week in March. He met Harry Fellows, Presi- 
dent of Bankers Box Company, in Seattle for a trip 
down the Coast. 


* * * 


The star salesman for the Book Nook in Walla 
Walla, Wash., Vern Kinsinger, is a man of many 
accomplishments. For instance, he is the ace sports 
announcer for Walla Walla’s Radio Station KWWB. 
Too bad your Biue Devils did not make the basketball 
finals, Vern. 


* * ok 


Joe M. Davis was at the Monday luncheon at the 
Gowman Hotel in Seattle on St. Patrick’s Day. Joe 
has added the Able Products Company and Union 
Pencil Company to his lines. 


* * * 


At the same luncheon, we noted the following: 
George Simmons, back from a Montana swing in time 
to celebrate his wife’s birthday and wedding anni- 
versary—Norm. Lincoln, shoving off for southern Or2- 
gon for a couple of weeks—“Pill” Pillsbury, back from 
a flying trip down to San Francisco—Clint Martin, 
trying to decide about the Salt Lake Regional—Fred 
Elsner, taking it eesy for a few days—KEarl Howe, 
back from Montana, obviously—Swede Carlson, cuss- 
ing the ferry strike and rates—Al Moore, wishing his 
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Exceptional Opportunity 


Dealers— 


Distributors— 


SPEEDLINER 



























DUPLICATOR 


AND DUPLICATING SUPPLIES 


PRICE— $59.50 List, for fast, 


efforiless sales. 


APPEARANCE — Modern, Compact, 


efficient. 


AVAILABILITY — Immediate Delivery. 


A Spirit Duplicator engineered for sim- 


ple, economical production of copies. 





CHOICE 
TERRITORIES 
AVAILABLE FOR 
DISTRIBUTORSHIPS 











SPEEDIANER = CORPORATION 


30 East Adams Street 
CHICAGO 3, ILL. 
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SELL these 

3 Home Units 
the Dependable 
CONVENIENT way 

to PROTECT VALUABLES 


in the home —— 





List 
$12.50 





MEILINK HOME DEPOSIT BOX 


Inside dimensions—4% x 4!/, x 10!/4—!/y hour test S.M.N.A. label 
—equipped with paracentric type pick proof key lock. Thermo-Cel 
insulation—felt flox lined. 


MEILINK 
HOME 
SECURITY 

CHEST 


Proven fire-resistive pro- 
tection—thousands in use 
—One Hour test S.M.N.A. 
label — inside dimension 
13 x > x 5%—felt flox 
lined—Thermo-Cell _insula- 
tion—Model FCé. 






List Price $24.00 


Equipped with paracentric 
type pick proof key lock. 


Always convenient — eas- 
ily concealed—One hour 
test S.M.N.A. label—felt 
flox lined. Thermo-Cel in- 
sulation—3 tumbler com- 








bination lock. Easily in- 

stalled in wall. 

WS911A—Inside 912 x 11 x 434..........List $33.50 
WS911B—Inside 92x 11x 8%. List 36.50 


Dealer Helps—circulars, newspaper mats, 
etc.—available. Quick deliveries on these 
3 numbers—order your samples now. 


MEILINK STEEL SAFE CO. 


TOLEDO 6, OHIO 


NEW YORK CHICAGO 
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new home would get finished—Charlie Davis, going 


‘ down to Shelton to see Joe Finn’s new store—Charlie 


Nunn, wishing the fishing season would hurry up— 
and your writer, with a very bad cold. 
“Out Where the Hand Clasp’s a Little Stronger” 
en 
L. E. WATERMAN COMPANY MAKES APPOINTMENT 
The L. E. Waterman Company recently appointed 
J. Lindsay Warwick as sales representative for its 
line of pens, mechanical pencils and inks. 
Formerly with Eberhard Faber Pencil Company, prior 








J. LINDSAY WARWICK 


to serving three years in the U. S. Navy, Mr. Warwick 

will cover the Maryland, Washington, D. C., Delaware 

and Virginia territories for Waterman’s. 
Oe 

FINDS BUSINESS IN SIERRA MOUNTAIN TOWN 


Grass Valley, Calif., a Sierra mountain town 60 miles 
north of Sacramento, has been a site for expanding 
business for K. L. Stevenson, operating Stevenson’s 
Office Equipment. His choice of Grass Valley in July 
of 1945 was motivated by the need of a higher alti- 
tude conducive to the health of a small daughter. 

Previously Mr. Stevenson had been for several years 
with Remington Rand as manager of a branch office. 





STEVENSON’S OFFICE EQUIPMENT NEW HOME 


A good location was secured at the resort, lumbering 
and mining town, although small. Mr. Stevenson was 
able to obtain dealerships for Royal typewriters and 
Royal supplies, Edison Electronic Voicewriters, A. B. 
Dick Mimeographs, Victor Safe files and visible book 
units. He also has good lines in steel files, desk and 
chairs, and is specializing in Maso steel typewriter 
stands and products. Other supplies needed in mod- 
ern business offices are carried. 

Grass Valley and the surrounding territory proved 
such favorable territory that the proprietor was not 
satisfied with the small quarters he had been renting. 
He, therefore, one year after opening his business, 
purchased the entire building in which the little store 
was located. Now, after three months of moderniza- 
tion it has been possible to move into the new and 
larger quarters. The former store has been rented 
to an electrical supply house. 
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Each Office TAILORED TO FIT 


The Individual Business 


Yes, Leopold dealers are completely equipped to plan your entire office in every detail. 
They have the experience and training to suggest just the design and arrangement that 
will give each office beauty, comfort, convenience and efficiency. Leopold designers and 
craftsmen are planning ahead, too . . . developing new techniques of construction, per- 


fecting new, exclusive designs and planning new methods of production. 


Leopold desks are outstanding because of their unusual comfort and greater utility 
rounded, protective corners, clear mirror grain finishes, adjustable to either 29 or 30” 
height, especially made to make floor cleaning easy. Leopold desks are designed for 


consumer convenience. They radiate a spirit of welcame to the office visitor. 


—_Jhe eonotd Leopold is continuing its policy of handcrafting fine 


woods into articles of beauty and utility. These days we 





cannot guarantee immediate shipment, but we continue 


C 0 wl P A x Y to maintain our standards of craftsmanship end quality. 
This has been our policy since 1876. 


BURLINGTON I Ow A 
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Filing Supplies 
that count! 


Imperial 


DDT abekor sh: RO@l lol bla m@elel-fesa-\ohe 
Yo Mot slob ateyshiialel-Mel-ysslobele Mb ce) a 
IMPERIAL Filing Supplies. 
Their refinements* cost no 


more. Send for new price 
TSS ae foe’ toy 


“Under-tabbed—Round Cornered. 
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NEWS NOTES FROM NSA DISTRICT NO. 8 





E. J. Mitchell, Correspondent 





The convention of the National School Service In- 
stitute held at the Palmer House in February found 
several 8th Region dealers and salesmen registered, 
including Clarence McGuire, Hoover Brothers, Kansas 
City; William Schmiederer and William Baepler, Bux- 
ton & Skinner Printing & Stationery Co.; Russell Had- 
den, Blackwell-Wielandy Company; Gene Stoltz, In- 
diana Desk Company; E. A. Holscher, Holscher Office 
Furniture Company; and your correspondent and his 
charming wife, all of St. Louis. Also present were Carl 
Schutz, Eagle Pencil Company; Dick Gingland, Ester- 


brook Pen Company; Carl Castle, Louis Melind Com- | 


pany; Frank Palmer, Levison & Blythe Manufacturing 
Company; William E. Smith, Herb Walsh and Hy 


Linden, Ace Fastener Corporation, and Stratton Ter- | 


stegge, Binney & Smith Company. This is a conven- 
tion of school supply and equipment dealers and 
manufacturers. 


* * * 


Our deepest sympathy to John Ford, Jr., of Peterson 
Lithograph Company, Omaha, Nebr., who, on March 
13, lost his mother, Mrs. Jack Ford, long a resident 
of Council Bluffs, Iowa. 

* * * 

One of those live wires you can’t hold down is 
Harold J. Hoffman, treasurer and general manager of 
Smead Manufacturing Company, Hastings, Minn., who, 


in addition to efficiently operating four large filing | 


supply plants in Minnesota and Ohio, was recently | 


elected a director of the Hastings National Bank at 

Hastings, Minn., and The Stockyards National Bank 

at South St. Paul, Minn. 
* * * 

Our nationally-prominent successful stationer, 
Arthur J. Walker, president of Farnham Stationery & 
School Supply Company, Minneapolis, has left with 
Mrs. Walker for several weeks’ vacation in the dude- 
ranch country of Arizona, expecting to return home 
early in April. 

* * 

As good news travels fast, you must have heard that 
our fine friend, Frederick A. “Art” Reed of Latsch 
Brothers, Lincoln, Nebr., was recently elected vice- 
president of his firm, succeeding the late Jerry Latsch. 
Named secretary-treasurer of the firm at the same 
time was our good friend, Sidney S. Anderson. Art, 
incidentally, addressed the 8th Region convention in 
Kansas City recently on selling steel office furniture. 
Our heartiest congratulations to both Art and Sid on 
their new promotions. 

* * * 

Visitors in St. Louis during March included that 
eminent gentleman of the road, William E. Smith, 
who, with his able assistant, Herb Walsh, and Carl 
Castle of Louis Melind Company, stopped off to visit 
their customers and friends while enroute to Monroe, 
La., to attend the 9th District convention. The first 
mentioned, as you know, are the capable ambassadors 
of Act Fastener Corporation, Chicago. 

* * * 

John B. Brain, Sr., of Brain Stationery Company 
and Omaha School Supply Company, Omaha, is per- 
mitted to visit his office only an hour or so each day, 
due to recurrent heart ailment. Careful attention to 
his condition should put him on his feet again before 
too long. 


* * * 


Rumor says there might be something brewing at | 
the John Marshall Office Furniture Company, Kansas | 


City. What is it, John? 
x ak a 

Cliff W. Talty of Gallups, Kansas City, is back on 

the job for a few hours each day, following a siege in 

a Kansas City hospital. Watch it Cliff, we need you 
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"AT YOUR SERVICE" is a phrase we've 
heard far too seldom during the past years. 
Because we realize that the industry ap- 
preciates all that the words imply, we're 
trying to give them more meaning with 
each passing month. Although manpower 
and material shortages may continue to in- 
terfere with our plans, Vail will remain 
"“SERVICE-CONSCIOUS." Rest assured 
that the Vail standard of quality will re- 
main constant . . . we feel keenly our obli- 
gation to provide our trade with the max- 
imum supply possible, under present condi- 
tions, of the highest quality paper fasten- 
ing devices on the market. 


VATIL 
MANUFACTURING 


COMPANY 


900 East 95th Street Chicago 19, Illinois 
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FILLING EV 







Full line of gift sets that 
sell every day. 





= 

i Fount-O-Ink Writing Sets have that 
scientific action that insures instant 

starting, capillary filling, clean pens, 

clean ink, and no messy well-filling 





ever. They make satisfied customers 
and build business for you. 


K Writing Sete 











FULL COLOR CATALOG FREE TO DEALERS. 


GREGORY FOUNT-O-INK COMPANY 


Los Angeles 41, California 
Copr. Gregory Fount-0-Ink Co., 1947 
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in association work, as well as at Gallups. 
ok + * 





Our underground says they saw that elusive Winnie 
White of the Ponca City Whites, easing around Kansas 
City with eyes open and ears to the ground during 
mid-March. What’s cookin’, Windy? 

* * * 


The Photo Materials Company, of Chicago, has a 
new representative in the midwest territory; who do 
you think it could be? “Yours Truly!” 

* * * 

The Wichita, Kans., dealers suffered plenty recently 
when the following commercial tourists called on 
them, all the same day: Pete Masterson of Acco Prod- 
ucts Company, Bill Cromwell of Eaton Paper Com- 
pany, Izzy Voda of Wallace Pencil Company, Walter 
Kane of National Blank Book Company; Carl Schutz 
of Eagle Pencil Company; Cuba White of F. S. Webster 
Company, and Bruce McCaleb, Associated Stationers 
Supply Company. That should be enough to cause 
trouble in any vicinity. 

* * ca 

The Texas and Oklahoma dealers have been catch- 
ing it also. Dan MacDougall of Stationers Loose Leaf 
Company and Art Pfister of Smead Manufacturing 
Company spent most of February and March pester- 
ing them. My sympathies to you buyers. 

* * * 


Mrs. Gene Mitchell and her hard-working husband 
enjoyed the fine hospitality of the Great Lakes Trav- 
elers Club at their birthday party on February 22, in 
Chicago. A fine party it was, too. Stealing the spot 
light from that famous orator, Ollie Stevens of Stev- 
ens-Maloney Company, Chicago, and governor of the 
6th Region, was that masterly gentleman, L. S. Crowl, 
president of NSA, who was present with Mrs. Crowl, 
to add dignity to the microphone. The Crowls were 
guests of Mr. and Mrs. Herb Walsh, as were the 
Mitchells. 

* * * 

Who was the guy who, in the mad rush of things, 
talked the writer out of $5.00 Great Lakes Travelers 
dues? It must have occurred at the GLTC luncheon 
prior to the birthday party. Confess, somebody. 

* * co 


The 8th Region convention is expecting to be hon- 
ored this year with the presence of Governor Floyd 
Kongsvik of the 7th Region, and Mrs. Kongsvik, who 
will return the visit last year, at the St. Paul meeting, 
of Governor Roy Moreland of the 8th Region. Wel- 
come, Floyd and Gert. Your visit will be greatly appre- 
ciated. We hope we may be favored with additional 
visiting governors, all of whom have been invited to 
attend. 

I 

MAVERICK-CLARKE IN EXPANSION PROGRAM 


To meet the needs of a rapidly-growing Houston, 
Tex., the Maverick-Clarke Litho Company, with head- 
quarters in San Antonio, Tex., has embarked on @ 
policy of expansion for its Houston division — the 
Standard Printing and Litho Company. 

A two-story building containing 32,000 square feet 
of floor space has been leased on the corner of Rush 
Ave. and La Branch St. in Houston, and will be com- 
pletely remodeled and made into one of the finest 
buildings of its kind in the Southwest. Remodeling 
work is scheduled to start May 1, 1947. 

The new building will provide ample display space 
for nine different departments, including printing, 
lithographing, office furniture, office equipment, sta- 
tionery, social stationery, greeting cards and gift items, 
in addition to offices for the division’s personnel. 

Officers of the 73-year-old Maverick-Clarke Litho 
Company are R. C. Hill, president; Russell P. Grieve, 
vice-president and general manager; Alvin Eiseman, 
vice-president; Martin V. Tucker, vice-president and 
manager of the Houston division; and E. H. Zuercher, 
secretary and treasurer—JHR. 
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Lise 


lek maser “Futura 


a SILVER-GRAY SERIES 


A new steel desk organizer, styled by Fatara, gracefully contoured to 
provide complete accessibility of papers, etc., from top or both sides: 


five full 2" compartments; finished in Fatara greylustre or standard 
olive green. 


Tidy Desk-Master may be expanded by securing additional 
leaves, bases and longer rods. 


Immediately available— when ordering designate “Tidy Desk’ 
Master.” 


sért Steel Sales Corporation 300 EAST 145th STREET, NEW YORK 51, N.Y. 














Desk Drawer Tray No. M 2300 


DESK DRAWER TRAY 


VWoldmaster has designed this new Desk Drawer Tray No. M 2300 
to help keep your inside drawer in orderliness. Nine full size compart- 
ments provide for the safe and efficient keeping of stamps, pens, 
pencils, rubbers, cash, currency and other items. 

Made of plastic (improved phenolic material) and furnished in 
glossy black. Also supplied with lock compartment (see M 2300L 
illustrated below.) 


|___Item | ___ Description _'| Width | Height | Depth | Compartments | 
[42300 [Plastic Desk Tra ae a 
M_2300L Plastic Desk Tray with Lock ta | + 


pert Steel Sales Corporation 300 EAST 145th STREET, NEW YORK 51, N. Y. 








Co 


Paymaster Tray 


No. M 23 


CURRENCY TRAY 


Woldmaster has designed this new currency — cash Paymaster Tray 
No. M 23. Full size compartments are provided for the efficient hand- 
ling of all currency. Made of plastic (improved phenolic material) in 
glossy black. Standard interior equipment for Steelmaster 21 Pay- 
master. (not ill.) Also comes furnished with hold-down clips. (not 


illustrated). 


ftom | _Denrioton | wrath | Fight | Doom | Compertnots 


rect Steel Sales Corporation 300 EAST 145th STREET, NEW YORK 51, N. Y. 











WPPLASTIC and STEEL 


DESK DRAWER TRAY 


VWoldmaster has designed a 
No. 1832 EXPANDED : new expanding Desk Drawer 
Tray made of steel with plastic 
insert. (Made of phenolic ma- 
terial.) Provided with safe keep- 
ing locking compartment to 
house personal and valuable 


No. 1831 EXPANDED 


items. 


RD OE TR es 
Desk Drawer Tray (1! Tra pen 31" Closed 18" | 11/2" | ‘tt CRB FR 
M 1832 Desk Drawer Tray (2 Trays pen 31"' Closed 18" | if" | 37," ERR NE 


xt Steel Sales Corproration 300 EAST 145th STREET, NEW YORK 51, N. Y. 











The Exclusive MERCURY feature of ‘Removable 
Head" eliminates jamming. Channel completely 


open from front to rear for removal of defective 


staples or foreign substances. Instantly converted 


to tacker by flip of fingers. Three way anvil for 


stapling, pinning or temporary stapling. Heavy «MERCURY Staples are made with the great- 


est care and precision, each strip is rigidly 
duty construction for longevity. Loads full strip 

inspected. The quality of high luster steel 
of 210 MERCURY or similar standard staples. used, combined with the tested cohering 
method, insure a smooth, even stapling 
job at ‘ell times. Standard size — packed 


~ CONSOLIDATED WIRE PRODUCTS CO. 9 ““"'~* Sw — = 


145 SPRING STREET . NEW YORK 12, N. Y. 





OFFICE APPLIANCES, April, 1947 








Cram’s Exclusive Art Globe Models 


—-AND WE DO MEAN EXCLUSIVE! 





ILLUMINATED FROM WITHIN ¢ NEW WORLD BOUNDARIES 


Nowhere else can you get these beautiful art globe models—they are 
exclusive Cram creations. The artistic mountings, plus the fact that 
the globes are illuminated from within, add tremendously to the sales 
appeal of these Cram Globes. In addition, the globe maps show the 
new de facto world boundaries resulting from World War II. This 
first major map revision since 1939 gives Cram Globes new timeliness 
and value. 












Write for Globe Catalog No. 55 
which gives complete information 
on these exclusive globe models. 






THE GEORGE F. CRAM COMPANY, INC. * 730 E. WASHINGTON ST. * INDIANAPOLIS 7, IND. 


Representatives © New York: George S. Heineman, 230 Fifth Ave. © Chicago: Fred A. Long, 1524 Merchandise Mart © Dallas: Ralph Smith, 1635 Pacific Ave 
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Seen and Heard 
in Southern California 
By J. Edward Tufft 


1719 Fremont Ave., South Pasadena 


Blake Lockard, secretary-treasurer, and others who 
are active in the Stationers Association of Southern 
California, Inc., and in the Golden State Travelers 
Club, at this writing are working hard to make a 
big success of 12th Regional meeting of the National 
Stationers Association to be held in the Biltmore 
Hotel in Los Angeles on Thursday, April 17. The men 
are looking forward to the coming of Paul Burbank, 
general manager of the NSA, who is slated to preside. 
Mr. Lockard believes that the entire program will be 
a strong one, and a welcome is being prepared for the 
entire NSA Troupe. 

* * * 

Edward J. Hart, who was with the Underwood Cor- 
poration in Detroit for more than ten years, has 
joined the sales force of the company in Los Angeles. 

W. E. Brockelman, 2n Underwood _ typewriter 


mechanic, was servicing a typewriter in the neighbor- | 
hood of the big explosion in Los Angeles in February. | 
He was blown against a building and was cut by flying | 


glass. He was given first aid treatment and was hos- 


nitalived for ebout a week. He is much improved et | 


this writing and expects to be at work soon. 
All accounting and bi!ling operations for the south- 


ern Celifornia territory of the Royal Typewriter Com- | 
reny are now being handied by the Los Angeles office, | 


1¢34 S. Broadway. B. A. Rau, formerly with the Kansas 
City office, is cashier in charge of these orerations. 
The new setup gives G. G. Ralls, manager of the Los 
Angeles branch, full time for sales activities. 
* a * 

Charles W. Brentner of the Brown Shop, Pasadena, 
makes the statement that informing the customers in 
advance of any new plan as to hours or days off 


has proved effective with this firm, for the customers | 


never fail to co-operate. For instance, the new plan, 
effective January 1, of having the store open Monday 
through Friday from 9:30 to 5:30, and on Saturday, 
9:30 to 12:30, giving employees a 40-hour week, has 
been accepted in fine spirit. Last summer a plan in- 
volving the closing on Saturday all day was likewise 
announced in advance and accepted in a good co- 
operative spirit. Mr. Brentner is emphatic in his 
statement that informing the public in advance, par- 
ticularly long time customers, is good business and 
prevents any loss of patronage because of changing 
store hours. 
*” oe « 

Frank Ybarra, proprietor of the National Office 
Furniture Company, 218 S. Spring St., Los Angeles, 
recently made a trip by plane to Miami, Fla. Mr. 
Ybarra says he found the Florida weather a little 
below the usual fine Florida standards, offering a 
chance, he remarks, for Californians to do a little 
good-natured ribbing. Mr. Ybarra also spent a few 
days in Cuba. 

H. A. Jonas, manager of the company, accompanied 
by Mrs. Jonas, was scheduled to leave on April 1 for 
Tucson, Ariz., for a ten-day vacation. 

* * * 

Howard C. Parker, proprietor of the Parker Type- 
writer Company, Pasadena, who has been ill for the 
past five months, is improving nicely. Mr. Parker’s 
two sons, Robert and Warren, since returning from 
Service overseas have taken over management of the 
store. 

Here is an interesting piece of history: One man in 
Pasadena who has been using the same Corona type- 
writer since 1917, exactly 30 years, has had this 
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COLORS FOR HARMONY. 





FINEST CUSTOM QUALITY 


— eee 
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4200 Series 


MIDCO the Perfectlite’s rich, iridescent tones of 
English Antique Bronze and Metallescent Gray fin- 
ishes are the “crowning glory” for the smooth, flowing 
lines that have created a portable lamp ef exquisite 
beauty and distinction. 

MIDCO’s beautiful, metallic finishes harmonize per- 
fectly in offices of fine appointments and are doing 
their part in winning the approval and acceptance of 
discriminating buyers. 

The warm soft color of the English Antique Bronze 
blends perfectly with walnut or mahogany furniture, 
while the Metallescent Gray was created especially 
for use with the modern gray steel desk. Both Eng- 
lish Antique Bronze and Metallescent Gray are in the 
preferred smooth finish and have the quality of per- 
manence that insures lasting beauty. 

MIDCO’s acknowledged superiority in lighting effi- 
ciency, trouble-free operation and choice of beautiful 
finishes have made it the fastest selling portable desk 
lamp in the better quality field. 





Important Notice: During the current shortage 
of fluorescent tubes, we will undertake, when 
requested, to supply a tube with each lamp 
shipped. Present stocks are not sufficient for 
excess requirements. 











Descriptive literature on request. 


MIDWEST NATURLITE COMPANY 


228 West Kinzie St. Chicago 10, Illinois 
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Line Daters and Numberers, Die 

Plate Daters, Self-Inking Stamps, 

Time Stamps, Stamp Pads and Inks, 

Notary Seals, Stamp Racks, Stencils, 

Rubber Type Sets, Sign Markers, 

Brass and Fibre Checks, Corrugated 
Box Dies, Badges, etc. 


PLACE YOUR NAME ON OUR MAILING 
LIST FOR LATEST CATALOGUES. 


CONSOLIDATED STAMP Mec. Co., INC. 


MAIN OFFICE AND EXPORT DEPT. 
15 DEY STREET, NEW YORK 7, N. Y. 
FACTORIES IN 


SPRING VALLEY,N.Y. . NORWOOD,NJ. . CHICAGO, ILL. 
PHILADELPHIA, PA. . NEW YORK, N. Y. 
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| machine serviced by the Parker Typewriter Company 
' and no place else. The Parker brothers believe this 


sets a record for the city. 
* ” * 


Mrs. E. L. Young, wife of E. L. Young, who is pro- 
prietor of Young’s Office Equipment Company, Chi- 
cago, is spending a few months in Tucson, Ariz., 
according to Mrs. R. C. Anderson of the Business 
Appliance Company, 509 S. Spring St., Los Angeles. 
The Youngs and the Andersons are relatives. 


* * * 


Mr. and Mrs. Vic Davidson of Syracuse, N. Y., 
(Mr. Davidson is vice-president of L. C. Smith & 
Corona Typewriters, Inc.) are spending some weeks 
on the West Coast visiting various dealers. The 
Davidsons planned also to spend some time at Palm 
Springs, a desert resort inland from Los Angeles. 

* * 7 


George E. Montgomery, manager of the Los Angeles 
branch of the Ediphone Company, 943 S. Broadway, 
left March 12 for a trip to the company’s factories 
at West Orange, N. J. He planned to be gone three 
weeks and en route home expected to stop off at 
Phoenix, Ariz., where he hoped to spend four or 
five days. 

Three new salesmen have been added to the Edi- 
phone force recently, according to Leroy J. Smith, 


sales manager. The three are Bradford J. Flanagan, ~ 
| formerly with the Economy Blueprint Company of 


Los Angeles; Robert Van Roseboom, formerly with the 
Western Airlines in Los Angeles and San Diego; and 


| R. A. Simon, an electronic engineer, who will devote 
| his time to electronic sales. M. W. Liverette has been 


added to the accounting and auditing department. 
Mr. Liverette was requently discharged from the Army 


| and prior to his Army service was with a major oil 





firm in Chicago. 
* * » 

Clyde Donnelly, formerly of Chicago, has joined the 
mechanical department of the Angelus Typewriter 
Company, 531 S. Spring St., Los Angeles, and Sue 
Berryhill of Dallas has joined the company as secre- 
tary. 

* ” * : 

P. E. King, one of the proprietors of the Southern 
California Adding Machine Company, Los Angeles, 
reports that his company is still selling a large number 


| of bookkeeping machines. The firm is still looking 


for new equipment to meet the incessant demand, 
Mr. King states. 

Clarence Smith, formerly with the Burroughs Add- 
ing Machine Company of Omaha for 18 years, has 
joined the force in the service department of the 
Southern California Adding Machine Company. 

* * . 


Alvin E. Anderson, who was formerly manager of 
the Anderson Typewriter Company’s store in Long 
Beach, is now in charge of sales in all three stores 
operated by this company (Pasadena, Glendale, and 
Long Beach). The manager of the Long Beach store 
is now W. F. Crill, and the manager of the Glendale 
store is W. F. Suhm. C. Elmer Anderson remains as 
general manager. 

Sales are increasing in all major lines, according 
to Mr. Anderson, and this is particularly true of steel 


| furniture and office machines. 


* * * 


Sam Rothman of the Commercial Typewriter Com- 
pany, 525 S. Spring St., Los Angeles, reports that his 
wife is improving nicely after a serious illness. Mr. 
Rothman’s son, Robert Rothman, and Sol Meisner are 
now proprietors of the Ace Stationers and Printers 
located in the building with the Commercial Type- 
writer Company. 

« * sd 


A greeting card store, advertised as one of the finest 


| and most complete in the city, is slated to open soon 
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Traveling al the right 
- —  SPRepe 


Bier department of your business nat- 
urally cannot move at exactly the same 
pace ... but the operation of every de- 
partment from purchase of raw material 
to sale of finished product must be coordi- 
nated for smoothness and efficiency. Mod- 
ern visible record systems afford the 
control—so necessary and desirable—to 


s._— achieve that coordination. 


Let us show you how an Acme Visible 
Record System can help you save time and 
money through greater efficiency in your 


record keeping. 


“Tete cs @ lime saving some liste Aecotd Sjsiirn 
/e Cvety tOCOt « antl ves, by Lats1r2edS 


ACME VISIBLE RECORDS, INC. 
122 SOUTH MICHIGAN AVENUE + CHICAGO 3, ILLINOIS 


Copyright 1947 Acme Visible Recoras, Inc Representatives in Principal Cities 





Reprint of Our Message in National Magazines, April, 1947 
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No. 46- 64——Easy Chair. 
Seat 18172" x 20” 
Back over seat 18'/, 
No-Sag Spring ao. 
Padded Back 





No. 3000 — Executive 

Seat 23” x 21” 

Height 311,’ 

No-Sag Spring Seat and 
Back 

Reversible Spring Filled 
Cushion 





No. 5500——Easy Chair 
Seat 24” x 2212’ 
Back of Seat to Top of Back 


21” 
Floor Area 27” wide, 30” 


deep 
Webb and Coil Springs——Seat 
and Back 





No. 
Seat 66x22), 
Floor “Area 691," 


5500-3—-THREE SEAT SETTEE 
Back of Seat to Top of Back 21”, 
Wide, 30” Deep 


OFFICE 


FURNITURE 


OF DISTINCTION 


COMEORT-Q)UALITY 
BEAUTY 


+ 


Available for 
Prompt Delivery! 


We have been serving the 
entire West with phenom- 
enal success— Now are 
ready to satisfy the entire 
country. 


Sold Exclusively 
Through 
Authorized Dealers 


CHROME—+triple plated, mirror finish. 


FRAMES—selected dried hardwood, with dou- 
ble-doweled construction, specially reenforced 
in the important spots. 


UPHOLSTERING includes selected moss filling, 
padded with highest quality cotton feit. Extra- 
heavily padded arms. 


COVERS in assorted colors: red, blue, eggshell, 
green, tan, brown, with fabrics such as Nauga- 


hyde mfd. by U. S. Rubber Co. 


DESIGN—the best of modern styling. All up- 
holstered models smoothly tailored with welt 
trim. 


5 


Franchises Now Open 


Usb 
MF6. 


Co. 


480 BROADWAY 


ST. PAUL 
MINN. 


WEBB & COIL SPRING—SEAT AND BACK 
Also available in 2-Seater Model 
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No. 2000-S — Straight 


Chair 
Seat 181/." x 15%, 
Back 12” high x 131,” 
wide 


Height of Back Over Seat 15” 
No Sag Spring Seat— Padded Back 





No. 66-WPH—Charies of Lon- 
m Chair 
— Arm to Outside Arm 


Height of Back 353,” 
Webb and Coil Spring Seat 


and Back 
Reversible Spring 
Filled Cushion 






No. 1000-A—Arm Chair 

Seat 1842” x i977 

Seat 3” thick 

Back 9” high x 1417.” wide 

Height of Back Over Seat 15”  ¥& 

No-Sag Spring Seat——Padded 
Back 


No. 46-64-2 TWO SEAT SETTEE 
Seat 42” x 20” Back of Scat 1814 
NO-SAG SPRING SEAT— 
PADDED BACK 
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at 508 S. Broadway, Los Angeles, under the name of 

Carol Elizabeth. The store will be in a busy block 

with a good frontage and very attractive windows. 
a“ 7 * 

S. Flateau, who for 20 years operated the Stationery 
and Office Supply Company at 334 S. Spring Street, 
Los Angeles, but who sold his business last July to 
I. Susman and Elliot Harowitz, has opened a whole- 
sele stationery business at 409 E. Third St., known as 
the Yale Filing Supply Company. Mr. Harowitz, before 
buying into the store on Spring St., was manager for 
11 years. 

* * Ed 

Dorothy Polakow is the new bookkeeper at the 
Stationery Exchange, 324 S. Spring St. Miss Polakow 
recently came to Los Angeles from Chicago. 

” * * 

April 1 was set as the opening date for the new 
Miller Desk and Safe Company’s new salesroom at 
8642 Wilshire Blvd., Beverly Hills. The store is to 
have 3,600 square feet of floor space, the frontage 


* 


MILLER DESK CO., HOME AT LOS ANGELES 





on Wilshire Blvd. being 37% feet. The side walls 
are painted in chartreuse while the rear wall is 
papered in yellow with a chartreuse pattern. The 
ceiling is light peach. The four pillars in the center 
are papered the same as the rear wall. Rose beige 
carpeting extends from wall to wall, while the spot- 
lights are flush with the ceiling. The front windows 
are flush with the double door which is at the left, 
giving the passerby a complete view of the interior. 
A bulkhead 12 feet high is covered with green marble 
while the doors, which match this bulkhead in color, 
have stainless steel kick plates and bars. A neon 
sign 4-feet wide and 27-feet long carries the name, 
“Miller Desk and Safe Company—Distinctive Office 
Furniture.” 

The store is exclusively a salesroom, all merchan- 
dise being delivered from the warehouse at 360 Aliso 
St., and all office work being done at the main store, 
219 W. Second St. 

The manager of the new store is Allan F. McNally, 
formerly with the Pacific Desk Company, 1031 S. Hill 
St., and also with the Western Office Furniture, 428 S. 
Spring St. Mr. McNally has been with Miller”’s for 
the past year. 

Oo elt 
PRICE C. PINCHAM BACK IN INDUSTRY 

Again engaged in sales work for the industry is 
Price C. Pincham, who for 25 years was connected 
with Underwood Corporation as sub-branch manager 
at Austin, Tex., and other points. During the war, 
Mr. Pincham was with the Collector of Internal Rev- 
enue but since last year has been representing the 
Polychrome Corporation and their line of duplicating 
machine supplies in Texas, Oklahoma and New Mexico. 
He is happy to again meet his old friends in the in- 
dustry. 
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S cusscam FILING 


335 CANAL STREET 





Trademark 


TRANSFILE 
FILES 





SUPPLIES 


Here is a sales combination many dealers 
find a continuous source of profit. In 
fact, all GUSSCO products are fast mov- 


ing, every day sales items. 


TRANSFILE fibre board Files offer the 
practical, economical way of keeping 
semi-active and inactive records right at 
the finger tips. Though each file is a 
complete filing unit in itself, TRANSFILE 


Files can be stacked into strong batteries. 


GUSSCO Filing Supplies are sound, sal- 
able merchandise, priced right and made 
right. When you sell GUSSCO you can 
always be sure your customers will get 
satisfactory service from every item in 
the line. And remember—we sell through 


dealers only. 


GUIDE SYSTEM & SUPPLY CO. 
NEW YORK 13, N. Y. 
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New Indiana Chair Co. 


Nice t hitirs 


FIRST CHOICE, IN POINT OF COMFORT 
AND DEPENDABLE, SUSTAINED SERVICE 





No. 1452—one of a New 
Series to be put into pro- 
duction in the near 
future. 


Good quality office chairs to re-furnish 
and re-fit the many American offices 
where working conditions have been 
allowed to recede through recent years 
... there’s extra good demand there. that 
intelligent, sympathetic sales merchan- 
dising can maintain for a long term. Of 
all available supply. N.L.C.Co. good 
quality office chairs at moderate price 
are best adapted to a great proportion of 
American offices. Be sure your display 
includes them. Watch for further an- 
nouncement, 


New Indiana Chair Co. 


JASPER, INDIANA 


MEMBER WOOD ofFFICE FURNITURE INSTITUTE 








mn 
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VIRGINIA NEWS NOTES 





J. F. Howison, Correspondent 





L. M. Wellbrock, Virginia manager of the Royal Type- 
writer Company branch in Richmond, hatless as has 
always been the custom of this former resident of 
Jacksonville, Fla., hasn’t been unduly disturbed by 
the recent seven-inch snowfall. He is busy receiving 
a number of new machines from the factory in Hart- 
ford, Conn., but says he needs more. Mr. Wellbrock 
has welcomed Morris Burchart and John Marshall, Jr., 
as new factory-trained Roytype salesmen in Rich- 
mond. Both are war veterans. Mr. Marshall was with 
the U .S. Navy in the Pacific and Mr. Burkhart was 
a fighter plane pilot in Europe. 

ca * co 

L. W. Moseley of Roanoke, Va., who has served 
steadily for more than 15 years as the Marchant Cal- 








L. L. MOSELEY 


culating Machine Company salesman for Roanoke and 
adjoining counties, reports increasing business for the 
Marchant product. 











* * * 


A likeable fellow is H. L. Gibbs of the Office Supply 
Company at Petersburg, Va., one who sells many prod- 
ucts for office consumption. He represents Remington 
Rand, Inc., and his friendly service makes many 


friends. 
co * * 


A civic leader and successful business man is Col. 
Carl M. Bortz, Petersburg, Va., reorganizer of the old 
firm of T. S. Beckwith & Company, stationers, and 

















COL. CARL M. BORTZ 


executive officer of the business. Col. Bortz completed 
his first year as president of the firm on April 15 with 
definite plans for modernization and development of 
an organization now in itS seventy-eighth year. Dur- 
ing the past 12 months, Col. Bortz has hired and 
trained a completely new organization, one which 
attained a new high in gross income. 

In addition to his business duties, Col. Bortz is sec- 
retary of the Men’s Club of Christ Episcopal Church, 
president of the Reserve Officers Association of Peters- 
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This concealed 
safe unit is a patented 


Invincible EXCLUSIVE! OU’'D never guess from outward appearance 


just how “personal” this file really is. The 

top drawer contains a concealed safe unit. 

And there's the secret to new markets — new 

profits — for alert office appliance merchants! 

Executives say it's a handy and practical file for private offices — and 
ideal for home use, too. You can get complete details from File Headquarters. 


INVINCIBLE METAL FURNITURE COMPANY, Manitowoc, Wisconsin 
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@ Every office, as well as every home, needs 
Filt-R-Fan. For this new kind of electric window 
fan guards against the dangers of dirt, dust, 
grime, pollen and other irritating impurities. As 
its large propeller-type fan draws in the fresh 


A 





TRADE MARK REG. - PAT. APP. FOR 


outside air its glass-fiber filters cleanse it, 
quietly creating a constant circulation of fresh, 
clean filtered air . . . delightfully cooling in 
summer . . . healthfully comfortable in every 
season. 


Stock this year ‘round seller now. Let Filt-R-Fan’s Demonstrator-Display 
Stand, Consumer Booklets and other sales-helps help YOU do the job. 


Write for complete details about both... TODAY! 
MEIER ELECTRIC & MACHINE CO., INC. 


3529 East Washington Street 


. Indianapolis 7, Indiana 
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burg, chairman of the military affairs committee of 
the Chamber of Commerce, and has just completed a 
most satisfactory campaign as chairman of the mer- 
cantile division for the annual Red Cross drive. 

* * + 


Mr. Young of the Young Electric and Typewriter 
Company at Pulaski, Va., near Roanoke, continues to 
give good service to the 40 or 50 manufacturers of 
his city, where he is representative of the Remington 
Rand line. A recent visitor to Richmond, he expressed 
pride in the manner in which he has been able to 
serve his territory in typewriters during and since the 
war. 

* * * 

It is quite noticeable these days how few of the 
typewriter and office supply agencies in the larger 
cities of Virginia, especially Richmond, are able to 
show any of their new machines or other products in 
office equipment lines. The show windows are almost 
devoid of merchandise, in spite of the fact that they 
are supposed to be worth $40 or $50 a day toward rent 
and expenses. 

* * * 

Ralph Kinsey of the Richmond office of Remington 
Rand, Inc., a native of North Carolina, is connected 
with the tabulating machines division as associated 
salesman. He spent 46 months in the armed forces 
after volunteering in 1942, two weeks after graduation 
from the University of Richmond. He was overseas 
ten months in the Southwest Pacific as adjutant of a 
750-bed station hospital. 


——____—__9- 


POLAR COMPANY ADDS NEW REPRESENTATIVE 
Nathan N. Plaine, better known to the trade as 
“Nat” Plaine, a manufacturers’ representative, has 
taken on an additional line, that of the Polar Manu- 














NATHAN N. PLAINE 


facturing Company, makers of an extensive line of 
practical office articles, including desk pads and acces- 
sories of the better grade. Mr. Plaine is a native 
New Yorker, and well known to dealers in his terri- 
tory, having covered it for the past 22 years. His 
territory consists of New York City, including Brook- 
lyn, Jamaica, Long Island and New Jersey, north of 
Trenton. 
—— 

CARPENTER PAPER CO. NAMED DISTRIBUTOR 

The System Service Company, Bluebonnet Products 
division, Hawthorne, N. J., of which Clifton D. Lewis 
is president, has announced the appointment of 
Carpenter as distributors of the Bluebonnet products 
to the stationery dealers in the Southwest. 

Dealers can order the Bluebonnet line from any 
of the three Carpenter Paper Company branches at 
Oklahoma City, Okla.; Houston, Tex.; or Fort Worth, 
Tex., and their orders will be filled from stock. 

Included in the Bluebonnet line is the No. 643 
typewriter set comprising type cleaner liquid, special 
typewriter oil and platen remover, all in a handy 
desk set retailing at $1.00. 
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is being added to the (Me-Méll) 
Line of Fine Office Furniture. 
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A sturdy, magnificent Office Chair "THE ALL 
AMERICAN" No. 2000—maximum of ease and 
comfort, finished in Walnut, Mahogany or 
Wheat, individually tailored in Duran. Conical 
reversible seat, base likewise with conical springs 
—heavily filled back with no sag springs. Con- 
structed of finest kiln dried woods. Coverings 
in long life sparkling Duran. 4 


Color is 


The Thing! 


Modern styling in 
all offices calls for 
sparkling color. 
This new Channel 
Back Executive 
Chair is the last 
word in comfort. 
Constructed for 





long life. 
M Miller 
-JVit 
INCORPORATED 
OWENSBORO KENTUCKY 
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IMMEDIATE DELIVERY 
QUALITY ALUMINUM 
ACCESSORIES 


CREATED TO HARMONIZE WITH METAL 
OFFICE FURNITURE ENSEMBLES 


ASH STANDS 


No. 223 
29" high . . . Base 10" 
diameter heavily weight- 
od i. Bie pod... 
8" amber glass tray. 


No. 224 


27'/2" high... Base 10" 
diameter heavily weight- 
bcs Me etc. 
8" amber glass tray. 


LIST $17.00 


SHIPPING WEIGHT 
10 LBS. 





COSTUMERS 


Made of I!/2" aluminum tube. Height 72”, 
Base 12" diameter with heavy iron loader 
under spun aluminum base. 


SHIPPING WEIGHT 20 LBS. 


LIST $21.00 





SAND URN 


1917," high . . . Base 
10" diameter, Top 11" 
diameter .. . 2!/>" tube. 


SHIPPING WEIGHT 
10 LBS. 


LIST $15.00 





permanent finish. 


All are highly polished and buffed ... . 
Packed set up...one to a carton... shipped F.O.B. Factory. 


USUAL DEALERS DISCOUNT 


Order samples and send for illustrations of costumers, ash 


stands, sand urn and lamps in aluminum. 


GLARO MACHINE Propucts COMPANY 


LEWIS R. LEVI 
SALES MANAGER 
3711 EDGEMERE AVE. FAR ROCKAWAY, N. Y. 











CANADIAN FIRM ISSUES FIRST ANNUITY CHECKS 


The Steel Equipment Company, Ltd., Ottawa, Can- 
ada, recently observed an event which D. P. Cruik- 
shank, president, termed one of the most historic in 
the 34 years of the company’s history. 

This event was the presentation of the first retire- 
ment annuity check under a retirement plan which has 
been in force for a year. The recipient was William 
E. Fischer, who is retiring after 17 years’ service of the 
company and will now receive a monthly check from 
the Dominion government for the rest of his life. 

Under the company’s retirement plan which covers 
more than 75 per cent of the factory workers, as well 
as the office staff, each man in the company’s employ 
may retire with an annunity on reaching the age of 65. 

Under the Steel Equipment plan, all permanent em- 
ployees who have completed three years of service are 
eligible to participate. They contribute five per cent of 
their earnings, while the company’s contribution 
ranges from five to ten per cent, depending on the age 
of entry. The company also made a large contribution 
for the purchase of past ‘service annuities for em- 
ployees who had been with them a long time. 


eI 


FEATURE HISTORICAL WINDOW IN SPOKANE 

Bringing home the pioneering history of Spokane, 
in which it’s own amazing history is woven, John W. 
Graham & Company (“If It’s Made of Paper We Have 
It”) recently featured a well-composed window enlight- 
ening to many a newcomer who has moved into “The 
Hub of the Inland Empire.” 

The intriguing window is built arouhd a diorama of 
Spokane Garry by Oscar M. Waddell, director of the 
Eastern Washington Historical Society. 

With utmost faithfulness, the diorama reproduces 
the photo taken in Peaceful Valley in 1880 of Spokane 
Garry, chief of the middle and lower bands of Spo- 
kane Indians. 

Rich in interest are the historical highlights of the 
Indian chief’s life and their influence on Spokane it- 
self. He was born near Spokane House in 1810 and was 
educated by the Hudson Bay Company between 1825 
and 1830. 

In the latter year he returned to his tribe and es- 
tablished the first school west of the Rockies with all 
Indian pupils, who were taught English, agriculture 
and the Christian religion—CML. 

2 —__—— 
CIRCLE DESK OBSERVES ANNIVERSARY 


Circle Desk Company, Inc., 629 Third Ave., New 
York, N. Y., observed its twenty-fourth anniversary 
in March, taking cognizance of the fact that from 
a modest beginning in 1923 in New York City the 
company has developed into an outstanding dealer in 
wood and metal office furniture and equipment. 

Today Circle Desk Company owns its own six-story 
building in which it warehouses all items of its retail 
trade. In connection with the anniversary, it is re- 
called that the company has been in this building 
five years. 

The company was awarded the Certificate of 
Achievement by the U. S. Navy in recognition of “ex- 
ceptional accomplishments in behalf of the U. S. 
Navy and of meritorious contributions to the national 
war effort.” 











-ENGAGEMENTS 


G. Gordon Dotzour, who is employed by the W. A. 
Sheaffer Pen Company as traveling salesman through- 
out Kansas and several midwestern states, is engaged 
to be married to Miss Betty Jo Cotton, daughter of 
Mr. and Mrs. Fred Cotton of Macksville, Kans. No 
date has been set for the wedding. Mr. Dotzour is 
the son of Mr. and Mrs. G. C. Dotzour, 1341 N. River 
Blvd., Topeka, Kans.—GMH. 
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TO HAVE A HOBBY! 


When you have worries or spare time, experience and integrity of the men 
a hobby comes in handy to set your who build it. We have never sacrificed 
mind at ease or while away spare hours. . quality for quantity, so you may not 
be able to get all the good chairs you 
want just when you need them; but we 
are doing all we can to increase pro- 
duction and are sure that the situation 
will improve soon. 





We are worried right now. Orders 
are ahead of production ...and since 
our hobby is keeping our dealers satis- 
fied, the only thing we can do is be 
hopeful. 





Keep us advised on your require- 
A chair can be no better than the ments and we shall try to work outa 
materials that go into it, and the skill, schedule for you. 


SHEBOYGAN CHATK COMPANY 


Designers and builders of good chairs since 1868—for homes, offices, schools and institutions 
SHEBOYGAN, WISCONSIN 
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4, the manufacture of waste baskets, utility receptacles, sandurns, 
cuspidors, desk files and similar products, no company has a finer 


standing than Lawson—a name known through 131 years of out- 


standing service to dealer and user alike. 


Today, our production is limited by the quantities of materials 


we can get. This situation will improve as more materials become 


available. 


THE F. H. LAWSON CO. - - - 
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CINCINNATI 4, OHIO 


OFFICE APPLIANCES, 


April, 





1947 








co 


OF 


in 


st 


Paper 
a tot; 
Houst 
whicl 

Lav 


L. (Bi 


OFFI 














TEXAS TRAVELERS CLUB NOTES 





Virginia Leonard, Correspondent 





Story-Wright of Tyler, Tex., has done it again. Back 
in November this organization opened a new store in 
Jacksonville, Tex., and now with it functioning nicely, 
the deal has been completed to take over the Lufkin 
Office Supply Company at Lufkin, Tex., which will 
also be operated as Story-Wright. This now makes 
three outlets for that fine team of Earl Story and 
Johnnie Wright. The question is, where next? Wiley 
Wood will concentrate all the buying at Tyler. 


* * * 


Midland Supplies, Inc., at Dallas is now offering a 
complete line of office supplies, printing and office 
machine service to their customers. The business is 
operated by Perce Holloway. 

* * * 

Jack Firmin has taken over the buying for his store 
in Texarkana, the Firmin Printing & Stationery Com- 
pany, which will keep him tied pretty closely at the 
store. 

* x a 

Maxwell’s House, operated by M. A. Maxwell at Paris, 
Tex., was destroyed by fire in February which started 
in an adjoining cafe. The store is now completely 
refinished and restocked with new merchandise. 

* * * 

It was decidedly winter weather encountered by Mrs. 
Bart Fulton, Houston, who accompanied her husband, 
a manufacturers’ representative, on a trip through 
Oklahoma, the Panhandle and western Texas in Feb- 
ruary. Bart was taking it in stride while renewing 
old acquaintances and making new friends. It has 
been 20 years since he’s traveled in Oklahoma. 

* * * 

Ray Castleberry, buyer for Palace Office Supply, 
Tulsa, Okla., made an extensive tour of eastern mar- 
kets early in March, contacting sources of supply. 

* * * 

A deep and heartfelt loss has been sustained by the 
Wilson Stationery & Printing Company, Houston, with 
the passing of Stewart P. Goodrich on February 19. 
Mr. Goodrich had been with the Wilson organization 
for the past 26 years. 


* * * 


Looks like some of the Houston stationers are going 
in for politics. R. C. (Bob) Stampp, manager of Fulton 
Company, has just been appointed chairman of the 
Houston Civil Service Commission and A. H. (Andy) 
Penland, owner of Penland Printing & Stationery 
Company, has just announced his candidacy for the 
Houston school board. Mr. Penland has been a mem- 
ber of the board of managers of Jefferson Davis Hos- 
pital for the past five years. 

* * ok 

Rankin & Harkins (Ed Rankin and Pat Harkins) 
have finished their store improvements at 220 W. 
Pearl, Jackson, Miss., and are making rapid progress 
in expanding their business. 

* * * 

The Winona Times at Winona, Miss., operated by 
Mr. and Mrs. W. A. Seay is increasing lines of office 
supplies. 

* * ~ 

A $45,000 loss was sustained on March 22 by the 
C. and G. Paper House at 1915 Canal, Houston, when 
fire swept through the structure. Damage to the 
building was estimated at $25,000 and Mrs. F. C. Goe- 
ters (co-owner with Mrs. Kathryn Carroll) said the 
Paper company had $20,000 worth of stock, which was 
a total loss. J. K. Stone, owner of Atlas Office Supply, 
Houston, also lost about $4,000 worth of merchandise 
which was stored in the warehouse. 

* a 

Lawrence Printing Company at Greenwood, Miss.. 
has completed the remodeling of their store. James 
L, (Billy) Parker is at the buying desk and J. C. Hard- 
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depends 
on DESKS 





D. you ever stop to think how 


raany desk workers and desks it takes to 
keep a railroad operating on schedu'e? 
On any large system there are hun- 
dreds upon hundreds of office workers 
performing their particular tasks at 
their desks day after day. 


ALMA Desks have proved their value 
among office workers who use their 
desks continuously day after day. They 
are made staunch and true and stand 
up under the strain ot the daily grind. 
You can always depend on ALMA 
Desks for reliable performance. 


SK COMPANY 


HIGH POINT, N. C. 


MEMBER WOOD OFFICE FURNITURE INSTITUTE 
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QUALITY IN AN OFFICE! 
CHAIR BEGINS WITH ITS 


ACTION CONTROL... 





An 






SENG 


Style V Low Ful- | 
erum Chair Control 
for plain and up- | 
holstered, Heavy 
Swivel Chairs. Per- 
mits natural and 
comfortable shift- 
ing of body weight. 


You Can’t Have ONE 
Without The OTHER... 


Sure, externals are important—but the most 
important consideration in selecting good 
office chairs is—‘‘How easily do they operate?” 
No matter how smart the styling, or com- 
fortable the upholstery, a chair must have the 
right action control for efficient service and 
lasting satisfaction. In other words, it should 
have: 





e BALANCED TILTING—a low fulcrum prevents 


danger of upsetting. 


e INSTANT RESPONSE—to every body movement. 


e “AT EASE” COMFORT—the result of Seng’s 


scientific design. 


e LASTING, trouble-free service—a minimum of re- 


pair expense. 





That’s why office chairs equipped with SENG 
CHAIR ACTION CONTROLS give “full 


money’s worth.” 


me CID cod 


1450 N. Dayton Street Chicago 22, Illinois 
SENG QUALITY PROTECTS YOUR REPUTATION 
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wick, who had been with this firm for many years, 


has taken another position. 
* * * 


Mrs. Inez Chapman is doing a nice job of operating 
the Chapman Printing Company at Indianola, Miss., 
which she has taken over since the death of Mr. Chap- 


man. 
* * * 


The Sentinel Printing Company at Yazoo City, Miss., 


| operated by Mr. and Mrs. Davis, has completed re- 


finished and enlarged their store in order to have 
room for their increased line of office supplies. 
* * * 

Jack Estes, who owns and operates the Estes Office 
Supply Company at Greenville, Miss., has opened up 
the Business Machines School, Inc. at Vicksburg, Miss., 
where GI trainees are brought to master a complete 
office machine service and maintenance which covers 
a period of 102 weeks. The school has been in opera- 
tion only a few weeks and already has a large enroll- 


ment. 
os * * 


Billy Kimbrell is managing the Greenville, Miss., 


| store of the Office Supply Company of Jackson, Miss., 


and advises they have just taken on the Ditto line. 
~ * - 

Charles Royer, son of Homer Royer (Standard Office 
Equipment Company, Ft. Worth), as a member of one 
of the outstanding college golf teams in the Southwest 
(TWC), is just starting on a college golf tour. Charles 
is a senior at TWC and is associated with his father 


in the store. 
a * + 


Richard “Dick” Rhodes, for the past ten years city 
salesman at the Ragland Office Equipment Company, 
Texarkana, died on March 10. 

* ae o* 

Southern Office Equipment Company is the name 
under which H. R. Boisblanc is operating at 218 W. 
Thomas St., in Hammond, La. 

* * 

After operating many years as A. A. Sibley & Sons 
in Hammond, La., the name of this firm has been 
changed to Louisiana Stationery Store, with Mr. Sibley 


still in charge. 
* * * 


Toby Widener, formerly with L. A. Barnes Company, 
Ft. Worth, has joined the Standard Office Equipment 
Company, Ft. Worth, as a city salesman. 

* * * 

Moss Office Supply Company and Advertiser Pub- 
lishing Company have consolidated under the name 
of Advertiser Sales and Service at Pascagoula, Miss., 
with A. G. and A. S. Moss operating the store, which 
is now in its own building. 

cs x ~*~ 

The Houston stationers thoroughly enjoyed the op- 
portunity to meet with L. S. Crowl, president, NSA, 
and Paul Burbank, general manager, NSA, at a 
luncheon March 25 in the Ben Milam Hotel. Mr. Crowi 


' and Mr. Burbank held a similar meeting in Dallas 


March 24. They were making these stopovers on their 
way from the regional meeting at Monroe, La., to the 
regional in Kansas City. 
* * * 
Mrs. Fannie Lee Hamilton, widow of the late Harace 
T. Hamilton, well-known Texas traveler, passed away 
in Dallas March 14. 


* * * 


Kiplinger’s Office Supplies, Printing & Stationery, 


| after searching for a year, have opened a store at 
| 1315 Ryan St., Lake Charles, La. L. 


L. Kiplinger is 


manager. 
* a * 


The firm of Will H. Rollosson & Son at Crowley, La., 
has changed their name to George W. Rollosson & Son. 
* * * 


Albert Ruschhaupt, formerly with Carpenter Paper 
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E... business office is as individual as a fingerprint 
— each has its own filing and record problems. 

To provide better service to dealers who 
almost daily are confronted with these 








problems, Security now offers: 

Desk high and counter high cabinets in 
letter and legal sizes; standard height 
files for an increasing number of records, 





and a quality line of 
indexing and filing supplies. 


Send for this Colorful Booklet 


on Indexing Systems. 





SECURITY STEEL EQUIPMENT CORPORATION - AVENEL-N-J 
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You'll like working here... Miss Jones, 
we he equipped with Myrtle Desh”! 








Things being what they are today in the 
employment field, it isn't difficult to 
imagine the situation pictured above. 
Every other incentive has been offered the 
working gir_—maybe this suggestion might 
click. At any rate, the entire situation re- 
quires a sense of humor—it helps one to 
adjust to living in the post war world. Ser- 


member WOOD office 


HIGH POINT 


MYRTLE DESK COMPANY 
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iously though, MYRTLE DESKS are so 
highly valued by companies who use them, 
we continue to experience difficulty in 
making a dent in the demand. Were 
working hard down at High Point turning 
out substantial numbers of MYRTLE DESKS 
—we're aiming however for the kind of 
output that will make everybody happy: 


furniture institute 


NORTH CAROLINA 
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Company at Ft. Worth in the buying department, has 
opened his own store at McKinney, Tex. 
* ™ * 

George A. Reynolds has come back into the office 
supply business after having retired several years ago 
from the Lamb Printing Company at Beaumont, Tex. 
He and Ted Bowers have opened the firm of Reynolds 
and Bowers. George would like the travelers to call 
on them when in Beaumont. 

oe * a 

Swaim Printing Company has moved to 127 Lamar 
Ave., Paris, Tex., which is the old Peerless Printing 
Company location. Hayden Swaim has done a nice 


job in fixing up the store. 
* * ” 


K. L. Wilson has taken over the buyer’s desk at the : 


Port Printing Company at Lake Charles, La. 
* * 7” 


Edgar I. Steck, president of Steck Company, Austin, 
Tex., died in Dallas on March 7. Mr. Steck founded 
the present Steck Company in 1913, the firm he headed 
until the time of his death. 

* * * 

The 1947 Regional Convention at Monroe, La., March 
21, 22 and 23 was a huge success. The distance didn’t 
bother these Texans—they’re used to it. Dick Wagner 
(R. A. “Dick” Wagner Office Supply), was “flying low” 
all the way in on that drive from San Angelo, Tex. ... 
Ned Sondccx (Delta Office Supply, Harlingen, Tex.), 
made it up from the valley as did Jack Kiedisch (Kie 
Office Supply Company, Corpus Christi). ... From 
northwest Texas came Mrs. G. T. Buchanan, president, 
Buchanan Stationery Company, her daughter and 
husband, Mr. and Mrs. “Smokey” Huff and Marlin 
Mann—all of Buchanan Stationery Co., Wichita Falls. 
... R. M. Stovall (Panther City Office Supply, Ft. 
Worth), was out to enjoy himself again after that 
bout in the hospital....V. O. MeGaughy (Carpenter 
Paper Company, Houston) was a real Texas cowboy at 
the dance with his cute wife in a pretty dinner dress. 
... On the return trip to Houston, John McKim (The 
Cargill Company), had his right hand in a cast after 
having the misfortune to break a thumb. . . . Miss 
Exa Abbott (Fulton Company, Houston) and Mrs. Ellis 
Ryan (Milwaukee Chair Company), renewed acquain- 
tances from the deep South... . Mrs. Robert Rollosson 
(George W. Rollosson & Son, Crowley, La.), Mrs. G. F. 
Breard (Clark & Courts, Houston) and Mrs. Wiley 
Wood (Story-Wright, Tyler), found “Open the Door, 
Richard” very appropriate after they got locked in. 
... Mr. and Mrs. G. J. Aigner (G. J. Aigner Company, 
Chicago), enjoyed the Louisiana weather after a 
winter in Florida. .. . Ditto Mr. and Mrs. Jim Neary 
(Geyer Publications, N. Y. City)... . There was nothing 
grim about A. C. Grimsinger (Maverick-Clarke Com- 
pany, San Antonio), when he walked off with the $100 
bond at the Texas Travelers drawing. ...A grin a 
mile wide was displaced by George Quillin (McWilliam 
Stationery Company, Texarkana), had when he drew 
the $95 check writer as an attendance prize... . It 
was a mutual admiration affair when Mrs. Robt. 
Stampp (Fulton Company, Houston), and Bob Heck 
(Frank Mashek Company, Chicago), exchanged pic- 
tures of their handsome children. ... The Hollis J. 
Stephens (Associated Stationers), worried about the 
housing situation as they headed toward Dallas where 
they will headquarter. . . . Morris Hansell, II (F. F. 
Hansell & Company, New Orleans), did a little relax- 
ing after a strenuous year and extended invitations 
to visit New Orleans. He and Tom _ Ketching 
(Tom L. Ketching Company, Natchez, Miss.), had 
jovial Pleas Huggins (The Globe-Wernicke Co.), becked 
into a corner. ...H. J. Tate (Commercial Dispatch, 
Columbus, Miss.), and his wife Becky, who is a real 
Southern belle, extended their vacation a few days 
for a short visit in Texas. .. . Henry Dorsey, Jr. (The 
Dorsey Company, Dallas), got away while remodeling 
Was under way in the offices and on the sales floor. 
... Art Pfister (Smead Manufacturing Company), and 
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No. 500-A 


No. 500-R 





ese two new numbers are typical of the 
styling and craftsmanship of all MiLo 
leather office furniture. Available in red, 
brown or green leathers, they enhance the 
appearance of every office. Soundly and 


sturdily customed, too. 


IMMEDIATE DELIVERY! 


We are now in position to give you 
immediate delivery on all our stock 
numbers ... and we offer quick service 
on specials. 


MiLo 


LEATHER CHAIR CO., INC. 
ORchard 4-6644 GRamercy 5-5528 
203-5 WOOSTER ST., NEW YORK 12, N. Y. 


WESTERN REPRESENTATIVE 

C. J. Schubert, Jr., 333 E. Third St. 
} Los Angeles 13, California 
Telephone MADISON 1536 
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"DEMAND: THE BEST! 





J-S.STAEOTLER,INC. 


S3-SS WORTH STREET 


NEW YORK,N.Y. 
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Dick Lowe (Browne-Morse) acted as caddies to that 
Wilson Jones team—Jim Pryor and Al Turner... 

“Uncle” Bill Smith (Ace Fastener Corporation) ar- 
rived from Houston where he had made a short visit 
before coming to Monroe... . Drew Davidson (David- 
son Office Equipment Company, Monroe) received 
congratulations for the fine job he did on making 
the hotel reservations. ... Mr. and Mrs. Armand 
Breard were given a hearty vote of thanks for their 
part in entertaining the stationers and their wives. 
... Mr. and Mrs. Harold Cude (Stewart Office Supply, 
Dallas), enjoyed a waltz as did Mr. and Mrs. Perry 
Vondersmith (Vondersmith Company, Beaumont).... 


| Mr. and Mrs. Jack Fleming (Vance K. Miller Company, 


Dallas) arrived in Monroe with Mr. and Mrs. Wolt 


| Stempel (Dorsey Company, Dallas), and Jack got 


talked into becoming permanent secretary-treasurer 
for the Texas Travelers Club. .. . Beautiful weather 
held out until Sunday when the golf tournament had 
to be called off because of rain. 





Me 


* 


SIGN AGREEMENT—Col. A. W. J. Pohl, vice-president of 
L. E. Waterman Co., affixes his signature to the new agree- 
ment between the Waterman's Pen, Pencil and Ink Unit, 
Local 134, United Rubber, Cork, Linoleum and Plastic Workers 
of America, CIO, and the company. Looking on are (left to 
right, seated), John F. Langenback, president of Local 134, 
and John Baldante, international representative, and (stand- 
ing) William A. Hauck, Jr., personnel manager; Joseph Van 
Zoom, local vice-president; and Edward R. Wagenhals. 
production manager. 


ee 


WARTIME SERVICE PAYS DIVIDENDS 

Waukesha Sales & Service at Waukesha, Wis., 
attributes its present success to its wartime service 
to customers, according to Owner Calvin Savage. New 
and repeat business keeps the firm going six days 
a week and there are times when Mr. Savage will 
deliver a typewriter even on the seventh. 

During the war years, when adding machines and 
typewriters were not on the market, the Waukesha 
Sales and Service called for and delivered customers’ 
typewriters and adding machines in three counties. 
It was difficult at times to find parts to keep these 
machines in operation, “but we did it,” says Mr. 
Savage, “by making parts and dismantling machines 
that were impossible to repair.” 

Today, that service pays dividends, for the cus- 
tomers who were serviced during those dark days 
placed their orders for new machines and sent their 
friends to the Waukesha Sales & Service. The firm 
handles all makes of typewriters and adding 
machines. 

Calvin Savage is partial to the “small business” 
man and sells to and services machines for small 
shop keepers, doctors, lawyers, writers, and small 
manufacturing plants. “I guess it’s because I am @ 


| small business man,” he said—TEV 
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NEW! Better! 


HAMMERED SILVER-GRAY FINISH 
HEAVY GAUGE S.teee 


oes 


A PRODUCT OF METAL ARTISANS 


’ Your customers will admire the beautiful new Hammered Silver 


gray finish and the construction superiorities . . . heavy gauge 
steel, seamless construction, with large radius corners. All hard- 
ware trim is plated. Handle is countersunk. No possible refine- 
ment of design or manufacture has been neglected. 


Wherever shown, this has had a fine public acceptance . . . your 
customers’ approval will be indicated in quick sales. The box 
comes in one size only: 11% x 6 x 4%”. It is available without 
tray (No. 923 at $2.30 list) or with 6 compartment interior remov- 
able tray (No. 1923 at $3.70 list). Boxed individually; packed 12 
of a style to a carton. 


Mail your initial order today .... you'll reorder quickly! 
Prices slightly higher west of the Rockies. 


Manufactured t 


~ : BY ~ ps . : 
Central Can Company Ene. 


2415 West 19th St. Monroe 2770 
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Chicago 8, Illinois 
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THE MEN 
WHO MAKE 
THEM! 











We make it our business to know what our 
factory employees think about JACKSON 
DESKS. We don't take a formal poll, but 
this company is ever alert to the reaction 
of the men who actually build JACKSON 
DESKS. We have good reason to value 
their opinions highly for they never hold 
their punches. That's the kind of teamwork 
that constantly seeks to turn out a better 


JASPER, INDIANA 








—JASPER OFFILE FURNITURE LO 


product. We're proud of the cooperative 
spirit that exists in the Jasper Office 
Furniture Company plant—so long as this 
pride in achievement exists, the trade may 
be sure that JACKSON DESKS will meet 
the most critical requirements of business. 
We know from experience—if you want 
the real "low-down" on a product, ask the 
men who make it. 


REPRESENTATIVES 
James H. Davison, Route 1, Box 120, Los Gatos, Cal. 
Marion Y. Follin, 220 Fairbanks Road, Riverside, Ill. 
George B. Wray, 130 W. 42nd St., Room 819, New York 
Howard Maley, 115 Tarbell Ave., Bedford, Ohio 
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L. H. McDaniel, 1414 West Tucker St., Ft. Worth, Tex. 
Charles L. Pettibone, Bedford, Ohio 
Ralph A. Bender, 813 Bona Allen Bidg., Atlanta, Ge. 
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MEETINGS—DINNERS—CONVENTIONS 
(Continued from page 176) 


located, with 28 booths overflowing into the Normandy 
Lounge and an additional eight exhibitions assigned 
to the elevator foyers, thus assuring the largest, most 
complete show ever held under the NSA aegis. 

The question of the feasibility of showing in New 
York City and at the various regional meetings brought 
an emphatic turn-down by vote of the members pres- 
ent. 

Tells of NSA Progress 


Following this discussion, General Manager Burbank 
outlined the progress made by the Association during 
the past year, touching both on the increase in mem- 
bership and on the added services that were now be- 
ing rendered for the benefit of members. He also dis- 
cussed the subject of cutting or elimination of cash 
discounts by some manufacturers, adding that he had 
received violent protests from many dealers. He 
pointed out also that the day of the sellers’ market 
was Virtually at an end and called for more sales helps 
and training aids for dealers. 

The following members were present at the March 
meeting: 

Al Aigner, G. J. Aigner Company. 

A. M. (Benny) Allen, American Lead Pencil Com- 
pany. 

Harry Balch, Quality Park Envelope Company. 

L. L. Base, Beckley-Cardy Company. 

Paul E. Burbank, NSA. 

Karl Castle, Louis Melind Company. 

J. Ed Conlon, Rockwell-Barnes Company. 

George Cormack, Wilson Jones Company. 

L. S. Crowl, Blace Printing & Paper Company. 

William J. Dalton, Dalton Advertising. 

C. Lee Downey, C. L. Downey Company. 

R. W. Ebeling, La Salle Products Company. 

Folger Fellowes, Bankers Box Company. 

J. A. Gilbert, OFFICE APPLIANCES. 

R. W. Heck, Frank Mashek Company. 

G. C. Holt, W. A. Sheaffer Pen Company. 

R. H. Howard, Beckley-Cardy Company. 

Gordon J. Kickels, C. L. Barkley & Company. 

Ed Little, Wabash Filing Supplies, Inc. 

Ralph Maish, Dennison Manufacturing Company. 

J. L. Mann, Sturgis Posture Chair Company. 

E. R. Manning, Stein Brothers Manufacturing Com- 
pany. 

W. J. Nickel, Bankers Box Company. 

C.S. Parnham, Wells Office Furniture Company. 

Bob Pinney, Acme Visible Records, Inc. 

E. R. Rodriguez, La Salle Products Company. 

Eugene G. Ryan, U. S. Playing Card Company. 

John E. Shuff, Gibson Art Company. 

W. M. Small, Johnson Chair Company. 

John Smythe, Geyer Publications. 

O. R. Snapp, OrriceE APPLIANCES. 

D. B. Sterrett, Louis Melind Company. 

G. B. Tapner, Industrial Tape Corporation. 

W. Brewster Towne, National Blank Book Company. 

H. S. Walcott, DoMore Chair Company. 

By vote of the members, it was agreed that a similar 
meeting of the manufacturers’ division be held in Chi- 
cago in June, the date to be decided in the near future. 

———— > —___—— 
PHILADELPHIA STATIONERS BRAVE BLIZZARD 

Despite the worst blizzard in a number of years, 
about 70 members and guests turned out to attend the 
regular monthly meeting of the Philadelphia Station- 
ers Association held on Thursday evening, February 
20, at the Benjamin Franklin Hotel, Philadelphia, Pa. 

A meeting for dealers only was held prior to the 
regular session. The topic of discussion was “Wage 
and Hour Law” with George Fuller of NSA, in charge 
of research, as guest speaker. 

After dinner, president L. H. Herr, L. H. Herr Inc.. 
Lancaster, Pa., rapped for attention. In speaking of 
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Brand 
Plastic Back—Non-Curling 


CARBON PAPER 








* Sharp... super-durable . . . more eco- 


nomical to use! 


* Build big, loyal ‘repeat’ business with 
this long-lasting, satisfying carbon 


paper! 


PACIFIC CARBON & 
RIBBON MFG. CO. 


San Francisco, U. S. A. 
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BARKLEY TAB 
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GREAT FILING LINE 


BARKLEY Mastic % \ 
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Barkley Tabs are always “out 
in front" doing their job well. 
Their crystal clear colors, 
smooth contour surfaces and 
Magnified Visibility give busi- 
ness a “new slant on filing" 
neal . . . one that contributes 
towards faster filing and find- 
ing. Since it always takes co- 
ordination to achieve filing 

efficiency, the Barkley Tab ac- 
DURATEX VERTICAL companied by DURABILITY 

FILING SUPPLIES helps to 
get a full measure of work 
done easily and smoothly in 
the filing department. 


Patent No. 
2248355 and D 128118 











CA 

















VERTICAL —— 
FILE GUIDES 


ae 


Established 1921 | (at 


Cail 
U. L. BARKLEY & CO. 





Manufacturers of Filing Supplies 


1220 W. Van Buren St. Chicago 7, Ill. 
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the proposed state sales tax, he pointed out the neces- 
sity for extra recordkeeping and bookkeeping. Many 
association go on record as being opposed to this form 
of taxation, he declared, as he urged the members to 
seriously consider taking some action. After some dis- 
cussion the motion was made and passed that the 
Association go on record as being opposed to this form 
of taxation. 

William H. Patterson, Johnstown Office Supply Com- 
pany, Johnstown, Pa., NSA District No. 3 regional goy- 
ernor, thanked the association for the fine co-opera- 
tion given him in mapping out a program for the dis- 
trict convention to be held on June 19 to 21 at the 
Brighton Hotel in Atlantic City, N. J. 

Paul E. Burbank, secretary and general manager of 
NSA, the next speaker, after acknowledging the warm 
welcome accorded him, proceeded to clarify some NSA 


procedures about which questions had been raised. 





VICTOR VISIBLE SCHOOL—Shown attending the Victor Visible 


sales school at Hotel Pennsylvania, New York City, February 3-7 
are, left to right: Front—Murray H. Bandel, Commercial Stationery 
Co., New York City; Marshall Mac Nish, Central Office Supply Co., 
Troy, N. Y.; Patrick A. Tarone, Business Machines & Equipment 
Co., Chester, Pa.; John T. Strong, Patton Typewriter Exchange, 
Mineola, N. Y. Second row—Kenneth S. Franks, Gramercy Stationery 
Co., New York City; Donald E. Reilly, Koller & Smith Co., Ince., 
New York City; Bertram W. Olley, James A. Croke Co., Harrisburg, 
Pa.; William R. Smith, Julius M. Stark Co., Baltimore, Md. 
Third row—Michael R. Ben-Dror and John J. Cummings, Keller 
& Smith Co., Inc., New York City; W. W. Moffitt, Charles G. Stott 
Co., Washington, D. C.; Lester Diamon, Joe Wigon, Portland, Me.; 
Darwin Mead, Metwood Office Equipment Co., New York City; 
Vernon Caville, H. M. Mannheimer, New York City; H. W. Barnes, 
instructor, The Victor Safe & Equipment Co., N. Tonawanda, N. Y. 
eR 


NORTHERN NEW JERSEY STATIONERS GROUP 
HOLDS ANNUAL DINNER ON ST. PATRICK’S DAY 


Some 250 members and guests turned out to attend 
the annual dinner of the Stationers Association of 
Northern New Jersey on Monday evening, March 17, 
at the Robert Treat Hotel, Newark, N. J. 

Promptly at 7 o’clock the doors of the grand ball- 
room were thrown open and dinner was announced. 
After singing our national anthem, members and 
guests sat down to enjoy a delicious steak dinner. 

A. Siminoff, Colonial Stationery Corporation, New- 
ark, N. J., chairman of the entertainment committee, 
extended a hearty welcome to all. 

Second Vice-president George England, Eberhard 
Faber Pencil Company, announced that the National 
Stationers Association Third Regional convention 
would be held in Atlanta City on June 19 to 21, and 
urged that reservations be made as early as possible. 

An excellent show consisting of a variety of acts 
was staged, all of which were both amusing and enter- 
taining. A number of Irish songs were sung, as 
befitted the occasion, with the audience wearing green 
hats, to complete the picture of a St. Patrick’s Party. 

Music was furnished by Al Picker, Acme Stationery 
Company, Newark, N. J., and his orchestra. 

The affair was a huge success from start to finish, 
and credit goes to the entertainment committee mem- 
bers who were A. Siminoff, Colonial Stationery Com- 
pany, Newark, N. J., chairman; Irv Meyer, Wilson 
Jones Co., and Martin Escoffier, Clinton Stationery 
Company, Newark, N. J., for doing a swell job. 

‘The officers of the association are Harry Cox, 
Thomas Cox & Son, Newark, N. J., president; Charles 
Charrier, Crescent Press, Bellville, N. J., first vice- 
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“A THING OF 


Use only ACE specially treated. com 









pressed staples. They have highest 


tensile penetrating strength 


Shows cross section 
of an ALL-ROUND 
steel wire. Ace uses 
only the finest quality, precision 





How true is this old adage when applied to Ace Staplers. Examine one 


of these fine machines that has seen hard usage for many years. You'll made, accurately drawn-to-size 





find the same brilliant, mirror-like finish free from pock marks or teal wire. 
other imperfections. This is made possible by the better grade of steel 
used in its production. It must be burnished to a satiny-smooth surface 
to which the basic and chromium finishes are applied. And, you'll find FIG. 2 
the same smooth, flawless mechanical operation . . the result of infinite Sh 

ee ‘ : : 2 4 ows the ALL- 
precision and inspection in every manufacturing detail. ROUND steel wire 


after being treat- 


DEALERS! Feature and demonstrate Ace Staplers and Staples. Cus- 
tomers will appreciate your unbiased judgment. They'll be back for other 
merchandise when in need of it. 


ed by the Ace process, giving max- 
imum strength to the outer edge 
where most needed. 
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ACE FASTENER CORPORATION 3415 NORTH ASHLAND AVENUE + CHICAGO 
IN CANADA e ACE FASTENER (CANADA) LTD., 504 ST. LAWRENCE BLVD., MONTREAL 
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SALES 
BRING GREATER 





ie 3h A= 
When you make a VICTOR BOOK VISIBLE 
sale, you are not only ringing the cash register, 
but you are also rendering a real service to 
your customer — and that means repeat busi- 
ness. How? Because Victor Visible keeps your 
customer's records neater, more efficient and 
effective — speeds his posting and saves his 
time! 





The easy-to-see colored signals on the 1/4 inch 
visible margins remind the customer of stock 
shortages, overdue payments, and other per- 
tinent facts that may otherwise be overlooked. 


Let BOOK VISIBLE be an introductory visible 


. let it show your customers the 
advantages of the visible system. It can lead 
to a larger installation, more sales and greater 
profit. 


application . . 


Bound in brown pyroxylin coated luggage cloth 
and available in six handy sizes for 8x 5,6x 4 
or 5x3 cards, VICTOR BOOK VISIBLE is 
equipped with removable and interchangeable 
pockets with transparent, transoloid protected 
visible margins. 


Send for some of our selling aids — attractive 
imprinted blotters, newspaper mats or show- 
cards for your window or counter display. 











Back again, a pre-war favorite! 
Victor’s W1820M RECORDEX 


Returning to help boost your sales, is this invaluable, 
compact, easy-to-use-and-file 25 pt. pressboard folder 
featuring 20 removable Victor 8 x 5 pockets with trans- 
parent, transoloid protected, 4" visible margins and 


Wi] 














insertable metal tab. VICTOR RECORDEX has all the SSS 


features of Victor Visible in handy file folder size, ideal 
for individual or departmental records or 









personal use. 


eee North Tonawanda, 
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president; George England, Eberhard Faber Pencil 
Company, second vice-president; and Rupert L. M. 
Jacobus, Edward Madison Company, Montclair, N. J., 
secretary. 
mane gee roe «Nae eee 

WALTER F. CUSHING HOST AT ANNIVERSARY 

The fifty-ninth anniversary of the founding of 
Adams, Cushing & Foster, Inc., wholesale stationers 
of Boston, Mass., was observed on March 1, by a 
luncheon at Filene’s restaurant, with Walter F. Cush- 
ing, treasurer, as host. 

Present were three secretaries and associates who 
have been connected with Mr. Cushing from 25 to 
40 years. The occasion also served as a farewell party 














W. F. CUSHING 


for Miss Elizabeth M. Liddell, one of the secretaries, 
who is leaving on a two-months’ trip to California— 
her fourth visit to that state. 

Mr. Cushing, in his ninetieth year, is the only living 
charter member of the Boston Stationers Association, 
the first stationers association, serving as president 
from 1895 to 1900, and is therefore the oldest living 
member of a stationers association in America. 

Mr. Cushing still serves as treasurer of Adams 
Cushing & Foster, Inc., and the Moore Pen Company. 
He thoroughly enjoys his business activities and asso- 
ciations, being at his desk five days a week. On 
October 2 he will have completed 75 years in the 
stationery business. 

———_——e—__—_ 


GREAT LAKES TRAVELERS CLUB NOTES 

Earl Hodge, Gary Office Equipment Company, Gary, 
Ind., and Frank Waters, were guests at the GLTC 
luncheon meeting on March 21. A non-resident mem- 
ber, Paul Cheney, Southworth Company, was also 
given a special introduction. He reminded those pres- 
ent that he was paid-up member, but his remon- 
strances failed to remove him from the white light 
of publicity. Harry Balch, Quality Park Envelope Com- 
pany, chairman of the June golf tournament commit- 
tee, announced that the affair would be at the Rolling 
Green Country Club. Wesley Montpas, Victor Safe and 
Equipment Company, reported as chairman of the 
second golf tournament of the summer, saying that it 
would be held in August, probably at Olympia Fields. 


7 * * 


Attendance at the regular business meeting of the 
Great Lakes Travelers Club on March 28 was limited 
by the participation of a number of the members 
and officers in the NSA district convention at Kansas 
City. The meeting was opened by President Tom 
Gillice, Rockwell-Barnes Company, who first called 
upon the secretary for a reading of the minutes. 
Nedom Angier, Modern Stationer, served as acting sec- 
retary in the absence of Brown Hardison of the same 
Publication. Reports were made by the chairmen of 
the two GLTC golf committees—Harry Balch, for the 
tournament on June 10 to be played at Rolling Green 
Country Club, and Wes Montpas for the second outing, 
to be held at Olympia Field on August 20. All present 
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Q Complete Sowiee - 


FOR ALL 
OFFICE MACHINE 
SALES AND SERVICE SHOPS 


For Your Shop... 


PLATENS — PARTS — TOOLS 
RIBBONS ENAMELING 
BRUSHES NICKEL PLATING 


ACCESSORIES — RETYPING 
SHOP EQUIPMENT 


For Your Sales Dept.... 


RIBBONS —- CARBONS — POLISHES 
LUBRICANTS — SHOCK ABSORBERS 
OFFICE MACHINE PADS 
MACHINE COVERS — ERASERS 
CUSHION KEYS — BRUSHES 
STENOGRAPHER’S CLEANING SETS 
BLANK KEY COVERS 
TYPIST’S INSTRUCTION BOOKS 
ACCESSORIES -— ETC. 


These are profitable items 
for you to sell. 


Dealers are best served 
by this old, experienced 
supply house. 


ALWAYS YOUR FRIEND 
NEVER YOUR COMPETITOR 


Ames Supply Company 


DISTRIBUTORS TO THE OFFICE MACHINE TRADE 
564 W. Randolph St., Chicago 6 


37 Murray St. 583 Market St., 
New Y 7 AGENCIES San Francisco 5 


1913 Commerce St.,| PRINCIPAL CITIES 191 Cain St. N.W. 
Dalias 1 





Atlanta 3 
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SAVE TIME AND MONEY 


I; IS EASIER to file and find 
papers in Chronological Folders. They save time 
this way: If 150 papers accumulate for one ac- 
count, it means looking through 150 papers to 
find one; but if the year’s business is broken up 
with a set of six or twelve Chronological Folders, 
it is much easier to find any particular paper 
among only 15 or 25 others. It’s easily 6 to 10 
times faster than ordinary filing methods. Re- 
member, the busy section is the big problem. 
Wabash Chronological Folders for larger accounts 
will solve your major filing needs. Write today 
for more information. 
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were reminded that the Sixth Regional meeting would 
be held at Peoria on May 25, the Great Lakes Travelers 
Club, as is their custom, to sponsor the House of 
Friendship at the conclave. 

It was also announced that manufacturers’ repre- 
sentatives would be welcome to attend all future meet- 
ings of the Stationers Club of Chicago, the next get-- 
together of that group to be on Monday, April 21. 
Guests at the business meeting included G. O. (Ollie) 
Stevens and Charles Ziesk, both of Stevens, Maloney 
& Company; Dempster Passmore of the University of 
Chicago Bookstore; Maynard Westring, Mid-City Sta- 
tioners, Inc., Rockford; and Tony Markelz, The Book 
Shop, Inc., Joliet. 


2 


PHILADELPHIA STATIONERS ASSOCIATION MEETS 


A total of 65 members and guests assembled to at- 
tend the regular monthly meeting of the Philadelphia 
Stationers Association, Philadelphia, Pa., on Thurs- 
day evening, March 20, at the Benjamin Franklin 


| Hotel. After dinner, which followed the singing of 


“America,” led by John Harte, Yeo & Lukens Com- 
pany, President L. B. Herr, L. B. Herr, Inc., Lancaster, 
Pa., rapped for attention and introduced the following 


| guests: 


John E. Means, secretary-treasurer of the Pennsyl- 
vania Retailers Association; F. D. Toro, Weldon 
Roberts Rubber Company; Fred Taylor, Parker Pen 
Company; Robert House, Rockwell-Barnes Company, 
and John L. Gallup, OFFICE APPLIANCES. 

Treasurer Irving Roth, Roth Brothers, reported the 
treasury in fine shape. In asking for literary contribu- 
tions to the “Bulletin,” he urged members to send 
in their articles before the deadline, which is the 
twenty-eighth of the month. 

Charles Lukens, Yeo & Lukens, complimented the 
association on the progress made in filling its quota 
for the Red Cross drive. He urged all to get behind 
the drive to assure going over the quota. He also 
reminded his listeners that the NSA Third District 
convention is to be held on June 19 to 21 at the Hotel 
Brighton, Atlantic City. He advised all who plan to 


| attend to make their reservations early. 


Spoke on Advantages of NSA Membership 


President Herr then introduced Robert D. Rader, 
Kingston, Pa., lieutenant governor of NSA District 


| No. 3. Mr. Rader told of his deep interest in the NSA 
_ and of the progress it has made. Warning his audience 
| that conditions are due to change, that a leveling off 


period is on the way, he urged dealers to give lots of 
thought to the future of their businesses, and to the 


| advantages of membership in the NSA. He declared 
that there are two elements in the stationery business, 


the old-established stationers who are on a sound 


| basis, and those who have gone into business in the 
| last few years, many of whom will have terrific prob- 
| lems to face in the future because of insufficient capi- 


tal. There will be tough competition, a fight for 


| existence for many, with the possibility of price-cut- 
| ting. His parting advice was that dealers put their 
| houses in order so as to weather the storm if it comes 

and be prepared for what the future has in store for 


them. 
In conjunction with the association’s educational 


| program Chairman Ed Eisenstein, Shanahan & Com- 


pany, Philadelphia, took the chair. In his opening 


_ remarks, he declared that as lines open up and mer- 


chandise becomes more plentiful, a better selling job 
must be done. On the battle front of the dealer's 
business is the outside salesman, he stated. His im- 
portance is recognized because he goes out and seeks 
business at its source. 

The first guest speaker of the evening was Al Bailine, 
Roth Brothers, Philadelphia, an outside salesman who 


| has been highly successful in selling quality carbon 
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Feature this 
handiest of 
cement dis- 
pensers along 
with Justrite 
Rubber Cement. 
The molded, 
self-sealing, rub- 
ber cap auto- 
matically seals 
the container 
every time you 
replace it. It's 
the slickest 
trick on the 
market. 





Non-inflammable and made from real natural 

rubber. These are the two most important 

qualifications for a modern rubber cement. 

Justrite has BOTH. Here is a product 

you can offer your customers with utmost 
confidence. 


Packed, as illustrated above, in 2!/. oz. tubes, 
4 oz. brush-top bottles, pint pad quart bot- 

tles, and gallon tins. Consult your new Justrite 
Catalog for prices. 


Remember, it's non-inflammable! 


LOUIS MELIND COMPANY 


362 W. Chicago Ave. 
Chicago 10, Illinois 


BRANCHES AT 
NEW YORK «+ DETROIT + LOS ANGELES «+ SAN FRANCISCO 
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paper. Mr. Bailine described the making of carbon 


papers and told of their various uses, and then gave a 


demonstration of selling high-priced carbon papers, 


with Ed Eisenstein playing the part of his prospective | 
During the course of the demonstration | 
many objections were brought out, all of which were | 
met satisfactorily by Mr. Bailine, with the result that | 
a sale was made then and there. At the conclusion of | 


customer. 


his talk, he answered a number of questions asked 
from the floor. 


Sales Psychology Discussed 


Thomas Wade, L. B. Herr, Inc., Lancaster, Pa., 
formerly district manager for the Holland Furnace 
Company, was the next speaker. His topic was “Sales 
Psychology”. Declaring that we are passing out of a 
period wherein sales have been comparatively easy 


and approaching a time when we will again have to | 


do a selling job, he advised all to brush up on their 
salesmanship. It is his belief that the inside salesman 
is just as important as the outside man; each has a 
job to do and each must do it in the best possible 
manner. He warned that sales people must get away 
from the disinterested attitude adopted during the 
past few years when products were not available and 
get down to constructive selling now. Advocating that 
salesmen use ingenuity in selling to prevent business 


from drifting away, he urged those in sales work to | 
take account of themselves, see what they have on | 


the ball, and take steps to improve. Of equal im- 
portance, and a point that should be constantly born 
in mind, is that of developing prospects, because even 
the very best of salesmen must have prospects if he 
is to continue selling his products. By way of illus- 
tration, the speaker recounted a number of his experi- 
ences in successful selling, pointing out the right and 
wrong things to say and the reactions that followed. 
Think things through, he advised, find out why a 
person buys an article, what he will use it for, what 
its value is to him. Often a number of articles can be 
sold where the customer thought he needed only one. 
The additional sales are well worth the extra effort. 
Mr. Wade’s parting advice was to prepare now to 
meet the selling problems of the future by training 
yourself and practicing the art of sales psychology. 
Oe 
UNDERWOOD HOLDS SUPPLY SALES MEETING 
Walter Wendt, Underwood Corporation supply sales 
manager, New York City, conducted a full day’s sales 
meeting March 17 at Kansas City, Mo., at which time 
he expounded sales ideas and Officially presented the 
new Underwood copyholder, which was received with 
enthusiasm by the 31 salesmen and sales agents of 
the area present. 
After the meeting, 


luncheon was served in the 





UNDERWOOD CORP. SALES MEETING 


) Windsor room of Hotel Phillips and immediately fol- 
Owing the luncheon, the film “Know Your Typewriter” 


Was shown together with “Selling American”. The 
films were received with great interest. 
During the course of the meeting, a wire from W. F. 


“Arnold, vice-president and general sales manager at 
1947 
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STARTLING NEW WAY TO 
SOUNDPROOF” YOUR 
TYPEWRITERS! ! ————7 





ASK YOUR 
TYPEWRITER 
DEALER 


Not just an 
ordinary felt pad, 
but a mechanical im- 
provement for every stan- 
dard make typewriter... 


four small screws are all that is required 
to fasten typewriters securely to desks or stands, 
when you fasten it the ‘Silent Sentry’ way. Yet 
your mechanic — without removing a screw—can 
turn the machine on its back, and without removing 
the base. clean and repair inside the machinel 





Write today for full illustrated details. 
Certain territories still available. 


BUSINESS MACHINE PRODUCTS. inc 


e@ WOrth 2-1823 e@ NEW YORK 6.45 Y 





96 LIBERTY SIREET 
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LITTLE Quality Carbons 
and Ribbons build dealer 
PRESTIGE — guarantees 
maximum service and satis- 
faction to the user. 


LITTLE Dealer protection 
eliminates competitive ef- 
fort. 


LITTLE Factory Coopera- 
tion really helps the dealer 
to obtain a_ satisfactory 
share of the best customer 
requirements. 


LITTLE means profitable, 
clean cut distribution, plac- 
ing the dealer at the top in 
quality, dependability and 
protection. 


Write for details 
and samples. 


“QUALITY EXCLUSIVELY SINCE 1888” 


of. -JITTLE. 


MANUFACTURERS 
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New York City, was received and read to the group. 
D. Edward Conklin, regional manager of the Kansas 
_ City area, reports the meeting to have been a success- 
ful one from every standpoint but regrets that L. Y. 
Hagan, district manager, Chicago, was unable to at- 
tend, as originally planned. 
————_—=—___ 


ERNEST DE LA OSSA ADDRESSES FILING MEET 

Addressing the Filing Association of New York on 
February 10, Ernest de la Ossa of the National Broad- 
casting Company talked on “Personnel Relationships 
With Other Departments and Subordinates.” 

In Mr. de la Ossa’s opinion, it is impossible to con- 
trol relationships with other departments unless satis- 
factory relationships are maintained with subordi- 


| nates. For this reason supervisors should have: (a) 
| the ability to develop an organization: (b) personal 
(d) 


leadership qualities; (c) ability to plan work; 
| technical knowledge; (e) the feeling of co-operation 
| in carrying out company policies; (f) judgment in 
| decision; (g) acceptance of responsibility; (h) con- 
| structive and independent thinking. 


Lists Rights of Subordinates 


Poor relationship between the supervisor and sub- 
| ordinates is. not necessarily caused by poor subordi- 
| nates, said Mr. de la Ossa. The subordinates have 

certain rights: (a) Fair play; Mr. de la Ossa recog- 
nizes that grades of work and the rate ranges within 
those grades are controlled by upper management. 
However, the supervisor can control the relation of pay 
to the work which is being done and can call man- 
agement’s attention to those employees who deserve 
recognition because of unusual effort or ability. (b) 
A feeling of security about the job and a chance to 
get ahead: Supervisors are urged not to stand in the 
way of letting their employees get ahead. (c) The 
ideal situation for a supervisor would be the right to 
point out various people in the organization who 
have advanced to responsible positions and to feel that 
he had some small part in training them and helping 
them reach these goals. (d) Recognition as an indi- 
vidual: Regarding this idea Mr. de la Ossa cited the 
experiment conducted by the Western Electric Com- 
pany some years ago in Chicago, in which it was found 
that the production of a selected group of employees 





sult was found to be caused by the fact that the 
| employees in the test group were influenced less by 
| working conditions than by the fact that they were 
| being recognized as individuals during the course of 
| this experiment. (e) Good leadership: It was pointed 
| out that the employee wants to rely on and respect 
| those for whom he works. 

Mr. de la Ossa then discussed briefly some of the 
faults of women in business as listed in “People, Busi- 
ness and You,” a booklet by Alvin E. Duerr: 

“1. Women are lacking the gift of impersonality in 
; appraising difficult situations, thinking that 
which they don’t like is directed at them per- 


sonally. 
2. Emotional 
? over-discussion. 
3. Fear of responsibility due to hereditary lack of 


self-confidence. 
They carry social relationships too much into 


business. 

Attach too little importance to technical training. 

Unwillingness to sacrifice for such training. 

Unwillingness to admit mistakes. 

They are impatient for advancement. 

. They ordinarily resent being called upon for 
anything beyond their regular duties. 


Good Qualities of Women 


instability—magnifying troubles by 


~ 


OOOH EH 


1. Intuitive understanding which gets them to 
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continued to rise regardless of control or deterioration # 
of working conditions. This obviously unexpected re- 
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‘ However, according to Mr. Duerr, women do have oe 
some good qualities also, such as: ; 
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\ 
TAKES ALL TYPES OF FOLDERS 
Hanging folders 
Standard folders 
Eyeleted guide 


No. Compartment Inside 


2654 13%” wide, 11%” high, 23%,” 


2754 13%” wide, 11%” high, 16” 


DESK HEIGHT 


Sturdy lock, two keys 

Heavy gauge furniture steel 

Electrically welded throughout . 

Extra utility platform 

Smooth, free-rolling casters 

Guide rod with reversible com- 
pressor for two-direction use 

Rich olive green finish 


Weight Price 


deep 38 Ibs. $94°° 
deep 25 Ibs. $] F dats 


NOTE: When ordering file for swinging folders, add letter "'R"’ to stock number. 


STEEL EMUIPMENT Ge 
349 BROADWAY, NEW YORK 


MPANY 
Day oes Y. 








"FOR SUCCESS IN THE COMING BUYERS’ MARKET 


» A GOOD 
>» A GOOD 
>» » A GOOD 


COLE delute 


STEEL CARD CABINETS 
have all 5 : 


Constructed of best grade extra heavy cold- 












rolled furniture steel, electrically welded 
throughout. Rubber feet are provided but can 


easily be removed when the units are stacked. 





Drawers are equipped with bail suspension, to 
prevent accidental withdrawal from cabinet. 
Also, newly improved positive lock compressor 


to keep cards in place, solid brass card holder 


CAPACITY 
9,000 and pull. 
CARDS 
90 
; 2 8 6 DRAWER UNITS 
COMPLETE No. Card Size Height Length onl 
(Base Included} 6335 3x5 30 16 ~ 
6346 4x6 33” 16” 31.60 
6358 5x8 36” 16” 38.80 


6369 6x9 39” 16” 46.00 








TWO DRAWER UNITS 







Card Olive 
No. Size Capacity Height Width Depth Green 
C3352 3x5 3000cards 5%” 127%” 16” $6.30 
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C3462 4x6 3000 “ 6%” 1415” 16” 7.20 
C3582 5x8 3000 " 7%” 18%” 16” 9.60 
C3692 6x9 3000 “ 8%” 20%” 16” 12.00 









No. C3352 — 3x5 — $6.30 


of @)} & = STEEL EQUIPMENT COMPAN- 
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ONE DRAWER UNITS 


No. C335 — 3x5 — $3.60 
Card Olive 
Size Capacity Height Width Depth Green 
3x5 1500cards 5%” 6%” 16° $3.60 
4x6 1500 “ 64%,” 7%” 16° 4.20 
5x8 1500 “ 7%". 9%" 16 £5.40 
6x9 1500 “ BY,” 10%” 16° 8.40 


CAPACITY 
15,000 
CARDS 


$ 50 *LOCKS: 
4 : Cabinets equipped 
H with lock and key, add 


COMPLETE a 
(Base Included) $1.75 per drawer 
: to prices. 


10 DRAWER UNITS 


No. Card Size Height Length 

10335 3x5 40” 16” CAPACITY 
10346 4x6 45” 16” : 12,000 
10358 5x8 50” 16” CARDS 


10369 6x9 55” 16” 
$3 520 


8 DRAWER UNITS COMPLETE 
(Base Included) 
No. Card Size Height Length 
8335 3x5 35” 16” 
8346 4x6 39” 16” 
8358 5x8 43” 16” 
8369 6x9 47” 16” 


COLE STEEL SECURITY BOXES —s 


No. C1505 
Sizes xh? 2,” 4 x 7 
Equipped with combination fox ale Paracentric Lock, 2 corrugated keys $g00 


Cole Gray Crinkle finish sreen Crinkin sume 


$ N 18 
iz” Size 11%" 27%" x 4% 
“a eee se 72° 


Green Crinkle finish 





1) 349 BROADWAY, NEW YORK 13, N. Y. 












"Ay TRIPLE-PLATED 


Ist plating COPPER for rust prevention 
2nd plating NICKEL for greater protection | 
3rd plating CHROME for surface hardness 


DELUXE “3 SEAT bs 
Height~32"~Width ‘e" 


$132.6 






STEEL EQUIPMENT COMPANY 
oe) & : 349 BROADWAY, NEW YORK 13, N. Y. 


point faster and without the roundabout reason- 
ing usually required by men. 

. Their intelligence is on a par with men. 

3. They are by nature more conservative, 

gracious, and more sympathetic. 

4. They have more patience. 

5. They invariably try to improve their environ- 

ment. 

In relationship with other departments there is a 
constant task of selling service, service and more 
service. In filing as well as in personnel relationships 
and many other similar jobs, it is not easy to get other 
people tc help us and it is even more difficult to get 
them to help us help them. Some of the means ad- 
vanced by Mr. de la Ossa which may be employed to 
accomplish our ends are as follows: 

(a)—We must realize that we are part of a team 

that directs a much larger team. 

(b)—We must be more objective in our work and 
not feel that every obstacle was deliberately 
planted to aggravate us. 

(c)—We must not permit annoyance to show in 
memoranda or conversations. 

(d)—We should avoid alibis and refrain from ac- 
cusing associates (living or dead, past or 
present). 

(e)—It is a good idea to shun company gossip. 

(f)—Do not rush to higher management for solu- 
tions to problems. If we cannot solve them 
ourselves, we should at least be in a position 
to make a recommendation for consideration 
of management. 

(g)—Have sympathetic consideration for the prob- 
lems of others. 


more 


(h)—Have a positive attitude and look for reasons | 
why things can be done and not why they | 


cannot be done. 
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NEW YORK OFFICE MACHINE DEALERS MEET 


With an attendance of about 65 members and guests, | 


the regular monthly meeting of the Office Machine 
Dealers Association of New York Inc., was held on 


Tuesday evening, March 11, in the Panel Room of the | »& 


Hotel New Yorker, New York City. 


President Reuben Jaskow, Batlin-Horowitz, Bronx, | 
New York, welcomed the following guests: Edward J. | 
Toussaint, Central Duplicating and Typewriter Com- | 
pany, Camden, N. J.; Mr. and Mrs. H. E. Steinke, H. E. | 


Steinke, Upper Darby, Penn.; and Marion M. Farrell, 
National Typewriter Company, Hartford, Conn. 


George Purvin, Superior Typewriter Company, New | 








“OLD DUTCH” PRODUCTS 


FOR EVERY DUPLICATING, 
CARBON AND RIBBON NEED 


York, N. Y., chairman of the entertainment com- | ” 


mittee, announced that plans are completed for their 
annual dinner and social get-together party. The 
party will be held on Tuesday evening, May 13, in the 


Hotel New Yorker. The guest of honor will be the for- | 


mer secretary, Jessie I. Taylor, Globe Typewriter & | 


Adding Machine Company, Inc., New York, N. Y. 

Arthur Taylor, Globe Typewriter and Adding Ma- 
chine Company, Inc., New York, N. Y., chairman of the 
employment committee, announced that there were 
plenty of veterans available to those who needed help. 

Announcement was made that the NOMDA conven- 
tion dates have been changed to July 27, 28, 29, 30, and 
the sessions will be held in the Senator Hotel at Sac- 
ramento, Calif. 


J. T. Lafferty, Underwood Corporation, urged mem- | 


bers to make their travel and hotel reservations before 
the next meeting. 

In conjunction with their educational program, a 
talking moving picture was shown entitled “Hello, 
Business,” courtesy of the Dictaphone Company. The 
presentation was given under the direction of George 
C. Clayton, assistant district manager, Dictaphone 
Corporation. 

Secretary Bob Brown announced the following new 
| members: Oliver Trading Company, New York, N. Y.; 
|Typewriter and Office Machine Company, Newark, 
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WATERS & WATERS BRANCH 


BURLINGTON, N. J. 
SAN FRANCISCO, CAL. 


ST. LOUIS, MO. 
LOS ANGELES, CAL. 





179 




















IT COSTS LESS TO SELL THE BEST 


The exquisite charm of fine leather office items, of quality and craftsman- 
ship unsurpassed. All items illustrated are available and made of FULL 
TOP GRAIN COWHIDE, HAND GOLD DECORATED WITH 23 kt. 
GOLD LEAF. 

PROMPT DELIVERIES: Our production now is 
35 years. 


at its greatest peak in 


Be sure your catalog is complete with the NEW combination 
folder and price list No. 1146. 


Polar Manufacturing Company 


ON 323-25-27 North 13th Street 
Soe: \ Philadelphia 7, Pa. 
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N. J.; and Neptune Typewriter Service, Ridgewood, 
a oy We Se 

Counsel Charles F. Krause spoke on the federal ex- 
cise tax of office machines and other pertinent subjects 
of interest to members. 

The balance of the meeting was devoted to open dis- 
cussion on topics of importance to the membership 
and the industry. 


—____—9. 


TESTIMONIAL DINNER FOR VANDERHOOF 


Albert W. Vanderhoof was honored February 28 in 
the Algonquin Club of Boston, Mass., at a dinner given 
for him by his company, Standard Duplicating Ma- 
chines Corporation of Everett, Mass. Mr. Vanderhoof 
has just been elected president and chairman of the 
board of directors of Standard. 

Sitting next to Mr. Vanderhoof was his very lovely 
daughter, Joyce. Among the guests were men promi- 





CONGRATULATIONS—Albert W. Vanderhoof, newly-elected 
president and chairman of the board of Standard Duplicating 
Machines Corp., Everett, Mass., and his daughter Joyce view 
the congratulatory presentations he received at the dinner 
in his honor, February 28, at the Algonguin Club, Boston. 


weg grt Si ‘ete 


nent in professional and business circles—Dr. Leonard 
Carmichael, president of Tufts College; Dean Miller, 


vice-president of Tufts; General E. Leroy Sweetser, | 


board chairman, Everett National Bank; William N. 
Stetson, Jr., president of Storrs and Bement Company; 
and Malcolm Young, president of the University Club 
of Boston. There were many old friends from out of 
town present—Henry Holmes, Jr., treasurer of Colum- 
bia Ribbon & Carbon Company, Glen Cove, N. Y.; Com- 
mander Edward D. Taylor, Washington, D. C., secretary 
of the Office Equipment Institute, representing more 
than 50 of the leading business machine and office 


equipment manufacturers of the country, and Stand- | 
ard agents from New York, Newark, Philadelphia, | 


Chicago, Washington, Hartford and Boston. 
Several impressive presentations were made to Mr. 
Vanderhoof in honor of the occasion, among them be- 


ing a beautifully engrossed testimonial from the com- | 


pany directors and personnel presented by the toast- 
master, Alan E. Bruce, sales manager of the company; 


a beautifully bound, hand-tooled leather testimonial | 
book containing letters of congratulations from com- | 


pany personnel and friends and business acquaint- 


ances across the country, presented for the field force | 


by Van W. Evans, head of the Chicago Standard 
agency. D. Paul Hoover, production manager and 
hewly elected to the board of directors conveyed the 
congratulations of the Standard factory in the form 
of a scroll signed by all the employees. A silver cigar- 
ette box, the cover of which was made from the plate 
used to engrave the directors’ announcement of Mr. 
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FOR THE 


ONE in TEN 


WHO WANT THE 


FINEST! 


_— is an All-star performer that 
will give you more profit sale. 
The most tr fig "cea 
clamp-on, extension model, office 
light you've seen. Styled to sell on 
sight! 

Plastic (not metal) head designed 
to direct light on the work, out of 
the eyes. Oval tubing bracket (not 
iron pipe). Modern grey or rich 
brown finish—Chrome trim. Finger- 
tip head and bracket adjustment. 


OCULITE is custom made for the 
quality market—for the ONE in 
TEN who want the finest. 


Immediate deliveries, at top-profit 
discounts. Mail your order today 
—for shipment at once. 





DELIVERY NOW! 








NEW LOW PRICE 


Every Oculite Fluorescent 
Shipped with Fluorescent tube 


+167? «2. 
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125-33 SOUTH LASALLE STREET CHICAGO 5 
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WRITE up Sales and 
Profits with WRITE 


Write Carbon Papers and Typewriter 
Ribbons give satisfaction in service. 


Customers who buy Write products at 





your store will return—again and again 
—for these quality items that turn out 
clear, clean copies . . . give longer wear. 
Stock and display Write Carbon Papers 
and Typewriter Ribbons. Get your 


‘share of profits from these fast-selling 





items. 





i Immediate Deliveries 


Write for samples and discounts 





W p t T . e 420 Lexington Ave., 


T fete) 1.te) F-ba40) New York 17, N. Y. 
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Vanderhoof’s promotion was presented by D. L. Bassett, 
the company’s advertising manager. 

Mr. Vanderhoof started with the Standard organi- 
zation in 1924 immediately upon his graduation from 
Tufts College, where he received a B.S. degree in busi- 
ness economics. He had an impressive scholastic rec- 
ord and after a year of selling for the company’s Bos- 
ton office, Mr. Vanderhoof was called into the home 
office in Everett, Mass. There he progressed steadily 
to successfully fill the positions of sales correspondent 
advertising manager, assistant sales manager, general 
sales manager, vice-president and general sales man- 
ager, vice-president and general manager, and now 
president and chairman of the board. 

Always active, Mr. Vanderhoof’s idea of recreation 
is a fast game of squash racquets in which he is pres- 
ent University Club champion and holder of various 
state championships. For relaxation he plays the 
piano. 

Along with his business affairs, he has always main- 
tained an interest in his old alma mater, serving on 
Tufts’ alumni fraternity and college committees. He 
is also a member of the board of governors of the Uni- 
versity Club of Boston. . 

During the war, Mr. Vanderhoof was a member of 
the advisory council for both War Production Board 
and Office of Price Administration in Washington. Con- 
currently he served as president of the Office Equip- 
ment Manufacturers Institute, a position to which he 
has recently been re-elected for the third successive 
year. This breaks a precedent in the Institute and 
marks the first time anyone has been re-elected for a 
third year. The Institute is a business association 
whose members represent more than 50 of the leading 
business machine and office equipment manufacturers 
throughout, the country. 

et 


70 ATTEND STATIONERS 12:30 SESSION 

Despite the rainy weather, 70 members and guests 
assembled for the regular monthly meeting of the 
Stationers 12:30 Club of New York, held on Monday 
evening, March 24, at the Advertising Club, New York 
City. 

President Jerome J. Savage, Carter’s Ink Company, 
expressed his pleasure at seeing such a large atten- 
dance. He welcomed the following guests: Arthur C. 
Shearman and William Harrington, both of Boorum 
& Pease Company, Louis M. Brown and William Krin- 
gle, both of Eberhard Faber Pencil Company; J. B. 
Hardison, Chicago representative of Modern Stationer 
and secretary, Great Lakes Travelers Club. He also 
welcomed two charter members of the Stationers 12:30 
Club, Harry Tehan, Higgins Ink Company, Inc., past 
president, and Arthur J. Lawless, manufacturers’ rep- 
resentative, who had just returned after a prolonged 
illness. 

Vice-president Mortimer Libien, Libien Press, Inc, 
New York, N. Y., announced that Treasurer Dwight N. 
Briggs, Sun Rubber Co., was improved in health and 
back on the job. He further reported one new member, 
Louis M. Brown, Jr., H. O. Atwood Associates, who was 
introduced and made welcome. 

Announcement was made that plans were under way 
for the culb’s annual outing to be held in June, the 
date and place to be announced at a future meeting. 

Editor Gerard D. White, Acco Products, Inc., asked 
members to keep up the good work of contributing 
items of news to the monthly bulletin and to send 
them in as early as possible. 

The balance of the evening was spent in the enjoy- 
ment of the usual friendly pastimes. 


ec 


TORONTO STATIONERS HEAR R. S. CRANSTON 

The monthly meeting of the Stationers’ Guild Club 
was held Wednesday, March 12, Oak Room, Union 
Station, Toronto. 

George Chisholm, Dennison Manufacturing Com- 
pany of Canada, Ltd., acted as chairman. The speaker 
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There’s an Army of Desk Workers 
Behind Every Train Crew! 

| 
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kK VERYONE at times has been halted at a railroad crossing 
y, to wait for a long freight to pass. It is on occasions like 
3 these that we take time out to contemplate the business drama 
m that is inherent in railroading. The majority of railroad workers 
* never set foot on a freight train. Their contribution to railroad- 
er ing is made at desks and without their coordinated efforts, the 
: railroads could not function business-wise. Every company 
st maintains large clerical staffs and these desk workers are an 
o integral part of the railroad system. As desk manufacturers, 

we're proud of the important function of desks in the nation's 
a transportation system. And it goes without saying, you'll find 
cs IMPERIAL DESKS used and preferred by railroad companies 
as whose desk requirements are discriminating. 
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349 BROADWAY 


FIBRE BOARD FILES 





, a customers like PRONTO FILES 


because: 1—drawers operate easily; 


2—sturdy and durable construction; 
3—-space saving, safe, stacking feature; 


4—low cost and, 5—fine appearance. 


The popularity of PRONTO FILES is 
attested by the fact they are now used 


in more than 35,000 offices. 


We are hopeful that the supply of fibre 
board will soon be increased sufficient 
to enable us to supply all our dealers 


with normal quantities. 








PRONTO FILE CORPORATION 


NEW YORK 13, N. Y. 
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of the evening, R. S. Cranston, The Brown Brothers, 
Ltd., was introduced by Art Loffree, Callow Brothers, 
Ltd. Mr. Cranston gave a very informative talk on 
“The Making of Blank Books and Their Uses.” 

Out-of-town guests at the meeting were Bob Lar- 
rett and Ted Crossthwaite, Lordly Jones Company, 
Hamilton. 

Familiar Irish songs were sung by Misses Doris 
McAlden and Jean MacLeod, accompanied on the 
piano by Margaret MacLeod. 





NORTHERN CALIFORNIA OFFICE MACHINE DEALERS 
INSTALL OFFICERS 


At the meeting held in the Fairmont Hotel, San Francisco on 
February 19, officers and directors of the newly-organized 
Northern California OMDA were installed. Stories of this 
meeting and the organization gathering preceding it were 
presented in the February and March OFFICE APPLIANCES. 
Upper picture, left to right: W. A. Mooers, Pacific Coast Mar.. 
Royal Portable Division; M. W. Johnson, Mgr. Royal Branch 
Office, Oakland, Calif.; Ellis Bishop, Advertising Mgr., Royal 
Typewriter Co., New York, N. Y.:; Wesley Beckwith, head of 
Royal Portable Division, New York, N. Y.:; Ralph Archinal, 
Alameda, Calif., elected president of the new Northern Cali- 
fornia OMDA, addressing approximately 200 Northern Cali- 
fornia dealers; Ed E. Peck, president of the East Bay Asso- 
ciation, installing officer at the occasion; John A. Gilbert. 
president, OFFICE APPLIANCES Co., Chicago; Frank Tup- 
per, president, National Business Show, New York, N. Y. 
Bottom picture, top row: Gene Blanchard, San Jose, Calif.: 
J. D. Romano, Fresno, Calif.; Ed Peck, Oakland, Calif.; Pal 
Clark, Monterey, Calif.; J. C. Deardorff, Santa Rosa, Calif. 
Bottom row: Frank Allen, Vallejo, Calif.; Bill Mooers, San 
Francisco; Ed E. Noakes, Sacramento, Calif.; Ralph Archinal, 
Alameda; Wesley Beckwith; Ellis Bishop, New York: Herbert 
E. Wheeler, Stockton, Calif.; “Win” Phillips. 


OO Oo 


OFFICE EQUIPMENT DINNER CLUB MEETS 

The regular monthly meeting of the New York Office 
Equipment Dinner Club was held on Monday evening, 
March 3, at the Hotel Sheraton, New York City. 

President Seymour L. Nathan, Charles S. Nathan, 
Inc., New York, N. Y., urged members to give the Red 
Cross drive all the support and co-operation they pos- 
sibly could. 

Guy H. Rentsler, Remington Rand, Inc., chairman of 
the membership committee, was welcomed back after a 
prolonged illness. Mr. Rentsler drew a comparison be- 
tween the membership of the club a year ago when it 
was in the vicinity of about 70 members, with the pres- 
ent membership of 127, pointing out that by combing 
the industry it is possible to add a good many more 
new members. 

A committee was appointed to make arrangements 
for golf tournaments to be held during the summer. 
The members are John E. Mossman, Desks, Inc., New 
York, N. Y.; Bernard H. Nemlich, Regan Furniture 
Corporation, New York, N. Y.; R. B. Booth, The Leo- 
pold Company; and Adam J. Andrasick, Macey-Fowler, 
Inc., New York, N. Y. 

Moe Turman, Metwood Office Equipment Corpora- 
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The Famous 
TEMPO FILM STENCIL 


@ It’s in a class by itself! Speeds production, 


turns out cleaner cut stencils, better copies. 


Preferred by operators. 


@ Tempo offers the most complete line of sten- 
cils (with and without film), also high quality 


inks and all other duplicating supplies. 





WRITE FOR TEMPO SALES PLAN 


We have developed a tested sales plan for 
dealers that serves the consumer so well that 
it helps build your business not only in dupli- 
cating supplies but in other lines as well. Ask 
for details. 


Inquiries also wanted from successful salesmen 
interested in building a business of their own. 


MILO HARDING CO. 


Dept. C 
432 West Pico Blvd. Los Angeles 15, Calif. 
317 Third Ave. Pittsburgh 22, Penn. 
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PROVEN DEMAND! 


ADVANCO (Adjustable) Steel Frame * 
for use with Suspend-O-Folders 












(Patent Pending) 


This sturdily constructed 
steel frame is easily assem- 
bled and held together with 

two small screws. 

Fits drawers of all standard files and’ 
comes in two sizes — letter and legal. 














This folder is made of strong, 
durable 25 point Green Press- 
board and hangs gracefully. 
The cloth gusset allows for 
expansion to its full 1 inch 
capacity. Each folder is 
equipped with four metal 
hooks that are securely at- 
tached. Each folder is equip- 
ped with a permanent insert- 
able angular metal tab that 
allows for quick visibility. 
SUSPEND-O-FOLDERS are made in 1/3 and 
1/5 position tabs, both in letter and legal sizes. 
SUSPEND-O-FOLDERS fit all types of files that use 
suspension folders and can be used to replace your 
customers’ worn out hanging folders. 


Suspend-O-Folder 



















Suspend-O-Folder 

PERSONAL DESK FILE 
The improved SUSPEND-O-FOLDER 
PERSONAL DESK FILE is a com- 
plete, compact filing unit and is 
made in both letter and legal sizes. 



















An olive green, heavy gauge stee! 
cabinet with 25 SUSPEND-O- 
FOLDERS and an assortment of 
easy-to-insert headings, such 
os A to Z, Days, Weeks, 
Special Classifications and 
blanks are included. 
Designed to fit most mod- 
ern desk drawers. 
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ADVANCO PRINTED INSERTS 


A large variety of desi including A to Z in 25, 40 and 80 
sub-divisions; Months, - em Weeks, States, etc. 

ADVANCO PRINTED INSERTS are legibly printed in a bold face type, 
readable at a glance and well perforated for easy detaching. 























Write for Illustrated Price List $4 


ADVAACo 


ADVANCO PRODUCTS 


SIVeEst oe OF ADVANCE SALES BOD 


MANUFACTURERS OF Suspend-O-Folder AND FILING SUPPLIES 
148 WEST 24TH STREET. NEW YORK ti. NY Telephone CHelsea 3-1276 
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tion, New York, N. Y., emissary and good will ambas- 
sador of the organization, reported on his recent visit 
to Chicago where he attended the first meeting of the 
office equipment group in that city. He was impressed 
by a large attendance of 85, and it is his belief that 
that group is well launched on its way to becoming a 
successful organization. 

Eugene J. Schwarz, secretary of the newly-formed 
New Jersey Office Furniture Club, was present. 

The guest speaker of the evening was George Mc- 
Vicar, Air Cargo Exchange, Ltd., whose topic was 
“Shipping Office Equipment Via Air.” In discussing 
the advantages of shipping office furniture and equip- 
ment by air, Mr. McVicar stressed the point that cra- 
ting is not necessary. Another point of interest was 
that a complete plane can be chartered for an instal- 
lation, also shipments of furniture can be pooled for 
delivery to dealers. Considerable interest was shown, 
and a number of questions were asked from the floor. 


9 


NEW REX-O-GRAPH LINE SHOWN DEALERS 


One of the high spots in the recent sales and service 
conference of Rex-o-graph dealers and distributors, 
held February 10 and 11 in Milwaukee, Wis., was the 
showing of a new motor-driven fluid type duplicator 
which the company will put into production soon. 
Identified as the Rex-O-graph Model MFE, the im- 
proved machine will be produced in such quantity as 
material and parts delivery permit. Dealers were 
promised more details on delivery later. 

Attended by over 100 office appliance dealers from 
all over the nation, the Rex-O-graph “conference” 
covered every phase of sales and service of fluid type 





REX-O-GRAPH SALES AND SERVICE MEET 


duplicators, as well as application of duplicators to 
systems work and standard office procedure, with rec- 
ognized experts handling each subject. 

The entire two-day conference was held at Milwau- 
kee’s Pfister Hotel, where rooms were reserved for all 
those in attendance. The group spent the entire two 
days together, eating breakfast, luncheon, and dinner 
at the hotel where several large halls were set aside 
for their exclusive use. A special banquet was held on 
Monday night, the 10th, in the hotel’s large Fern Room, 
the program of which was keynoted by an inspiring 
speech by W. Bruce Haughton, noted public speaker 
and businesssman of Chicago and St. Petersburg, Fla. 
His theme was “Sales—the Breath of Life to Business.” 

After an opening address by J. Gordon Winders, 
chairman and sales supervisor, and a welcoming talk 
by Rex-O-graph President R. R. Rockhill, varicus com- 
pany executives discussed company history, policies, 
production, and markets. Schools’ needs in duplication 
were discussed by Earle G. Childs, Buffalo, N. Y., dis- 
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DOMORE CHAIR COMPANY, INC., 501 FRANKLIN ST., ELKHART, INDIANA 
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When the circus comes to town, it brings 
to young and old alike some of the great- 
est thrills of a lifetime. Every successful 
circus company constantly seeks new, 
spectacular acts with which to ''wow'' the 
audience. Always a sure-fire hit, is the 
UNICYCLE performer. His perfect bal- 
ance and timing reflect the utmost CON- 
FIDENCE in his ability. Successful per- 


formance in any avenue of endeavor is 


€ ly, 


JASPER, 
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INDIANA 
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likewise built on CONFIDENCE. In the 
desk field, the dealer who buys and sells 
INDIANA DESKS does so with full confi- 
dence in their intrinsic merit. The Indiana 
Desk Company policy of always giving 
maximum value has paid real dividends 
for both the company and its dealers. It 
is no wonder, therefore, that Indiana Desk 
dealers are outstanding leaders in the 
office furniture field. 














OFFICE APPLIANCES, April, 1947 











= 


Se Oe tele ee ake ek tk 


cor 


wo 








47 





tributor, while systems forms and operation were dis- 


cussed by William S. Ford, well-known systems engi- 
neer. “Hiring and Training of Salesmen” was inter- 
estingly and completely covered by Joseph Beaudette, 
of Boston, Mass. Important also in Monday’s session 
was an illustrated talk on “Organizing Your Selling” 
by Mr. Winders, and a discussion on Rex-O-graph na- 
tional advertising and dealer direct-mail and local 


merchandising by Earl Seymour, account executive of | 


the Morrison Advertising Agency. 


One of the features of the first day’s conference was | 


a lively demonstration contest designed to dramatize 


and exchange unusual methods of demonstrating Rex- | 


O-graph fluid-type duplicators. Participating in the 
contest were J. Arlott of Utica, N. Y., W. Stanger of 
Newark, N. J., W. Munroe of Hartford, Conn., F. Rand 
of Milwaukee, Wis., and T. Cozier of Kendallville, Ind. 


The second day of the conference was given to a | 
unique service school, a trip through the Rex-O-graph | 


factory, and an open discussion on sales and service. | 


For the service school, several large tables were moved 
into the convention hall. On each table was a separate 
Rex-O-graph model or parts. Factory engineers were 
at each table explaining the details of construction, 
adjustments, assembly details, and general servicing 
procedures. 

The two-day conferences was well planned, fast- 


moving, and elicited enthusastic interest from all who | 


attended. Particular interest was displayed in produc- 
tion of the new motor-driven Rex-O-graph and the fact 
that many new improvements were already on current 
models—with assurance of more new developments in 
duplication to be announced later. This advantage of 
including adding improvements on current models in- 
stead of waiting for introduction of new models at 
intervals is one reason Rex-O-graph’s delivery schedule 
is at present on about a 30-day basis or less. Many of 
the men stayed over Wednesday, the 12th, to discuss 
other details at the Rex-O-graph factory, located at 
3725 N. Palmer St., Milwaukee 12, Wis. 


ee 
CANADIAN MACHINE DEALERS NAME OFFICERS 

Shortage of office equipment is not likely to be 
overcome for at least two years, it was revealed at 
the recent annual meeting of the Office Machine 
Dealers’ Association of Canada. Rosario Armand of 
Montreal was elected vice-president. 

Reports presented to the meeting showed a demand 
for office equipment continues high and there is at 
present a backlog of requirements which are not 
likely to be satisfied for two years. It was also 
reported that several hundred veterans were now 
engaged in jobs at regular wages after learning a 
lifetime trade in the plants of the various association 
members. The decision of the industry not to increase 
prices when the ceilings were removed was approved. 

Other officers elected were A. Whitly, Windsor, 
Ont., president; W. T. Corney, Toronto, vice-president; 
George Donaldson, Toronto, secretary-treasurer; and 
the following directors: J. Rubin, Montreal; E. Lacou- 
line, Quebec; T. McCullough, Montreal; T. Byrnes, 
Vancouver; George Fox, Toronto; Herb Blake, Hamil- 
ton, and Harry J. DeLuca, Montreal.—RC 


= o—_—__— 
FIFTH DISTRICT TRAVELERS MEET AT COLUMBUS 
The Fifth District Travelers Club, rejoicing in the 
attainment of the 100 mark in membership within the 


first ten months of the group’s organization, held a | 


well-attended luncheon meeting at the Neil House in 


Columbus, Ohio, on Friday, March 14. For this occa- | 
sion, the club joined with the Ohio Stationers Club. | 


The principal speaker was L. S. Crowl, president of 
the National Stationers Association, who furnished an 
interesting and inspiring message. 

Following the luncheon, a meeting was held for the 
Travelers only, at which time a round-table discus- 
sion was conducted. 

The occasion proved a good preview of the enthu- 
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1. Unique Aluminum Construction. © 


2. Complete Bumper Protection. 


3. Advanced Design in Foam Latex 
Cushions. 


4. Revolutionary New Back and Tai- 


lored Cover, all combined in a 
creation of rare beauty, plus all 
the other features time-proved by 
Cramer Leadership. 


POSTURE CHAIR COMPANY, Inc. 


1205 CHARLOTTE STREET © KANSAS CITY 6, MO, 
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siastic support the dealers and travelers of the Fifth 
District will give to the regional meeting. The president 
is C. W. Clark, W. A. Sheaffer Pen Company, the 
secretary, William R. Kane, Oxford Filing Supply 
Company. 

sain a 


CONNECTICUT VALLEY STATIONERS MEET 

Attended by more than 40 members and guests, the 
regular monthly meeting of the Connecticut Valley 
Stationers Association was held on Wednesday eve- 
ning, March 26, at Ceriani’s Cafe Mellone, New Haven, 
Conn. 

President William E. Blech, The Gustav Fischer 
Company, Hartford, Conn., expressed his pleasure at 
seeing such a large attendance. He then announced 
the addition of one new member, Carol A. Larson, 
Lyon Metal Products, who was introduced and made 
welcome. 

The next order of business was the appointing of a 
nominating committee to select a candidate for gov- 
ernor of the NSA Regional District No. 1 for 1948. 
They are: John F. Molloy, J. F. Molloy, Meriden, Conn., 
chairman; Thomas A. Stonehouse, Arthur Shearman, 
Boorum & Pease Company, and President William E. 
Blech. 

Dates for the next three meetings were announced 
as follows: April 30 at Meriden, Conn., May 28 at 
Springfield, Mass., and June 25, the annual outing, 
plans for which are under way. The location and 
other details will be announced at a later date. 


Three Heard in Forum 


The balance of the meeting was devoted to a forum 
discussion led by three speakers, each taking a dif- 
ferent viewpoint. 

The first speaker, Ronald E. Daley, R. E. Daley Office 
Supplies, Waterbury, Conn., who took the retailer’s 
viewpoint, spoke on “How We Can Improve Our In- 
dustry,” giving his opinion and suggestions for the 
betterment of the industry. Some of the subjects 
covered were credit ratings, price cutting, direct selling 
by manufacturers, values versus volume, and personal 
attention to business by owners. Of the latter, he 
stressed the point that dealers should be completely 
informed on their products, hold their contacts with 
their customers and not rely too much on manufac- 
turers’ representatives to make a sale for them. In 
conclusion, he called for co-operation urging members 
of the association to have confidence in one another 
and their association and work together more closely. 

The next speaker, John B. Dwyer, manufacturers’ 
representative, who portrayed the manufacturers rep- 
resentatives’ viewpoint, speaking on “Specialty Sell- 
ing”. Declaring that specialty business can be profita- 
ble to dealers and also instrumental in building up a 
good business on accessories as well, he urged dealers 
to give more consideration to that angle of their busi- 
ness. By way of illustration, he told of a number of 
dealers who have found excellent business in specialty 
items. The following suggestions were given for the 
guidance of specialty salesmen: care should be used in 
choosing the article he sells for the good of the dealer’s 
business; he must sell constructively because of repeat 
calls; if the item is small enough it should be carried 
around and demonstrated: selling ammunition and 
manufacturers’ sales manuals should be carried at 
all times. 

His parting advice was to put pep into selling and 
make presentations more interesting; in so doing the 
drudgery will be eliminated from selling and better 
results will follow. 


Tells of Rubber Industry 


The last speaker, W. R. Spencer, Spencer Rubber 
Products Company, spoke from the manufacturer’s 
viewpoint on the “Rubber Industry and its Future.” 
He told of the numerous problems confronting manu- 
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Genuine Leather 1s pack AGAIN 


This 
CHARLES OF LONDON SUITE 
with Genuine Leather Cover has all the 


old time quality construction features. 


¢ Hardwood frame, double doweled 
and glued. 


¢ Webbed base with oil tempered 
coil springs tied eight ways with 


pure Italian twine. 


¢ Spring construction covered with 
10 oz. burlap stitched to springs. 


¢ Back construction reinforced. 


* Moss and cotton filling. 


PROMPT SHIPMENT 


(within 30 days) 





Available colors Brown — Green — Maroon 
No. 1250 CHAIR 


Width 34” Depth 35”. ~—— Height 33” 





No. 1255 DAVENPORT 


Length 77” Depth 35” Height 33” 


MICHIGAN DESK COMPANY 


MANUFACTURERS 
GRAND RAPIDS 1, MICHIGAN 
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WOODSTOCK 


TYPEWRITER 





WOODSTOCK TYPEWRITER COMPANY 
WOODSTOCK ILLINOIS 
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facturers of rubber bands, erasers and other rubber 
products that had to be met and solved in the last 
few years. Rubber from the Far East will be available 
in the near future, he declared, but in the meantime 
better American-made products will soon be available 
at prices low enough to permit a good profit for the 
dealer. Manufacturers have had but a short time to 
do a job with synthetic rubber, he asserted, and con- 
cluded by giving his listeners an account of the tech- 
nical details of the manufacture of rubber and syn- 
thetic rubber products. 

Intense interest prevailed and many questions were 
asked and topics discussed as each speaker concluded 
his talk. As the meeting adjourned, many felt they 
had spent an evening that was both constructive and 


instructive, and gave their approval to forum dis- | 


cussion meetings. 
oo —__—_ 


OTTAWA STATIONERS HOLD SESSION 


The March meeting of the Ottawa Stationers Asso- | 
ciation was held at the Chateau Laurier on March | 


27 with Arnold Powis, president, presiding. 


Twenty-one members were present, together with | 
two guests—J. J. Evans of S. J. R. Saunders, Ltd., and | 


Pat Dubbee of Canadian Abrasives, Ltd. 


After a short discussion concerning customers taking | 
cash discount after a discount period has expired, it | 
was moved by Don Evans that any decision be left | 
to the next monthly meeting. Decision concerning | 
closing on Easter Saturday and Easter Monday was | 


left to individual firms. 
Andy Patrick, vice-president, introduced J. J. Evans, 


speaker of the evening. The speaker had been in the | 


stationery business in Shanghai previous to the last 
war and was interned in the interior of China during 
three years of the Japanese occupation. 

A film produced by the Bates Manufacturing Com- 
pany, Orange, N. J., was shown. Subject was improve- 
ment of sales approach by specialty salesmen and the 
title was “It’s the Little Things That Count.” 


—_——_— -o  — 
ELECT OFFICERS OF BOSTON STATIONERS 
At the last meeting of ‘“‘The Boston Stationers Asso- 
ciation”, held at the Hotel Vendome on March 17, 
the following associate members were elected officers 
for the coming year: 


Walter E. Trites, president, L. E. Muran Company. | 


E. P. Johnson, first vice-president, James T. Tow- 
hill Company. 

O. S. C. Giddy, second vice-president, Eberhard 
Faber Pencil Company. 

Raymond Fletcher, third vice-president, National 
Blank Book Company. 

The speaker of the evening was Harold Fellows, 
general manager of Boston’s radio station WEEI. His 
topic for the evening was “Everyone Is Trying to Get 
Into the Act.” 

There was a very good attendance, and the newly 
-elected officers were received with unanimous ap- 
proval. 


=e 


PLAN STATIONERS BOWLING LEAGUE BANQUET 

The annual banquet of the Stationers Bowling 
League of Chicago will be held Tuesday evening, May 
13, at 6 p.m. at the Como Inn, 546 N. Milwaukee Ave., 
President Eldon Just, Just & Son, has announced. At 
this affair the champions will be honored and division 
of prize money made. 


Or 
L. HYMAN & SONS APPROACH 50-YEAR MARK 


It is not the most usual thing in this industry for a 
local jobber of paper and stationery products to 
achieve the distinction of numbering among its cus- 
tomers firms from practically every state in the Union. 
L. Hyman & Sons, paper merchants at 102 Prince St., 
New York City, have gained this distinction through 
years of conscientious service to the trade, and the 
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Why Copy Anything 
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inexpensive, po 
duplicating 
printer. 









@ COPY-ROLL reproduces anything: letters, graphs, drawings, the 
pages of books and magazines. As many copies as you want, as fast 
as you want to make them. 


@ COPY-ROLL is Portable: a duplicating printer that requires no dark- 
room, no professional skill. Anyone, in the subdued light of the Office, 
Library or Court House, can obtain the best possible results—results 
equal to those of the most experienced hand. 

@ COPY-ROLL does the work: plug it into the nearest light socket 
and Copy-ROLL, with specially processed paper designed for use in 
subdued daylight, does the rest. There can be no errors in the copy. 


DEALERS WANTED... to cover wide, active market. A few terri- 
tories still open for distributorships. Write for location of distribu- 
tors in your territory and complete merchandising information. 


Fairchild Aerial Surveys, Inc. COPY-ROLL DIVISION 


v WEST UNION STREET © PASADENA 1, CALIFORNIA 
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DARNELL 


Office Chair 


CASTERS 


IF IT'S 
DARNELL 
IT'S EASY 
TO SELL! 


DARNELL CORP, LTD. 
LONG BEACH 4, CALIFORNIA 











60 WALKER ST., NEW YORK 13, N.Y. 
36 N. CLINTON CHICAGO 6, ILL. 
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| firm now eagerly anticipates the passing of its fiftieth 


anniversary in the near future. 

The Hyman organization specializes in pads, second 
sheets manifold, mimeograph, legal pads, typewriter 
and other staple paper stocks sold by stationers. Sell- 
ing through stationers only, Hyman has built a genu- 


| inely national reputation by aggressively searching 


for outstanding bargains and then passing the good 
savings along to its customers, some of whom have 
been on the company’s ledgers for two generations. 


——__—9— 9 —_—_____ 


DAVENPORT, IOWA, FIRM INCORPORATES 


The Tri-City Equipment Company of Davenport, 
Iowa, has filed articles of incorporation with the sec- 
retary of state. Capitalized at $100,000.00, the firm will 
deal in office and store fixtures. Officers are Ernest 
E. Swain, president; Olga E. Swain, vice-president; 
and Wilbur Leon Rees, secretary-treasurer, all of 
Davenport, Iowa.—AL. 


—__ 9-9 


INDIVIDUALS TOP BUSINESS IN USE OF AIR MAIL 


People writing personal letters to one another are 
responsible for the record-breaking volume of air mail 
now being transported over the nation’s air lines, de- 
spite the prevailing belief last October, when air post- 
age was reduced from eight to five cents, that com- 
mercial and business houses would largely “take to the 
air” with their mail. 

To the surprise of postal authorities and the air 
lines, social correspondence far outstrips business mail 
in utilizing fast, cheap transmission, according to a 
series of recent spot tests conducted in both rural and 
metropolitan areas throughout the United States. 
Country folks and suburbanites send their letters by 
air more regularly than city residents, it was indicated 
in the same tests. 

Robert S. Burgess, Deputy Second Assistant Post- 
master General in charge of domestic and foreign air 
mail for the United States Post Office Department, re- 
ported from Washington that air mail volume last 
October increased approximately 29 per cent over Sep- 
tember—the last 30-day period in which the old eight- 
cent rate was effective. By December—the year’s heav- 
iest mail month—the increase was up to about 79 per 
cent over September, Mr. Burgess said. Since then, 
there has been a decline but the volume of increase 
for air mail letters continues to be “very substantial,” 
and is above the September level. 


In the controlled tests conducted in 11 cities, Mr. 


Burgess and his staff discovered that 65 per cent of all 
identified air mail was social correspondence, while 35 
per cent of it was commercial or business mail. The 
ratio was most disproportionate in Los Angeles and 
San Francisco, where 79 and 74 per cent, respectively, 
of all air mail was personal letters. 

The studies indicated that people who live away 
from the large cities, where they are perhaps more 
conscious of the value of speedy transmission of mail, 
dispatch a greater proportion of personal letters by air. 

In an analysis of air mail originating only in rural 
areas and dispatched by air from 30 cities, it was de- 
termined that 70 per cent of all air letters were social 
correspondence, and 30 per cent commercial. 

Mr. Burgess said the tests were identical and in- 
volved random “lifts” of 100 letters at a time, at sev- 
eral different hours of the day—morning, afternoon 
and evening—from incoming chutes. It was easy, he 
said, to tell a commercial letter from a personal letter 
by the stationery and by the type of printed or en- 
graved return address and identification. 

Postal officials regarded the tests as illustrative of 
their belief that individuals are sold on air mail—so 
much so that they use it more than big business. 

The following tabulations show the ratio of social 
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DISTINCTIVE ... 


and in the Modern style 





This new creation bears the inimitable stamp of one of the country’s 
foremost designers. To describe the simple beauty of line the eye 
records is a challenge to descriptive verbiage. By itself on a showroom 
floor it is at once the center of interest to your visitors. In an executive 
office, in natural surroundings, it is constant testimony to the good 


taste of the user. 


This new desk is hand-rubbed lacquer finished to bring out the 
magnificence of genuine American walnut. It is custom built through- 


out by artisans proud of their craftsmanship. 
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Is the Business of Jasper Chair Co! 






Jasper Ch 


JASPER, 


REPRESENTATIVES: 
Geo. A. Litchfield, Sales Mer. 


Fred Deutsch (Southwest) 
3525 Southwestern Blvd. 
Dallas 5, Texas 

















INDIANA 


James S. Fowls, (Southern) 
327 Sunset Drive, North 
St. Petersburg, Florida 


S. H. MacDonald, (West) 
511 Orpheum Bldg. 
Seattle, Wash. 


W. H. Brown, (Chicago-Midwest) R. J. Freeman, (Eastern) 
6708 Glenwood Ave., Chicago 26 383 Madison Ave. 
(Phone ROgers Park 3644) New York, N. Y. 
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air mail to business air mail in 11 metropolitan areas: 


City Social Business 
Atlanta, Ga. . . 59% 41% 
ES MOD, occ sccccic connec . 60 40 
Chicago, Il. ..... eR ase . 56 ad 
ee ; eS 35 
Kansas City, Mo. ..................... ; 62 38 
Los Angeles, Calif. ....................... .. 19 21 
Miami, Florida ............ ; 55 45 
Milwaukee, Wis. ........................ 62 36 
Portland, Ore. oe ee ae 27 
Omaha, Nebr. ......... 67 33 
San Francisco, Calif. ...... 74 26 

Averages ................ . 65 35 


Air mail originating in rural areas was checked as it 
moved in transit through the nearest large city. Re- 
sults are shown for rural districts relatively near 30 
cities in the following tabulations: 


Rural & Suburban Business Social 
Area Surrounding: 
Boston ...... Ss : 44% 56% 
Buffalo eae PD 39 61 
Newark ........ yee Be! 41 59 
New York ..... 31 69 
Philadelphia .. Be. STS 70 
Washington ..... Vd nara . 22 78 
Atlanta ...... ea PS ee ea cis 73 
UMIPOTAVELIO 20... .-...---ccscncccececcsaseses- Bes 73 
Nashville ...... — 30 70 
aS Dene Pear a eae . 70 
I cn ccc ana . 31 69 
es ee . 2 68 
St. Louis ...... Z. eee . 30 70 
III ocnicieesnecssevsassenctacose <2 Oe 70 
Salt Lake City SE 74 
Los Angeles ........ ptiseait ford teed 15 85 
oe ge . 35 65 
Oe: i a Ads . 28 72 
Detroit—City Airport ........... . 34 66 
Detroit—Willow Run Airport...... . 38 62 
eh, eau ............. sat Sosesse hice —— . 36 64 
Albuquerque ................. Sind 25 75 
NERS occcscacsbesn BichgsPctetcscses . 28 72 
eC) > . 34 66 
a ee rsiditinsiorssnavnl A 59 
New Orleans ..... SEteeccss teeth, Be | 69 
Seattle ....... sicirentangustiondsbeytoes Snthierisasusdols. am 73 
Cheyenne 2.0... babes . 33 67 
BIN incsacvsiias\iasesccncevacencvneses intents . 37 63 
Omaha ...... Tee : — | 73 
Pittsburgh |..........0..000000..... . 22 78 
Pg |. | A ae eee 30 70 
i 


OPEN NEW ALABAMA OFFICE SUPPLY FIRM 

Official opening was recently held for the Landers 
Office Supply Company at 303 Raleigh Ave., Sheffield, 
Ala. Proprietor Floyd Landers, 30, came to Sheffield 
from Birmingham, Ala., where he was manager of 
the Aero Service and Supply Company. 

During the war, Mr. Landers was purchasing agent 
and assistant office manager for the southern aviation 
training program in Decatur, Ala. 

The new store is carrying a complete line of office 
equipment and supplies. 


—————c7=— > __- 


S. S. STAFFORD, INC., PROMOTES JAMES RYAN 
S. S. Stafford, Inc., New York, N. Y., manufacturers 
of Stafford writing inks and other office products, 
recently announced the promotion of James Ryan as 
assistant sales manager serving directly under C. D. 
Roselius, vice-president in charge of sales. 
Mr. Ryan is a veteran of World War II. 
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BANDES 


~SUPER-TEX™ 


CLIPBOARDS 





“Super-Tex' means 


Super Sales 


This is the same quality product 
that has been preferred by ware- 
housemen, checkers, shippers and 
billing clerks for years. Yes, Bandes 
“Super-Tex” Clipboards are back 
again and better than ever. Its im- 
proved, firm-grip, pre-polished steel 
clip is guaranteed unconditionally. 
Clip has smooth, free action—easily 
depressable but with strong, firm 
tension. 

“Super-Tex” Clipboards are 
mounted on light, strong, extra- 
tough U. S. Gypsum “Hardboard.” 
They’re smooth on both sides offer- 
ing, not one, but two writing sur- 
faces by merely reversing the board. 

Don’t delay ... order now! The 
price is right, and reasonably prompt 
deliveries can be made in nominal 


quantities. 


Julius Bandes & Co., Inc. 


“Office Accessories of Quality” 
126 West 22nd Street 
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\ 
of the famous 
RUSH YER CLASS FRASER 


The ever-growing demand for the Rush-FybR glass-Eraser 
means more and more repeat sales for FybRglass Refills! 
Your profits are greater when you sell the eraser with all 
these advantages: 

EASIER TO USE—Rush-Eraser is the only eraser made 

to fit the hand! 

Erases faster with only a feather touch! 

No shield required to protect carbon copies. 


Residue does not Gum Up typewriter mechanism. 
Solves the problem of correcting Fluid Duplicator Masters. 


LIST PRICES 
RUSH-FybRglass-ERASERS....................$6.00 Dozen 
FybRglass REFILLS............ ...$3.00 Doz. Pkgs. 


(each contains 2 Refills) 
LIBERAL TRADE DISCOUNTS—AND WE PAY THE SHIPPING CHARGES 


Reloads in 15 seconds with 
FybRglass REFILLS. 


THE ERASER CO. INC. 


Syracuse 2, N. Y. 
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NEWS NOTES FROM NSA DISTRICT NO 7 





Merrill D. Hasty, Correspondent 





The Twin Cities Stationers and Northwest Travelers 
met February 20 at the Club Criterion in St. Paul, 


| Minn., to complete final plans for the NSA Seventh 


District meeting. It has been decided and confirmed 
by Paul Burbank and your committee to hold a two- 
day meeting May 23 and 24. Those arriving May 22 
will be accommodated by the hotel. Your committee 
has asked if you won’t please register Thursday 
evening. This will enable them to start the meeting 
promptly on Friday morning. 

cs oe * 

Bertelson Brothers are happier than ever. All their 
service boys are back. Arthur Bertelson, Sr., has his 
three boys all working in the store, namely, Arthur, Jr., 
from the Marines, and Dick and Frank from the Navy. 
Art Strand and Ben Senno, two other employees, were 
in the Merchant Marine, and Tom Erickson in the 
Army. This makes rather a military sales force. 


Welcome back, fellows! 
* x * 


Gordon Wendell has a new address—Onamia, Minn. 

Get your orders in early for your 1947 turkey. 
* * * 

The Journal Chronicle quarters at Owatonna, 
Minn., are nearing completion. The new style shelving 
is all installed and it has a beautifu: finish. The open 
display is due to arrive soon. 

* * * 

The Whiting Press at Rochester, Minn., is planning 
an exclusive office supply store. The location is on 
South West Second St., formerly occupied by the Cook 
Hotel. If all goes as planned, the opening will be in 
May. J. E. Whiting is proprietor. 

* * 


* 


Hale Raber of Mitchell Publishing Company, Mit- 


_chell, S. Dak., was in Minneapolis recently at the 


Radisson Hotel. A newspaper group was holding a 
special session, and meeting Ray Clarke to talk over 
old times made his visit a success. 
* * * 
Mr. and Mrs. Stan Bina and friends had a grand 
visit in the Sunny South among the palms of Florida. 


You just can’t beat fun, can you, Stan? 
* ~ * 


Mr. and Mrs. Ernest Gruner of Gruner’s Office Sup- 
ply, Watertown, Wis., just celebrated another birth- 
day. The branch store, known as Gruner’s Office Sup- 
ply, located at Fort Atkinson, Wis., has completed its 
first year. The store was banked with flowers from 
its many new friends. , « « 


Joe Crane of Crane Office Supply, Minn., isn’t a 
blushing boy in a big city. It’s that Florida sun tan 
he returned with. I think Joe would love to have a 
branch in Florida. — 


The only way to kill time is to work it to death. 
* * * 


Al Hanson of Brown-Saenger reports that Mr. 
Adams, their president, is improving after a very seri- 
ous operation. We, the Northwest Travelers, wish you 


a speed recovery, Mr. Adams. 
. * + 


Marlen Letner of the Western Stationers, Rapid City, 
S. Dak., extends a hearty welcome to all you travelers. 
Go out and spend a couple of days and tell the sales- 
men what’s new. They expect to be in their new 
building soon. Watch for the grand opening. 

7 * . 

Buck Kiel and his brother, Jack Kiel, Huron, S. Dak., 
have sold their printing shop. Buck will devote all his 
time to his stationery and school supply business, 
while Jack will retire to a quiet life of a gentleman 
farmer. aaa 


“Everyone goes somewhere, why not me?” Fred 
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BACK AGAIN 


| IN LIMITED 
Ae SUPPLY! 
Ss 


~ ~—a 
v6f THE PENCIL OF THE Em e 





oe Retails at 
o/s $125 


TRADEMARK REGISTERED U.S PAT. OFF 


Made only bu 


DIXON RITE -RLTE 


@ The super-thin stainless steel tubular tip holds and protects 






“Threadline” lead like a vise—makes Viewpoint the sharpest pencil 
ever made! The perfect pencil where clean, clear writing is a 
must—figures, shorthand, drafting! Truly the pencil of the experts. 








%* Rite-Rite Trade Mark Reg. U. S. Pat. Off 
* Pencil covered by many patents including 
No. 2,170,734—covering special tip 











Subsidiary of JOSEPH DIXON Crucible Company .. 
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(ustom eKade 
OFFICE FURNITURE 


designed to your order and measure 


Imparts a distinctive atmosphere and gives impressive 
dignity — is furniture you can be proud to own 


DESKS 


THE PRESIDENT MODEL 
WITH TABLE TO MATCH 
So named because of its fitness for the office of 
the President of the U.S. A. 

In White Pine Veneer 
ES Cee | A ee a eee nee $374 List 
Over that size up to 34x60x31 in......... $413 List 

In Birch, Walnut or Oak Veneer 


Oe Se 0 2 ae $394 List 
Over that size up to 34x60x31 in......... $435 List 






Your Choice of Finish:—Walnut over Walnut—Blond over Birch—Bleached Mahogany 
over Birch—Maple over Birch—Platinum over Birch or Oak—Ebony over Birch with 
Gold Pulls. 


THE KING MODEL—Something truly New! , 


WITH TABLE TO MATCH 
Equipped with a decorative Removable 
Back Panel for special ventilation 
In White Pine Veneer 
Size 25x52x30 in. .............................-.-....$874 List 
Over that size up to 34x60x31 in. $413 List 
Special King size, 36x72 in...................$425 List 
Outside thickness of desk top, 154 to 154 inches. 
In Birch, Walnut or Oak Veneer 











DETAIL SHOWING 





Size 28x52x31 in. high................... ..$394 List 
Over that size up to 34x60x31 in. $435 List REMOVABLE GRILL 
Special King size, 36x72x31 in............$450 List alae. 





Crating charge $10.00 
Net Weight, 250 and 300 lbs. 


All prices f.o.b. Chicago 


Your Choice of Finish—Walnut over Walnut— 
Blond over Birch—Bleached Mahogany over 
Birch—Maple over Birch—Platinum over Birch 
or Oak—Ebony over Birch with Gold Pulls. 
Cinnamon and Light Gold over Birch. 


We Also Make DIRECTORS’ TABLES 
OFFICE PARTITIONS and DISPLAY CASES 
SECTIONAL BOOKCASES 


If You Have a Special Item You Want Made, Send Sketch or Photo with Descriptive Detail. 
Have Your Orders or Inquiries as Complete as Possible. Delivery on All Items, 2 to 8 Weeks. 
TERMS: 50% down; balance on completion 


S. NEMES 


MANUFACTURER 


Exclusive—modernistic and period furniture 


Factory 2631 LEHMANN COURT CHICAGO 14, ILL. 
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Green of News Printing, Aberdeen, S. Dak., can’t shoot 
pheasants out of season, or play golf in the snow. So 
he goes to Texas where the southern breezes blow 
and gets in a little golf practice, as. well as a swell 
vacation. 

* * ” 

Lyle Espe of Midwest-Beach Company, Sioux Falls, 
S. Dak., just returned from a western vacation trip 
where he had a swell visit with our former N. W. Trav- 
elers Elgin Burke, Ed Cooper and Herb Morgan. It’s 
nice of Lyle to confirm the reports we hear about these 
travelers. By the way, you will find Lyle down at the 
office of the Beach plant. 

oo +. 

Art Shay of Eversharp, Inc., and Peter Masterson 
were in and around South Dakota on their usual 
business trip recently—too early to be tourists. 

* * * 

Matt Dillon of Associated Stationers is still on the 
beam. In Victoria it’s follow the birds. Matt’s on the 
plane. What these towns need now is airports. Right, 
Matt? : 

Matt says: Do you serve women at the bar? 

Bartender: No, Matt, you gotta bring your own. 

* * * 


R. R. Kemske of Kemske Paper Company, New Ulm, 
Minn., has made another visit to California. It must 
be grand to have a standing invitation from the Cali- 
fornia folks. We’re just jealous, that’s all. 

Ke ok * 

Lest you forget, Northwest Travelers, our latch string 
is always out. 

* * * 

May we all stand at this time and take notice, and 
if convenient, drink a toast to our good friend, Ed M. 
Hansen. 

The honors all go to Ed at this time, for he has 
received the appointment as secretary of The Miller- 








ED M. HANSEN 


Davis Company of Minneapolis. Ed, while a boy and 
at “Home On The Range”, was an errand boy for 
the John Leslie Paper Company. Later he joined the 
forces of The Miller-Davis Company. For the past 
25 years he has been on the buyers’ throne. It is 


while in this distinguished capacity he has played | 


host to many old and new travelers. It is always to 
be remembered, Ed’s exclusive saying, 
“Divided We Stand, United We Fall.” 
Ed, your Northwest Travelers, dealers and friends 


wish to congratulate you. 
—_———- oO 
A familiar face missed on our travels is that of 


Tom H. Johnston, well-known newspaperman, printer, 


and a resident of South Dakota all his life. Mr. John- | 


ston succumbed to a heart attack at Rapid City, 
S. Dak., just after returning from an NSA convention 
in Chicago last fall. 

Tom Johnston loved a good story and was an expert 
at telling one. He was the originator of the “Singing 
Tribe of Wahoo” which has provided fun and enter- 
tainment for many distinguished visitors to Rapid 
City. He was active in many community affairs— 
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LATEX FOAM RUBBER UNIT 


No. 22—1"—List $5.70 No. 20—I"—List ....... $5.00 
32—I1/9" 6.50 30—1'/9" 5.50 
42—2" 7.30 Gea. oo 6.00 

50% SHREDDED LATEX FOAM RUBBER, 50% WHITE COTTON 

No. 76—1I"'—List $3.70 No. 56—1/"—List $3.20 
17—1/"" 4.30 57—I 1/5" 4. ae 


CASING—In brown or green corduroy. 
In brown or green sail cloth. 
In brown or maroon leatherette. 





| Fibre matting backs. Leatherette welted all around and vented. 








BUILT LIKE FINE UPHOLSTERED FURNITURE. 
OUR SPRING UNIT, WHITE COTTON FILLER. 


CASING—In brown or maroon leatherette. 
Fibre matting backs. 
Leatherette welted all around and vented. 


No. 17—18x16x2—List $5.40 
No. 18—19x17x2 $5.80 


All cushions carried IN STOCK. Liberal dealer discounts and terms. 
May we have the pleasure of a trial order. 


CUSHIONS 
BY 






jSHEE 








MFG. CO., 


inc. 


92 Montgomery St. 


Jersey City 2, N. J. 
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STAMPING 
DEVICES 
ARE SOLD 
AROUND 
THE WORLD 


ORDER THE 


esl 


1 Mi ry 
1 WHEN IN NEED “i 
OF DATERS 





THE “CROWN” LINE OF DATERS AND NUM- 
BERERS ARE OF THE HIGHEST GRADE 
THROUGHOUT BANDS ARE DEEPLY 
MOULDED WITH 8 YEARS ON THEM 






















TURNING OF BANDS .. . 


ANCE... 
eeee 


THE "STAR" DATERS AND NUMBERERS 
ARE THE INEXPENSIVE BRAND — MADE 


NECESSARY .. . BUT A GOOD 
STAMP IS NEEDED— 
AVAILABLE FOR IMME- 
DIATE DELIVERY 


RASTEWART 


SE LOAN BYAN NAT on 


80 DUANE ST.NEW YORK 7,N.Y. 
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ONE PIECE ALUMINUM DRUMS FOR EASIER | 
HIGHLY NICKEL | 
PLATED FRAMES FOR NEATNESS AND APPEAR- 


TO SERVE WHERE THE BEST IS NOT | 


never too busy with his own work to stop and do 
any job that needed doing for the good of the com- 
munity. 


a 

SON JOINS E. J. MITCHELL AS TRAVELER 
Barrett King Mitchell joined his father E. J. “Gene” 
Mitchell, well-known manufacturers’ representative, 
on April 1 in calling on stationery and office furniture 
dealers in Illinois, Missouri, Kansas, Nebraska, Iowa, 











BARRETT K. MITCHELL E. J. MITCHELL 


North and South Dakota, Minnesota and Wisconsin. 
The younger Mitchell will travel part time with his 
father and part time by himself. 

This father and son combination, traveling by auto- 
mobile almost entirely, will make it possible to cover 
nine states much closer than in the past. 

The younger Mitchell, 30 years of age and married, 
has a fine background for the job ahead of him, hav- 
ing been in the employ of several well-known dealers 
during the past eight years in the stores and selling 
outside. His headquarters will be in his home city, 
St. Louis, Mo. 

The Mitchells represent Fritz-Cross Chair Company, 
St. Paul, Minn.; George B. Graff Company, Cambridge, 
Mass.; Dixie Chrome Products, Dallas, Tex.; Hoosier 
Desk Company, Jasper, Ind.; Invincible Metal Furni- 
ture Company, Manitowoc, Wis.; Jasper Seating Com- 
pany, Jasper, Ind.; Phoo Materials Company, Chicago; 
Stationers Manufacturing Company, Fort Worth, Tex.; 
and Sun Rubber Company, Barberton, Ohio. 


en Ge 


SPENCER INTRODUCES “SNAPPY-PACS” 
“Snappy-Pacs,” new individual bags of assorted rub- 
ber bands, designed to sell for $.10, have been intro- 
duced in the market by the Spencer Rubber Products 


i - i oe : ” as 
: Mig fonk iy dgom 
3 / 4 4 4 } j 





Company, Manchester, Conn., and will be sold only 
through stationery stores, it is announced. The bags 
are sold from an attractive green dispenser package 
that holds from two to three dozen three-fourths 
ounce individual bags. These bags are 314 x 4% 
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THE COPY-RITE 
Eliminates 
STENCILS 
GELATIN 
RIBBONS 

TYPE 
INK 


Fast and easy selling is practically all you invest in the 
Copy-Rite after you stock it. For the Copy-rite stays 
sold! No headaches on service. No string of telephone 
calls for help from customers. The Copy-Rite is fool- 
proof — simplest and surest to operate. A multitude of 
Copy-Rite dealers will tell you this! 


Write for our profitable dealer proposition. 
I pro} 


DUPLICATOR & SUPPLY CO.'2iceoien” 


A NAME LEADING DEALERS RECOGNIZE 
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SO VITAL FOR VOLUME 


the exciting, new 


16” Deep, 24” Wide, 40” High 


EXTRA-DEPTH e 
Sixteen inches deep, the Combinette neatly holds over-sized books . . . it doubles in 
utility! (12 inch record albums fit in easily ... UPRIGHT! and the extra-large top 
is sized to hold a combination radio-phonograph. ) 


SECTIONAL e¢ 
Designed to fit flush, the COMBINETTE triples in versatility. The doors come as 
ordered . . . either opening Right or Left. Adding another COMBINETTE quickly 


solves space problems. 


—_ — ” BEAUTY and STRENGTH e 
Double-lined lovely brass-grill and 


strong glass covered doors make for ; $49.95 each 
beauty plus protection. Sturdily con- ln wey Gass eae i 
structed in a rich Walnut or Ma- days. F.0.. our Grand Rap- 
ids Factory. Specify finish 
hogany veneer hand-rubbed and oad chin ae a ee 


waxed to a satiny lustre. Right hand doors wanted. 


GRACEFUL MAHOGANY VENEER DOUBLE-DOOR BOOKCASE No. 546 





Durably constructed for lasting utility of fine selected Mahogany 
veneer . . . hand-rubbed and wax polished to a satin lustre. The 
heavy frame doors and strong clear glass combine to make this 
bookcase extra-strong with a maximum of protection. An ideal 
combination of beauty, strength and service. 36 inches wide and 
44 inches high. 

$74.95 each Terms: Net 10 days. F.O.B. our Louisville Factory. 


List—usual dealer discount. 


FOR ADDITIONAL INFORMATION, WRITE 


“MORTO. 


666 Lake Shore Drive - Chicago 11, Illinois 





SHOWROOMS: American Furniture Mart, Chicago; Western Furniture Mart, San Francisco; Furniture Mfrs. Bldg., Jamestown, N. Y. 
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inches, and are printed with the Spencer trade-mark 
in black and green. The dispenser package opens up 
into a complete counter display, ready to use. 


a 


DUNWOODY COMPLETES 54 YEARS OF SERVICE 

On April 6, genial Edwin H. Dunwoody, senior 
salesman of the Reyburn Manufacturing Company, 
Inc., Philadelphia, Pa., completed his fifty-fourth year 
of service in the tag industry. 


Becoming associated with Reyburn in 1923, “Ed” | 





EDWIN H. DUNWOODY 


Dunwoody began his tag selling career in 1893, imme- 
diately following his student days at the University 
of Pennsylvania. An active member of the Rotary 
Club, the University Club and the Philadelphia Coun- 


try Club, he is also an ardent photographer and a 


football enthusiast. 
———_—a- oe 


MOORE PUSH-PIN APPOINTS TWO MEN 
The Moore Push-Pin Company, Philadelphia, Pa., 
manufacturers of push-pins, picture hangers and 











J. W. COOPER, JR. 


R. C. STAFFORD III 


maptacks, recently announced the appointment of Jim | 
W. Cooper, Jr., as sales representative covering the | 


southern territory. He will be assisted by Robert C. 


Strafford, ITI. 
a on rs 


COMPTOMETER GRANTED TEXAS CHARTER 

The Comptometer Company of Illinois, with home 
Offices in Chicago, has been granted a Texas charter 
to open offices in Dallas, Houston and other cities with 
C. L. Davis of Dallas as agent. Capital stock is listed 
at $85,000 —EWF 


1947 
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When you sell Cesco Visible Record Equipment 
you gain satisfied customerss and continuing 
sources of profit. Here are some of the reasons 
why it is so popular with both large and small 


| 
} 


users: 


gadgety mechanisms and highly special 


i) SIMPLICITY—complete freedom from 
supplies. 





B SPEED — maximum visibility, legibility 
and ease of posting. There are no “up- 

hill” nor backhanded writing positions to 
slow the work. 


leaves a conspicuous gap in the sequence 
of records. 


3) SECURITY—a misplaced or lost record 


fits all business needs. Expands or com- 
presses if, when, and as needed to meet 
changing conditions. 


4) FLEXIBILITY—the same basic system 





Now is a good time to concentrate on Visible 
Books, while all business is acutely record-mind- 
ed. There are a number of exclusive territories 
open for development by established dealers. 
Take the first step by writing for Catalog “G.” 


THE C.E. SHEPPARD CO. 


4407 Twenty-First St. Long Island City 1, N. Y. 
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V.P.D. Wire Display and Sales 
Rack. Typical display as- 
-s=——-.  gortment illustrated. May 
be varied to suit your 
requirements. 


SEVEN 


STEPS 
to 


PLASTIC 
|_| PROFIT 


Via the V.P.D. Way of Display 


in stores that have tested this V. P. D. Seven 
Step Display and Sales Rack, dealers’ sales- 
men say it’s ‘terrific’ . . . one of the greatest 
sales makers ever in their stores. Using very 
small counter space it shows off so large a 
number of V. P. D. Transparent Plastic items to 
such a good advantage that customers can't 
resist handling for close inspection. That does 
the trick! They see. They handle. They buy 
. not only these, but your other items too! 
Each section of this expertly designed V. P. D. 
Display Rack holds about half a dozen of an 
item. Furnished FREE to V. P. D. dealers with a 
reasonable assortment of V. P. D. products. 





Consult our catalog, send in your order now and put 
this master sales maker to work for you in your store, 


JOSHUA MEIER COMPANY 


36 East 10th Street . New York 3, N.Y. 
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QUESTIONNAIRE ON WRITING INS'TRUMENTS 
(Continued from page 27) 


been perfected as yet’; and “the pens have been 
disappointing.” 

Release of more mechanical pencils by distributors 
is reflected in the report showing almost universa] 
growth in sales volume for this writing instrument. 
The gain in sales ranges from ten to 200 per cent, 
according to those reporting in this OrrIcE APPLIANCEs 
survey. 

A similar situation is found in regard to wood cased 
lead pencils, but one dealer reporting a decline in his 
sales. The average gain in sales is ab)dut 15 per cent. 

Steel pen sales decreased for most dealers during the 
past year, all the way from ten to 50 per cent. This 
indicates a definite switch to the fountain pen models 
and apparently more money in individuals’ pockets for 
such purchases. Most of the sales are reported to 
have been made to business offices for employees’ use. 
_ With the decrease in steel pen buying it is natural 
that the sale of penholders is also off in about the 
same percentage proportion. 


Where Are They Sold 


Where are sales of mechanical pencils, wood cased 
lead pencils, steel pens and penholders made? 

The OrriceE APPLIANCES survey makes these con- 
clusions: 

Mechanical pencils—65 per cent sold inside the 
store and 35 per cent by outside salesmen. 

Wood cased lead pencils—35 per cent sold inside the 
store and 65 per cent by outside salesmen. 

Steel pens—60 per cent sold inside the store, 49 
per cent by outside salesmen. 

Pen holders—53 per cent sold inside the store, 
47 per cent by outside salesmen. 


Who Buys the Articles? 


Analyzing the proportions of sales to individuals for 
their own use and business offices for use by employees, 
the questionnaires present the following figures: 

Mechanical pencils—63 per cent sold to individuals 
and 32 per cent to business offices, and five per cent to 
businesses for premiums. 

Wood cased lead pencils—14 per cent sold to in- 
dividuals and 86 per cent to business offices. 

Steel pens—22 per cent to individuals and 78 per 
cent to business offices. 

Pen holders—23 per cent to individuals and 177 per 
cent to business offices. 

The co-operation of reporting retailers in this sur- 
vey is appreciated by OFFICE APPLIANCES. 


= 


RITTERS CELEBRATES YEAR IN BUSINESS 

Ritters, located in the Fagan Arcade, West Palm 
Beach, Fla., and carrying a complete line of office 
equipment and furnishings, celebrated its first anni- 
versary on March 15. 

The firm is under the management of Sol Ritter, 
who began operation of the office furniture and Sta- 
tionery firm just a year ago, following his return 
from 41 months in the Army Air Forces.—JL 


. —>-o—__ 


FOUNT-O-INK CONTEST CLOSES ON MAY 1 
Closing date for the Fount-O-Ink contest is May ! 
instead of April 1, as was incorrectly announced by the 


| Gregory Fount-O-Ink Company, Los Angeles 41, Calif. 


A good response is reported by the company for this 


| contest, an array of U.S. bonds and other valuable 
| prizes going to the winners. 
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The COSTUMER that really GLISTENS... 





GIVES YOUR INTERIOR ADDED BEAUTY... 


| | LONG LASTING AND TAKES MINIMUM OF SPACE! 





EXTRA Here is the post war Costumer you've 
waited for. All the features you could 
PLUS : 
wish for are found in this heavily plated 
FEATURES 


tubing, durable ''made-to-take-it" Cos- 


tumer. Your choice of colored bases... 





so compact and streamlined for beauty 
... Mass manufacturing permits this un- 
usually low price. Get your supply while 
this offer lasts. 











FOR IMMEDIATE DELIVERY 


RETAILS $45°° 


for only 





LIBERAL DEALER DISCOUNT 


FIXTURES MANUFACTURING 


312-14-16 BLUE RIDGE e KANSAS CITY, MO. 
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Even after years of ep 


The resilient SPONGE RUBBER in a 
Speed-Mo Stamp Pad will not sag even after 
years of service. It is specially treated against 
deterioration and will outwear any other 
type of stamp pad. The cleanest stamp pad 
on the market, Speed-Mo can always be 
counted on to give a clear, sharp impression 
at the lightest touch. Why not increase your 
stamp pad profits by making Speed-Mo your 
key line. Send now for Catalog No. 1043, 
showing the complete line of Speed-Mo pads 


for every stamping need. 





CLEAN SPONGE RUBBER STAMP PADS 





No. 4-F PRESSED STEEL MODEL 


Kivet- 


701 Main Street, Orange, Massachusetts 


MANUFACTURING 
COMPANY 
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WORK WITHOUT Graffeo SIGNALS? 










signals and maptacks 
aid busy workers . . . do much 
to make operations smoother. 
Graffco signals and maptacks 
never forget; they make existing 
systems more efficient; speed 


operations. 
GEORGE B. GRAFF 
COMPANY 


54 Washburn Avenue 
Cambridge 40, Mass. 








YPEWRITER 
LES 4, Midwest 


an all-metal beauty of simple 
design-durable-strong-easily as- 
sembled - heavy gauge -35" over- 
all length-14" wide-26" high- 
baked enamel, green and white. 


MIDWEST "1!" 


METAL MANUFACTURING CO. 
1818 N. 18th ST. « ST. LOUIS 6, MO. 
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SMITH METAL ARTS OPENS DISPLAY ROOM 

A complete display of distinctive bronze deskware 
created by the Smith Metal Arts Company, Inc., of 
Buffalo, N. Y., was opened January 1 for the mid- 
western trade at 1211 Merchandise Mart, Chicago. The 


richly-appointed, modern display room is under the 





SMITH METAL ARTS CHICAGO DISPLAY ROOM 


direction of Harry J. Neggesmith. Dealers are cordially 
invited by him to inspect the Smith showroom at their 
convenience and to use it freely, especially in bringing 
the Smith bronze line to the attention of customers 
planning larger installations. 

A complete display of the Smith line was also re- 
cently installed at 1007 Parker House Building, Boston, 
Mass., with Reginald P. Packard in charge, for the 
convenience of the eastern trade. Earlier in the year, 


a permanent Pacific Coast display was opened in Los | 
Angeles, Calif., at 1104 Brack Shops, 527 W. Seventh | 


Ave., under the management of Walter C. Bilger. 
ee eek 
BARTOW, FLA., FIRM SHOWS GROWTH 

Among other Bartow, Fla., businesses which have 
shown marked expansion during the growth which 
has characterized this city in the past few years is 
the Till Office Equipment Company. 

Energetic endeavor, coupled with the handling of 
most complete stocks of office supplies, have been re- 
sponsible for the growth of the Till business until to- 
day this firm serves accounts throughout all of south 
Florida. 

Their stocks include all kinds of office supplies, busi- 
ness forms, typewriters and typewriter service as well 
as kindred lines.—JL. 


F< 
a : . 4 ee _— 
DESIGN NEW LOW DESK—"“Just 29 inches high,” 





explains 

this pretty Birmingham, Ala., secretary to her boss, who's 

inspecting the comfort of the Shaw-Walker revolutionary 

“New Low Desk.” The company claims that this lower height 

lessens fatigue and increases efficiency by insuring a more 
natural working position. 


OFFICE APPLIANCES, April, 1947 


THIS REGISTER on the Counter 


Means 


A QUICK, HANDY 
SALES RECORD 


* 


AN ACCURATE 
CASH CONTROL 





LVDTANS 
avg 


ASH REGISTE 





A practical and efficient method of recording sales 
and expenditures plus a positive cash controll 


All entries made as the transaction occurs—at 
the end of the day complete simplified records are 
available for rapid check and easy bookkeeping. 


Best for small business, retail stores and service 
establishments which need quick, accurate, safely 
kept records. Simplifies all tax problems! 


SMOOTH OPERATION—drawer mounted on rollers 
WARNING SIGNAL—when drawer opens 
TUMBLER LOCKS—best made 

FINISH—Durable Black Wrinkle 
MATERIALS—Indiana hard maple and white oak 
PAPER ROLLS—two widths 

RULINGS—5 to 15 columns 


Sell Indiana for Profits and Good Will 

















-CASH DRAWER CO. 
SHELBYVILLE, INDIANA 
209 








Everyone KNOWS 
BERNARD 


TRADt MARK RerulSTERED 





Means quality in Stationery Tools 


Reputations are not made by fancy 





















such as BERNARD enjoys is the result 
of top quality year after year. Today— 


quality and dependability to the sta- 
tionery trade. 


Loose Leaf Vacuum Punch No. 2600 
Standard Dies—1/8”, 3/16”, 1/4”. 
Light, strong, stationary stripper 
spring, duplex control stops, nickel 
plated and polished, reach 1 1/16”, 


Staple Remover No. 150 
Works like a charm, 
without damaging paper. 
Fits all sizes of staples. 
Spring action, nickel 
plated and polished. 


“Triumph” Official Eyelet Punch 


and strips quickly. Nickel 
plated and polished. 


These are only three of the many famous BERNARD 
stationery tools. Send for complete catalogue which gives 
all numbers, all details. Use coupon below. 


WwW" SCHOLLHORN COMPANY 
“Quality Tools Since 1870” 


iad =—_ SEE et rt Et TT eT ee ee eee ee ee ee ee { 
| Wm. Schollhorn Company, \ 
, 3504 Chapel St., New Haven 9, Conn. 

, Sirs: Please send me your catalogue of stationery tools. : 
en Ee, Ricinb Wack caouausiecieesoveauis i 
I I 
Teg RRS ge Se ey Se yh A Pee Pee i 
, " i 
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, My Wholesale Supplier Is... ici c.c.i ec ces ccessccee I 
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PACIFIC NORTHWEST NOTES 





C. M. Litteljohn, Correspondent 





R. C. Allen Business Machines, Inc., has re- 


| cently established a new branch at 2028 Third Ave., 


Seattle, Wash. Although still in limited supply, quan- 


| tities of such Allen business machines as bookkeeping 
| machines, calculators, cash registers and adding ma- 


claims, nor built over night. Acceptance | 


as for generations—BERNARD means | 


chines are displayed, demonstrated and made avail- 
able for immediate delivery. 
* * 7 


Streamlining office, credit and bookkeeping systems, 
the Charga-Plate system has been installed in a group 
of the leading shops. Frederick & Nelson, the Seattle 
unit of the Marshall Field organization, already had 
the system, but it has been extended to The Bon 
Marche, the Allied Stores, Best’s Apparel, MacDougall- 
Southwick and Rhodes Department Store. Each of the 
more than 125,000 customers of the five stores has 
been issued a Charga-Plate for charging purchases 
to their accounts. Miss Jean Becker, representative 
of the Farrington Manufacturing Company of Boston, 
Mass., maker of the Charga-Plates, installing the group 
system with a staff of 25 persons, has opened offices in 
the O’Shea Building, Seattle, to co-ordinate credit 
activities and standardize office procedure. 

* * * 

Typewriters as well as office machines continue to 
flow from their usage in the late war into the hands 
of veterans in Seattle. The Seattle regional office of the 
War Assets Administration recently held a special sale 
of 38 usable typewriters, 417 typewriters on which re- 
pairs are necessary, and 41 miscellaneous office ma- 
chines. 

% a * 


An expansion move is under way for the Royal Type- 


| writer Company in Spokane, Wash. J. C. Peterson, 
| the district manager for the company there, has re- 
| cently signed a new five-year lease for the extensive 


floor space in the Metropole Building, standing at the 


_northwest corner of Second and Howard streets, 


No. 190 A precision-built tool. | 
Twin spring action. Parallel | 
jaws. Compound leverage. | 
Adjustable gauge. Opens | 


| 


Spokane, which building is expected to care for con- 
siderable enlargement of the district setup. From this 
headquarters a wide-spreading district will be served, 
the Spokane division embracing eastern Washington, 
as well as Idaho, Montana, eastern Oregon, western 
Wyoming, eastern Nevada and Utah. 

a * a 


Familiar with office management and devices to 
make that management efficient, Barret B. Klopfer 
of the Standard Register Company was a featured 
speaker recently before members of the Portland chap- 


' ter of the National Office Management Association, 


meeting in the Heathman Hotel in Portland, Ore. Mr. 


| Klopfer, on a tour of the Pacific Coast under sponsor- 


ship of the national association, was welcomed at 
Portland by office managers of the leading businesses. 
* * * 


Portable typewriters furnished by principal type- 
writer companies featured advanced kindergarten work 
in Seattle recently. The portable machines for the 
kindergarten tots, who got their first lessons thereon, 
were supplied by Underwood, L. C. Smith, Corona, and 
Royal. The program itself was carried out in advanced 


| kindergarten technique of the Magnolia School of 


Seattle, sponsored by the educational research com- 
mittee of the Office Equipment Manufacturing Insti- 
tue. Miss Kathryn Gould, traveling round the nation 


| with 30 portable typewriters, emphasizes development 
| of muscular co-ordination of the wee youngsters. 


* * * 


Moving from downtown Seattle to the Volker Build- 
ing, Terry and Lenora streets, the Royal Typewriter 


| Company, under the management at Seattle of W. G. 


Wagner, is preparing for considerable expansion in 
this region. Relocated on the fifth floor of the Volker 
Building, with the spacious service department also 
1947 
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To take the place of scarce 


> «8 in PADS 


We're lucky ... and that 


(See ERLE REE IEE means YOU are lucky too! 


Just acquired 4 carloads 
of Service Tablets at 

an unusual low price, 
and we are passing the 
advantage along to 

our friends in the trade. 


SERVICE 


WRITING TABLET 


Just detach the covers, 
and you have splendid 
pads in the scarce, 

much wanted size that 

is so popular everywhere! 
Good white tablet stock 
that takes pen and ink, 
padded 45 sheets to a 
pad, 12 pads per unit. 


: 
j 
| 
} 
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Promote ‘em... display 
WIRE YOUR ORDER | ‘em ~~ ne.nerd fasta 
The 4 carloads will 
be snapped up fast 


L HYMAN & SONS i 
Paper Merchants & 
102 Prince St. | Mew York 12, N. Y. ; 


49th Year of Dependable Service 























RITE -LINE 


Reg. U. S$. Pot. Off 


COPYHOLDER 


The Rite-Line All Metal Copyholder is portable, 
compact, efficient and attractive. Dealers $475 
and stationers find it a ready seller at 15 


Price includes 10" eye guide. Tax extra. 
Extra for 15” extension eye guide 1.10 
Extra for 20” extension eye guide 1.25 

Write for Full Particulars 


RITE-LINE SALES COMPANY, INC. 


15 Maiden Lane, New York 7, N. Y. @ 407 So. Dearborn St., Chicago 5, Hil. 
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HIGHLIGHT in 


x © design 


actual 
gizé 


WELSH 
MANUFACTURING COMPANY 
76 Troy Street, Providence 9, R. I. 
Pen manufacturers since 1925 


SALES OFFICES: New York City, Dallas, Marion, 
Chicago, San Francisco, Philadelphia, Boston, 
Atlanta, St. Lovis. 
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AWATHA 


YPEWRITER PAPERS 





Are Recognized 
Standard for 





over 30 years 


Pee. 


Consistently high quality  aatuscaur COVERS 


pace 


...Up-to-the-minute packag- ig 
* ONIONSKINS 


ing...a profit-and-prestige 
line you'll sell with pride. | ® MIMEOGRAPH PAPERS 
Inquire about our Franchise a ENVELOPES 


Sales Plan—the short cut hea 






to bigger and better sales. 




















AUTOMATIC COIN WRAPPERS 


Stationers! It’s your Line. Exclusively! 
Steel-Strong”’ Products are sold through Stationers and 
Office Supply Dealers only. We have no retail salesmen to 
pirate your customers and cash in on your missionary work. 


Write for liberal discounts and sales help on: 


Lead Seals 
Seal Presses 
Teller’s Moisteners 
Manual Coin Counters 
Currency Racks 
Wrapper Cabinets, 
a Trays 

torage Trays 


Coin Wrappers 

Bill Straps 

Coin Bags 

Currency Bags 

Draw String Bags 

Metal Clasp Bags 

Night Depository Bags 

L:inen Shipping Tags Coin 
Downey Change Trays 


THE C. L. DOWNEY CO. 








HANNIBAL, MO. 


fe e 
Moda (fare WO 
— Sur FOLDING CHAIRS | 
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DESIGNED for Comfort 
ENGINEERED for 

Strength and 
Dependability 






For all purposes 
where better grade 
portable seating is 
desired. 


FULL 16-INCH SEAT 
Form-fitting and 






Comfortable 
Fold and Open Easily 
—e Stack Compactly 
STRONG, SAFE 
The Chair with the AND react dd 
AUTOMATIC , 


Dealers! Write for prices 
on this fast selling line 


POSITIVE LOCK 


CLARIN MFG. CO. 


4640 West Harrison St. 
CHICAGO 44, ILL. e COLumbus 1901 




















The New and Improvd 
ROTARY 


For speed and accuracy it’s the 
new Speedograph Rotary. 








DUPLICATING 














Where efficiency is required in 
reproduction up to 100 copies 
the Speedograph Rotary has 
no equal. Now available for 
immediate delivery in hand 
and automatic feed. 


TODAY—Write for 


free color brochure 


DEALERS 
INQUIRIES 
INVITED 


MACHINES 
SUPPLIES — 








‘Yoth St, New York 1A. 








‘ Pmt ” Seige 





April, 1947 
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spread on that floor, Royal follows a trend into more 
generous and convenient parking areas for customers 


and employees. all ore 


The Converse Company of Seattle, Wash., specialists 
in special office telephonic equipment, with offices and 
shops in the Maritime Building, Seattle, has recently 
acquired the sales agency of the Kellogg Company of | 
Chicago for retail sales in Washington, Oregon, Mon- 
tana, Idaho and Alaska. 

* ~ + 

A brand new stationery store is being made ready 
for early opening in Kirkland, Wash. Ron Avery, W. 
“Mike” Waters and Ron Richardson, all of Seattle, 
are establishing the new business, which is 
termed, “The Evergreen Stationers”, after the nick- 


name of Washington, The Evergreen State. They have | 
taken over the location which was formerly occupied | 


by Kimball’s Men’s Store on Lake street, and have 
converted the quarters into an attractive merchandis- 
ing center for all kinds of stationery items, as well as 
office supplies, typewriters, 
similar merchandise. While the new store will be 


jointly owned by the three men mentioned, it will be | 


personally managed and operated by Mr. Avery. 
* * ae 


New business houses by the hundreds in Seattle | 
have been making new peaks in stationery and office | 


supply and equipment sales, as further business is 
reached for in the wake of such new setups. There 
were 956 new firms incorporated in Seattle during 


1946, according to a recent survey, a record that | 


doubles the number established in the previous year. 
This figure, moreover, is 233 per cent over that of 1944, 
and indicates the unprecedented new opportunities 
for greater business in the stationery field in the city. 
Many businesses of every type have been inaugurated 
by ex-service men and women. 

* * * 

With large quantities of stationery articles and office 
supplies, such as typewriter ribbons and the like, the 
iDamond Store, a variety setup of Anacortes, Wash., 
has opened spectacularly this spring in fine new well- 
stocked quarters at 607 Commercial Avenue. H. S. 
Robinson, president and founder of these variety 


stores around the Puget Sound fegion, has provided | 


a thoroughly modern setting with attractive fixtures 
for augmented sales volume 


Anacortes unit. 


a ee. 


“Open House” ceremonies of Owen-Hampson in 
Seattle late in March featured their new home for the 


distribution of office dictation, conference recording | 


and telephone recording devices and equipment for 
Seattle and vicinity offices. Owen-Hampson have 
taken over larger quarters in a more accessible parking 
region, not in the immediate downtown district of 
Seattle. They have relocated at 217 Ninth ave., North, 
where the big blow-out was staged. V. V. Savinoff, 
expert Hollywood designer, was engaged to decorate 
with ultra-modern furnishings the swank new offices 
that drew a large Saturday attendance to the “open 
house” services. 
* a * 

A departure in the extensive purchasing of sta- 
tionery lines by state government offices of Wash- 
ington is evident in the recently issued opinion of 


Attorney General Smith Troy at Olympia, Wash. The | 


legal authority of the state has held that cities of 
Washington state may purchase records and forms 
available as stock stationery items without having 
them printed on special order under contract. 
oe ” + 

A big welcome and demonstration was staged for 
and by Stella Pajunas, International Business Ma- 
chines Corporation, at the IBM offices in Portland, 
Ore., recently. This typing champion, who uses In- 
ternational’s electric machine, also gave demonstra- 


1947 
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being | 


adding machines and | 


in numerous lines of | 
merchandise. Peter Walker is manager of the new 


ABOVE: Atlas hanger with index tab 


e This compact portable 
model was especially de- 
signed for educational insti- 
tutions and small offices. Also 
convenient for transporting 
stencils or plates from dup.i- 
cator department to file 
room. 


Equipped with 25 to 
75 hangers, each 
hanger accommodat- 
ing either two stencils 
or one duplicator 
plate. In ordering, 
specify whether for 
stencils or plates. 


(At left) Model No. 50, 
retail price, $16.56, f.0.b. 
Cleveland, Ohio. 


Conserueds 


. Space. . . manpower! 





Paper. . 





attached. 


@ Stencils HANG vertically (two 
on each hanger) FREE from dam- 
age by folding, creasing, wrink- 
ling, or sticking. Paper separators 
not required. 


@ Duplicator plates, or masters 
(one on each hanger) are assured 
of PROTECTION against scratch- 
ing or careless handling. 


@ Stencils or plates are quickly 
located. ATLAS two-inch open win- 
dow type index tabs provide a 
VISIBLE INDEX. 


MODELS WITH CAPACITY TO 
MEET ANY REQUIREMENT. METAL 
HANGERS AND CABINETS. 

IMPORTANT NOTICE—We are the 


sole licensee of U. S. Patent 
No. 2,248,027. 


~ ATLAS STENCIL FILES COMPANY 
1458 Hayden Ave. . . Cleveland 12, Ohio 
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*ten different colors 
*for all office needs 


Standardize with PENIT—the Pen- 
Tested Ink with a record performance for 
Maximum efficiency. 

*writes clearly and legibly with any pen 

*flows perfectly, does not feather edge 

*eliminates point clogging 

*eliminates errors 

Sanford’s Pen-Tested Penit Ink adapts 

itself to small figure work, clear ledger 
entries, quick-to-spot color indexes, 
smooth signatures. 
Available in 2-ounce, 4-ounce, pints, 
quarts and gallons . . . you can always 
spot the color you want by the carton, the 
label and the cap. 


Sanford’s Penit meets the modern busi- 
ness trend for speed and quality “on the 
job” performance. For any job, it’s the 
best . . . it’s the cleanest ink made. 


SANFORD 


INK COMPANY 


Chicago 7 
New York 12 
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tions in Portland before members of the Rotary Club 
(who doubtless wished their secretaries could type like 
that), and at the local telephone office, Mayor’s office 
and the high schools, where the adolescents admired 
her speed. 


* * * 


Manager of the Student Bookstore Corporation at 
Washington State College, Pullman, Wash., for the 
past 15 years, Carl A. Pettibone recently received a 
promotion for his faithful and efficient service in 
that post through which flows a large supply of stu- 
dents’ articles. On April 1, he was appointed to the 
newly-created position of college business manager, 
after having been on leave since last January as a 
special assistant to the president. 


Sickles Mea 
PAUL H. AVERY OPENS FIRM IN OHIO 

Paul H. Avery, formerly for several years with the 

Toledo, Ohio, branch of L. C. Smith & Corona Type- 

writer Company, on March 1 opened the Avery Office 





PAUL H. AVERY 


Equipment Company in downtown Findlay, Ohio, at 
403 W. Maincross St., where he will sell adding ma- 
chines and typewriters, typewriter supplies, and offer 
service on office machines.—AK. 
ee ek 
REMINGTON RAND SETS UP NEW SCHOOL 

Remington Rand, Inc., has inaugurated a national 
school for adding machine, bookkeeping and calculat- 
ing machine salesmen at the “E” division plant in 
Elmira, N. Y. 

A. L. Bateman of New York City, national director 
of sales education for that machine division of Re- 
mington Rand, heads the school, aided by R. A. Irl- 
backer of Elmira, assistant director. 

Twenty students from 15 different Rand branches in 
11 different states are attending the first course, last- 
ing four weeks. Students from as far away as Salt 
Lake City, Utah, will attend. In the second enrollment, 
students will attend from Los Angeles and San 
Francisco. 

The students are newly-employed salesmen ranging 
in age from 22 to 32. Of the 20 in the first enrollment, 
19 are World War II veterans. During their stay at 
the school, they will receive regular salesman salaries, 
transportation to and from home office and mainte- 
nance at the Mark Twain Hotel. 

They will be taught how to sell, operate and apply 
the machines. The school was located at Elmira, Mr. 
Bateman said, because that division produces the add- 
ing and calculating machines. The bookkeeping ma- 
chines are manufactured at Ilion, where the group 
will also visit. 

The school will use the latest in modern visual aids, 
including slides and motion pictures to teach the stu- 
dents. Mr. Bateman said that this was the first school 
of its type set up by the company. In February, a 
temporary program was given at the Mark Twain 
Hotel pending arrangement of complete school facil- 
ities —GET 
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For Immediate Delivery 


No. 2 METAL WASTE BASKETS, Green and 
Brown Finish 


IMITATION WALNUT LETTER TRAYS, Letter 
and Legal Size 


METAL BRASS TRAY SUPPORTS 


TICKET PUNCHES, %4” 
sorted designs 


CANVAS BINDERS, 2”, 12" and 1”, metal 
rings, 11x8% 


LEDGER SHEETS, complete line, all rulings 
ORDER BOOKS, duplicating and triplicating 
AMBER SCRATCH PADS, all sizes 
PYRAMID PINS 

PAPER TRIMMERS, all sizes 

FAULTLESS PENCIL CLIPS 

STEEL-GRIP, Jr. and Sr. Clips 

FILES, stick and harp 


ARCHES, ARCH BOARDS and CLIP BOARDS, 
all sizes 


round hole and as- 


UNLIMITED QUANTITIES ON ALL LISTED ITEMS 


Compiete Line of Wholesale Commercial 
Stationery Items 


WESTERN WHOLESALE STATIONERS, LID. 


333 East Third Street Los Angeles 13, Calif. 
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THE BEST 
DUPLICATING 
INKS MADE 


Whatever the process of re- 
production, S & V has the 
medium for duplication in inks 
that are tailored for your spe- 
cific purpose. Be assured of 
quality runs and excellent per- 
formance on your machine as 
well as uniform results from first 
to last impression. 

Try S & V service on your 
next run. Give us the details, 
we'll do the rest. 






mton 


April, 1947 
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KEEPING STENOGRAPHERS HAPPY 


FOR 26 YEARS 







Write for Sell Clarotype for clean, 
Your FREE sharp and impressive 
Selling 


looking correspondence. 


It brings repeat sales from 
stenographers every- 
where. Clarotype is 
stocked by jobbers from 
coast to coast. Order from 
your jobber or direct from 


The Clarotype Company, Inc. 2610 Broadway, New York 7 























EVERY TYPIST NEEDS A 


TYPE fA SE. 8 


AS NECESSARY ON TYPEWRITERS AS ERASERS ON PENCILS 


This device contains a spring reel 
with NYLON cord. It Snaps Back 
the eraser to a recess in the Type- 
Eraser Knob when the eraser is not 
in use. Easy to install. Just replace 
the typewriter platen knob with a 


TYPE-ERASER 


NO NO 
LOST LOST 
TIME ERASERS 








SPEEDS TYPING 
AMAZINGLY 











For All Standard Typewriters 
RETAILS $2.50 


Liberal Dealer Discounts aim 
UNLIMITED es 
SALES POSSIBILITIES Eraser Released 
Made To Last For Years—Fully Guaranteed 
Wholesalers—Write Now for Attractive Sales Pian 
CHARLES G. HURRLE 
35 Stillman St., San Francisco 7, California, U. S. A. 
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Here's a New Line of 


High Grade Office Tables 


at Popular Prices 
For Immediate Delivery 


No. 2016 
TELEPHONE 
TABLE 


TOP 20 x 16 x 30" High, 
5-ply walnut veneer, shaped. 
Shelf made of i, ply- 
wood, spaced 1|2"' from top. 
Construction — Knocked 
down. 


LEGS made of 2" stock. 
Frames made of %4"' Gum- 
wood. 


FINISH—Walnut. Top is 
hand-rubbed. 


Packed 4 to a carton. 


Write for information 
and prices. 


— 


TYPEWRITER, UTILITY AND 60-INCH TABLES 


D & L FURNITURE Co. 


3924 North Clark Street 
CHICAGO 13, ILL. 




















ye Original 
NORTA 


Plastic 
TYPE CLEANER 


IS A PICK UP! 


DEALERS like to have this attrac- 
tive display container on their coun- 
ters as a constant reminder. 


NORTA supplies the demand for a 
clean, efficient cleaner for typewriter 
type, stamps, etc. 


NORTA does a remarkable job in a 
jiffy. No dirty, inky hands, no soiled 
clothing, no scrubbing or rubbing. 
Its remarkable qualities makes 


NORTA the ideal cleaner. 


ORDER TODAY 
REORDER TOMORROW 


NORTA 
DISTRIBUTING 
Co. 


1123 Broadway 
New York 10, N. Y. 
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Masonite Floor Mats 


IMMEDIATE 
DELIVERY ! 


MAROON, BROWN, GREEN 


SIX TO A CARTON 
F. 0. B. NEW YORK 


REGULAR 
DEALERS 
DISCOUNT 


EXTRA DISCOUNT ' 
IN LARGE LOTS 


Size 36” x 48” . 
Size 48” x 54”. 








. $7.00 list 
. 10.50 list 





Many other office items 
available to dealers 


OFFICE FURNITURE WHOLESALE 


DISTRIBUTORS 
NEW YORK 4, N. Y. 
BOwling Green 9-8231 


Kegatrite 


STENCILS 
CARBON PAPERS 
TYPEWRITER RIBBONS 
ADDING MACHINE RIBBONS 
BOOKKEEPING MACHINE RIBBONS 


HEADQUARTERS FOR 
ROYAL TYPEWRITER PARTS 
FOR DEALERS 











74 BROAD ST. 


REVIVO PLATEN RESTORER AND TYPE CLEANER 


With the acceleration in new typewriter production, 
trade-ins will become available in increasing num- 


bers. List your needs with us now. 


REGAL TYPEWRITER CO., INC. 


200 Hudson St., New York 13, N. Y. 
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NEWS NOTES FROM THE MARITIME PROVINCES 





William J. McNulty, Correspondent 





A coast-to-coast exhibition tour of a 24-carat gold- 
plated Royal typewriter presented to M. V. Miller, 
sales manager of the Royal Typewriter Company, was 
started at Halifax, N. S., recently. The transcon- 
tinental trip was begun under the auspices of Seaman- 
Cross, Ltd., office appliance dealers of Halifax. The 
typewriter was given marked local attention while 
on display in a show window of a leading Halifax 
jewelry store. W. C. Kitchen, sales manager of Sea- 
man-Cross had the 24-carat gold-plated machine, 
which bears the signatures of a thousand Royal sales- 
men, under his special care and supervision while it 
was in Halifax. The display in Saint John, N. B., was 
under the direction of Baldwin-Marshall, Ltd., office 
appliance dealers. 

* * * 

The Office Specialty Manufacturing Company, Hali- 
fax, N. S., which has used the same quarters for many 
years, is moving to another location in Halifax. The 
transfer was necessitated by the sale of the building 
which had been occupied so long. 

* cs * 


Walter C. Stirling of Saint John, N. S., has estab- 
lished himself in business as an office appliance 
servicer. He has taken temporary quarters in the 
north end of Saint John, but plans on locating per- 
manently in the main commercial section in the near 
future. His temporary location is on the street floor, 
in connection with an electrical supply business oper- 
ated by his brother. Mr. Stirling has been servicing 
office appliances for the past 33 years and for 17 
years up to very recently, was service manager for 
Soulis Typewriter Company of New Brunswick, at 
Saint John. Previously, he had been working in New 
York, and in business for himself at Saint John, the 
latter being his home town. 


a 


The Apex Office Supplies & Stationery Company has 
established a street floor store for the display and 
sale of office appliances, all kinds of supplies, files and 
filing cabinets, and office furniture. Among the items 
carried in this new store by the new firm are: colum- 
nar, looseleaf, long day, trial balance, journal, record, 
figuring, cash, order, double entry ledger, ledger books, 
typewriter paper and bond, carbon paper, typewriter 
ribbons, pencils, erasers, blotters, petty cash boxes, 
stapling machines, staples, clips, leather brief cases, 
ink, pens, and so forth. 

* * * 

Soulis Typewriter Company of New Brunswick, Saint 
John, has been giving special attention to Smith- 
Corona typewriters. In addition to these, the recently- 
reorganized firm is maritime provinces’ distributor for: 
Elliott addressers, The Dictaphone, Allen cash reg- 
isters, Marchant calculators, Todd Protectographs, 
Corona and Allen adding machines, and Mimeograph 
duplicators. Also offered is a wide range of office 
furniture. A service department is directly affiliated 
with the sales showroom. There are two specialists in 
the company’s personnel, viz., W. J. White, who con- 
centrates on typewriters and Dictaphones, and H. S. 
Hutchinson, who caters specifically to adding ma- 
chines, check protectors and calculators. 

* * * 

Barnes-Hopkins, Ltd., Saint John, N. B., has installed 
a new, modern fixture for the display and sale of 
greeting cards, a wide range of which is being intro- 
duced. 

* * + 

A theatre building boom through the maritime 
provinces this year and next will provide a special 
Sales groove for office appliances of all kinds. Post-war 
theatre constructon is under way this year, with new 
theatres being built or planned for Saint John (3), 
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All styles 


Tablet Armchairs—ideal for 


classrooms, 













Don’t Turn Down 
Chair Inquiries! 









ASK ADIRONDACK! 


FOLDING 
CHAIRS 


TABLET ARMCHAIRS 
AND FOLDING TABLES 


Many Styles 






Folding Chairs; 


cafeterias, sales 
meetings, etc. 


IMMEDIATE SHIPMENT 
FROM N. Y. STOCK OR FACTORY 


ADIRONDACK 


CHAIR COMPANY 
Dept. No. 15-1 
1140 BROADWAY 
NEW YORK 1, N. Y. 
Corner 26th Street 
Telephone: Ashland 4-1385 












CANODE TAKES 
ANOTHER STEP 
FORWARD 
& 

NO OIL 
SEPARATION 
HIGHEST QUALITY 


FOR 45 YEARS THE 

LEADERS IN THE 

MANUFACTURE 

OF DUPLICATING 
INKS 


a 
TRY THIS NEWLY 
PROCESSED 
CANODE 
HOMOGENIZED 
DUPLICATING INK 


7 
PREMIUM 
DUPLICATING 


BLACK 


“@.. y 





“The best ink is the cheapest ink” 


INK SPECIALTIES CO., INC. 


519 N. HALSTED 


ST., CHICAGO 22, ILL. 





217 














| Halifax (5), Sydney (2), Amherst (2), Charlottetown 
| (2), Glace Bay (2), New Waterford (2), Campbellton, 


Hartland, Fredericton, Fairville, West St. John, North 
Sydney, and Liverpool. There is a post-war boom in 
automotive buildings this year, offering a market 
there for office equipment, offsetting in part, a re- 


| cession, commercially and industrially. The tourist 


traffic is expected to fill in for some of the void from 


.late May until mid-September. 


epee eens 


COMPLETE SPORTING GOODS DEPARTMENT PAYS 
MISSISSIPPI OFFICE SUPPLY FIRM 

One of the more practical methods of “divers fying” 

the office supply store profitably is to remember that 


| the man who is interested. in the most modern office 


equipment is likewise interested in merchandise which 
he uses “away from the office,” according to Guy C. 
Lowe, head of the Office Supply Company, in Jackson, 
Miss. 

“We’re paying increasing attention to the out-of- 


_| the-office hours of our business office customers,” 


| Mr. Lowe pointed out. “Several years ago we deter- 


mined that it was logical for businessmen customers 
to look for other than utilitarian merchandise in the 
store, and put in a gift department—starting out with 
more standard gift lines such as small leather goods, 


_ | personal files, office furniture, and so forth. We have 





oe 
— @ 


No. 1277—1 tube—No. 1277-2 two tubes 
A LAMP OF A THOUSAND USES 


Patented shade turns in any direction. Patented arm 
adjusts to any height. Ideal for the office desk, drafting 
board, factory bench,—just the light for students, typists 
or wherever a completely adaptable clamp-on fluorescent 
light is desirable. Easily clamped on. Available in baked 
on Morocco Brown or Old English Finish. Reflector has a 
baked on white liquid plastic finish. 
INQUIRIES INVITED—PROMPT DELIVERY 


VAN DYKE INDUSTRIES 


21st and Rockwell Sts. Chicago, Illinois 
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expanded our gift line substantially into brackets 
which have little or nothing to do with office opera- 
tion, and with continuous success. This naturally led 


| to the addition of other lines.” 


Latest “diversification” development at the Missis- 


| sippi firm is a complete sporting goods department, 


which occupies an entire right wall of the store with 
handsome all-glass display cases, and departmental- 
ized sections to appeal to hunters, fishermen, outdoor 
sport enthusiasts, devotees of particular sports, clubs, 
associations, baseball teams, and so forth. A recent 
remodeling program allowed the Office Supply Com- 
pany to acquire a shop to the rivit of the former 
building, producing a 77-foot front and permitting 
ample space to show a $25,000 inventory of sporting 
goods. The expansion program, which has gone on 
during the past six months, has made it possible to 
give sporting goods the same type of separate dis- 
play appeal as office furniture and stationery. 


Inventory Extensive and Inclusion 


Included in the $25,000 inventory, which inciden- 
tally is one of the largést sporting goods stocks in the 
Mississippi city, are complete lines for outfitting every- 
thing from a “midget” softball team of youngsters, 
to fine rifles, ammunition and camping equipment 
for the big-game hunter. Deep inset bays in the 
wall of the sporting goods department are devoted 
separately to golf, table tennis, outdoor ten- 
nis, fishing and hunting, and the cases in front to 
fine accessories in each line. Through stocking na- 
tionally-advertised merchandise, the store has been 
so successful with selling sporting goods to the same 


| customers who buy adding machines, letterheads, and 
| so forth, that it is planned to install similar sporting 
| goods departments in two other stores which Office 


Supply Company operates at Laurel and Greenville, 
Miss. 

Jay Crisler, who was formerly southern represen- 
tative for a national sporting goods manufacturer 
and a prominent southern athlete, has been appointed 
as manager of the sporting goods department. One 
of his first steps was to rearrange the inventory to 
appeal to all ages—on the theory that while the office 
supply store of today has little or no appeal to young- 
sters from the teen-agers on down, these “kids” will 
be the adult customers of the future, and need plenty 
of promotion at present. Therefore the Jackson 
stationery store has found substantial changes in the 
type of traffic coming through the front door in re- 
cent months. While, of course, the major percentage 
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Eliminates guessing | Patent Applied For 
at end of letter ° 
EXCLUSIVELY FOR DEALERS 
and STATIONERS 
Write for Samples... 


ALLEN & COMPANY 


Manufacturers 


CARBON PAPERS INKED RIBBONS 
11-15 Vandewater St., Dept. M, New York 7, N. Y. 





A GOOD NUMBER 
TO ORDER FOR 
NUMBERING MACHINE 


Five movements (consecutive, 
duplicate, triplicate, quadru- 
plicate, repeat) . . . dial set, 
dial locked . - five to ten 
wheel capacity . . . lightweight 

- easy action ... uncon- 
ditionally guaranteed! All these 
features add up to more num- 





bering machine sales and profits 
ed for you. 
{ a 

A IMMEDIATE DELIVERIES 


ROBERTS NUMBERING MACHINE CO. 
706 JAMAICA AVE. BROOKLYN 8, N. Y. 


ASSOCIATED STATIONERS SUPPLY COMPANY 
229 S. Jefferson Street, Chicago 6, Illinois 


Western ? 
Distributor { 


* 
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FOR SALE BY LEADING STATIONERY AND 
MARKING DEVICE JOBBERS EVERYWHERE 


MEYER & WENTHE, INC. 


<Demelelthi. Me iiiiit le), ie) suas ile \cleme.. 
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More Real Value 
Greater Sales Appeal 


The worth and utility value 
of this all-metal Toledo Of- 
fice Table are obvious when 
the shopper sees it on the 
salesroom floor. Se'f-locking 
wings supported by new-type 
bracket which prevents acci- 
dental falling. Channe! legs, 


rounded edges, strong, rigid 
bracing, infra-red baked 
green enamel finish, Part 
No. 1005. Shipped K.D., 


Individual Carton. Shipping 
weight 14 Ibs. Work area 
34" x 15". os 26'/," 


IMMEDIATE 
DELIVERY 


@ Every opera- 
tion in the pro- 
duction of these 
tables is carried 
out in our own 
Toledo factories 
and wholly under 
our control. Qual- 
ity and value are 
unfailingly as- 
sured. 





(oledo Guild Fewdluclo Grec. 


515 MADISON AVENUE ° OHIO 
American Furniture Mart, yo 4 41, m. 
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IMPRINTED CARBON PAPERS 
EXCLUSIVELY YOURS 


To those dealers interested in increasing their carbon 
paper sales we offer a proposition that can’t be beat... 
carbon papers, unexcelled in quality, that’ are manufac- 

’ tured exclusively for you...each sheet being imprinted 
with the brand name, trade mark, “or design of your 





choosing! 

And remember, this exclusive proposition can be yours 
at prices that are surprisingly low. Get all the details on 
this sure-fire merchandising idea—write us today. 


FOR DOMESTIC & EXPORT TRADE 








General Offices & Plant 


U.S. TYPEWRITER RIBBON MFG. CO. 


621-623 CHERRY STREET 
PHILA. 6, PENNA. 
Established 1895 


THE ‘MITE” IS BACK 


— THE PREWAR FAVORITE 
— WITH POSTWAR REFINEMENTS 











— AVAILABLE NOW 
— QUANTITIES LIMITED 


B-T COMPANY 
277 E. ERIEST. MILWAUKEE 2, WISC. 
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VUL-COT 


TRADE MARK REG. U.S, PAT. OFF, 


WASTE BASKETS 


elt 


Quickly... Profitably 












VUL-COTS give your cus- 








tomers more for their money— 
give you greater sales and 
profits. Guaranteed for 5 years, 
these light-weight, attractive 
baskets (in convenient sizes and shapes for every 
use) are practically indestructible . . . cut mainte- 
nance and replacement costs . . . save money in 
handling waste. Because VUL-COTS offer your 
customers more for their money—there’s more 


money for you in selling VUL-COTS! 


NATIONAL VULCANIZED FIBRE CO. 
WILMINGTON 99 DELAWARE 














NEW Fox Cushions 
RUBBER FOAM FILLER 


Panama Fiber 
And Gabardine 
Covering 
Material 


3 SIZES 


A 17x181/," 
B 15x17" 
C 14l/5x15" 





STYLE 401!/. 11/." RUBBER FILLER 
A $5.00. B $4.00 C $3.50 


STYLE 402!/, 2" RUBBER FILLER 
A $7.00 B $6.50 C $6.00 


FLAKED LATEX RUBBER FILLER ) 
STYLE 115!/, I" Thick | 
$2.50 Large Or Small Size 


STYLE 602!/, 2" Thick i 
A BC $5.00 / 


REGULAR DISCOUNT 


Geo. E. Fox & Company 


320 N. La Salle St. + Chicago 10, Ill. 
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of sporitng goods sales are to office managers and 
heads of businesses who are already on the books, 
there is thus a steady traffic of new faces to deal with. 

The Office Supply Company is a partnership owned 
by A. B. Campbell and J. W. Campbell, both prominent 
sportsmen in the Mississippi capital. The brothers 
spent more than a year in mapping out their newly- 
enlarged sporting goods department and in studying 


merchandising and display methods. As a result, they | 


have offered the city one of the best-balanced sporting 
goods departments in the South—RAL 


—_—__—_o—>—e —____ 


MIMEO DISPLAY FEATURES HOME INDUSTRY 


Mimeograph equipment is displayed in the office | 


furniture and appliances department of Ashley- 
McCormick, Bridgeton, N. J., to impress on customers 
the usefulness of such equipment in all types of 
industry, from chicken farms to law offices. 


On the wall above the equipment is a sign which | 


reads, “Mimeograph process speeds paper work in 
Southern New Jersey.” This sign, which is a black- 
bordered white cardboard, measuring 2% x 1% feet, 


is flanked by eight photographs, four on each side, | 
showing Mineograph installations, by Ashley-McCor- | 
mick, in operation. Two of the 8 x 10 photographs, | 
which are framed by white cardboard measuring one | 
foot square, are of the Wene Chick Farms, one of | 


the Owens-Illinois Glass Company plants in the region, 
one of the county superintendent of schools, Cumber- 
land County, two from the Kimble Glass Company, 
one of Deerfield Packing Corporation, and one of an 
instalaltion at Russell LeGore law office. Each of the 
photographs shows a Mimeograph duplicator operated 
by a female employee of the various offices. 

On a table below the wall display is a Mimeoscope 
illuminated stencil scope, flanked on each side by 
three jars of ink in various colors. Included in this 
display is a pack of stencil sheets on each side of 
the drawing board. 

Next to the drawing board table is an Atlas stencil 
file. New and used stencil sheets are filed in this 
unit, displaying its usefulness. 


Two Mimeograph duplicators complete the display | 


One is equipped for both manual and automatic opera- 
tion and the other is a smaller, manually-operated 
unit. Both machines are set for manual operation, 
and a supply of blank sheets of paper is at hand for 
demonstration purposes. 

Ashley-McCormick, the largest retailer of office fur- 
niture and appliances in Bridgeton, which is the 
center of the industrialized southern New Jersey area, 


launched this “Sell Mimeograph Equipment” campaign | 


in conjunction with the opening of their remodeled 
store back in July, 1946. Devised by Lester Rexrode, 
manager of retail sales at Ashley-McCormick, this 
personalized display has proved to be far superior to 
old methods of placing Mimeograph equipment on 
the sales floor with little regard for departmentaliza- 
tion or demonstration.—RAL. 


————-— 2 —___ 


MILO LEATHER APPOINTS MAX SCHUBERT 
Max Schwartz, president of MiLo Leather Chair 
Company, Inc., 203 Wooster St., New York, N. Y., an- 
nounced recently the appointment of C. J. Schubert, 
Jr., 333 E. Third St., Los Angeles 13, Calif., to sell the 
MiLo line of upholstered chairs and sofas in the 
western territory from Denver west. 
—_—_———- oe 


NEW MEN ON DIRECTORATE OF A. P. LITTLE 


























Messrs. Armstrong and Stephens, who have now | 


established their own company, the Commercial Forms 
Corporation, have bought an interest in the A. P. 
Little, Inc., and have been elected to its board of 
directors. Roy Stephens was formerly vice-president 
and G. H. Armstrong was formerly sales manager of 
International Business Machines Corporation. 
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Eaton’s Berkshire 


Air Mail Papers 


Have you told your customers 


about Eaton’s Berkshire Air Mail 
Papers’ special feature? The 
paper—as well as the envelope 
—is marked. for preferred 
attention? 


‘ ATON’s 


*ryPEWRITER 
* PAPERS 


~ 
*enxs wie 


* 
* 


EATON PAPER CORPORATION 


Pittsfield, Massachusetts 


+ 


Fine papers for business and social use 


























CUTS SECRETARIAL FATIGUE; 
IN DEMAND IN ALL OFFICES 


Just what customers want. Boosts 
office .efficiency by correct pos- 
ture. Seat and back-rest cushioned 
for proper body support. Comfort- 
able posture almost automatic. 
A secretarial “must.” Cuts 
down physical strain. In- 
creases output of work. A 
lifetime of use. Welded 
steel construction. Easily 
adjusted. Write for free 
catalog showing full line. 





"Rite -Hite’' Stools SELLI 
Exclusive “finger-tip” 
control moves stool up 
and down to any height. 


Still few dealer openings. 
Write for details today! 


MADE BY 


DEPENDABLE MFG. CO. 


1908 CALIFORNIA ST. OMAHA 2, NEBR, 
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BOOKKEEPER—CREDIT MAN 
_STOCK CLERK & P. A. 





THESE AND aa 
HUNDREDS MORE USE 


Wherever facts must be segre- 
COOK’S 


gated for quick reference, these 
little signals do a remarkable 
Stainless Steel 


job in saving time. Attached to 
file cards, visible index pages, 
ledger sheets, etc., they bring 
order out of chaos—thereby in- 
creasing a department's effi- Sl GNALS 


ciency considerably. 


The H. C. Cook Co., 14 Beaver St., Ansonia, Conn. 








1. Lock with Two Keys. 


7 REASONS \ 222.258 


3. Two Complete Steel 
Why the Walls. 

4. Size Suitable for All 

Standard Business 

Papers. Fits in Bu- 

Fire-Resistant \ reau or Dresser 
Drawer. 


S E c U R | : Y B Oo xX 5. Extra Protective Lip 


offers more and better protection for Under Hinge. 
6. Quarter Inch Treated 


your valuable papers . 
Asbestos Insulation 
BE SAFE RATHER THAN SORRY 7. No. Metal Contact 


$@O0O _SLIGHTLY HIGHER / between Outside 
List IN WEST ; 


and Inside Walls 
Inside Dimensions 812 x 1212 x 314. Weight 1012 Ibs. 
Colors—Office Green, Office Gray and Maroon. 





SEND A TRIAL ORDER TODAY 


BISON DISTRIBUTING CO. 


1202 HERTEL AVE. BUFFALO 16, N. Y. 
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Mx. 
FULTON 
— 


It is one rubber stamp ink that 


there's this 
to be said 








dries instantaneously in normal 


weather .. . dries as fast as any 


hygroscopic ink made. Your cus- 
tomers will like DRI-KWIK! 





Used on our famous 


DRI-KWIK Pad, 








it affords flawless 


teamwork! 


FULTON SPECIALTY CO. 


200 FIFTH AV... NEW YORK CITY I10.N_Y. 
FACTORY AT ELIZABETH 1. NU. 


ONE TRIAL 
WON SALE 


One sheet trials are winning 
sales. Typists find NEV-R- 
KURL, the plastic backed car- 
bon paper, easy to handle, 
cleaner, non-smudging. Office 
managers discover NEV-R- 
KURL costs less because it 
gets work out faster, produces 
up to 50°, more clean, sharp 
copies per sheet. 


ERAS 3 EE 
NEV-R-KURL 
ESI CARRE 
Wins acclaim in large and small offices, in billing and 
bookkeeping machines as well as typewriters. It’s plas- 


tic backed, won't wrinkle, curl or tree even in hot muggy 
weather. Make the one sheet trial yourself. 


PRINT PRODUCTS 


PROCESS CO., INC. 


197 MILL ST. ROCHESTER 4, NY 
+ PROTYPE . 
TYPEWRITER CLEAR -PRENT 


























RIBBON WOOD STAMP PADS 
ai 





CARGON PAPER 
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BLUE PRINT FOR THE FUTURE 





New Offices Styled in Bakelite and Vinylite Plastics 
Are Forerunners of Wide Usage of Plastics for 
Interior Decoration 





The remodeled interiors of Bakelite Corporation’s 
New York sales engineering and executive offices are 
an excellent indication of the utility and beauty that 
may be obtained when plastic materials are correctly 
applied. The skillful blend of unique design and last- 
ing beauty achieved in these offices attests to the 
broad line of plastic materials offered by Bakelite Cor- 
poration to industry. Few organizations have an 
opportunity to make use of their materials for build- 
ing decoration on such a diversified scale. These 
offices illustrate how the materials can be used and 
are a constant reminder of their future possibilities. 

Throughout these new offices, Bakelite and Vinylite 
plastics appear as decorative laminates with rare and 
authentic wood veneer surfacing, resin-bonded ply- 
wood, molded elastomeric floor tiles, extruded elasto- 
meric stripping, flexible film and sheeting, resin-forti- 
fied wood lacquers, and resin-coated fabrics. These 
materials were carefully selected because of the ex- 
treme durability and beauty they afford, plus the new 
design possibilities they make possible. Their rich 
color ...enduring finish ... resistance to water, 
abrasion, cleaning compounds, and aging .. . fire- 
retardant qualities . . 
to the interior decorating field materials with lasting 
“newness”, and provide new standards of economical 
service. 


Sales Engineering — Reception Lobby 


Functional beauty was the first aim of this remodel- 
ing program, a theme developed carefully throughout 
the offices and particularly noticeable on the second 
floor in the three interview rooms directly opposite 
the elevators. Two of these rooms can be converted 
into one large room whenever necessary by the simple 
expedient of telescoping the “modern-fold-door” which 
separates them. The door is covered with resin-coated 
fabric. When fully extended it reveals a pleasing 
fluted effect that adds to the attractive appearance 
of the rooms. The entrances to these interview rooms 
are flanked by draperies of Vinylite plastic film which 
also frame the windows. Exceptional beauty in these 


. are characteristics which offer | 





draperies has been achieved by the use of two differ- | 
ently colored film materials, one transparent and the | 
other opaque, which creates an iridescent effect. Com- 


fort is built into these interview rooms with function- 
ally-designed chairs upholstered with Vinylite resin- 
coated cloth. Colorful, as well as comfortable, this 
long-wearing upholstery which appears in both sales 
and executive offices in chairs and settees has dem- 
onstrated its practicality for use in hotels, theaters, 
homes and offices. 
cabinets and tables in these rooms is assured because 
they are constructed of cigaretteproof laminated plas- 
tics. These laminated plastics, produced with Bakelite 
resin varnishes, can achieve a striking effect through 
incorporation of distinctive inlays of contrasting col- 
ors, metal, unique luminescent effects. Plastic lami- 
nates have been utilized elsewhere in the reception 
lobby on the second floor for counter tops, table tops, 
and reception desk top. 
Flooring 


In the reception lobby on the second floor, the visitor 
will find plastic underfoot in colorful, wear-resistant 
floor tiles produced with Vinylite plastics. The ex- 
cellent qualities of this material, which can be pro- 
duced in a wide variety of colors and designs, was 
demonstrated by a previous test installation in the 
passageway of a large office building. During a five- 
year period the tiling was subjected to constant wear 
by over 500,000 people. Yet despite this severe use it 
has disclosed little perceptible wear. 

As a visitor is preparing to leave this floor his at- 
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The lasting beauty of radiator | 


Revolutionary NEW 
Dictating Machine: 





e@ No records or needles to buy 
@ Wire may be re-used indefinitely 


@ 1 unit plays back, records, erases 


@ Transcriptions last indefinitly 


Write “/eday 


STANDARD BUSINESS MACHINES CO. 
720 S. DEARBORN STREET * CHICAGO 5, ILLINOIS 


. RANSON POSTAL 


FOR FREE 
DESCRIPTIVE BROCHURE 





f 





No. 1509 (illustrated) 


@ Capacity, 5 lbs. by 
Y, untae. Computes 
tage for air mail, 
first class mail an 
merchandise up to 4 
ibs. Easy to use, simply 
place mail matter on 
the platform and 
pointer automatically 
indicates the correct 
weight and ee of 
stage requi ; 
y pen and durable. 
List $8.50 


SPECIFICATIONS 


: ” diameter, glass 
aye Red and black 
figures on white, red for 
postage, black for 
weight. 


« §14” re. 
Platform: 51/2” square. 








Dimensions: 642” x 612 
x 942”. 


Pe eight packed 6 Ibs. 
See your supply house. 










HANSON 
rT of 8 eo oF 


king: One to a carton. 









L POST SCALE 
PAnee 1515 


p 1 
Capacity 50 Ibs. by 
sncey Computes 
for merchandise U 
Ibs. for all pos 
. 1 ” 
forms Ag og 

imensions 
din Weight packed 
List $10.00 


e 
to 50 
zones. 














525 North Ada Street, Chicago 22, Illinois 
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SUPER-AGITENE CONCENTRATE, NEW TYPE- | 
WRITER and OFFICE MACHINE CLEANING SOLVENT 
ANNOUNCED BY GRAY-MILLS CORPORATION. 


Users of Super-Agitene report their solvent cost only 
4c per typewriter cleaned. Oil and dirt are completely 
removed by double action of the solvent, which is sold 
in concentrated form in 5, 15, and 55 gallon containers. 
Super-Agitene will not harm paint nor any metal part. 
It works equally well on duplicators and other office 
appliances. It is long lasting and safe. For informa- 
tion, prices and literature on this better, time saving 
solvent, write GRAY-MILLS CORPORATION, 1962 
Ridge Avenue, Evanston, Illinois. 


(Advertisement) 





CLEAN typewriters 


and office machines this 

















with (Zig 
> i AGITOR 
COLD PARTS CLEANING SYSTEM 


“The Agitor is superior to any method 
we have ever used’’ writes one business 
machine company. Similar comments 
come from many Agitor users. They 


like, and you'll like, the large capacity 
(room for 4 or 5 machines)—the agita- 
tion and hose-off features—the safety— 
neatness—and the thorough mew 
job the Agitor does. It’s economical, 
too, with new =. itene Solvent! 

ut the Agitor Way 


Find out today a 


Send for Catalog 
ond valuable 
information on 
Typewriter 
Cleaning. 





ee 


Model H71 


GRAY-MILLS CORPORATION 


AGITORS AND AGITENE SOLVENTS 


1962 Ridge Ave., ‘Evenston, Illinois 
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| plastic cabinet tops and radiator covers, 


| make office designs stereotyped, however. 
| they introduce originality of design and beauty of 
| color with decorative possibilities virtually unlimited. 


tention will be drawn toward the beautiful elevator 
facade made of decorative laminated paneling. This 
paneling, characterized by rich graining, consists of 
laminated plastic with a thin surfacing veneer of 


| resin-impregnated rare wood with a Prima Vera finish. 


Thus, the beauty of original wood grain is combined 
with the wear-and stain-resistant qualities of Bake- 
lite resins. The elevator doors themselves are pro- 
tected for lasting brilliance by a lacquer based on 
Vinylite resins which covers the entire surface of each 
door, keeping it free from fingerprint markings and 
thus making it easy to clean. This finish is useful for 
protecting all types of metal hardware from naphtha, 
gasoline, or alkaline chemicals. On the facade, lights 
that signal the approach of elevator cars are com- 
posed of a laminated plastic frame with a semi- 
cylindrical light shield produced with glass fibers and 
Vinylite resins. This shield previously formed to the 
proper curvature, is opaque and diffuses the light well. 
These applications of plastics, paneling and light 
shields also appear on the elevator facades on the 
eleventh and sixteenth floors. 


Executive Offices — Display Lobby 

On the eleventh floor, the visitor will again see 
Vinylite plastic film for draperies, laminated plastics 
for elevator facade, furniture, and radiator covers, and 
Vinylite plastic coated-cloth for upholstery. A special 
design feature of this floor is a sample display case 
constructed of laminated plastics. This case, contain- 
ing many applications of Vinylite and Bakelite plastics 
throughout industry, is built for long wear and is an 
excellent example of the broad scope of design of- 
fered by laminated plastics. 

The conference room on this floor is representative 
of how materials can be selected and the room de- 
signed to provide an atmosphere conforming to the 
room’s purpose. To achieve the subdued color tone 
desired in a room of this type, decorative laminated 
plastics, having a rare wood surfacing veneer with a 
Sapeli finish, was specifically chosen for the wall 
paneling. A striking feature of this room is a com- 
bination blackboard and motion picture screen in- 
stallation concealed in the paneling of one wall. After 
hand pressure has been applied to one of the panels, 
it swings open revealing the unit. 

The executive offices of the eleventh floor have been 


| remodeled in various design styles. All, however, have 


certain applications in common, such as laminated 
Vinylite 
plastic-coated upholstery, Vinylite plastic film dra- 
peries, and baseboard trim extruded from Vinylite 
plastics. This baseboard trim offers a pleasing contrast 
with a room’s color scheme and keeps the wall bases 
neat in appearance because they are scuffproof and 


easily cleaned. The use of plastic materials will not 
Instead, 


Wall paneling, for example, may be produced in many 
variations, as demonstrated by the executive offices. 


| One office has wall paneling with blocks of rift oak 
| decorated laminated plastic separated by divider strips 


of a solid color laminated material. Effective contrast 


| has been achieved with these blocks by placing them 


so that their grain directions are at 90 degrees to each 
other. Wall paneling in another office consists of hard- 
wood maple Bakelite resin-bonded plywood. In this 
paneling a map of sales areas is skillfully ‘concealed 


| by sliding doors which are closed when the map is 


not being examined. In a few of these offices, Vinylite 
plastic coated-cloth has added color in wainscotting 
and cabinet bases while laminated plastics have been 
adopted for modern desk tops, and waterproof, mar- 
proof finishes based on Bakelite resins have been used 
as protective surface finishes. 

These offices were constructed from original designs 
by Walter Dorwin Teague, well-known industrial de- 
signer. 
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Onder this complete package 


1. One Doz. 4” Protractors .080 Thick, Transparent 

2. One Doz. 6” Protractors .060 Thick, Transparent 

3. One Doz. 6” Architects’ Scales .080 Beveled Edge Transparent 
4. One Doz. 6” Engineers Scales .080 Beveled Edge Transparent 
5. One Doz. 6” 45 90 Triangles .060 Thick, Transparent 

6. One Doz. 8” 30 60 Triangles .060 Thick, Transparent 

7. Three Doz. Stainless Steel Erasing Shields 


Choice of one dozen Lettering Guides or two 
dozen large INK-OUT (Erado) eradicator. 
Write for Special Dealer Net Price. 


This offer is limited 
so ORDER NOW on your letterhead. 


CARDINELL CORPORATION = MONTCLAIR. NEW JERSEY 









Filo will ropeat! 


A file folder partitioner and supporter 
that every office needs and wants 


[es 


EXAMPLE—One dealer 
reports “I sold 12 sets of 
FILO to one customer 
and when my salesman 
made the second all, 


the same customer or- 
dered 214 sets of FILO.” 


FILO is made of 2 to 4 
partitions of oxydized 
steel plates (smooth 
edges) operating on a 
grooved runner. Sets in 
desk or file drawer. Par- 
titions and supports file 
folders. Keeps index tabs \ 4 





visible. : 
FILO SELLS WHEREVER DEMONSTRATED 
FILO has sales repeat because it saves time and money. 
12 sets 3 sets 
per set per set 
4 plates and runner, per set .. $4.65 $4.95 
2 plates and runner, per set . 2.65 2.95 


Regular dealers discount—minimum shipment 3 sets 


Weber Office Specialty Co. 


1328 W. 6th St. Los Angeles 14, Cal. 




















Cabinets—Wardrobes—Counter high cabinets 
—Combination Cabinets—Wardrobe and Stor- 
age Cabinets. 


Specialty items for office and industry. 


Keystone Steet Equipment Co. | 


| 2608-28 SO. FRONT ST. - PHILA. 48, PA. 











REAL CHECK | 
SECURITY: 


PROVIDED BY THE 
SAFEGUARD SYSTEM 


OF 


CHECK PROTECTION 


INQUIRE 
ABOUT THE 


INSTANT “H” MODEL 


ONE STROKE 
COMPLETELY 
MACERATES 

PAYEE NAME 
AND AMOUNT 


Product of 
An Old Line Manufacturer, The 


SAFEGUARD CORPORATION 


_ LANSDALE, PENNA. 
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STEEL TRANSFER CASES 
For Immediate Delivery 


% Made of Heavy Gauge Steel 
% Interlocking devices on sides and back for fast stacking 
*% Cases are electrically welded throughout 





No. 100 Letter Size List Price $9.60 Each 


Less usual dealer’s discount 
F.0.B. Chicago 
MAIL YOUR ORDER TODAY 


Office Industries of America 
162 W. Monroe, Chicago 3 State 3609 
























WHERE DO YOU 
DRAW THE 

LINE IN 

PENCILS f rei eam. Ati 


want the very best? Do you look for the finest 
straight grained cedar and the smoothest lead? 
In short do you look for the KOH-I-NOOR pencil? 


Perfect uniform grading in every degree makes 
KOH-I-NOOR the PREFERRED pencil for the qr- 
tist and technician. 


Send for Leaflet No. 18 


KOH-I-NOOR PENCIL CO., Inc. 


BLOOMSBURY, NEW JERSEY 


Where do you draw 
the line in the selec- 
tion of the material 
you work with! Are 
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governmen t 
Surplus 


SUBJECT TO PRIOR SALE 


REMINGTON 
LINE-A-TIME 


UNITS 
IN ORIGINAL CARTONS 


12" SIZE—ORIGINAL PRICE $27.50 

OUR PRICE $16.00 EACH LIST 
16"' SIZE—ORIGINAL PRICE $30.00 

OUR PRICE $19.50 EACH LIST 
30'' SIZE—ORIGINAL PRICE $39.60 

OUR PRICE $30.00 EACH LIST 





GENEROUS DEALER DISCOUNTS—QUANTITY PRICES AVAILABLE 


INTERNATIONAL OFFICE APPLIANCES Inc. 


326-330 Broadway 


WOrth 2-5337 New York 7, N. Y. 





GRIPPIT is accepted and used as the 
standard Non-Inflammable Paper Cement 
by great industrial firms who buy only after 
thorough tests in their own laboratories. 
Non-Wrinkling, Detachable. Excess rubs 
off. Needed on every desk and drawing 
board. 












Companion products needed in every 
office. ROLTONIC cleans and gently 
naps the rubber platens of all business 
machines. New gripping surface 
carries file folders, envelopes, etc., 
through, holds them straight. 
TYPTONIC actually flushes away ink, 
eraser dust, office grime from metal 
and rubber type, then disappears 
entirely. 

Both ROLTONIC and TYPTONIC are 
made to the same high quality as 
GRIPPIT. 


All three products are 
Non-Inflammable, Non- 
Poisonous, Harmless to 
skin and clothing. 





WRITE FOR SAMPLES AND PRICES 
















HARRIMAN - WELTS, INC. 
403 RIVER ST.,- HAVERHILL, MASS 
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CAMERAS AND PHOTOGRAPHIC SUPPLIES PROVE . 


VALUABLE FOR COMFORT’S 


Merchandising of photographic supplies, including 
cameras, enlargers, darkroom equipment and photo 
finishing, has proved valuable to Comfort Printing 
& Stationery Company, St. Louis, Mo., in many ways, 
according to Roland Paff, photographic manager for 
the main downtown store. 

The Comfort concern installed its first photographic 
department at the “worst possible time,” a year ago, 
with the war still in progress, and photographic sup- 
plies among the most difficult of merchandise to 
obtain. Nevertheless, in setting up the “Comfort Cor- 
ner’ ’at Ninth and Locust in downtown St .Louis, the 
management incorporated plenty of space for a full- 


size photo department, complete up to professional | 


equipment. Beginning with a small inventory of less 


than $4,000 the Comfort concern has seen this grow | 


to over $10,000 in late 1946. 
“Sales of photographic supplies along with com- 
mercial stationery, boxed writing paper, office fur- 


niture, and so forth, shows many advantages,” MT. | 


Paff said. “First, the photographic department at- 
tracts a variety of customers whom we might not 
otherwise contact—including many younger people 
who will later on be business executives in search of 
office equipment, machines and stationery supplies. 
Once the camera department has popularized itself 
with them, the chances are that they will begin look- 
ing over the rest of the store, and firmly fix in their 
minds the variety of business supplies which we main- 
tain. We also attract many women, who have a say 
in where their husbands purchase equipment. At 
many intervals, the store has sold office furniture to 


women purchasing it as gifts for their husbands— | 


the women becoming originally interested in the store | 


through photographic supplies.” 

“Despite this “different class of people,” photo- 
graphic equipment almost invariably appeals to suc- 
cessful business executives, Mr. Paff indicated. Such 
men, who buy expensive office equipment and furni- 
ture, usually are also owners of fine cameras, and are 
quite happy to purchase supplies for both in the Com- 
fort store. Proof of this may be had from the many de- 
livery orders written up by the store which incorpor- 
ates such items as typewriter ribbons, carbon paper, 
and cameras, all on the same order. 


Complete Line of Equipment and Supplies 


The Comfort inventory includes equipment almost 
up to the professional standpoint—flash-guns, cameras, 
color photography equipment, printing and developing 
equipment, chemicals, and a full line of film supplies 
which is one of the most complete in the city. En- 
largers, exposure meters, lens boards, color photo 
lens and filters all attract the conscientious pho- 
tographer, many of whom otherwise might never 
enter the store. “Although we carry a lot of expen- 
sive and nationally-advertised leaders, we haven’t 
forgotten the low end of the market,” Mr. Paff said. 
“For the youngsters or customers who do not have 
much to spend, we carry low-priced plastic cameras, 
box cameras, and so forth. These are always major 
traffic builders. Photo finishing, which we contract 


out to an outside firm, is another. To guard against | 


dissatisfaction, we check every print when it is re- 
ceived, and discard those which have not been ex- 
pertly done, fixing up the customer with another 
print at no charge.” 

“Merchandising” photo supplies in the store in- 
volves a mail list grown to several hundred names, 
which is extracted from photo finishing address checks 
and charge accounts. The list is circularized with 
manufacturers’ literature, the store catalog, and 
special notices of merchandise received. Though not 
all of the photographic supply department’s custom- 
ers will become customers for other sections of the 
Comfort store, photo merchandising is thus paying 
the St. Louis store in two distinct ways.—RAL 
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Sofas and Club Chairs 


Smartly Tailored in Genuine 
“U. S.” Plastic NAUGAHYDE 





@ Looks and Wears like 
Genuine Leather. 

@ Smartly styled in Charles 
of London, as shown. Also 
Lawson, or modern. 

@ Coil Spring and Double 
Doweled Frames of Dur- 
able Hard Wood. 


IMMEDIATE DELIVERY 
Priced Right 


Choice of Brown, Green or Maroon 
Uncrated, F.0.B. Chicago 


Sofa .... $269.00 
Chair . . $1 39.80 
Office Industries of America 


162 W. Monroe St., Chicago 3 . State 3609 


Also Complete line of “Hard to Get” Swivel, Pull-Up and Steno 
Chairs—Wood or Upholstered. 











TECHNYGRAPH RAINBOW STYLI 


@ A REMARKABLE 
NEW LINE of plastic 
handle styli in trans- 
parent containers. 


@ 29 DIFFERENT 
STYLI, ineluding ball 
points, loop, wheel, 


and shading. 


@ FEATHER- 
WEIGHT, bright-hued, 
non-breakable, non- 
fading Lumarith. 


@ PLEASING TO THE 
EYES, smooth to the 
touch, easy to clean 


and keep clean. 


@ THE SOFT, NEU- 
TRAL TONE beige- 
mottled Lumarith at 
the leading end of the 
handle averts eye-fa- 
tigue. Knurling near 
the tip gives the index 
finger a firm grip. 


@ MADE IN U. S. A. 


@ DEALERS: Write 
us today for the four 
page broadside show- 


ARE ww 
CADMIUM-PLATED 


STYLI TIPS ing the styli in actual 


size and color. 


TECHNYGRAPH COMPANY 


TECHNY, ILL. 
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USED and SERVICEABLE 
OFFICE FURNITURE 


for Dealers and Retailers 


PEDESTAL, OAK 
AND WALNUT 


e FILE CABINETS, wood and 
steel, legal and letter sizes, 
with and without locks 


e DESKS, TABLES 
© BOOK CASES 

e SWIVEL CHAIRS 
e TYPIST CHAIRS 
e TYPISTS DESK 

e EXECUTIVE DESKS ® DOCUMENT FILES 
DOUBLE AND SINGLE e CARD FILES 

We offer to the trade office furniture in good condition, 
priced right so you can resell at a good profit. 


Arrangements to ship less than carload lots, and car- 
loads if desired. Seven warehouses located in Washington, 
D. C. Unlimited stock. Priced Right for Resale. 

To any dealers who find it difficult to secure new equip- 
ment today we recommend the purchase of this material. 
Inquiries solicited. 


NEW FOLDING CHAIRS ° BRIDGE TABLES 
Immediate shipment. Sample sent on request. 


MANHATTAN OFFICE 
EQUIPMENT CO. Wholesalers 


639 NEW YORK AVENUE, N.W., WASHINGTON 1, D. C. 
Maurice Kressin, Gen. Mgr. Phone: Metropolitan 2043 
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Calculator 
Equipment Corp. 


ORANGE, NEW JERSEY, U.S. A. 


ADDING MACHINES 


co 
CALCULATING MACHINES 
€ 
BOOKKEEPING MACHINES 
ca 


Select Rough and Rebuilt 










See That 
CORNER 
Molded plastic 
Corner (Patented) 


binds tray together 
with vise-like grip. 


Distinctive, practical, 
amazingly durable, these 
handsome trays are made 
of a beautifully grained 
plastic material that com- 
bines extreme lightness 
with exceptional strength. 
Material actually improves 
with use. 


No. 915—tLegal Size 
(10” x 15” x 234”, inside) 


No. 912—Letter Size | 
(10%x12%4"x2%%", inside) 








INDEX 
CARDS 


“WARSHAW 
Have What It Takes ! 


Rugged and dependable, they have earned 
the endorsement of Dealer and Consumer 





ROLL LABELS 


GUIDES alike. 

INDEX CARDS | Made of good quality stock... They 
FOLDERS are clean and crisp... with uniform 
PROTEX margins and rules. 

STICKONS ‘. ° 
Made on fully automatic _machinery, 

MENDING TAPE rotary cut on all four sides, assures clean 
GUMMED cut edges. 

INDEX TABS 








Always wanted — Always sold! 


THE WARSHAW MFG. CO., INC. 


1 MAIN STREET BROOKLYN 1, N. Y. 
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Oh we senting SIAALGHT 


in trying our best to satisfy the heavy demand for our 
products. Every effort is being made to ship as rapidly as 
the maintenance of "PEERLESS" quality will permit. 


PEERLESS STEEL EQUIPMENT CO. 


UNRUH AND HASBROOK STS... PHILADELPHIA 11, PA. 

















KARLO 


The 
Ideal Typewriter 


VEN raporsemee 


rare ese 














* HOODED IRIDIUM 
TIPPED GOLD . 
PLATED POINT = 


Support 


Sharp eyes, nimble fiugers and 
clear brains are essential to con- 
stant speed and accuracy in business 
service. KARLO, the Ideal typewriter 
support, is unique in this service. No 
other Stand is so rigid, so free from 
wobble and vibration—no other so easily 
moved or adjusted—no other so nearly 








* LEVER FILLER eneOel. Ne. 2 
METAL 
WITH woop 
TOP 


ADJUSTABLE 
FROM 


26 TO 38 
INCHES 





SUGGESTED indestructible. “Proven high- 
aae-via ly satisfactory,” says one user, 
“Most indispensible piece of 
The fountain pen you've been waiting for ... enduring quality at furniture in the office.” says 
this moderate price . . . writes instantly, smoothly, easily . . . h “M “i 1 d 
Flowing lines of design make this luxurious plastic pen a beauty another. ost practica stan Patent 
to behold . .. comparable in appearance to ANY other pen, on the market, etc. Typists wo 848” 
regardless of price. Available in lustrous black, deep maroon, rich prefer it because they can do D90 
brown, or light grey. One dozen (in assorted colors) on each . . 
eye-catching, three-color easel display card ... «a fountain pen more work with less fatigue : ; ~ . 
by having their typewriters at just the right height. Their 


which will sell to young and old, rich and poor 
a terrific volume producer increased output and greater accuracy soon pay the cost. 


WRITE FOR ILLUSTRATED LITERATURE 
: DEALERS: Every business furniture display should include 
PLOSTICROFT Order from your jobber this business producer. Write for information and prices. 


a lt MANUFACTURING 


Established 1939 COMPANY 


Manufacturers of the Revere Fountain Pens, Desk Sets 
and Other Plastic Products 





32 lonia Ave $SW., GRAND RAPIDS, M 





OFFICE APPLIANCES, April, 1947 229 








PRECISION. MANUFACTURED 


TO ASSURE SATISFACTION 
Perfect for Home, School or Office 
TACKING HANDY 
== LONG-LASTING 
STURDY 


MOUNTING 
the UNIVERSAL FASTENER 


REPAIRING 
for Every Fastening Purpose 
SIMPLEST TO LOAD ° EASY OPERATION 
Retails for $1.95 


Ps PRE CL. SON STAPLE CORPORATION 


PET Fourth Cn ene: Nek, Saas 3 N. Y. 














FOR 
BOOKKEEPING AND 
BILLING MACHINES 


“SPRING KEYS" 


Master Speed Keys produce easier, faster type-bar action— 
reduce fatigue while increasing speed. Operators using these 
keys are genuinely enthused. Every user is a booster! 
Sell them. It's profitable for you 
write for full information 


SPEED KEY CORPORATION 
363 Columbus Place Brooklyn 33, N. Y. 















o, Superb Workmanship @ Smartiy Styled 
Choice Leathers @ Many Fine Patented 
Features @ Avai.able for Prompt De:ivery 


Brief Cases « » Envelopes « Ring Binders * Catalog Cases 


NATIONAL BRIEF CASE Manufacturing Co. 


512 South Peoria Street “Chicago 7, Illinois 








ROLLING STORE LADDERS 
“A” Type Ladders * Library Ladders 


For use with Filing Cabi- 
nets and Shelving, in Of 
fices, Vaults and Store 
rooms. 


Made of Oak and Birch, 
in a variety of heights 
and styles, with wheels 
and Automatic Safety 
Brakes. 








vend for Folder 
and prices. 








Manutactured by 


, COTTERMAN “5%, Reverses A= 























DISPLAY RACKS for STATIONERS 


Made 
especially for 
Stationers, 
Gift Shop, 
Window and 
Store Display 





Three Styles—Nine Numbers 


PIERCE 


COMPANY 
3705 Nicollet Ave. 


GIFT DEP. ARTMENTS 
A Complete Line of Plate, Platter and 
Cup and Saucer Holders for Resale. 
Write for Dealers’ Price List 


Minneapolis 8, Minn. 





SP a FIGURES FAST— 
——— When and Where 
You Need Them 


HERE’S THE AN- 
SWER to manage- 
ment’s demand for a 
low priced, fast cal- 
culator. Entirely 
portable. Ready to go 
any place—any time. 
Hundreds of auxiliary 
uses in large organiza- 


“THE MACHINE TO COUNT ON” 





A Handy Calculator 


IVAN SORVALL tions. Keep one on 


every desk where 
quick calculations are 
necessary. 


210 Fifth Ave., New York 10, N. Y. 
Ask for Bulletin RO-43 











BANK PASSBOOKS 

POCKET CHECK CASES 

3-ON CHECK BINDERS 

CREDIT PAYMENT BOOKS 
TAB - CUT LEDGER CARDS 
MACHINE POSTING BOOKS 

THUMB - CUT PASSBOOK ENVELOPES 


We make them all... for the TRADE ONL) 


ATIONAL PASSBOOK & SUPPLY CO. 


Cleveland 14, Ohio 


+ + + + + HH 


112 Hamilton Avenue 
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CASH IN ON THE PROFIT OPPORTUNITY IN 


MERCURY-LITH 
ROLLERS AND BLANKETS 


for Multilith printing machines 


* 
MERCURY-GRAPH ROLLERS 


for Multigraph duplicating machines 











Write today for prices and information 


RAPID ROLLER COMPANY, FEDERAL AT 26TH, CHICAGO 
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New Capillary-Action Handi-Pen Desk Sets 


by Sengbusch 


. with new inking principle — new writing ease — new beauty that 
pleases everyone — 3 big sales-building features all in one standard line. 


Here is a desk set with unsurpassed per- 
formance features, heretofore unknown in 
any inverted-bottle type unit. It has the style, 
efficiency, simplicity, economy, cleanliness, 
and safety from spillage that appeals to 
every one, 

Those who have used the new Handi-pen 
desk set call it the writing champion. They 
like the smooth, effortless, instantaneous writ- 
ing with fresh ink—and the wide variety of 
pen-points that permits selection for indi- 


vidual writing styles. These points are irid- 
ium-tipped, too — for long life. The set 
itself holds a long-lasting supply of fresh 
ink — there is no waste or deterioration. 


Put these outstanding performance fea- 
tures to work for you. Stock up with popular- 
priced Handi-pen desk sets, to take care of 
your regular customers and attract new 
buyers, Reap the rewards of fast turnover 
and large volume sales. 














Illustrated here in this cross-section view 
is the latest scientific inking principle. 
Fresh ink travels by capillary action di- 
rectly to the pen-point. 

This eliminates the large shallow dip- 
compartment which, as commonly used 
to feed pen-points, causes deterioration 
and waste of ink. This new way, the 
last drop of ink in the container — as 
fresh as the first — is fed directly to 
the pen- point, and there is no waste. 





~ 


Senghusch Handi-pen desk sets are sup- 
plied in pleasing two-color combinations. 
Sets retail from $3.25 up. 


Sengbusch Self-Closing Inkstand Co. 
347 Sengbusch Bldg. © Milwaukee 3, Wisconsin 


meanon 








100 Engraved Wedding Carry Your Own State 


and Surrounding States 
in Stock.... 


COLORPRINT 
FOLDED POCKET MAPS 


SHOWING 
ROADS—RAILROADS—WATERWAYS 


a Re 


$9.95 
100 Calling Cards $1.65 


(less trade discount) 








DEALERS WANTED 





Social Engraving Sample Book mailed for deposit of $1.00 which is refunded 
after receiving $10.00 net of engraving or return of sample book 


NATIONAL ENGRAVING COMPANY 


BIRMINGHAM 5, ALABAMA 














Have You 


a Friend—<, business acquaint- 
ance who might like to keep in touch 
with office equipment by reading 
: ' 5 
Orie a. ihn ~~ ye ot | OF EVERY DESCRIPTION AND 
name, address and business and we will | FOR EVERY PURPOSE 
send a sample copy with our com- | 
pliments. | 
THE OFFICE APPLIANCE COMPANY 


600 WEST JACKSON BOULEVARD, CHICAGO, JU. S. A. 


aS 


THIS HANDY DISPLAY RACK SUPPLIED 
FREE WITH ORDER FOR SIX DOZEN MAPS 


MAPS 


Write For Catalogue and Dealers Discounts 


AMERICAN MAP CO., INC. 


16 EAST 42nd ST., N. Y. 17, N. Y. * MU 2-7581 
SS — EL A AA 
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MARK/LO 
CELLULOIO PRODUCTS 




















Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes: stamp containers, etc. 
Made of acetate (flame resistant) transparent 
cellulose. We build to fit your particular need 
Write us for details. 

Mfrs. 


Markile Company, 
8633 S. Racine Ave. Chicago 9, U.S. A. 
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The Only 
Genuine 


LUBASPRAY 


Easiest, most effective 
method of graphitoid lubrication 
—clean, quick, convenient! Colorful 
displays sell for you. Order today. 


MANUFACTURING CO. 
MILWAUKEE 1, WISCONSIN 


Thousands of Us 
Millions of 


Users 


PANE 


——— 


=ZN = te) —— 
ae a 
v 
“EVYE-EASE” 
RECORDS 


Save Strain — Speed Work 


SEE YOUR STATIONER 


=—= 


NATIONAL BLANK BOOK CO. 
HOLYOKE, MASS. 


MARTENS 
TYPE CLEANER 


THE 
PERFECT FLUID 
AND NEW 
PATENTED 
APPLICATOR 
Request amnite and 


full details on your 
letterhead 
e 











The Martens Type Ceaser Ca 


Meseincteren 
NSW YORE CITY 














4 


THE MARTENS TYPE CLEANER CO. 
DIAMOND POINT 2, N. Y. 
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are the best buy 
in Stencils. 
Let us prove it. 


CONTINENTAL INK CO. 
3142 S. Austin Bivd., Cicero 50, Ill. 
Products that make friends. 




















— i ——— 


“pa 


DAYTON STENCIL 
WORKS CO. *oiic™ 








Users say Meilicke 
Calculators are a 
necessity where pay- 
roll and tax calcula- 
tions are involved. 
With a Meilicke you 
just tip a card and the 
answer you want is right in 
front of you—to the fraction. 
No levers—no machine ad- 
justments. You just tip a card 
and save time—worry and mistakes. Meilicke Calculators 
are compact, attractive, handy. Dealers should acquaint 
their customers with Meilicke Calculators. 


Meilicke. Systems, Inc. Shien rin s. 








MEILICKE CALCULATORS, 








] ar 


QUPLISTICNERS 


click in every office 





Duplistickersheetsslide 
into the typewriter like 
ee SA\""""I stationery. There’s no ¢ 
| Faster! 33 2¥," x 1” | handier label for mul- 

stickers to a sheet for! tiple typing of volume 

speed. | mail, cross-index file 
1 folders and record cards. Typists address 
! as many as 4 sheets at one time! 


ORDER FROM YOUR LOCAL SUPPLIER OR DIRECT 


| Easier! 81,” x 11” per- 

J forated, gummed) 
} sheets; easy to handle. } 
I Colorful! 5 colors] 
I brighten mailings. | 


I Economical! 825 per! : = 
I pkg. of 25 sheets. I! EUREKA SPECIALTY PRINTING CO. 
Stationery Division Dept. MR. 


Lid a4 5O¢ netail J Scranton, Penna. 
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DUPLISTICKERS 


WAP a ak PCE agit 
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. SCRAPBOOKS 


for 
IMMEDIATE DELIVERY 
* 


Bound in beautiful black Fabrikoid 
with black loose leaf sheets. 
2 


Visible Record. 


Any Record Easy 500 Card 
Seine gue, 500 Cards $345 





Credit Portable 
Cost Saves Time Complete 


Use Handifax Cards only. Join together. 
File sheets of Cards on edge like paper in 
correspondence folders. Visible Facts In- 
spire Profitable Acts. Use half-inch Visible 
Margin for Indexing—Color Signaling— 
Visible Tabulation of vital information. 
Ten years national use. 500 Cards one side 
Blank, one side Ruled: 6x4 in., $3.45; 8x4 
in., $4.40; 10x4 in., $5.30. Order now. Send 


NEW YORK A N. Y. no money. Satisfaction guaranteed. 


COrtlandt 7-9688 * Write for STL 
ss ——— Handifax &s'45: St.Louis 


e 6 Popular Sizes 
e Extra fillers available 
¢ Loose leaf metal binding posts 


Circular on request 
wire—write or phone 


CONSOLIDATED LOOSE LEAF INC. 
"For the trade only" 
536 PEARL ST. 





Sheets of Cards 



































| a LOOSELEAF HIV Va)) Vast liaise 
. RAGE Rebuilt 
PROBLEMS: A. B. DICK MIMEOGRAPHS 

‘i Quickest, easiest, most effective way of binding LIQUID ice 

1. any document folders, legal papers, maps, blue- ey atv ers 


prints and photographs—in loose leaf binders— 
New 


without defacing them. 


Write for illustrated folder 
giving complete information. 


SLIP-O-MAT SLIPSHEETERS 
MAIL BAG RACKS 
ALL- STEEL UTILITY TABLES 


Write For Information, Prices 


MAILERS’ SERVICE & EQUIPMENT CO. 
40 W. 15 St. (Mailers’ Bldg.) New York 11, N. Y 


STAUNCH SALES COMPANY 


343 E. 34th St., New York 16 * MU 7-6930 





Se eee ae 


ADD TO YOUR PROFITS 
WITH Maso's 
“ADD-A-TRAY” 


il Re 





2 


| 


MAPTACKS 


You've got the right answer with 


MOORE 
METLHED MAPTACKS 


because 


@ They’re sturdy—stand up under steady handling ALL STEEL TRAY 
@ They’re the ONLY complete line available SOLVES DESK FILING PROBLEMS 


@ Map companies sell them EXCLUSIVELY Handy, attractive, convenient. Gives separate 
compartment for each work classification. Strong, 


sturdy, baked enamel, walnut, green or grey. 
Every desk worker a prospect. 1!2 trays to car- STACKS 10 HIGH 
ton. Ship. Wt. legal size 30 Ibs., letter size 24 One slips over the other 
Ibs. Order this profit maker today. without nuts, bolts, screws. 


MASO STEEL PRODUCTS °°Piiieee eines 


MASO MAKES THE BETTER ONE 


Stop Petty, Thefts 


No. 10 WONDER [OCK does everything the or- 
ee dinary lock can do—plus many things 
no other lock has ever done before. 
Instantly applied and will securely 
lock every kind of a drawer, file or 
door, (See illustration). Also made 
to protect the contents of show cases. 














You can't beat the Moore line of Marking Tacks, either. 


Made by the manufacturers of famous Moore Push-Pins 
and Push-Less Hangers. 


: fe MOORE PUSH-PIN CO., PHILADELPHIA, PA. 


Z| | 5,000 IN SALES 
| 
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FROM ONE AD 


This dealer has learned that inasmuch as nobody wants to do 
without a phone—they also don't want to do without a device 
that gives added value to the phone. 


f That’s the Hush-A-Phone 


1. Safeguards privacy. 





™ 2. Prevents phone talk annoyance. No holes to drill—no nails or screws, 
3. Improves phone hearing in noisy no tools required.. Two drawers may 
ws places. be secured with one WONDER /OCK 


List Price $2.50 by the use of brace plate furnished. 
Every store, office, factory and home a prospect. Used by U. S. 
government. Write at once for price and full particulars. 


Prompt Shipments 


WONDER [OLK 53 W. Jackson Bivd. Chicago 4, Ills. 


Above dealer's name on request; also 
copy “Who buys and Why" and cata- 
log; and Dealer proposition. 


Hush-A-Phone Corp., 43 W. 16th St.,N.¥.C. 11 
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Cul 
BILLFORM Ror ane 


WW 47 
PROCESSED STORMS “BILL FORM PROCESSED” CARBON 


PAPERS ARE ESPECIALLY PROCESSED TO 


CARBON PAPERS MAKE THEM CURL RESISTANT, DURABLE, 


EASY TO HANDLE AND FREE FROM CURL. 








IMMACULATE Another “Different” TYPEWRITER CARBON 


CLEAN TO HANDLE, CLEAN 


“SUPER CLEAN’ TO ERASE, FREEDOM FROM 


FEED ROLL OFFSET. 


CARBON PAPERS : 


H. MoM. 3 T 0 q Mi s Cc 0. iaeeeaen 16 3 ¥. 














GIANT 


Unsurpassed for reliable, all around 
performance. Revolving disk for all 
sizes pencils, crayons, etc., and 
‘Th Vette, famous deeply undercut cutters. 

i) mmm Receptacle: Transparent or solid 


DEXTER 


Aristocrat of hand feed 3} ; 
sharpeners with its fine “§® # 
double-bearing cutter sus- ‘Wy 
nsion, the centering disk 2 
or various size pencils, and 


long-life cutters. Transpar- 
ent receptacle. 








PREMIER IS BACK 


The Premier machine with its pat- 
ented Automatic Feed will again 
available by Fall. Receptacle: Trans- 
parent or solid Nickeled Steel. 


(lutématic PENCIL SHARPENER 2c 
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BRIGHT 


LEATHER 
FURNITURE 


BRIGHT creations give a wealth of charm and No. 1900 Sofa 
distinction to every business establishment. 


























. They enable an executive to express his own 
individuality in his daily surroundings. Rich, 
luxurious, comfortable and durable, all 
BRIGHT numbers are within the reach of the 
buyer’s purse. 


Though the material situation remains some- 
what unreliable, we are now able to resume 
some of the services you used to find so con- 
venient and profitable in your operations. 


BRIGHT CHAIR CO., INC. 


127-133 BLEECKER ST. NEW YORK, N. Y. 





No. 28 AC No. 28 RC 


ace celeele\8 28,8 ele le ee lele alee ele lace lee l ele lela le ele e leer ele le lela lel aele: 3 Telecel lela l ele le ROLE LE lle ele le lel eee lala a 


+ SPEEDRITE CHECKWRITER 











2D EMAND for Speedrite mechanical checkwriters pro- 
vides the ‘‘open sesame” for office equipment dealers 
in countless offices, large and small, throughout the 
land. 





Speedrite’s absolute protection of checks extends to 







d : amount, payee’s name and signature. Speedrite’s 
val ; protection is so positive that every purchaser is issued 
= t iy, 7 ad No Line-by-Line a $10,000 forgery policy by a leading insurance 
1 COPYHOLDER ‘“o™pany: 

' Siniiahien:- aad eskaiitii Many dealers looking for greater sales and profits 
of the key log in a jam, may find their territories open to exclusive franchises 
releases the pressure in for Speedrite. Why not check with us regarding yours? 






offices choked up by 
volumes of transcribing. 
Tests show Error-No has 
increased typing effi- 







K 






pat- | 
1 be ciency as much as 40%. 

ans- e 

pmis f COMPANY, tN CEC. © Raper et eR 7, N.Y 
nois 
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Beauriry Tue Desk f 


THE 762 SERIES 
MATCHED LEATHER ACCESSORIES 


—in open shock / 






The dignity and quiet beauty of fine leather. Cordova finish top-grain cowhide, hand tooled with 24Kt. gold Grecian 
border. Deep, rich colors. Available in Brown, Mahogany, Green and Saddle. Sold singly or in any combination of pieces. 


Master Craftsmen have been making Elsane Desk Accessories since 1892. 
rite for catalogue illustrating complete line. 


SAINBERG & COMPANY, INC. 


37 WEST 26TH STREET NEW YORK 10, N. Y. 
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WHAT A DIFFERENCE 
THAT SUPREME CURLPROOF 
CARBON PAPER 
MAKES! 
















Each sheet of SUPREME CARBON 
PAPER is specially treated to give 
r ce — more efficiency RIBBONS 


more servic os 
its CURLPROOF...SMUDGE- 

PROOF ...LONGER WEARING + ALL TYPEWRITERS 
Te AND a sere Ba hg a + BILLING MACHINES 
In 5 weights and 5 finishes for - ADDING MACHINES 








standard and noiseless typewriters. 
When you ask for SUPREME CURL- 
PROOF CARBON PAPER, also ask 


* HECTOGRAPHS 
* MULTILITHS 


for SUPREME TYPEWRITER * PHOTOSTATS 
RIBBONS...and clean, sharp, + TIME CLOCKS 
even impressions. * BLUE PRINTS 


. i : Ss 
nn eennmnmnmnnmmni SE BUCKEYE SUPREME CARBON PAPER 

















NOTES, DRAFTS ../ RECEIPTS 


by GiBSON-NORWALK 


HELP ATTRACT AND HOLD DESIRABLE CUSTOMERS 


Rag Content Paper : Clear Designs 
Sturdy Bindings . Sharp Stamping 


Write...and our travelers will call 


C. R. Gisson & COMPANY 





NORWALK, CONNECTICUT 
| Publishers of the famous Gibson Memory Books 


School — Wedding — Baby 
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Punches two Revolutionary new 


%" holes, 25%" 
on center. 


streamlined paper punch opens up 










new markets for you! CLIX two-hole punch 
weighs less than 8 ozs., operates as simply as closing your 
hand, slips readily into desk drawer or brief case. Punches two holes in 
sheets up to 12 inches long with a single motion. Sliding base holds punchings. 


Retails at only $1.50; yet does a better job than bulky punches that sell for 





Order from your 
three times that price. Place a trial order today with your Wholesaler! 








Wholesaler 
NEW ENGLAND PAPER PUNCH COMPANY, 








NATICK, MASSACHUSETTS 





REDUCE your HIGHER TRANSPORTATION COSTS! 


. 
~ 
» 


e. CENTRALIZED Buying Brings Costs Down—Pushes Profits Up 


) the Great Central Market 

The Great Central Market for Stationers, Sit- 
vated in the Heart of the Nation’s Air, Rail, 
and Motor Transportation Center. 





2 Manufacturers of 





New and higher transportation charges have caused delivered a 


merchandise costs to rise. Centralized buying from “Associated” 

helps bring costs down, so that profits go up. 
“Associated’s” precision controls of over 20,000 items offer ASSOCIATED STATIONERS 

more distinct economic advantages to retail stationers today 

than ever before. SUPPLY co. 

Trade Manufacturers are invited to consult us regarding our DISTRIBUTORS FOR MANUFACTURERS 


oni ty facilities and complete trade coverage by experienced 229 S. Jefferson St., Chicago 6, Illinois 
salesmen. 
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~SPIN-—DEX 


NEW — MODERN — EFFICIENT 
ROTARY-TYPE FILE 



















DEALERSHIP 
may be still open in 
your territory. 


WRITE for 


information. 





This is a wheel type unit accomodating approximately 6000 cards of 
standard sizes. Here is the amazing thing about our "SPIN-DEX"— 
NO SLOT—NO HOOKS—NO SPECIAL GUIDES—NO RE-WRITING 
OF CARDS—simply take your present cards from the regular drawer 
type unit—DROP them in the "SPIN-DEX' unit and Spin. The cards 
are properly housed and without any fear of disturbance, ready for 
Free Instant Active use. 


10 minutes after receiving your "SPIN-DEX" unit, your new system 
can be in operation. 


; BUSINESS EFFICIENCY AIDS 


7916 LINCOLN AVE., SKOKIE, ILLINOIS 




















The popular Weldon Roberts Eraser 
No. l010 HEXO Cleaner is again available. 







Order now to supply the demand. 


WELDON ROBERTS RUBBER COMPANY 


Newark 7, New Jersey 





4 
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Pat. No. D144,677, ether Patents Pending 
THE COUCH WITH THE ADJUSTABLE HEAD REST 


Adjustable to five positions each assuring complete relaxation 
and comfort... smart in appearance and modern in design... 
skillfully constructed and covered with the newest tearproof 
and waterproof plastic materials in a variety of colors. 


tists. Institutions, Purchasing Agents, and Ex- 
ecutives. 


It will pay you to look into “Leisurest”. Write Today! 


““foisure” Furniture Corp. 


315 WEST 47th STREET 
NEW YORK 19, N. Y. 
Dept. O. 


















IT'S DIFFERENT § 


























—° a 
WRIGHT 
RIT © 
DUPLICATOR ~ 


The only one with a Handy Fluid Drain and Paper 


Lb a 















Moistener enclosed within the fluid receptacle—a E eos 
brand new idea that completely eliminates seepage > sla - 

and leakage, saves fluid and keeps machine ready for instant ONLY $4,350 LIST, PLUS TAX. 

use. The WRIGHT is a sturdy, full-size Duplicator handling F.O.B MINNEAPOLIS 

paper up to 9” x 15”. Ball bearing roller makes operation seis Saad ties al is 

easy. SATISFACTION GUARANTEED. Write today fo, ,adtonalIntermeton 





D: MANUFACTURING COMPANY: - Vea 


1330 Quincy St. N.E., Minneapolis 13, Minn. 
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TIFFANY PORTABLE STANDS 


“The Modern Business Machines Foundation” 


DESIGNED ESPECIALLY FOR USE WITH MOST 
MAKES OF 


Electrically operating Adding Machines, Calculators, 
Bookkeeping Machines, also Typewriters, Billing and 
Copying Machines and other types of Office Equip- 
ment. 





MODEL “S”, STANDARD MODEL 


Has TIFFANY patented retractable casters and ad- 
justable head. Head is variable from 5x5 to |4!/4x MODEL “S” 
16!/, inches. One drop leaf 14!/>x18 inches on left —— Pictured 
side. Provision is made for an additional drop leaf 
on right side at two heights. Finish—Dark Office 
Green or Silvertone Gray. Height 26 inches. Ship- 
ping weight 37 lbs. Construction !/g inch thick roll 
formed angle and channel steel. Dropleaves 18 
gauge prime sheet steel. Ten welded corner braces. 


SPECIAL HEAD AVAILABLE FOR ELECTRIC MODELS “S-BILLER” AND “SS” 
TYPEWRITER ALSO AVAILABLE NOW 


TIFFANY STAND COMPANY 


POPLAR BLUFF, MISSOURI 






























¢ Consumer appreciation 
continues to insure con- 
stant repeat business. 


¢ Complete cooperation 
with dealer. 


* Popular models at mod- 
erate prices. 


Write for New Catalog Sheets 





ARROW FASTENER COMPANY INCORPORATED 


30-38 MAUJER STREET ” EVergreen 17-5144 a BROOKLYN 6, WN. Y. 
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SOTH ANNIVERSARY 








LO Suypmreme...r000 50 YEARS 
... THAT'S cyaliheone! 


Royalchrome is a fine line of modern metal furniture. 


But it’s more than that! 

To us, Royalchrome is a reputation. One that has been earned in half a century 
of striving to keep our quality standard high. Yes, Royalchrome is supreme 
because we have never permitted it to be otherwise. 


To you, Royalchrome stands for distinction . . . perfection in design . . . the 


utmost in durability. It is the furniture you want, because you want the best. 


ROYAL METAL MFG. CO.... Chicago 1...New York 10... Preston, Ont. 
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Tais handy LETTERGRAPH is the ‘ 
right answer for small duplicating jobs. Advertising cards, simpLe AS A. B.C. 
notices, envelope stuffers, shipping tags, labels — yes, for A—Message typed or hand 
every small size printing job. on small inexpensive stencils. 
Useful every day in shops and stores for printing inex- B—Squeeze tube of ink into Printer for 
pensive announcements—popular in offices for price change several thousand impressions. 
notices, acknowledgments, operating forms, etc.— hundreds coon se mac eladian ee 
of usec in schools, clubs, lodges, churches and the like. over the paper uid tadit tale slits... 
The exceptional low price of the LETTERGRAPH Assures perfect registration—no waste. 
Post Card Printer plus the surprisingly low cost COMPLETE ee includes sturdy leather 
of operation make it a valuable investment where- $ 1 Os sauered gerne ems) ote 


“a 4 


HOSES ERMINE LEE LS BEG ELE LITO. 


ever duplicating is needed. | 
and printing bese and com- 
Retail Price pie Sie ery 





i s Higher | Dual r Since 1903 


| THE HEYER* CORPORATION, CHICAGO, ‘TLL. 





THE GREATEST UNDERWOOD 
THAT ENGINEERING SCIENCE 
HAS YET PRODUCED! 


For more than fifty years Underwood has been known as Typewriter 
Leader of the World... 


The very first typewriter to give secretaries a front stroke visible 
writing machine, shift key locks, keyboard right-margin release key 
and many other operating conveniences. 


The only typewriter to give you easy-set front margin stops 
and a time-saving centering scale. 


The very last word in typing ease . .. with smooth, speedy and 
rhythmic key action, and other operating advantages to make your 
typing more pleasant . . . and to help you get finished on time. 


Underwood continues to lead the field . . . and brings you Rhythm 
Touch for typing thrill; an open door for new speed and accuracy. 


You'll find Rhythm Touch a wonderful help in your typing. 
Your fingers will ripple happily over the perfectly balanced 
keyboard, making it easy to increase your speed. 


Lucky the girl who has a new Underwood. Lucky you, when you get one, 
too. Why not talk to your boss about ordering a new Underwood 
with Rhythm Touch? Ask him... now! 


Your nearby Underwood office will 
demonstrate this new Underwood with 
pleasure . . . and sell it with pride. 


Underwood Corporation 


Typewriters ... Adding Machines . . . Account- 
ing Machines . . . Carbon Paper . . . Ribbons 
and other Supplies. 


ONE PARK AVENUE NEW YORK 16,N. Y. 


Underwood Limited, 135 Victoria St., 
Toronto 1, Canada 


Sales and Service Everywhere 


Copyright 1947, Underwood Corporation 


... TYPEWRITER LEADER OF THE WORLD 





